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Speaker/Trainer/Coach/Author

customer loyalty and personal motivation. He delivers explosive keynote and general session

g Jack Daly is an expert in sales and sales management inspiring audiences to take action in
... presentations.

Jack brings 20 plus years of field proven experience from a starting base with the CPA firm Arthur Andersen
to the CEO level of several national companies. Jack has participated at the senior executive level on six de
novo businesses, two of which he has subsequently sold to the Wall Street firms of Solomon Brothers and
First Boston. As the head of sales, Jack has led sales forces numbering in the thousands, operating out of
hundreds of offices nationwide.

Amongst a career of highlights, here are a couple of noteworthy examples:

¢ In 1985, Jack relocated to California from the east coast and started a mortgage company with 3
colleagues. As CEO, Jack lead the company through robust growth in its initial 18 months to 750
empl oyees, 22 offices nationwide, producing $350 mi
years the company reported profits of $42 million.

e In1998, working as a senior partner in a 5 year-old privately held Enterprise, Jack helped the
company to be recognized as Entrepreneur of the Year by Ernst & Young and ranked #10 on the Inc.
500 list of the fastest growing firms nationwide.

Personal Highlights include:
e Jack has been married 40 years to his high school sweetheart.
e In 2007, Jack completed his first [Ironman in the United Kingdom.
e Jack has now completed four Ironmans on three continents.
e Jack has played golf at over 79 of the Top 100 golf courses in the USA.
e To date Jack has completed marathons in 26 states plus D.C.
e Jack has bungee jumped the world’'s first and worl d’

Born and raised in Philadelphia, Jack currently resides in San Clemente, California.

WHYjackDALY?
JACK SPEAKS FROM EXPERIENCE
1. History of proven growth of clients 5. TEC Australia Speaker of the Year.
businesses from individual success 6. Spoken to audiences in several countries
stories to international size firms. on 5 continents.
2. Proven CEO/Entrepreneur, having 7. BS Accounting, MBA, Captain in U.S.
built 6 companies into national firms. Army, accomplished author of books,
3. Co-owner/senior exec, of INC #10 and audio and DVD programs.
Entrepreneur of the Year award winner. 8. Led sales forces numbering in the
4. Vistage UK Overseas Speaker of the Year. thousands.
9. Competed in the Ironman World
Championship. Is an Ironman on 3
continents.
RESULTS - that’s what al |l etiversreshite. above i s abo
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COACHING COMPANIES TO GREATER
SALES AND PROFITS

1. ENTREPRENEUR INSIGHT.

2. THE SHORTEST COURSE ON SELLING.

3. THE BARE MINIMUM: MEASURE EVERYTHING.

4. RECRUIT ONLY THE BEST.

5. RIGHT! FROM THE BEGINNING.

6. COACH ON THE FIELD, NOT IN THE LOCKER ROOM.

7. PERFORMANCE IS HISTORY; PROGRESS IS MAKING IT.

8. KNOWLEDGEABLE COMPANIES COMMUNICATE.

9. THE CULTURE DNA.

10.1S THERE SUCH A THING AS OVERLY RECOGNIZED?
11.EMPOWERMENT EQUATES TO ACTION.

12.DOING HOMEWORK HAS NEVER BEEN SO REWARDING!
13.CONTINUOUS SELF DESTRUCTION: DO TO YOU BEFORE THEY DO.
14.PREPARATION = PERFORMANCE (GROWING PEOPLE=GROWING SALES)

15.A PREVIEW: SMART SELLING THROUGH VALUE.

Jack Daly
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TAKING ACTION!

ENTREPRENEUR INSIGHT.

THE SHORTEST COURSE ON SELLING.

THE BARE MINIMUM....MEASURE EVERYTHING!

RECRUIT ONLY THE BEST.

RIGHT! FROM THE BEGINNING.

Jack Daly
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10.

TAKING ACTION!

COACH ON THE FIELD, NOT IN THE LOCKER ROOM.

PERFORMANCE IS HISTORY; PROGRESS IS MAKING IT.

KNOWLEDGEABLE COMPANIES COMMUNICATE.

THE CULTURE DNA.

IS THERE SUCH A THING AS OVERLY RECOGNIZED?

Jack Daly
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11.

12.

13.

14.

15.

TAKING ACTION!

EMPOWERMENT EQUATES TO ACTION!

DOING HOMEWORK HAS NEVER BEEN SO REWARDING!

CONTINUOUS SELF DESTRUCTION: DO TO YOU BEFORE THEY DO.

PREPARATION = PERFROMANCE GROWING PEOPLE = GROWING SALES

A PREVIEW: INCREASING SALES AND MARGINS!

Jack Daly
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RECRUIT ONLY THE BEST

Recruiting is a process — not an event.
It must be on going and continuous.

Recruit, don't absorb.

Define the ideal candidate: the position profile.

Discover the inner person.

Recruit for skills; hire for attitude.

AHI re smart versus managi ng

Jack Daly 7
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SALESPERSON PROFILE

Personal integrity/Intellectual honesty
Sales skill/People skills Relationship manager
Vision/Mission/Goals

Success patterns/High achiever
Self-disciplined/Sense of urgency

Good work organization

Goal oriented/$ hungry through value
Positive outlook and attitude

High self-esteem
Industry/Company/Product knowledge
Client market-share oriented

Team player/independent yet supportive
Understands self responsibility

Assertive social style/Follow Through
Continuing education achievements
Public speaking ability/communicator
Generous with thank yous

Professional manner

Computer literate

These are the attributes or character traits we have found
in our own personal experience that represent the
chemistry of the most successful sales professionals

Jack Daly
Professional Sales Coach
1-888—298-6868



ORIENTATION AND INDUCTION

CONCEPTS:

e Everyone really deserves to know what is expected of
him/her. Explain performance standards (in addition
to position descriptions).

o The office image and work commitment created in the
first day, first week, and first month is difficult to
change.

e Never start someone until you have the personal time
to commit to him/her.

e Everyone i in the first thirty days wonders if they
have made a mistake in joining your group.

e Help each new hire to be successful early after they
join you.

o Implement the training contract.

e Each hire must be immediately aligned to the
Amiss ono to have stabilization of
does not occur, then you will have problems.

Jack Daly 9
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10.

11.

12.

13.

14.

15.

16.

Orientation-Induction Checklist

Celebration!

Make him/her feel welcome and secure. Tour office, introduce to all,
and give list of associates with nicknames. Arrange lunch.

Explain goals of company, office and unit; who the key team players
are.

Explain work ground rules.

Explain employee benefit plans.

Explain position mission and current objectives.
Define the work assignment.

Present education and training plans i by whom i when. Negotiate
the training contract.

Present work standards, responsibilities and authorities, reporting
systems and productivity expected.

Make asking question easy i where to go for help.

Help to be successful first day. How?

Debrief at end of first day i schedule appointment time.
Organize balance of week. Help to be successful i how?
Organize balance of month. Help to be successful i how?
Set quarterly objectives and quarterly progress reviews.

Hand deliver calling cards.

Early established habits are difficult to changemake them positive ones.

Everyone, at sometime in the first thirty days, wonders if they made a
mistake in joining your group.

Jack Daly 10
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Jim Koch
CEO, The Boston Beer Company
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COACHING

To be an effective coach you have to be in the field with your sales associates on a frequently
scheduled basis.

Three Types of Field Calls

1. Joint
(Both are experts)

2. Training
(Coach controls--salesperson invisible)

3. Coaching
(Salesperson controls--coach invisible)

Pre-call Questions

e \What is the purpose of this call?

e What is the value of this account to us?
e Who is the decision-maker?

e \What is his/her highest value need?

e What is our customer market share?

e \Who is our principal competitor? Why?

Are we positioned to take over this account? How?

Jack Daly
Professional Sales Coach
1-888—298-6868

12



COACHING NOTES

Salesperson

Date

Sales Manager

Todayds Coaching

Observation Reminders

Objective(s):

Primary Note

1. Call purpose defined? : Call 1
2. Followed through last call? :

3. Knew social style? o Call 2
4. Knew HVN*? :

5. Conference room reserved? : Call 3
6. Opening transition? :

7. Interviewed? o Call 4
8. Listened? :

9. Devel oped HVN6§? Call 5
10.  Suggested action? o

11.  Offered proof? : Call 6
12.  Benefit statements? :

13.  Asked for the business? : Primary suggestion for improvement:
14. Met objectives o

15. Delivered ideas? :

16. Length of call? :

17.  Expressed positive energy? :

18. Built trust? °

19. Created next action (positioned)? :

* Highest Value Need(s) :

il tnoits t he sal es

|l eader 6s

sal espeopl eod

Jack Daly
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REGULAR PROGRESS REVIEWS

e A progress review should be done whenever suggested i not by some
arbitrary calendar schedule i but not less than quarterly in most cases.

e The key lies in preparation:

a. What do | want to communicate?

b. Where do | want to focus suggested changes?

c. How may | communicate this information so that the recipient will be
receptive to it?

d. What specific solution/goal may | offer and how may | assist the
recipient to achieve his/her goal?

AThe window to the future
gives better guidance than the

Jack Daly 14
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Associate: Quiarter:

Leader: Date:

Special objectives next quarter:

1.

2.

Areas of improvement to accomplish above:

1.

2.

3.

Assistance needed i from whom i how?

1.

2.

3.

Summary comments:

Completed By: Accepted By:

AAs | grow older, | pay less attention to what people say.
ljust. wat ch what -AnbrewCardegie 0

Jack Daly
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A PROGRESS REVIEW

A Progress Review IS NOT:

A salary or compensation discussion

A one-sided monologue

Conducted in a superiords or subordinateb6s office o
A structured interview

Doneinthesuperi ords or subordinateb6s office or work are
Done in less than an hour

Intrusion into the personal life of subordinate

Threatening to either participant

An employment contract for the period of the review cycle

A Progress Review IS:

A j oi n tmminieadod andanalysis

An attempt to fully understand status

A statement of expected results against which the associate will be continually reviewed
Recognition of good work

Suggestions for improvement T both participants

Agreement on new priorities

Agreement on assistance and improvements necessary
Clarification of responsibilities and authorities

Verification or correction of rumors

Clarification of personal and unit mission

Personal and unit goal setting

Definition of self-development, education and training needs
Anopenagendai A f r e & comfiortaldediscussion

A mutually beneficial exchange of ideas to improve personal and unit productivity

Jack Daly 16
Professional Sales Coach
1-888—298-6868



COMMUNICATION

Orientation

Vision Sharing

A R & Orientation
Progress Reviews
Thermometer

Sharing Financials
Quarterly Meetings
Annual Planning Session
Fun Chairpeople
Employee Surveys
Audios/Voice-mail Updates
Videos

Newsletters

Company Yearbook
Focus Groups

Brown Bags

Storytellers

Advisory Councils

Birthdays

TACTICS

TEAM BUILDING

e TPresidento

e Office/Field Visits

e Rallies

e Manager Office Location

e Parking Lot
e Casual Days
e iBuddyo

e Branch Competition

¢ Riding Shotgun i Customer Calls

e Business Cards (All Staff)

e Celebrations

e Corporate

e Easy Access/Senior Management

e Flex Hours

e Theme Days

e iCaught |
e Sports Teams

e iRing the

e Personal Anniversary

AND

n

and

Uni t

Act o

Bel

0

0ODONOT GOWHODMBUT PRAI SEI NG SOMEBODY.

Jack Daly
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Recognition Quickies

1

3.

4

5

6

2

8

9

. Share Targets/Status

~

n

N

PSRO

Caught I n the

. Recognition Sharing

. Letter to Manager

. Lunch

. Employee of Month

. Company Anniversary

. Birthday

0.

AThankso

Jack Daly
Professional Sales Coach
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PLANS AND OBJECTIVES FOR 20

Personal Desires:(What | want to accomplish most in 20__in order of importance)

1.

2.

7.

8.

Business objectives(In order of importance)

1.
2.
3.
4.
5.
Assistance:(What outside sources of assistance am | going to need?)
1.

2.

AYou cannot

envi

moti vat e

ronment wher e

Jack Daly
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TRAINING PERFORMANCE ANALYSIS

Salesperson: Location:
Start Date: Prepared By: Date:
(Sales Manager)
Does Not Meet Meets or Exceeds
Requirements Requirements
Problem FairGo o ¢ Remarks Exc 61 |

Industry Knowledge

Company Knowledge

Product Knowledge

Relating to Customers

Developing Clipents |[HVNOGSs

Asking Questions

Listening

Solving

Managing Objections

Follow-up

Quality of Sales Calls

New Account Development

Time Management

Order Management

Attitude

Dependability

Enthusiasm

Professional Presence

Team Support

Accuracy

Call Reports

Self Discipline

Integrity

Overall Progress

Sales Manager 6s Comment s

Jack Daly
Professional Sales Coach
1-888—298-6868
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COACHI NG: | TS NEVER OV

Goal Setting
o Have specific goals been negotiated with each salesperson?
o Do they require a stretch, yet are realistic?

o Have they been updated to reflect the market?

Ongoing Feedback

e For jobs well done, has recognition and praise been timely?

e Are suggestions for improvement communicated in a way so that the salesperson will be
receptive?

e Have | offered help?

Two-way Communication
e Have | developed an effective working relationship with each salesperson, and is it
unique to each person?

e Is communication truly open? Can account execs disagree without anxiety?

Day-To-Day Coaching

e Is some portion of each day spent asking questions of the sales staff?

e Isitplanned? Does this activity include note-taking?

e Is follow-up action taken as indicated?

e For each loan salesperson, can you point to one instance when day-to-day coaching paid
off?

Team Meetings

¢ Do you conduct regularly-scheduled sales meetings, dedicated solely to developing
greater selling skills in your team?

o Does each salesperson do goal and status reviews with the team?

e Do you discuss case studies?

Jack Daly 21
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Individual Development

e Can you name two developmental experiences for each account exec. over the last six
months?

o Do you have a specific sales training plan for each account executive, negotiated and

agreed upon between the two of you?

Personal Growth
o Do you know the aspirations and ambitions of each of your salespeople?

¢ \What motivates each one? Are you delivering your part towards making those things

happen?

Empowerment

¢ Have you practiced asking, AWhat is your opi
problem?

e Do salespeople have the ability to commit on the spot? If mistakes occur, are the

salespeople supported i and the experiences viewed as learning opportunities?

Recognizing Results
e Are sales production reports distributed and discussed?
e Does each salesperson know his or her standing?

o Are the top performers rewarded?

Assistance
e Are you there for your account executives i proactively?
e Are you regularly reviewing goals, plans, and performance?

e Are you providing regular encouragement and suggestions?

|t i s not the sales | eaderds job
her responsibility to grow prod
Jack Daly 22
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A LEADERSHIP ACTION AGENDA

It is our belief that there are four (4) primary purposes of leadership:

1. To define and continuously reinforce a commonly understood shared corporate vision.
2. To institute change and empowerment at all levels.

3. To create an organization that is so exciting and respected in the industry that people are knocking on
your door to participate in the adventure that is happening.

4. To provide a profit to your company shareholders. (or surplus for non-profits)
Further, from our experience, it is our belief that the successful leadership model comprises seven primary functions:
e Recruit talent
e Interview and select the very best
e  Provide continuous training
e  Create individual incentive and motivation
e  Coach to higher and higher levels
e Create an outstanding success culture
e Lead by example

The path to reduced turnover, improved morale, enhanced teamwork, higher individual productivity and increased
profits are found in the mastering of these leadership actions.

Coupled with these items is mindset re-engineering. We must continuously rethink the entire system in order to
define core competencies.

i Leade rWhat dosnky teamy my stakeholders, need me to do today: be a

coach, a teacher, a decision maker, a supporter, a listener, a pilgrim, a servant, or

someone who m d_daders need #govbe softtidually learning and

growing. Inasense, every leaderisi n t he di scovery and rediscovery
-Ken Melrose CEO Toro Company

Listed herein are 20 leadership action items. Individually each item is a positive action 7 proven in the marketplace 1
while collectively these suggestions constitute a comprehensive leadership agenda.

Do these things regularly with sensitivity, caring, and coaching mentorship and you will bring your organization to a
world class level.

1. Your opportunities always exceed your vision!
Reach out and risk it! Go for the gold! Have no small goals! Share your vision with your associates regularly.
You may become tired of stating your vision but they are never tired of hearing it.
As Bert Nanus stated i nTheréiSroodrdmwerful dhdgire Briviigytdn dPgation A
toward excellence and long range success than an attractive, worthwhile and achievable vision of the future, widely
sharedo.

Jack Daly 23
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2. Assuming that your vision is longer term, create a one year company mission statement. This
Mission comes from a group or unit meeting i probably offsite and normally called a retreat. We
call it an AADVANCEO.

Have each division, region, area, or unit in your group present their plans for the coming twelve months 1
without lengthy feedback until all are itemized on flip chart sheets attached to the conference room walls.
Then discuss and resolve into action plans with responsibilities and accountability.

MISSION STATEMENT:
A brief, clearly understood statement that defines the immediate objective and excites people to action.

In defining your mission, forsake polish for brief, exciting, and rememorable commitment. Encourage each
company unit and individual associate to create their mission statement. Each statement cascades down from
the corporate mission. In addition, each associate should include: 5 personal; 5 family; and 5 career goals in
his/her mission commitment.
AYouol I |l ead effectively when youbére aligned wi
of your market needs

o<

- Stephen Covey
3. Have each unit leader * and individual* create written quarterly goals.
4. Establishi publishipr acti ce company values. AThese things we

5. Spend at least one hour per week on developing your recruiting database. The future of your
organization is based on the talent that you recruit to it. Your personal observation is the most
rewarding source of new talent.

6 Create a written fAideal profiled for each position
profiles. For each position define specifically each skill the person must master to become everything s/he
can be in that position. Schedule time each week recruiting highly motivated people who meet your written
profile. Create a network of candidates and centers of influence. Encourage associate referrals of new
candidates.

7. Recruit for skills i Hire for attitude.

8. Create minimum standards of performance. When recruiting, interviewing, and inducting, let the candidate
know what the minimum standards of performance will be at various time periods i 30, 60, 90, 120, 180
days. Reassign or terminate anyone not meeting minimum standards. A The most expensive ti
|l eaderds | ife is the time bet weedo wheme tyloiuithg oasbeo U ta i
world recognizes results not activities. Seniority has been replaced by merit. Couple these standards with
growing empowerment based on achievement.

AfAn empowered associate does noagedwithéogdlowno be moti vat e
power . 0
-Paul Hersey
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9. Create written skill development programs for each corporate position. (see Ideal Profile #6). Measure
each associate against the position skill profile at least quarterly and encourage continuous personal
development. Success follows personal resume improvement. Measure personal development achievements
during quarterly progress reviews.

10. Determine i through a trusting relationship i the personal agenda (highest value needs) of each associate.
A high achiever must believe in:

e Himself/ herself

e His company

e Her products, pricing, and service
e His total value contribution

e Her career growth opportunities.

11. Schedule 360° quarterly progress reviews with each associate encouraging trusting, realistic feedback.
Align and empower with win/win agreements. There are five primary reasons for underachievement:

Recruited wrong person

A Not challenged

A Donét know how
A Not committed

A Company/personal handicaps

Scrap annual performance reviews i putting people in boxes T and replace them with four
quarterly progress reviews. Annual reviews are too infrequent, too threatening, and often
counterproductive.
You can manage assets but you must lead people.
12. Establish a senior manage me nt cust omer cal | progr am. The CEO
per year with the account salesperson. Other senior executives i despite professional disciplines i should
also be scheduled.
13. Develop a criteria profile for customers:
e They have to be growing faster than their total market.
e They have to be decent people to work with.

e They have to be credit worthy.

e They respect quality over price.

Jack Daly 25
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14. Value each customer at least quarterly

15. Identify role models and mentors. Align the new with the experienced.

16. Establish continuous recognition systems. Never go home without praising someone in the company for

what they did today.

17.Hire an administrator and be your own leaddohn Gardner said, A1 | i ke t o watchm great |
Unfortunately, it doesndt take much of my ti me. To
l eading. o

18.Build a sense of invincibility. Over time create the recognized finest company in your industry. Encourage an
outstanding successcultureand a pride in belonging and have the c

door to join your adventure.

19.Become a LEADEReME NT OR.. A LEADEROGs responsiibiistbgrovy i s not t
successful people.

fiLeader s ar eelehdeesfirst ask whatindedsdotbe done, then they get their team

to do it.o
1. Peter Drucker
20. ENROLL EMPOWER RECOGNIZE
through communication through trust through caring
Jack Daly 26
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