Make Your f& e .
“Winning Shot™ "f";\-’ -
Conferencing

Henry E. Liebling, Web Conerencing Coach, Trainer, Author

Cousin Ed, a ten-handicapper, calls me: “7he Golf Coach of
Web Conferencing.”

A client tells me:

“You are like a ‘TiVo’ Trainer ...
except your domain is Web Conferencing.

You help people better use their tools!”

A Golf Coach
~ Helpsyou..
By asking: What is your current situation? By asking: What is your current situation?
What do you want to accomplish? What do you want to accomplish?
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IHi, ’'m not a Golf Coach. But | am the 15. (s 45
Coach who promises to help you and ) $ $ $
your company get much more value $ - g s/ - A
from your use of Web Conferencing. - ! P $ )

Just ‘putt’ me an email, to:
hliebling@morevirtual.com .”
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Attn: Company Presidents
Sales Executives
Marketing Executives

Subject: SAVE MONEY. MAKE MONEY.
Are You Being Ingenious and Proactive
with Web Conferencing to Cut Costs and
Grow Your Business?

Service Offer — from as little as 1-4 hours a month

REPUTATION, EFFECTIVENESS, IMPRESS YOUR CUSTOMERS

| can help you design and execute web conferences (virtual meetings, virtual training, virtual
events) that impress your current customers, past customers, and prospective customers ...
and ... the people on your sales team.

PEOPLE TOUCH - - What You Want People To Say

Great virtual sales
meeting. Very
effectively handled.

Met our
objectives.

Good way to learn !:f '

No wasted time
with travel.

Good listening,
good engagement.

NOTE: MoreVirtual.com does not resell web conferencing software. We consult and train so
you get more value from using web conferencing.

Nice people touch.
Good social
interactions.

Although we are widely dispersed, now we’re all on
the same page and ready to move forward with you.
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MoreVirtual.com’s Web Conferencing
Virtual Opportunity Checklists

SALES: Touching Customers — current, former, and prospective
Customer Retention and Account Management > !
Qualify > ( r 9
Lead Generation > ! 1= 2
Leverage Your Reputation > ! $
Requirements > ' (8 $ B $ " ¢
Introductions > $ (

Demo> ! ! $ T
Inside Sales > $ ( I % (

Solution Selling > $ $9 !

Technical Answers > ) !

Present Proposal > (

Training > ~ (! $ /IBC (B 9

BC !

Coordination > = / / $
Pre-Contracting

Stakeholders > ( / $ /

Discovery> I 1 (9 $ / / " B3 (% " ¢

Consulting Plan / SOW > ! ! "9 D $ ("

Custom Solutions > $ i1 /

SALES MANAGEMENT and SALES PROCESSES

HQ and Field > = $ $ 9 $$ / / /
/1 / $ >

Regional Sales VP > ~

Refresher Classes > (

Performance Coaching > ( / /
8 ( / ! / / / /

Sales Proposals > $ " $

Interface Meetings > ! " % M B, =7 C $ B -
/I $ ¢

Call Centers and Telemarketing > - ((
Sales Processes > = $ 1 11
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MoreVirtual.com’s Web Conferencing
Virtual Opportunity Checklists

TRAINING
& 9 1( 2 1( 2
$
$ F
$ F
MARKETING
Customer Experience >
$ 1'S$ 1 $ )
% $ 2
Focus Groups > ! (
Collaboration> ! ! $ !

Dispersed Team Members > $

Suppliers & Partners > ! $
Stakeholders > " -

$
Brand Management > ! $
Marcom > 9 $

$$5
Product Recall > 8

(

Contracts > $
Problem Definition >  ( $-

Channel Management > (
" % $ $

Customer Intelligence > $ "
$

Facilitate > $ $
Customer Loyalty >
Technology Requirements > 1 1

8 %
New Product Development / Service Creation >
$ D 11 , ! $
(

Customer Education > ! $ $

Portals > ! $ t ?

Interface Meetings > ( $

& % " $

eMarketing >! =/ / (
% " $

FINANCIAL IMPACTS

I have used 20 web conferencing programs. | will look out for
your best interests. | do not resell web conferencing software.

Cost Reduction with Web Conferencing

Every time you replace a face-to-face meeting with a virtual
meeting, you reduce a cost.
Flying: same day and overnight trips: air fare, parking,
lodging
Driving: mileage reimbursement, fuel

Web Conferencing Costs

FREE SOFTWARE. There is free web conferencing (visual
part) on the market from several companies. One company is
a well-known brand.

ARE YOU SPENDING TOO MUCH? | can help you assess
vendor offers.

INEXPENSIVE. There is inexpensive web conferencing that
allows people to dial-in for the audio part of the conference,
from a cell phone, land line phone, or VolIP (such as Skype).
Gives lots of flexibility, for your employees and in customer-
facing situations.

LARGE WEB CONFERENCES. You can use a “Conferencing
Service Provider.” Their services are usually pay-as-you-go
and a la carte. In other words, you pay for what you use.

Audio Costs

AUDIO - VoIP. When people switch to VolIP (Voice over
Internet Protocol), they usually save money on their land line
phones and/or reduce their cell phone usage.

Productivity Improvement with Web
Conferencing — GAIN NEW TIME

When you use web conferencing instead of driving or flying,
you reduce your “travel time.” This results in NEW TIME for
other things.

New Revenue

Your company may have services that can be successfully
converted and delivered using web conferencing. Let's talk.

Il'l'l
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Henry E. Lleb“ng Proven Track Record
Business acumen and business impact focused.
Increase sales, revenue,
$ | E.Fl: & /- & / 3 productivity, customer
(% / $ / 11 $ $ B = /3 satisfaction/retention.
% /3 $ " $ |/ 1 % ( /
% 3F$ ¢ / % -, : /. Improve employee
- $ /, " /6 = /? & performance and
t( % & $/& ! 1& ( /& (3 organizational culture.
B? 9F $ 2 B0/ & (, "H /IF $ ;1! IF 8
3 ! Reduce costs.
Academic? ? & % (? $ ( & ;! &
! - T N G ( (2
? ! 9 ( : 2
Sales and Marketing Experience
: 1 98/ (( 2 (- N ! D I (( $ 9(
( MoreVirtual.com (( " - ( B ! $= 0 The Web
Conferencing IDEA BOOK for Marketing and Sales. + I ( ( (
! $ ) ! 9 ) -
! $ 1 (B $ 1'$ |/ / $ ! $
Sales Channel and Joint Account Planning  ~ >( $s& —
$ " S$ $ & ? BB AG C(
: ? $ $
Reseller Training > ! - $ - ! $
! (
New Product Training> "= " ~ $ $ ! ! ' G
/ / /
Customer Retention Programs — ( (( / -
Business Acumen Course for Sales People > ( ! $ > ( ( $ </
("9 $ s $ $
Sales Certification Course for Large Account Resellers (LARS) > ree - (
$ /1 / !
Call (Contact) Center Solutions > ! $ ( 1& 2
L$ 3 2. ( (™ I A 8 $ |/ - I
CRM and Customer Care System > ( ! $ /! $ !
Sales Manager Performance > $ EG $
New Hire Orientation Programs > ( -
Multi-Media Product Promotion > ~ - " $ $ $
$ $ 9 6%
New Product Development Process > ! $ - ($ "
$ $ 9( $5 $
Retail Store Manager Program (Train-The-Trainer) > )
Call Center Agent Training > ! ! /= " - "
Call Center Leadership Development > + 1B J. A > AK )
vl = $ $ ( / ! - -
( ) !
Corporate Training Departments >
National Sales and Service Centers > = ! $ / $ . $ 11 s
Former Sales Administration / Customer Service Manager >$  ( 1 $
Business Development > ! ( === N $ $
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