
 

Copyright © 2008 by Henry E. Liebling and Ruth Ann Forrester  
www.MOREVIRTUAL.COM 

Tel.  678.495.4003                                       info@morevirtual.com    08 
 

 

 

1 

 

Make Your 
“Winning Shot” 

with Web 
Conferencing 
                                              Henry E. Liebling, Web Conferencing Coach, Trainer, Author 

 

Cousin Ed, a ten-handicapper, calls me:  “The 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 
Helps you … 

As Your Web Conferencing Sales Coach 
I help you better use Web Conferencing … 

By asking:    What is your current situation?  
                     What do you want to accomplish? 
 

� Reduce your score 
� Drive the ball longer and straighter 
� Develop a better putting stroke 
� Key body angles and proper body alignment 
� Mental skills 
� Short game instructions 
� Chipping 
� Sand play 
� Short game instructions 
� Hit straight tee shots 
� Draw the ball from right to left 
� Hit irons close to the hole 
� Muscle relaxation 
� __________________ 
� __________________ 
� __________________ 

           

          By asking:    What is your current situation? 
                                What do you want to accomplish? 
 

� Reduce business costs.  � Increase sales    � For New Revenue  
� Improve team performance  � Increase customer retention 
� Reduce Web Conferencing costs   � Increase collaboration 

  � _________________ 
� Reduce time to market for new services & products 
� Make Webinars more engaging and interesting 
� Design and execute highly interactive, engaging, and collaborative 

Virtual Meetings 
� Reduce sales costs  � Achieve high “customer touch” at less cost 
� Get more people to “want” to use Web Conferencing   [ ] Including me 
� Overcome this challenge:  I infrequently use Web Conferencing 
     and I forget what to do 
� Make the entire process less impersonal 
� Virtual experts  � Multiple presenters  � Virtual Roundtables 
� Design and execute half-day and longer Virtual Meetings 
� Rapidly develop training and performance improving activities, at the 

lowest possible cost       [  ] Blended Learning 
� Use questions that gets a “group conversation” going 
� Increase one’s confidence and comfort zone 
� Enhance business relationships 
� Implement a Collaboration Forum with Leaders outside your 

company 
� During a Web Conference:   [  ] Solution Selling          [  ]  Requirements 

[  ] Ideation – Brainstorm  [  ] Listen 
[  ] Set Priorities   [  ] Goal Setting 
[  ] Create and Revise Content                          [  ] Force Field Analysis 
[  ] Present Facts   [  ] Assessments 
[  ] Build Consensus                   [  ] Document Agreements 
[  ] Break outs for small groups               [  ] Reduce silo thinking 

� Design and execute large audience meetings using multiple meeting 
rooms with projection systems, electronic whiteboards, and more 

� Not everyone has cameras, but we want the social experience 
during the meeting 

 

  
“Hi, I’m not a Golf Coach.  But I am the 
Coach who promises to help you and 
your company get much more value 
from your use of Web Conferencing.  
Just ‘putt’ me an email, to:  
hliebling@morevirtual.com .” 
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Service Offer – from as little as 1-4 hours a month 
 

 
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? 

REPUTATION, EFFECTIVENESS, IMPRESS YOUR CUSTOMERS 
 
I 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 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 

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

Great virtual sales 
meeting.  Very 
effectively handled. 

Nice people touch.  
Good social 
interactions.   

Met our 
objectives. 

No wasted time 
with travel. 

Good listening, 
good engagement. Although we are widely dispersed, now we’re all on 

the same page and ready to move forward with you. 

Good way to learn ! 
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MoreVirtual.com’s Web Conferencing 
Virtual Opportunity ����Checklists 

 
SALES:  Touching Customers – current, former, and prospective 
� Customer Retention and Account Management – conduct collaborative account planning. 

� Qualify – before you arrive in-person 

� Lead Generation – creatively use “webinars” 

� Leverage Your Reputation – invite your best customers to participate in Virtual Roundtables 

� Requirements – gather and verify requirements (from users and stakeholders) 

� Introductions – introduce your company and yourself 

� Demo – give virtual demos of your products, services, and solutions 

� Inside Sales – all the time or for special sales situations, some or all of your 

inside sales people 

� Solution Selling – conduct brainstorming and problem-solving sessions 

� Technical Answers –  technical experts provide their talent without traveling 

� Present Proposal –  present your proposal and to debrief your client about it 

� Training – two types of virtual classroom training, (a) information-oriented and 
(b) interactive and applied learning 

� Coordination – with resellers, distributors, and sales pursuit team. 

Pre-Contracting 
� Stakeholders –  get input and clarify success criteria, assumptions, and risks. 

� Discovery – involve front-line employees, end users, and stakeholders.  (Get input from many at a low cost.) 

� Consulting Plan / SOW –  collaboratively develop and lock-down the consulting plan and/or statement of work 

� Custom Solutions – get agreement on objectives, the design, and the storyboards 

 

SALES MANAGEMENT and SALES PROCESSES 
� HQ and Field – with sales management and sales channel - communications, coordination, collaboration, 

planning, evaluating, and problem-solving – discuss and agree on sales policies 

� Regional Sales VP – with direct reports in other cities 

� Refresher Classes –  teach short refresher classes 

� Performance Coaching – sales opportunity funnel, prospecting, 
qualifying, selling value, solution selling, closing, negotiating, sales 
processes, and pricing 

� Sales manager 1:1 

� Sales manager with her or his sales team 

� Sales Manager (who has a particular specialty) with sales 
people in other districts and offices 

� Sales Proposals –  make last minute changes to sales proposals 

� Interface Meetings –  collaborative discussions with Marketing (New Products) and Human Resources (new 
hire onboarding process, compensation). 

� Call Centers and Telemarketing – coordination with offices and agencies 

� Sales Processes –  analyze and improve sales operations processes and tools and involve the appropriate 
people 

 
 

MV_WinningShot_SalesS 
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FINANCIAL IMPACTS 
 
I have used 20 web conferencing programs.  I will look out for 
your best interests.  I 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?  I 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 VoIP (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 VoIP (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. 

MoreVirtual.com’s Web Conferencing 
Virtual Opportunity ����Checklists 

 
TRAINING 
� Stand-Alone and “after” eLearning and “after” 

traditional classroom 
� Employee Education and Training 
� Customer Education and Training 
 

MARKETING 
� Customer Experience – get all the players together 

to discuss improvements in the “Customer Experience 
Management” strategy 

� Focus Groups – plan and conduct virtual focus 
groups 

� Collaboration – involve customers in collaborative 
planning 

� Dispersed Team Members – manage and 
collaborate with these people 

� Suppliers & Partners – conduct virtual meetings 

� Stakeholders – be close to stakeholder & internal 

customers 

� Brand Management – lead virtual meetings 

� Marcom – co-create and edit speeches and marketing 

communications 

� Product Recall –  critique the business continuity plan 

for product recall procedures and protocols 

� Contracts –  manage outsourced contracts 

� Problem Definition –  define a problem with the right 

people 

� Channel Management – coordinate the rollout of a 

new Channel Management program 

� Customer Intelligence – discuss and make decisions 

on the customer intelligence data 

� Facilitate – customer meetings 

� Customer Loyalty – plan and rollout the new program 

� Technology Requirements – involve users to identify 

requirements 

� New Product Development / Service Creation –  
manage / involve people in New Product Development 
and Lifecycle processes 

� Customer Education – provide high impact customer 

education 

� Portals – test and revise a Customer or Internal Portal 

� Interface Meetings – plan and facilitate the monthly 

Sales and Marketing meeting 

� eMarketing – view, discuss, and build consensus for 

the eMarketing programs 
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Proven Track Record 
 
Increase sales, revenue, 
productivity, customer 
satisfaction/retention. 
 
Improve employee 
performance and 
organizational culture. 
 
Reduce costs. 

Henry E. Liebling 
 

Business acumen and business impact focused.   
 
American Bankers Association, AT&T, BellSouth, Blue Cross Blue Shield, Boys and Girls 
Clubs of America, Clean Air Campaign, Farabi Investment Company (Kuwait), General 
Motors, Great American Cookie Company, Los Angeles County, Microsoft Corporation, 
MobiGames International, Monster Worldwide, National Urban League, National 
Westminster Bank, Nokia Learning Center, Organization Change Alliance, ProSys 
Information Systems, Servigistics, Southeastern Association of Facilitators, State of Georgia 
(Personnel-Telecommute Program), State of New Jersey, Temple University, The Equitable 
Group and Health Division. 

 

Academic:  Political Science degree and Masters of Public Administration from Syracuse University.  Studied 
behavioral science and organizational development at University of California.  Author of Handbook for Personal 
Productivity and co-author of Volunteer Be Proud. 
 

Sales and Marketing Experience 
 

� Began using “real-time, different place” software in 1992.  Have used/tested 19 different programs.  Co-founder 
of MoreVirtual.com.  Author of four books on web conferencing (available at Amazon), including The Web 
Conferencing IDEA BOOK for Marketing and Sales.  I have facilitated hundreds of synchronous sessions for 
virtual meetings and distance learning.  Extensive traditional and technology-oriented experience with training 
and development / performance improvement, business processes, customer service and customer retention. 

� Sales Channel and Joint Account Planning   Award – from U.S. Distance Learning Association.  Wrote 
training materials and key member on team that won Second Place Honors (more than 350 entries) for the 
Best Distance Learning Program in Corporate America.   

� Reseller Training – developed new product training programs that were delivered using large room 
videoconferencing and satellite locations. 

� New Product Training – worked with product management and developed and delivered over 15 courses to 
sales, technical support, legal, partners. 

� Customer Retention Programs – for different clients, increased contract renewal rates. 
� Business Acumen Course for Sales People – for several companies – for one of the company’s, the change 

process included a coaching follow-up component that was implemented by sales managers. 
� Sales Certification Course for Large Account Resellers (LARs) – conducted interviews of owners of 

reseller companies, developed the course, and delivered the pilot. 
� Call (Contact) Center Solutions – developed and documented business processes for “Sales” and 

“Implementation” of software, application development, computer equipment, and network.  Delivered training. 
� CRM and Customer Care System – for several companies, developed and trained on the comprehensive 

process businesses. 
� Sales Manager Performance – completed a 245 page business and process manual. 
� New Hire Orientation Programs – for newly hired sales people. 
� Multi-Media Product Promotion – wrote scripts and content and worked closely with company management 

and multimedia consultant to create CD-ROMs. 
� New Product Development Process – developed documentation and conducted workshops for marketing 

management and cross-functional team members. 
� Retail Store Manager Program (Train-The-Trainer) – included content on displays/selling. 
� Call Center Agent Training – developed and delivered training on products, workflow and selling skills. 
� Call Center Leadership Development – Change Initiative (HQ & 23 call centers) – conducted 360

o
 executive 

interviews, organized and implemented selection process of 10 contract trainers, and developed workshop 
content for sales executives. 

� Corporate Training Departments – redesign and budgets. 
� National Sales and Service Centers – organizational development, team building, & employee involvement. 
� Former Sales Administration / Customer Service Manager – manufacturing environment. 
� Business Development – developed content for www.growingyoursalesinthemiddleest.com 


