
A D V A N C E D  N E W  B U S I N E S S

W O R K S H O P

WELCOME



ICE-BREAKER

• Name

• How many years in the business

• One fun fact about you!

• What do you want to get out of today



LOCAL DIRECT
N E W  B U S I N E S S  S T R AT E G I E S  
T H AT  G E T  R E S U LT S



SALES RESOURCES
Getting more familiar with resources 
that will help generate more dollars 01

LOCAL RESEARCH

02

BETTER SOURCES,
CATEGORIES & RESEARCH

Sourcing and Category strategies 
that will help you hunt smarter03

V.B.R. DEVELOPMENT

04
CREATIVE SOLUTIONS

05
ROLE PLAY

06

THIS SESSION WILL BE INFORMATIVE, COLLABORATIVE AND FUN!

TODAY’S AGENDA

A glimpse of the local market 
dynamics and spending

Steps to crafting a great V.B.R.
Cold call to HOT call

Creative solutions that get you in the 
door and in front of the decision 
maker

Practice & develop your new skillset



Is to sharpen your capabilities, push you out of your comfort zone 
and make you the best at hunting new business opportunities

OUR GOAL TODAY



2 0 2 2
How Important Is A Video-Based 

Marketing Strategy?



Has increased 25% 

from only 5 years ago. 

of Businesses 
use some sort 
of video as a 
marketing tool.

of those businesses say 
video is an important part 
of their marketing strategy.  

Has increased 15% from only 5 years ago. 

source: wyzowl, state of video marketing survey 2021



But… what happened during the pandemic 

91% of marketers feel the 
pandemic has made video 

more important for 
businesses.

source: wyzowl, state of video marketing survey 2021



Every seller having the ability

to create a commercial

in less than 5 minutes…



WHAT IS

Waymark
EASY TO USE
VIDEO CREATION

TOOL
BUILDS
COMPELLING
CREATIVE FAST

THAT WILL 
SPEED UP 
THESALES CYCLE



NUMBERS I WANT 
YOU TO KNOW



IS THE GOOD STUFF ALREADY TAKEN?

QUESTION



How many accounts have billable revenue at your station in Q1 / 2022?

What % has both broadcast and digital?

How many accounts have billed from Jan 2020 – Jan 2022, but aren’t billing today?

What’s the worth of those clients?

Total accounts in Matrix?

How many businesses are in the Atlanta area?

How many good SIC categories can pass credit at your station?

How many businesses generated more than 5 million in sales last year?

Net “good” opportunity

234

13%

183

1.760m

4,844

235,554

92,206

28,184

235,320

OPPORTUNITY FUNNEL



New businesses established over the past 26 
weeks and within 50 miles of Atlanta, GA

24,201

Over the past 6 months, over 24,201

NEW BUSINESSES have been created 

within 50 miles of your station!

NEW BUSINESS
OPPORTUNITIES

Atlanta, GA



WHAT WILL THE ADVERTISING SPEND 

LOOK LIKE IN YOUR MARKET THIS YEAR?

QUESTION



B I L L I O N$3.8 



HOW LONG BEFORE YOUR MARKET ECLIPSES 
PRE-COVID MEDIA AD SPENDING LEVELS?

QUESTION
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COMPETITIVE LANDSCAPE – ATLANTA AREA
2021 = $3.2 billion    |    2026 = $4.5 billion 
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2021 = $3.2 billion    |    2026 = $4.5 billion 

Direct Mail

Radio

TV

Cable

Mobile
Online

TV Digital

GROWTH / SHARE

+42% +24%

+49% +23%

+39% .01%



DIGITAL AD SPENDING
ATLANTA AREA

2026 DIGITAL AD SPEND  2.6 BILLION2022 DIGITAL AD SPEND  - 1.8 BILLION



Digital
47.8%

Traditional
52.2% 2022 Digital

58%

Traditional
42% 2026

By 2023 Digital will be over 50% of local advertising spend in YOUR market. 

AD SPENDING
ATLANTA, GA



$26 million

BY 2026, WHAT IS ONE DIGITAL SHARE 
POINT WORTH IN YOUR MARKET?



QUICK EXERCISE



STRATEGIC REPORTS

1. Budget Report

2. Ranking Report 

3. Churn Report

4. Inactive Report

5. Pacing Report

6. Revenue Summary

DEALS REPORTS

1. Deal Status Report
BY AE - Number of Deals, Status, Deal State, Lost, Won,

Pending, Proposed, and Amount

2. Forecasting Report
By Station or AE – Pending, TY, Forecast, Budget, Diff

3. Weighted Forecast Report

4. Sales Stage Report BY AE – Client, What Sales 

Stage, Time in the Stage, and Close Ratio 

5. Forecast With Pipeline

BEST OF REPORTS / MATRIX



DRAW & WRITE 
OUT THE 
FOLLOWING…

RANKING INACTIVE CHURN

*USE TOP HALF OF SHEET*



BRAIN-BOARDING 
EXERCISE

6 questions

5 minutes

Answer as many questions as you can, as 
accurately as you can in the time provided!

READY? SET?



EXERCISE – 5 MINUTES

What are your top 10 billing 
categories this year?

What % of your clients with TV 
revenue booked in 2022 also have 

Digital or OTT billing?

How many inactive clients do you 
have over the past 2 years?

(inactive for 3 mo., then go back 2 years)

What is the $$ worth of those 
inactive clients with the provided 

timeline above?

What is the revenue risk 
for those clients?

How many current billing clients 
are at risk of not billing or 

renewing in the next 3 months?

RANKING INACTIVE CHURN



SOURCES



QUICK 
EXERCISE

1 . I d e n t i f y  1 0  g r e a t  n e w  
s o u r c e s  y o u  c a n  u s e

2 . N o  M e d i a  o r  s e a r c h  
e n g i n e s  c a n  b e  u s e d

3 . G o  f o r  n e w,  u n i q u e ,  o r  
i n n o v a t i v e

4 . Yo u  h a v e  2  m i n u t e s

5 . B u i l d  y o u r  l i s t  o n  y o u r  
p o s t  i t  s h e e t



NEW SOURCES RANKING INACTIVE CHURN

Based on all the great ideas,
and sources, shared by the
group today, please write down
your favorites (top 10-15
sources) that you’ll use moving
forward. NEW SOURCES

List 10-15 new 
sources here

NEW PLAYBOOK



TRADITIONAL  SOURCES

32
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AND IDENTIFY BETTER & 
MORE INNOVATIVE SOURCES

LET’S GET ^ CREATIVE



New businesses established over the past 26 
weeks and within 50 miles of Atlanta, GA

24,201

Over the past 6 months, over 24,201

NEW BUSINESSES  have been created 

within 50 miles of your station!

NEW BUSINESS
OPPORTUNITIES

Atlanta, GA



o Lots of local & regional contractors

o Great ratings and reviews

o Very competitive landscape

o Start-Up ground for home improvement bus.

Insights

o Don’t start with the “A’s,” go with the “B’s,” also look for 

the companies that are aggressive to grow.

o Show them how you can build demand and trust in the 

community

o You don’t need an Angi rating to determine your success

Strategy

HOME IMPROVEMENT
A Great Way To Find Local Categories & Businesses



o Find a Lawyer or Firm

o Learn more about their specialty & history

o Public Resources

o Legal Resources

Insights

o Search by specialty (consumer, criminal, education, etc.)

o Search by location

o Identify great firms that need marketing help!

Strategy

LEGAL
I d e n t i f y i n g  O p p o r t u n i t i e s



VEHICLE WRAPS
I d e n t i f y i n g  O p p o r t u n i t i e s

o Wraps are EXPENSIVE!

o The business obviously cares about marketing their products or services

o What messaging are they trying to convey & is it the right one?

o Take their marketing further with video and audience

Insights

o When you’re not driving, take a photo or video

o Make it your goal to find a dozen a week and save them to a special 

folder on your phone just for hunting new businesses

o Contact the business and focus on taking their message to the next 

level and with the power of VIDEO!

Strategy



KIDS SPORTING EVENTS

o Great “COMMUNITY OF INTEREST” Opportunities

o Attending Parents = Business Owners & Decision Makers

o Businesses that see the importance of investing

Insights

o If you have kids in youth sports, spend more time here

o Get to know other parents

o Build local core relationships

Strategy

YOUTH SPORTS
I d e n t i f y i n g  O p p o r t u n i t i e s



CHURCHES
I d e n t i f y i n g  O p p o r t u n i t i e s

o Great “COMMUNITY OF INTEREST” Opportunities

o Advertisers are commonly church members or have friends and family that 

attend the church

o If they value the importance of advertising here, they will see the value 

with you too!

Insights

o Build relationships

o Network

o Find business owners or decision makers

o Become a trusted expert that can help 

o Accelerate their results to the next level

Strategy



o Building owner

o Tenant owner

o Construction company

o Stage of the process

o Estimated completion

Insights

o Snap a photo of the permit

o Make sure you have the  permit #

o Contact the owner/tenant with a first in advantage

Strategy

CONSTRUCTION SITES
I d e n t i f y i n g  O p p o r t u n i t i e s



KEY QUESTION:

41

If I search a business category, do  they 

both show the same search results?

VS
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o Search businesses nearby or at a specific location

o Filter by “open now,” takeout, or even product or price

o Filter in your friend ecosystem to personalize the search 

and better connect with your clients

Insights

o Search by businesses near me

o Search by business category

o Search by businesses near a location

o Find businesses your friends like –create a connection

Strategy

FACEBOOK
G r e a t  B u s i n e s s  O p p o r t u n i t i e s
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TOP 12 SEARCH DIRECTORIES
T H A T  C A N  P R O V I D E  A  B E T T E R  R E S U L T !



Enginejournal.com
SEARCH



o Search businesses nearby or at any location

o See companies’ top job postings

o Learn more about their culture (good or bad)

o Build a strategy for the good and the bad

o It’s not just recruiting great people, it’s branding them as the best 

employer too!

Insights

o TV reaches more PASSIVE QUALIFIED CANDIDATES

o It’s about quality, not quantity

o Show the community your business is the best place to work, and 

why, through the power of video

o EOE  | OFCCP

Strategy

RECRUITMENT
Big Money, Ongoing, Non-Traditional Revenue



o When you wrap up a meeting, take a minute to look around

o What business opportunities exist

o Use your phone to see everything nearby

o Maximize the opportunity to create new connections

“SIRI, SHOW ME NEARBY BUSINESSES”

PROXIMITY HUNTING
LOOK LEFT, LOOK RIGHT, OR JUST ASK SIRI!



VIDEO IS THE MOST POWERFUL 
TOOL IN YOUR TOOLKIT – USE IT!

PRINT TO VIDEO
INCREDIBLE OPPORTUNITY WITH WAYMARK

https://waymark.com/preview/c503268d-5a80-4d94-a33e-d730fb19af27

o Browse your local newspaper and magazines for print ads

o Create a video campaign with Waymark

o Go see your client and impress them!

Strategy

https://waymark.com/preview/c503268d-5a80-4d94-a33e-d730fb19af27


DIRECT MAIL TO VIDEO
INCREDIBLE OPPORTUNITY WITH WAYMARK



o Search and find any business in your area

o Search by SIC or NAICS code

o Filter businesses out by credit rating

o Identify businesses that advertise based on tax records

Insights

o I recommend every sales manager purchase this  ($50 a month)

o Share leads based on target categories with your sellers

o Identify new accounts to replace churn accounts

o Identify potential consumers by lifestyle choices in geo regions

Strategy

FIND ANY BUSINESS
Effective Business Targeting With Ease!



COMMON SOURCES THAT OFFER GREAT 
VALUE IN FINDING LOCAL BUSINESSES

TRADITIONAL  SOURCES



PAID SEARCH RESULTS > PPC

ATLANTA AREA 36.5% 658 million



GOOGLE MAPS
o Search nearby businesses

o Search by target areas

o Get ratings & reviews

o See their website and learn

o Plot your course for the day to effectively call on new business

GOOGLE GUARANTEE
Businesses with the "Google Guaranteed" 
badge are screened, and are guaranteed to get 
the job done right or your money back



NEW SOURCES

RANKING INACTIVE CHURN

Based on all the great ideas
and sources just shared with
you, please write down your
new favorites (top 10 sources)
that you’ll use moving forward.

NEW SOURCES

List 10-15 new 
sources here

NEW SOURCES

Add another 10 
sources from 
what we just 

reviewed

CURRENT PLAYBOOK

NEW PLAYBOOK



CATEGORIES
DIVERSIFY YOUR STRATEGY



QUICK 
EXERCISE

1. Identify 10 new business categories 
you should go after

2. They must be different than your 
current top 10 (top of sheet)

3. Don’t list an industry, list a specific 
category (e.g. not home 
improvement, but flooring)

4. You have 2 minutes to identify 10 
new categories that you feel have 
incredible potential for you over the 
next year.



BUSINESS
CATEGORIES

RANKING INACTIVE CHURN

Based on all the great
business categories that were
just shared, please write
down your top 10 favorites.
They need to be different
than your current top 10 and
they cannot be high level
categories. (e.g., healthcare
or home improvement).

SOURCES

List 10-15 new 
sources here

NEW SOURCES

Add another 10 
sources from 
what we just 

reviewed

CURRENT PLAYBOOK

NEW PLAYBOOK

CATEGORIES

List 10 new 
business 

categories here



TOP 10TOP LOCAL 
BUSINESS 

CATEGORIES
2022

NEXT 15

1. ALL AUTO

2. PROFESSIONAL / LEGAL 
SERVICES

3. FURNITURE STORES

4. HOSPITALS

5. DENTISTS / MEDICAL

6. BANKS

7. PLUMBING & HVAC

8. BUILDING MATERIALS / 
HARDWARE 

9. REPAIR / MAINTENANCE

10. CONSTRUCTION / TRADES

1. FAST FOOD

2. EDUCATION / SCHOOLS

3. GROCERY

4. INSURANCE

5. NURSING / RESIDENTIAL CARE

6. HOME FURNISHINGS

7. HEALTH / PERSONAL CARE

8. CASINOS

9. REAL ESTATE

10. ENTERTAINMENT

11. FLOOR COVERINGS

12. CASUAL DINING

13. UTILITIES

14. POOLS & SPA

15. RELIGIOUS





DOWNLOAD
THE CATEGORY 

LIST



STEAL

CREATIVE 

CATEGORY IDEAS 

YOU CAN



STEAL

CREATIVE 

CATEGORY IDEAS 

YOU CAN



PEST CONTROL

NEW & INNOVATIVE
REVENUE OPPORTUNITY



Key Points of Idea

▪ Pest Control companies are already under the home checking for moisture

▪ Home lending institutions are starting to require a CL100 for underwriting

▪ Pest control companies have a prime opportunity to serve a need

▪ This is the perfect incremental revenue stream for them

▪ 1 job in mold barrier protection can easily be $4k to 8k, maybe more

▪ 1 job for mold barrier protection can be 22 year’s worth of a pest control 
client!

MOLD BARRIER PROTECTION

The
Concept

REVENUE
OPPORTUNITY $100k+



PADDLING

MICHIGAN
OUTDOOR RECREATION

Marquette, MI



Key Points of Idea
▪ Idea and Strategy were built around a unique business 

category that is often not thought of within our business.

▪ Outdoor Recreation – everything from kayaking, mountain 
biking, rock climbing, backpacking, cycling, etc. has grown 
substantially over the last year. 

▪ Outdoor Recreational businesses have a unique opportunity 
right now to build a stronghold in their local & regional 
marketplace.

PADDLING MICHIGAN – focused around bringing attention 

to outdoor recreation during COVID.

from WLUC

The
Concept

Marquette, MI

REVENUE
GENERATED $140k

OVER 4 MONTHS



from WLUC

The
Creative

Marquette, MI



WLUC TV
Marquette, MI

CREDIT
Cody Smith (AE)
GDM TEAM
Rick Rhoades (GM)



RECRUITMENT
OPPORTUNITIES



Key Points of Idea
▪ Commercial creative was built using the Waymark platform

▪ Category:  Food Distribution

▪ Creative focused primarily on drivers, but also included other 
tough to fill positions such as Night Selectors.

▪ This client wanted to take a different approach with their 
recruiting efforts

▪ Brand Builder

RECRUITMENT– As many local, regional, and national businesses are 

finding a huge need for employees, our stations can provide multiple opportunities 
and resources to help them get in front of the best talent in their industry.

from WCJB

The
Concept

REVENUE
GENERATED$216k

Gainesville, FL



CREDIT
Tim Orwig - LSM

WCJB
Gainesville, FL



CREDIT
Ben Niswander (LSM)

WISTV
Columbia, SC



EMPLOYMENT DEMAND
INDUSTRY OVERVIEW|  ATLANTA AREA

SOURCE:   BLS.GOV

CATEGORY # of jobs 10 year growth

Freight Stock Material Movers 73k 117k

Truck Drivers 42k 54k

Admin Assistants 41k 45k

Construction Laborers 26k 35k

Project Management 28k 32k

Business Operations 28k 32k

Accounting 27k 32k

Maintenance 25k 29k

Nursing 17k 24k

Medical Assistants 16k 23k

Unemployment Rate:  3.3%



BETTER 
ALTERNATIVES
HOME EFFICIENCY



The
Concept

PROBLEM:
▪ Insulation is crucial because it’s the key to reducing energy usage and 

costs for a home or a business.

▪ However, the chemicals used in spray foam are actually VERY TOXIC.

▪ The problem is in how it’s installed and if it’s cured properly.

REVENUE
OPPORTUNITY $100k+

SOLUTION:
▪ Cotton Denim Insulation – industrial scraps

▪ Soy Foam Insulation – recycled paper

▪ Spray Applied Fiberglass Insulation – biobased



ALTERNATIVE FOR

KITCHEN & BATH



Key Points of Idea
▪ Save time – same day installation and curing

▪ Save money – solid surface usually sells for $50-$60 a square 
foot and spray on costs around $5 a square foot

▪ It’s more durable and lasts longer

▪ More design options

▪ Non-porous 

▪ Looks great!

COUNTERTOPS – and kitchen remodels can be very expensive and 

leave you without your kitchen for weeks.  However, there are now alternatives 
available that are a fraction of the cost and time, but also offer key benefits

The
CONCEPT

REVENUE
GENERATED$75k

Check it out:

Stonecoat Countertops



EMERGING
OPPORTUNITY

FINANCIAL



The
CONCEPT

THE CHALLENGE:
▪ Banks have long been in the “relationship management” business and have worked hard 

to establish trusted relationships in the community

▪ However, many banks have missed an opportunity to take those trusted relationships 
and incrementally grow them with financial planning and wealth management.

▪ Banks have failed at this because they’ve had their relationship managers focused on the 
next loan vs the overall health of the customer.

REVENUE
OPPORTUNITY $100k+

THE OPPORTUNITY
▪ Wealth Management provides a consistent and reliable source of fee income for 

banks.

▪ Good clients produce an average of $25,000 to $50,000 per year in largely fee-based 
revenues.



QUESTION
What’s a customer worth for a landscaping company?
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SERVICE 
COMPANIES

How long does 
the average family 

live in a home? 

13 YEARS

WHAT’S THE COST 
OF LAWN SERVICE 

EACH MONTH?

$200

HOW MANY MONTHS 
OUT OF THE YEAR?

8

1 NEW CUSTOMER = $20,800



YOUR MANAGER’S RECOMMENDATION
TOP NEW BUSINESS CATEGORIES TO FOCUS ON

1. AUTOMOTIVE – TIER 3

2. HEALTHCARE

3. TRAVEL / PLACES OF INTEREST

4. FURNITURE & MATTRESSES

5. LEGAL

6. HOME IMPROVEMENT

7. BANKING

8. REAL ESTATE

9. RECRUITMENT

10. SENIOR LIVING CARE

$88M

$264M

$256M

$97M

$139M

$133M

$542M

$95M

$30M

$13M



BUSINESS
CATEGORIES

RANKING INACTIVE CHURN

Based on all the great
business categories that were
just shared, please write
down your top 10 favorites.
They need to be different
than your current top 10 and
they cannot be high level
categories. (e.g., healthcare
or home improvement).

SOURCES

List 10-15 new 
sources here

NEW SOURCES

Add another 10 
sources from 
what we just 

reviewed

CURRENT PLAYBOOK

NEW PLAYBOOK

CATEGORIES

List 10-15 new 
business 

categories here

NEW CATEGORIES

List 10 new 
business 

categories here



GATHERING INTEL



SEARCH STRATEGIES:

“HVAC INDUSTRY CHALLENGES 2022”

“HVAC INDUSTRY RESEARCH”

“HVAC TECHNOLOGY ADVANCEMENTS 2022”

“HVAC INDUSTRY TRENDS 2022”

“WHAT CONSUMERS SHOULD KNOW ABOUT 
THE HVAC INDUSTRY TODAY”



o Great research from Harvard University

o Covers consumer spending for DIY and Contractors

o Provides a clearer picture of how much consumers are spending 

locally on certain home improvement categories

o Projection estimates by subcategories are provided

Insights

o Consult with prospects on your research and the potential consumer 

spend and growth for their category

o Consumer spending for this category will continue to grow over the 

next two years.

o Focus on more jobs and higher spend jobs.

Strategy

Homeowners 

Reporting 

Projects (000s)

Average

Expenditure

($)

Total 

Expenditures 

(Millions of $)

DISCRETIONARY 5,990 12,361 74,039

Kitchen Remodels 2,092 12,255 25,635

Minor  1,788 6,886 12,315

Major  303 43,907 13,320

Bath Remodels 2,869 6,362 18,255

Minor  2,445 3,435 8,397

Major  425 23,206 9,858

Room Additions 726 23,799 17,280

Kitchen 79 29,685 2,353

Bath  137 12,095 1,658

Bedroom  210 17,906 3,755

Recreation 98 25,785 2,528

Other  413 16,899 6,985

Outside Attachments 1,911 6,733 12,869

Porch, deck, patio or terrace 1,666 5,846 9,738

Garage or carport 368 8,512 3,131

REPLACEMENT 18,544 6,005 111,368

Exterior 7,160 6,377 45,656

Roofing 3,383 7,674 25,962

Siding 968 5,054 4,893

Windows or doors 3,722 3,442 12,808

Chimney, stairs or other major improvements to 

exterior 766 2,604 1,994

Interior 6,520 3,849 25,095

Insulation 1,356 1,483 2,010

Carpeting, flooring, paneling or ceiling tiles 5,219 3,283 17,136

HOME IMPROVEMENT
O n e  O f  R y a n ’s  F a v o r i t e s !



o Learn more about a businesses culture  (Glassdoor)

o Identify hard to fill or high demand positions (Glassdoor)

o Learn about top growing industries  (BLS)

o Learn about top demand jobs to fill  (BLS)

Insights

o Study the reviews

o Highlight the great comments about the business

o Review how you can share their winning culture with other great 

passive candidates via the power of VIDEO.

Strategy

RECRUITMENT
Big Money, Ongoing, Non-Traditional Revenue



o There are a number of great websites and newsletters 

that offer insights into common class action lawsuits

o Get industry trends

o Settlement information

o Learn about opportunities you can help law firms with

Insights

o Utilize these industry sites to better understand product 

liability risks

o Develop ideas/creative around how law firms can market 

to consumers and fill their lead pipeline

o Share the information with new & existing clients

Strategy

LEGAL
I d e n t i f y i n g  O p p o r t u n i t i e s



o Search the physical word around you!

o Search businesses

o Search products

o Search for competitors

o Search pricing

Insights

o Use the app to identify products, services or even businesses

o Learn more about the products or services

o Identify competition and even pricing

o Leverage this tool to identify information quickly

Strategy

CAMFIND
I d e n t i f y i n g  O p p o r t u n i t i e s



BGP CALCULATOR
I N S I G H T S  &  R E S E A R C H



BGP.GRAYTRAINING.TV/market-calculator

BGP CALCULATOR

Market 
Info

1
Local
Spend

2

Wallet
Share

3

VBRs
5

Creative
7

Strategy 
Shot

4

BGP 
Template

6

Research
8



WAYMARK DEVELOPMENT
L E T ’ S  G E T  Y O U R  C R E A T I V E  G A M E  O N !



LET’S CREATE A WAYMARK SPOT
g r a y t v . w a y m a r k . c o m

o Pick a new category on your sheet (1st column)

o Identify a new client for the category

o Find a template on Waymark

o Create a compelling :30 sec TV spot

o You have 10 minutes to complete



V.B.R. DEVELOPMENT
V A L I D  B U S I N E S S  R E A S O N



94



RIDDLE: You can't see me, touch me or 

smell me.  I’m often discarded, but my 

value is priceless, if you lose me, I'm gone 
forever, and you can’t get me back!



CLIENT INTERVIEW & PERSPECTIVE



V.B.R. DEVELOPMENT
V A L I D  B U S I N E S S  R E A S O N

THE REASON THE TARGET WOULD WANT TO MEET WITH YOU 
AND NOT THE REASON YOU WANT TO MEET WITH THEM!



WHY CHANGE 
IS NEEDED

THEY HAVE SOME NEW PACKAGE THEY ARE TRYING TO PUSH

THEY WANT TO TELL ME HOW GREAT THEY ARE!

CLIENT 

PERSPECTIVE

THEY HAVE A COOL NEW PRODUCT

THEY’VE GOT THIS GREAT SPONSORSHIP I HAVE TO SEE

SELLERS THROWING A BUNCH OF NUMBERS AT ME!

ONLY THEIR PRODUCT IS WHAT I SHOULD BE BUYING





ROUNDTABLE DISCUSSION

HOW DO SELLERS TYPICALLY 

“INTRO” THE COLD CALL 

OR DROP IN?









CLIENT INTERVIEW & PERSPECTIVE



LET’S TRY A BETTER WAY

105

TO ENGAGE OUR CLIENTS



WHY CHANGE IS NECESSARY



WHY CHANGE IS NECESSARY
BUILD TRUST, FORWARD EQUITY AND MOMENTUM



WHY CHANGE IS NECESSARY
YOU CAN ASK FOR MORE MONEY



WHY CHANGE IS NECESSARY
CLOSE QUICKER



WHY CHANGE IS NECESSARY
REDUCE AGENCY POACHING





INDUSTRY 
CHALLENGE

YOUR 
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION

THE FIVE
PILLARS
of a powerful VBR
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INDUSTRY 
CHALLENGE

YOUR 
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION

dealers are playing harder in every revenue stream they 
can be due to industry disruption and reduced volume, 

making the collision repair space a bigger target
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COLLISION 

REPAIR



INDUSTRY 
CHALLENGE

YOUR 
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION

dealers are playing harder in every revenue stream they 
can be due to industry disruption and reduced volume, 

making the collision repair space a bigger target

The collision repair business is forecasted to be 
worth upwards of 1.1 billion in the Atlanta area 

over the next 12 months
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COLLISION 

REPAIR



INDUSTRY 
CHALLENGE

YOUR
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION

dealers are playing harder in every revenue stream they 
can be due to industry disruption and reduced volume, 

making the collision repair space a bigger target

The collision repair business is forecasted to be 
worth upwards of 1.1 billion in the Atlanta area 

over the next 12 months

Educating drivers on trusted alternatives that put them 
in control of where and why they take their car for repair 

is a consistency and momentum opportunity
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COLLISION 

REPAIR



INDUSTRY 
CHALLENGE

YOUR 
OPPORTUNITY

BUSINESS 
CONVERSATION

CONVICTION

dealers are playing harder in every revenue stream they 
can be due to industry disruption and reduced volume, 

making the collision repair space a bigger target

The collision repair business is forecasted to be 
worth upwards of 1.1 billion in the Atlanta area 

over the next 12 months

Educating drivers on trusted alternatives that put them 
in control of where and why they take their car for repair 

is a consistency and momentum opportunity

I’d like to schedule a business conversation this week 
to strategize, share ideas and discuss how we can help 
create sustainable momentum for 2022 with a trusted 

message your customers can connect with!
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IDEA COLLISION 

REPAIR



INDUSTRY 
CHALLENGE

YOUR 
OPPORTUNITY

BUSINESS 
CONVERSATION

CONVICTION

T
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R
S

Educating drivers on trusted alternatives that put them 
in control of where and why they take their car for repair 

is a consistency and momentum opportunity

I’d like to schedule a business conversation this week 
to strategize, share ideas and discuss how we can help 
create sustainable momentum for 2022 with a trusted 

message your customers can connect with!

The collision repair business is forecasted to be 
worth upwards of 1.1 billion in the Atlanta area 

over the next 12 months

dealers are playing harder in every revenue stream they 
can be due to industry disruption and reduced volume, 

making the collision repair space a bigger target

IDEA COLLISION 

REPAIR



V.B.R.
DEVELOPMENT

RANKING INACTIVE CHURN

STEP 1:
Write down the pillars of the
V.B.R. on your brain-board sheet.

SOURCES

List 10-15 new 
sources here

NEW SOURCES

Add another 10 
sources from 
what we just 

reviewed

CURRENT PLAYBOOK

NEW PLAYBOOK

CATEGORIES

List 10-15 new 
business 

categories here

NEW CATEGORIES

List 10 new 
business 

categories here

V.B.R.

Write the 
pillars of a VBR 

here





EXAMPLE  
HVAC



INSIGHTS

LET’S DO OUR 
HOMEWORK FIRST!

Site Source: 

SEARCH STRATEGIES:

“HVAC INDUSTRY CHALLENGES 2022”

“HVAC INDUSTRY RESEARCH”

“HVAC TECHNOLOGY ADVANCEMENTS 2022”

“HVAC INDUSTRY TRENDS 2022”

“WHAT CONSUMERS SHOULD KNOW ABOUT 
THE HVAC INDUSTRY TODAY”



INSIGHTS

LET’S DO OUR 
HOMEWORK FIRST!

INDUSTRY CHALLENGES
SEARCH STRATEGIES:  “HVAC INDUSTRY CHALLENGES”

SEARCH FINDINGS:  

TOP 8 CHALLENGES IN THE HVAC INDUSTRY TODAY:
SITE SOURCE:   https://www.procrewschedule.com/the-top-8-biggest-challenges-in-the-hvac-industry/ 

1. Complex Teams

2. Talent Crunch

3. Changing Client Behavior

4. Climate

5. Higher Costs

6. Competition

7. Fluctuating Busy Periods

8. Smart Home Challenges



INSIGHTS

LET’S DO OUR 
HOMEWORK FIRST!

INDUSTRY CHALLENGES
SEARCH STRATEGIES:  “HVAC INDUSTRY CHALLENGES”

SEARCH FINDINGS:  

TOP 8 CHALLENGES IN THE HVAC INDUSTRY TODAY:
SITE SOURCE:   https://www.procrewschedule.com/the-top-8-biggest-challenges-in-the-hvac-industry/ 

1. Complex Teams

2. Talent Crunch

3. Changing Client Behavior

4. Climate

5. Higher Costs

6. Competition

7. Fluctuating Busy Periods

8. Smart Home Challenges



INSIGHTS

LET’S DO OUR 
HOMEWORK FIRST!

INDUSTRY CHALLENGES
SEARCH STRATEGIES:  “HVAC INDUSTRY CHALLENGES”

SEARCH FINDINGS:  

TOP 8 CHALLENGES IN THE HVAC INDUSTRY TODAY:
SITE SOURCE:   https://www.procrewschedule.com/the-top-8-biggest-challenges-in-the-hvac-industry/ 

1. Complex Teams

2. Talent Crunch

3. Changing Client Behavior

4. Climate

5. Higher Costs

6. Competition

7. Fluctuating Busy Periods

8. Smart Home Challenges



INSIGHTS

LET’S DO OUR 
HOMEWORK FIRST!

INDUSTRY CHALLENGES
SEARCH STRATEGIES:  “HVAC INDUSTRY CHALLENGES”

SEARCH FINDINGS:  

TOP 8 CHALLENGES IN THE HVAC INDUSTRY TODAY:
SITE SOURCE:   https://www.procrewschedule.com/the-top-8-biggest-challenges-in-the-hvac-industry/ 

1. Complex Teams

2. Talent Crunch

3. Changing Client Behavior

4. Climate

5. Higher Costs

6. Competition

7. Fluctuating Busy Periods

8. Smart Home Challenges



INSIGHTS

LET’S DO OUR 
HOMEWORK FIRST!

YOUR OPPORTUNITY
SEARCH STRATEGIES:  “HVAC INDUSTRY FACTS” OR BGP CALCULATOR

SEARCH FINDINGS:  

ACCORDING TO THE BGP CALCULATOR:

o $119 billion will be spent on HVAC in 2022 (U.S.)

o Atlanta has 2.78 million households (or 2.66% of the U.S. HH) 

o We estimate that $3.3 billion will be spent on HVAC alone this 
year in Atlanta

o 1 slice of that opportunity for you (or 1%) is $33 million!

BGP CALCULATOR:  https://bgp.graytraining.tv/market-calculator/

https://bgp.graytraining.tv/market-calculator/


INSIGHTS

LET’S DO OUR 
HOMEWORK FIRST!

THE IDEA
SEARCH STRATEGIES:  BGP, YOUTUBE, GOOGLE, OR GET YOUR CREATIVE ON!

THE BIG IDEA

o Educate homeowners – risks & opportunities

o System operating performance – avoid more expensive fixes later

o Quality of life – reduce air-born allergens

o BUILD TRUST

o Short-term promotion to increase long term service contracts

o Tie into community outreach campaign



INSIGHTS

LET’S DO OUR 
HOMEWORK FIRST!

THE BUSINESS CONVERSATION

o I’d like to have a BUSINESS CONVERSATION with you

o Discuss your goals and objectives

o Strategize with you on the opportunities ahead

o Show you how we can get to those objectives quickly

o Let’s meet this week



V.B.R.

Hi, this is Stephen with WGCL.  I’d like to speak with the person in charge of 
your advertising and marketing…

INDUSTRY 
CHALLENGE 

YOUR
OPPORTUNITY

IDEA 

BUSINESS
CONVERSATION

As a business consultant, I recognize you’re up against several challenges 
over the next year from increased competition, to higher costs, and higher 
expectations from your clients.

There’s an incredible opportunity ahead if we plan correctly. Your industry 
is expected to grow by 6% consistently over the next 8 years and consumer 
spending on HVAC in Atlanta will top 3.3 billion over the next 12 months.  
One slice of that revenue pie is 33 million to you!

I believe if you educate home-owners on tips that will improve operating 
performance, reduce airborne allergens, and save them money, you’ll serve 
an important need and build demand & loyalty quickly.

Let’s get together this week and have a business strategy discussion on how 
we can connect you with the right customers quickly, those who are willing 
and able to invest with the right service provider.  When is a good time in 
the next few days for us to meet?



IS THE SCRIPT TOO LONG?
NOT IF YOU HAVE CONVICTION!



EXERCISE
1. We are going to pair you all up in 

teams of two

2. Angie will pick a category for 
each team

3. Each team will develop a V.B.R in 
stages by each pillar

4. Then you’ll have an opportunity 
to practice/pitch what you’ve 
developed

5. You have 40 minutes to complete 
this exercise



INDUSTRY 
CHALLENGE

YOUR
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION

I recognize you’re up against several challenges over the 
next year from increased competition, to higher costs, and 

higher expectations from your clients.

THE FIVE
PILLARS
of a powerful VBR
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INDUSTRY 
CHALLENGE

YOUR
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION

IDENTIFY A KEY INDUSTRY CHALLENGE FOR YOUR CATEGORY
EXAMPLE: I recognize you’re up against several challenges over the 

next year from increased competition, to higher costs, and higher 
expectations from your clients

*You have 7 minutes
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HVAC



INDUSTRY 
CHALLENGE

YOUR 
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION
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IDENTIFY CATEGORY KNOWLEDGE
EXAMPLE: Your industry is expected to grow by 6% consistently over 
the next 8 years and consumer spending on HVAC in Atlanta will top 

3.3 billion over the next 12 months. 

*You have 7 minutes

IDENTIFY A KEY INDUSTRY CHALLENGE FOR YOUR CATEGORY
EXAMPLE: I recognize you’re up against several challenges over the 

next year from increased competition, to higher costs, and higher 
expectations from your clients

*You have 7 minutes

HVAC



INDUSTRY 
CHALLENGE

YOUR
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION
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IDENTIFY AN OPPORTUNITY OR IDEA FOR THE CATEGORY
EXAMPLE: if you educate home-owners on tips that will improve 
operating performance, reduce airborne allergens, & save them 
money, you’ll serve an important need & build demand quickly.

*You have 7 minutes

IDENTIFY CATEGORY KNOWLEDGE
EXAMPLE: Your industry is expected to grow by 6% consistently over 
the next 8 years and consumer spending on HVAC in Atlanta will top 

3.3 billion over the next 12 months. 

*You have 7 minutes

IDENTIFY A KEY INDUSTRY CHALLENGE FOR YOUR CATEGORY
EXAMPLE: I recognize you’re up against several challenges over the 

next year from increased competition, to higher costs, and higher 
expectations from your clients

*You have 7 minutes

HVAC



INDUSTRY 
CHALLENGE

YOUR
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION
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CREATE A BUSINESS CONVERSATION
EXAMPLE: Let’s have a business strategy discussion on how we can 

connect you with the right customers quickly, those who are willing 
and able to invest with the right service provider.  When is a good 

time in the next few days for us to meet?!
*You have 7 minutes

IDENTIFY CATEGORY KNOWLEDGE
EXAMPLE: Your industry is expected to grow by 6% consistently over 
the next 8 years and consumer spending on HVAC in Atlanta will top 

3.3 billion over the next 12 months. 

*You have 7 minutes

IDENTIFY A KEY INDUSTRY CHALLENGE FOR YOUR CATEGORY
EXAMPLE: I recognize you’re up against several challenges over the 

next year from increased competition, to higher costs, and higher 
expectations from your clients

*You have 7 minutes

IDENTIFY AN OPPORTUNITY OR IDEA FOR THE CATEGORY
EXAMPLE: if you educate home-owners on tips that will improve 
operating performance, reduce airborne allergens, & save them 
money, you’ll serve an important need & build demand quickly.

*You have 7 minutes

HVAC



INDUSTRY 
CHALLENGE

YOUR 
OPPORTUNITY

IDEA

BUSINESS 
CONVERSATION

CONVICTION
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IDENTIFY CATEGORY KNOWLEDGE
EXAMPLE: Your industry is expected to grow by 6% consistently over 
the next 8 years and consumer spending on HVAC in Atlanta will top 

3.3 billion over the next 12 months. 

*You have 7 minutes

IDENTIFY A KEY INDUSTRY CHALLENGE FOR YOUR CATEGORY
EXAMPLE: I recognize you’re up against several challenges over the 

next year from increased competition, to higher costs, and higher 
expectations from your clients

*You have 7 minutes

IDENTIFY AN OPPORTUNITY OR IDEA FOR THE CATEGORY
EXAMPLE: if you educate home-owners on tips that will improve 
operating performance, reduce airborne allergens, & save them 
money, you’ll serve an important need & build demand quickly.

*You have 7 minutes

CREATE A BUSINESS CONVERSATION
EXAMPLE: Let’s have a business strategy discussion on how we can 

connect you with the right customers quickly, those who are willing 
and able to invest with the right service provider.  When is a good 

time in the next few days for us to meet?!
*You have 7 minutes

HVAC



ROLE PLAY TIME!  
10 minutes



V.B.R.
DEVELOPMENT

RANKING INACTIVE CHURN

SOURCES

List 10-15 new 
sources here

NEW SOURCES

Add another 10 
sources from 
what we just 

reviewed

CURRENT PLAYBOOK

NEW PLAYBOOK

CATEGORIES

List 10-15 new 
business 

categories here

NEW CATEGORIES

List 10 new 
business 

categories here

V.B.R.

Write the 
pillars of a VBR 

here

VBR CATEGORY

Seller should 
post three new 

target 
categories here

STEP 2:
AE should pick three new
categories from the middle
column and write them down on
the sheet.



V.B.R. DEVELOPMENT
E X E R C I S E



EXERCISE
1. You’re solo on this exercise!

2. Pick one of your three final VBR 
categories

3. You’ll have 15 minutes to find 
industry challenges, the 
opportunity and an idea

4. Work with a Trainer or Manager 
to help you find info for your 
category

5. There is a prize for the best V.B.R. 
pitch – TAKE THIS SERIOUSLY!



EXERCISE #2
N E X T  S T E P S

1. Organize the intel you gathered 
into a script

2. Then, turn the script into a 
CONVERSATION!

3. You have 15 minutes

4. Leverage your assigned manager 
for consultation

5. The best V.B.R. pitch will take 
home a cash prize!



ROLE PLAY TIME!  



THE BEST V.B.R. PITCH
AND OUR WINNER IS…



IDEAS THAT WILL 
GET YOUR FOOT 

IN THE DOOR!

IMPRESSIVE
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Over the next 12 weeks

NEXT STEPS



DOWNLOAD
TODAY’S

PRESENTATION



What Questions 
DO YOU HAVE


