" Perﬁ cencv New Thinking = New Results

Vision

To create a passionate and engaged workforce that drives sustainable organizational growth.

What We Do

We support high-potential organizations at pivotal points in their ifecycle to grow revenue and profit.

Our framework applies more effective Thinking, Language and Processes to customer interactions in order to ensure
effective sales execution and customer engagement.

Our clients are led by dynamic leaders looking for bottom-line results based on consistent and effective execution
against business strategy.

Challenges We Address
e Sluggish or inconsistent Growth
e Customer/employee Churn
¢ L ack of Differentiation

Psychology

Emotional Braln

Strategy

Rational Brain

THINKING LANGUAGE PROCESS

* Emotions make us naturally ¢ Radically Honest e Step by Step Execution map
Reactive ® Frame your Value in the ¢ Key to Sustainable Results

¢ Intent drives Behavior Customer’s Context ¢ Unique and Repeatable

e Detache from Outcome e Effective “default” Vocabulary

Perficency a sales and leadership effectiveness organization tel 760.635.1396 | www.perficency.com



% Perficency it St

Our Approach

Through small group learning and individual coaching, our model supports people responsible for developing new
business to challenge mental assumptions and build a more engaging, effective and common language for systematically
managing customer interactions.

The model focuses on building foundational awareness and skills in thinking, language and process that are reinforced
and enhanced over time. Our blended approach of small group and one on one coaching over time is based on a
proven methodology for building sustainable changes in behavior and results.
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THINKING —» LANGUAGE —» PROCESS

A ¢ Collaboration ¢ Radically Honest ¢ Step by Step
- Between Peers Execution Map
™ * Frame value in the
" eIntent drives Behavior Customer's Context *Key to Sustainable
U Results
— e Detached from ¢ Effective “Default”
Outcomes/ Vocabulary eUnique & Repeatable

Attached to Process

* Misunderstood Value ¢ Robotic ¢ Default to “Their”
Process
e Think Features & Benefits e Buzz Word Compliance
* Propose a Solution
e Let Your Emotions Drive e Commoditize and Before Understanding
Lose Control the Problem
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o Differentiation Starts Here ® The one listening is e Clearly defined yet
the one in control flexible enough to
* Know Your Value collaborate without
e ALLOW the Customer giving up control
e Ego and Fear to Buy

¢ Be attached to process,
* “No” is OK ¢ “Thanks for inviting me in”  not outcomes or people
in the process

e Solving Problems e “Or not”

vs. “Selling”

e “Is that Ok w/you?”

¢ Not Seeking Approval

or Validation * “We find we work best

with our customers when...”
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