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Clients Want it

Percentage of Business 

Buyers Who Say It’s 

Absolutely Critical or 

Very Important to 

Interact with a 

Salesperson Who...



Resource Manager at 37,000 Feet

“Every Monday when I get to my office, I find an e-mail from my banker. 

She sends articles about my industry, a white paper targeted to an 

industry issue I am facing, and even leads from time-to-time. One 

reason I went to this bank was this banker sent me the same kind of 

stuff before I started with them. I don’t know how she finds the time, but 

she promised she would be different and she is. I can get services from 

any bank and at a much lower price. What I get from my banker is a real 

partnership.”



The 5.5 Cs of Resource Management



The 5.5 Cs of Resource Management

Conversations – most important thing you sell



The 5.5 Cs of Resource Management

Conversations

Curiosity – insights that leave them wondering what’s next



The 5.5 Cs of Resource Management

Conversations

Curiosity

Collaboration – you and they versus the problem



The 5.5 Cs of Resource Management

Conversations

Curiosity

Collaboration

Customization – 1 to 1 with marketing as partner
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Conversations

Curiosity

Collaboration

Customization

Connectivity – community and clicks



The 5.5 Cs of Resource Management

Conversations

Curiosity

Collaboration

Customization

Connectivity

Coaching – the only thing that can sustain the process



Five Must 
Read Books



Old Model 2017 Trust-Based Modelvs.



Resource 
Manager Time 
is Precious



One Bank’s Cultural Calendar Control
▪ Monday – 7:30 AM – 8:30 AM

• Pipeline Meetings (Thrice Monthly)
• Skill Builder (One Monthly)

▪ Monday 8:30 AM – 9:30 AM 
• Power Hour

▪ Monday 9:30 AM – 12:00 PM 
• Check-ins (include PH reviews)

▪ Tuesday-Thursday 
• 7:30 AM – one the way in
• 5:00 PM – on the way home
• Never Eat Alone – COIs for Lunch 

▪ Phone Call Friday  

▪ 3 Before 8



How They Use It
Sourcing

Prospecting

Net-Sharing

Social Collaboration

Appointing (Prospects, Clients, COIs)

Planning Conversations (PowerHour)

Executing Conversations

Getting Deep and Wide (Cross Solving)

Following up with Value (VIP)

Onboarding (Mitigating Buyer’s Remorse)

Value Pinging (Daily Value)



The 
Prospecting 
Funnel



Logo Day – Creating Banker-preneurs
• October 1 - You pick ‘em

• November 1 – The 15 are ready

• The Trade Show

• Culling Down to 12

• Prioritizing the 12

• Creating the Plan

• Meet with the Coach

• Execute

• More meet with the coach

• More meet with the coach



Prospecting 
With Trust



Confirming With 
Curiosity

“It is the relationship itself—an interlocking web of personal commitments – based on respect —
that is the source of all value.”

Charles H. Green, Author, “Trust-Based Selling”

It’s about trust, Bob…

And thank you for your trust in agreeing to meet with me for 70 minutes on May 10 at 1:00 PM. I will bring that White Paper 
along about the three best practices in retaining key employees. To make certain we make the best use of your valuable time 
and to keep our conversation strategic, here are three questions about St. Meyer & Hubbard based on our experience with 
other professional firms

• How does your team balance time between building new client partnerships and deepening current ones? 
• What should your bank be doing to help keep you current with trends and best practices?
• What would you do at St. Meyer & Hubbard if you knew you couldn’t fail? 

I am eager to learn more about these and other issues that affect your marketplace viability and profitability. 

Here’s to trust and to your continued great success.

Your Name
Title and Direct Telephone Numbers



Net-Sharing and Social Collaboration

“Creating lasting relationships go well beyond mere 

superficial contacts and ‘second floor’ relationships. 

They go to the Penthouse.”

— Tommy Spaulding

American Author



Net-Sharing – If It’s Work, It Isn’t Worth It
•  Get the list

•  Do some homework – industry, company, humans

•  A, B, C strategy

•  Business cards in pockets – bring a pen

•  Get some questions ready

•  Client vs. Prospect vs. COI strategy

•  Follow up before you go – something generic 

and valuable

•  Create some objectives for the event

•  Tailor a Personal Capability Statement and exit 

statements



10.5 Ways to Become LinkedIn-Licious
1. You have a criteria for being on LinkedIn

2. You monitor your SSI (www.linkedin.com/sales/ssi)

3. Your tagline is unique (use the 120 – watch the 80)

4. Your summary looks out, not in (2000 characters)

5. You customize connections with the right people
• Not on a tablet or smartphone

6. You endorse/recommend and thank
the endorser

7. You join the right groups and are active
(up to 100)

8. You share content to create thought
leadership

9. You publish content within bank guidelines

10. You use Boolean Search so prospects come to you

10.5 You invest in Sales Navigator



Welcome New 
Clients, Avoid Buyer’s 
Remorse



Resource 
Managers Need a 
Team



Resources for Resource Managers

“You can get anything you want in your life as long as 

you help other people get what they want.” 

— Zig Zigler

American Author, Salesman

and Motivational Speaker



Conversation 
Recap



3 Before 8 – Value at Sun Up
▪ 3 daily value somethings before 8:00 AM

• Send a Lead and leave it alone
• Forward an article and let it be
• Drop off  a White Paper on the way to the bank
• Share a Best Practice selflessly
• Provide a new idea that makes business more 

productive

3 Daily Touches – 720 per banker X 20 bankers = 
additional 14,400 touches per year



SmartBrief.com
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PRweb.com –
A Value and 
Prospecting
Tool



Is This a Lead?



Vertical IQ –A 
Great BI Tool



Hundreds of 
Profiles



Overview, Call 
Planning, 
Questions
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Resources for the Resource Manager
www.smartbrief.com

www.cebglobal.com

www.sellingpower.com/videos

www.firstresearch.com

www.guykawasaki.com

www.hyken.com

www.verticaliq.com

www.gitomer.com

www.raintoday.com

www.ficinc.com

www.csoinsights.com

www.prweb.com

www.trustedadvisor.com

www.peoplelinx.com

www.rsvpselling.com

www.barlowresearch.com

www.feedly.com

www.jillkonrath.com

www.contentmarketinginstitute.com

www.google.com/alert

www.peppersandrogersgroup.com

www.convinceandconvert.com

www.thefinancialbrand.com

www.geoffreyjames.com



The Culture...The RM Sustainer
▪ How aligned are philosophical and real conversations?

▪ How dynamic is my sales process?

▪ How connected are my sales management routines?

▪ How do I link the sales process to the routines?

▪ What are the metrics that really matter in my organization?

▪ Do we want a Sales Culture or a Performance Culture?

▪ What is the upside potential for success and the downside on 
non compliance?



It’s a Privilege 

Jack Hubbard

@saleshubbs @stmeyerhubbard

Connect with me on LinkedIn – join our Groups


