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Initial
Considerations

Establish Criteria, does a specific offering:

Help you sell?
Pay for itself
Fit your message
Generate Excitement
The “high performance home”
The “the connected life”
Help you Close?
Something you can give away?
Help you sell more?

Something you can give away?

Support your business goals?

Labor Profiles -how talent &time is spent?
Profit Per Hour — how is the enterprise sustained?
Value Per Hour — how do you build value?
Classic Guidelines
Creation Multipliers

The Profit vs. Value Balance

The rules of the game

Utility Play vs. Consumer Play

Glossary

UMPC — Ultramobile PC

Demand Response

Smart Thermostats

HAI
Control4
Crestron
AMX

Radio Thermostat

Lighting Control

Control Platform

iControl
AlertMe
Apple
Crestron - Prodigy
AMX

Savant
Control4
Phillips Pronto
Home Logic
HAI

Cortexa

URC
HomePlug

Hibernation Strategies

Security Arming Levels
Garage Door Position
Exterior Door Locks

If Then Time/Event
Dedicated Button

Intel- Hello Goodbye

Remote Access

Wireless System Options

LutronRA2

Control4

Crestron-Prodigy

Vantage

Insteon

Schneider Electric - Neo

Leviton ViziaRF

Cooper AspireRF

Lighting Fixtures

Energy Management
System (Home
Dashboard

Power House Dynamics

The Energy Detective (TED)

Outdoor Lighting

Sol Inc

Security Systems

GE Security
Honeywell

Bosch

HAI

Alternative Energy

IP Camera Systems

Generators/Whole
Home Surge
Protection

Entry Control

Baldwin

Kwikset

Schlage

Entertainment
Distribution and
Media Systems

Bose

Nuvo

Russound- Collage

Sonos

Channel Vision - Aria

Klipsch
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How to Use the Tools

Presenter ! Simulator I I Auditor I I Accumulator I H Approximator I Savings Calculator
ROI Compared to other options
Building Credibility
Trust Expertise Body Language Attire

n Type Casting I E Body Language I H Mirroring I n Pacing I
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Introduction

Approximator

Inoculation

Potential Referrals

3 Day Rescission

Meeting Process

[First Meeting (Client’s Home)
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Flow Chart for an “In Home Sales”
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General Questions

Structuring the Script
to Answer Objections

Refined Questions

|solating Objections

Simulator

ROI - “Savings Calculator”

Objections

First Call Specials

Price Objections

Value System Perspective

Structure a Methodological Response

The difference is how you explain the
difference
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Introduction

Scripted Questions/
Answers

Validate Skills and Knowledge
with Questions

The True Cost of a
Bad Hire

Initial Interview

Logistics

Where

The Three
Requirements

Can they do the job?

Will they do the job?

Will they fit in your organization?

Testing Strategies

Job Description

Call Back Interview

Advertising and
Sources of Talent

Compensation
Strategy

Advertising
Strategy

Orientation and

Quick Start Strategy
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