Course
Module
Design:

At Matterhorn, we
design courses
that meet targeted
needs in the
security industry
with the unique
ability to be
engaging for both
new and more
experienced
associates alike...
not an easy task!

If there is a
specific area of
challenge for your
associates,
chances are
Matterhorn can
design a course
that will meet their
exact needs.

Round peg...
round hole!

Matterhorn Consulting Training Modules

Is training a one time event or a process driven
change of organizational behavior?

From personal experience, the key to success is
how well senior management ACTIVELY support
the process of change. There is no substitute for
this one factor.

That is why Matterhorn delivers the complete

process, which supports the organizational
change desired, resulting in the best ROI.

Bottom line... we deliver results!

MATTERHORN TRAINING PROVIDES:
. A DYNAMIC CLASS ROOM EXPERIENCE

. REAL WORLD LESSONS LEARNED AND SHARED
FROM DIFFERENT PERSPECTIVES

« INCLUSIVE FACILITATION CAPTURING PEER TO
PEER EXPERIENCES

« PRACTICAL TOOLS THAT CAN BE USED TO
LEVERAGE THE LEARNING EXPERIENCE

« INFORMATION THAT IMMEDIATELY APPLIES TO
REAL LIFE WORK
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Value Based Selling (VBS)

This sales training course is designed to drive your top
line revenue growth and sales efficiencies by focusing on
delivering VALUE to your customers.

This is a step-by-step process that will enable you to
differentiate your company and yourself from the
competition, thus enabling higher closing ratios and gross
margins.

You will learn Return on Investment (ROI) principles,
prospect qualification, how to conduct effective sales
calls, powerful proposal structure and effective
presentation processes.

A case study about a manufacturing company, provides
clarity for the class as they are challenged with developing
an ROl — Value Based presentation. They will then deliver
their presentation to senior management , bringing all of
these concepts together at the end of class.

2 day class scalable to 1 day

Advanced Value Based Selling (AVBS)

This course explores several advanced techniques in
verifying and classifying information gathered, asking
better questions, mapping organizational dynamics,
enhancing listening skills and polishing presentation skills.

The course will build on those skills developed in the first
VBS class increasing value proposition presentation skills.

Pre-requisite:
Completion of VBS course 90 days prior to this course.

1 day class

A

Target Audience
for VBS and AVBS
Classes:

Business owners,
sales management
and field sales
personnel.

Content will engage
both new and very
experienced sales
staff.

Sell the elusive
concept of value
to your customers
and prospects!
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Marketing 101

Target Audience:
Positioning your company and sales team for long-term

success often depends on good marketing. This marketing
workshop will help you understand how a good marketing
plan can cost effectively grow your business.

Business owners,
marketing managers,
sales managers and

sales support . Defining your company uniqueness, strengths, and
opportunities for improvement, as well as, ideal customer
segments, choosing the right marketing tools and finding
new customers are a few of the learning experiences you
Effective will take away from this dynamic session.

CoOmmunication| /Sontent covers the basics in marketing concepts as well
crucial as verticats framework for developing a practical and affordable

marketing plan. _
mar ket manager os

work with both| 193y class
sales and

marketing teams

to EffGC[/'VE/)/ Defining what a large project is relative to each company’s
. capacity, experience, resources and ability to innovate.
grow top /in€ | This class will examine ways to objectively analyze these
revenues! critical success components.

Managing the Impact of Large Projects

We begin by a self-diagnosis exercise that will help to

_ objectively evaluate abilities to compete for, win, and most

Target Audience: importantly deliver, on large projects without taking on

unnecessary risks.

Business owners,

senior management, Combine facilitator’s and participant’s experiences with

project managers, large PrOjeCtS to deliver a dynamic pe_er-to.-peer learning
experience. A short case study exercise will allow the

class to explore evaluating a new project opportunity using

objective tools provided in this session.

sales managers,
sales staff and
operations managers.
1/2 day class

A /
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Selling Into Vertical Markets

Vertical markets offer a way to grow a business efficiently
and profitably. However, there are some critical planning
and execution steps that will determine how successful
your efforts will be in the long run.

5 keys to penetrating profitable vertical markets:

gain and maintain senior management support

define company strengths and challenges

accurately assess internal resources

redefine business value proposition for markets

understand dynamics of target vertical market you

This class will examine each area to see how to attack
vertical markets and what you need to evaluate before
executing this strategy.

1 day class

IP Video Technology

IP video technology is a dominant trend in the security
market and requires preparation y to take advantage of
the opportunities to come. The convergence of TCP/IP
communications, with a wide variety of security system
integration applications, will drive the speed of adoption of
IP Video by end users.

This course will explore industry trends, convergence and
issues, design considerations and required resources to
effectively and profitably grow revenue opportunities.

1 to 8 hour scalable class

A

Target Audience:

Business owners,
vertical market
managers, senior
management,
marketing managers,
sales managers and
sales staff.

Target Audience:

Business owners,
senior management,
project managers,
sales managers,
field engineering,
sales staff and
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VBS Selling to IT

Target Audience: The trend of convergence of IT and Physical Security has
been talked about ad nausea for several years. What does
it really mean to the System Integrator from a practical
stand point? It means that you will have to adapt or get left
behind as customers demand more from their security

Business owners,
senior management,
sales managers,

partners.
sales staff,
supervisors and new This course will share the new strategies and lessons
managers. learned from selling to both IT and Security Departments

for over 10 years. The instructor was a pioneer in the IP
Video market whose company, Digital By Design, devel-
oped arguably the first Linux based NVR in 1999 for IP
Video applications.

2 day class

Communications 101

Sales professionals spend as much time or more with intra
company communications as they do communicating with
prospects and customers. Effective communications is
essential to sales and business success.

Target Audience: Poor communication skills can result in less profitable
jobs, increased risks with projects, lost customers and
most importantly lost revenues! This course will explore
different tools to communicate and how to use them to
their maximum effectiveness.

Business owners,
senior management,
project managers,

sales managers, The class will also look at how to effectively communicate
sales staff, operations | with senior management decision makers both in-house
managers and and with the prospect/customer management team.
customer service

managers. 1/2 day class scalable to 1 day
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Facilitation Skills 101

Facilitation is a skill that can be learned and used
effectively to communicate with team members, customers
and in learning environments.

Every individual has a primary facilitation style and can ex-
pand that skill set with this “hands on” course by recogniz-
ing the advantages of honing a variety of facilitation styles.

2 day class

Selling IT

The convergence trend requires that sales acquire new
skills as they sell to a different type of customer, the IT
Department. This course will explore the challenges of
selling to the IT buyer and practical ways to approach this
complex buyer with more confidence.

An equally challenging sales dilemma is how to leverage
existing security contacts? The class will provide practical
insights and “how to” strategies to build bridges between
Security and IT departments so participants can effectively
build acceptance of these new technologies.

1 day class scalable to 1/2 day

line investment optimization.

What would you spend to achieve those results?

Let Matterhorn Consulting show you how to make it happen.

Target Audience:

Trainers, business
management, project
managers, sales
managers, sales staff,
operations managers
and customer service
managers.

Target Audience:

Business
management, project
managers, sales
managers, sales staff,
operations managers
and customer service
managers.

The real value delivered in any consulting engagement is delivery of measurable,
sustainable results. In most cases, this equates to top line sales growth and bottom

The money invested should have a significant and measurable ROI.

What would a 2% increase in sales mean in bottom line profits to your company?




The Speaker:

The speaker’s point
of view is formulated
from over 31 years of
experience, which
has included Fortune
500 manager, Board
Certified Protection
Professional (CPP),
security & technology
consultant, systems
integrator of IP video
technology, expert
witness work for the
courts, Kent State
instructor and the
founder and manager
of two successful
businesses.

Target Audience:

Business owners,
senior management,
sales management
and business equity
shareholders.

In addition, strategic
planning teams will
gain insight from
these sessions.

/

Future Shock: Gazing Into The Crystal
Ball of Technology

While none of us can stop the march of video technology
development, we can certainly be prepared to leverage
technology into innovative new applications. These appli-
cations can create niche markets that are profitable and
differentiate you from your competition. The key is under-
standing how to solve customers’ business problems by
delivering a solid return on investment (ROI) using new
technologies to enable the process.

This class will explore the changing role of technology in
the business world and demonstrate ways to profit from
this evolution.

Designed as either a Keynote or short management session
90-120 minute.

Practical Convergence: What
Convergence Trends Really Mean

The trend of convergence means many things to many
people but from a practical sense what does it mean to
strategic business planning?

This session will share the insights of an industry thought
leader and technology innovator on what the future may
hold for system integrators, alarm center operators and
manufacturers.

This session will help cut through the hype and focus on
the real issues involved with technology evolution, new
applications and how to make the most of these new
business opportunities.

Designed as either a Keynote or short management session
90-120 minute.

(S




Additional Matterhorn Consulting
Business Services

Business Assessment:

Talking an objective look at your business can be a very
difficult mission to accomplish on your own. There is hope.
Matterhorn is able to objectively look at your business with
a different point of view and see things that you may be
missing—both good and bad.

The result is a MAPP (Matterhorn Action Process Plan)
report that will help you clearly identify what will help you
business grow and be more profitable.

Sales Team Assessment and Hiring:

Probably one of the toughest management and hiring
challenges is leading and hiring the sales team in a highly
competitive industry...like ours!

We help business owners to objectively assess their sales
team and sales management challenges, strengths and
opportunities for improvement.

With over 31 years of successful business and sales
experience in the security industry, we are uniquely
qualified to help both large and small companies reach
their maximum potential in revenue growth.

Executive Coaching:

Matterhorn is proud to offer several levels of executive
coaching, which provide training in theories and behaviors
that enable clients to achieve professional success by
facilitating improved business leadership behaviors.

All Matterhorn coaches have received certification from
Certified Sherpa Coaching (CSC), the first rational, proc-
ess and results driven coaching process in the industry.

A

Certified Sherpa
Coaching

The Sherpa Guide to
Process Driven
Executive Coaching™
based on the ground
breaking book of the
same name, is the first
definitive program that
standardizes the
executive coaching
process to deliver
tangible, consistent
results.

It is being recognized
and adopted by major
universities as a formal
educational certification
program.

-
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For more information
go to the website:

sherpacoaching.com



