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Speaker/Trainer/Coach/Author

customer loyalty and personal motivation He delivers explosive keynote and general
session presentations.

Jack: brings 20 plus years of field prowven experience- from a starting base with the CPA firm
Arthor Andersen o the CEC level of several natiomal companies. Jack has participated at the
senior executive level on four de nowro businesses, two of which he subsaquently sold to the
Wa]lStmatansufSulnmmtBIn&ﬂs ananstBusmﬁsﬂtl'Eﬂddsales ]ﬂﬂkhasled

Amongst a career of highlights, here are a conple noteworthy examples:

» In 1985, Jack relocated to Califomia from the east coast and started a mortgage company
with 3 colleagues. As CEO, Jack led the company through robust growth in its imitial 15
months to 750 employees, 22 offices natiorwide, producing $350 million per month in

, and in it's first three years the company reported profits of $42 million.
# In 1998, working as a semior partner in a J year-old privately held Enterprise, Jack
the company to be recognized as Entrepreneur of the Year by Ernst & Young and
ranked #10 on the Inc. 500 list of the fastest prowing firms nationwide.

Jack has bean married for 39 years to his high school sweetheart.

In 2007, Jack completed his first Ironman in the United Kingdom.

Jack has now completed three Ironman’s on three continents.

In 2007, Jack gqualified for the 70.3 Ironman World Champicnship.

Jack has played golf at over 79 of the Top 100 golf courses in the IS4

To date, Jack has completed marathons in 25 states plus D.C.

Jack has bungee jumped the world's first and world's larpest bungee jumps.

Bom and raised in Philadelphia, Jack corrently resides in San Clemente, California His
education includes an MBA from Wilmington College and a BS from LaSalle College. Jadk
held the rank of Captain in the U5, Army.

A naticmally known professional speaker, Jack leads with content, delivers with contagious
of real life anecdotes and his ability to say what most people “just think” leaves a message
that stays with them for years. An accomplished anthor of books, DVD's, and buosiness
articles, Jack is commuitted to getting his andiences involved and taldng actiom. He believes
ﬂlatms:isbydeslp,rmtd‘mm Using this formula for success, he has helped

comparies realize greater sales and profits! He brings to you many years of "street tested”
Equlﬁmﬂpmmme&md:lugﬁ designed to pull higher results from your sales and

efforts. Thousands of companies and professionals have benefited

]HEIIB]]}F_,.EIIIBI‘E[B]I}F and professiomally nsing the concepts Jack teaches. Jack has spoken
to compandes of all sizes, inclnding Fortume 300, Inc. 300, YPO, EQ, Vistage, Trade
Associations, Comventions, Non-profits and Schools. Jack Daly speaks from experience and
has helped thousands of individunals and organizations reach their full potential.
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Jack Dalyds
Life Lessons Learned

Important must trump urge nt

Grow the biz not run the biz

Focus on that which you have control of

|l tds not what you do but how you do
Five big days per year

Magnetic vision

Key peopl e, key spots thatos the key!

Winning cultures can be designed

© 0 N O Ok~ w0 DR

Proactive change agenda

10. There are no expenses in busWhastsisjube
11. When cutting back go early and deep

12. Del egate dondot abdicate
13. Things measured get done

14. Inspect what you expect

15. Strategic networking is disaster i nsurance

16. Training is a process not an event

17. Winning is in the preparation

18. Recruit for skill, hire for attitude

19. Hire slowly, fire quickly

20. Systems ensure consistent recognition

21. You get the behavior yo u recognize and reward

22. Communication is a two way street

23. People are different, lead accordingly

24. First impressions are lasting impressions
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Jack Dal yods
Rearview Mi rror

1.Evans Products / Posner

2.Glenfed Mortgage

3.The S&L experience

4.Platinum Capital

5.Family Crisis
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Tools for

Times of

Prosperity
or

Adversity
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ENTREPRENEUR INSIGHT
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The Culture DNA

Four Outcomes Await:
1.

And How?
A Communication
A Team Building
A Reward
A Competition/Contests
A Fun
A Recognition

A Empowerment
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Backward thinking:

Define success, chart back to the present.

1 Measurement

1 Accountability
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THINGS THAT GET MEASURED GET DONE
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RECRUIT ONLY THE BEST

1. Recruiting is a procegsnot an event.
It must be on going and continuous.

2. Recruit, donot absorb.

3. Define the ideal candidate: the position profile.

4. Discover the inner person.

5. Recruit for skills; hire for attitude.

AHI re smart versus manag.i
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SALESPERSON PROFILE

= -4 -4 -4 -4 -4 -5 -2 -2 -5 -2 -2 -5 -4 -9 -2 -2 -5 -2

Personal integrity/Intellectual honesty
Sales skill/People skills Relationship manager
Vision/Mission/Goals

Success patterns/High achiever
Sdf-disciplined/Sense of urgency

Good work organization

Goal oriented/$ hungry through value
Positive outlook and attitude

High seltesteem
Industry/Company/Product knowledge
Client marketshare oriented

Team player/independent yet supportive
Understands $eresponsibility

Assertive social style/Follow Through
Continuing education achievements
Public speaking ability/communicator
Generous with thank yous

Professional manner

Computer literate

These are the attributes or character traits we have found
in our own personal experience that represent the

chemistry of the most successful sales professionals
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TRAINING:
| T6S AN | NSI DE JOB!

(Growing People = Growing Sales)

f

youoOre not

not
1. Inspect the baskets.
2. Hands on coaching.
3. Role practice.
4. Building the Success Guide.
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RECOGNITION IDEAS

1.Birthdays

2.Company Anniversaries

3.Handwritten Notes

40 PSRO

5nCaught I n The Acto

6.1 Out Of The Boxo Award
7.Associate Of Month Quarter- Year

8nNnRing The Bell o

9.Digital Photo Cards

10. Contests

AHow Many Of Your AssocC
AreOverly Recognized?o0
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COMMUNICATION IDEAS

. Vision Sharing

. Offsite Planning “Advance”

. Daily Huddle

. Monthly Announcements

. Quarterly Updates: Live & DVD
. Quarterly Themes

. Email Blasts

. Voice Malil Blasts

. Annual “State of the Company”

. Newsletters / Yearbooks

. Orientation

. "Re” Orientation

. Progress Reviews

. Associate Surveys

. Lunch with the President

. Key Metrics / Financials Sharing
. Senior Leadership Field Visits

Communication is a two way street

Talking And Listening!
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People Are Different,

Lead Accordingly

People do things for their reasons, not ours.

People accept our ideas not so much because they fully understand our

ideas, but because they feel we understand them as people.
Empathy with our dynamic marketplace and our different prospects is vital.

PEOPLE ARE DIFFERENT! We know this, and we learn to adjust to

people intuitively. We can, however, learn to do so more effectively.
How you invest your time will define your personal management style.

Anindividuald s per sonal example creates

or her. AYou are the message. 0

The determination of your style and an understanding of how your
communication is processed by each of your associates is at the heart of your

personal SUCCesS.
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Interpersonal Relationships

LESS RESPONSIVE (Logic)

MORE RESPONSIVE (Emotion)
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GOT APRIL 16-19, 2009
JACK DALY BUSINESS TOOLS

VALUE
PACKAGES

(One of Everything!) Culture By Design
Combo includes: Combo includes:
+ Coaching Companies to Greater Sales & Profits + Culture by Design CD/DVD Combo-How to
DVD/CD/Workbook set. design a successful, proactive culture.

» Smart Selling Through Value DVD/CD/Workbook ¢ Culture Case Study DVD-Learn how Jack re-

set. tooled 1-800GOTIUNK.

s Daly Sales Motivators book- 366 Sales ideas. ¢ Jack Em Up CD/DVD Combo -21 ACTION steps

+ Coaching Companies book- 366 Sales Management to a better sales meeting.

ideas. s« 10 Jack Me Up Audio CD's- 18 Sales ideas to

+ Real world Sales Strategies That Work book. use in the field.

+ Real World Management Ideas That Work book. s« Coaching Companies Recently Updated DVD-

+ Building a World Class Sales Organization CD.) Management strategies live from Australia.

+ Coaching Companies CD. + BONUS- Simon Sinek on Culture DVD.

+ Smart Selling Through Value CD.
E.......'.....'.................................'.................................'...........................................E
THE DALY DOUBLE
: One Jack in the Box + One Jack Outside the Box :
- *
: st $1910 GOT SPECIAL :
. s
: Package S, @1000 :
:i.“.f.*dtb‘.i.f‘.*.ti.i‘t‘.*it‘dti.“.f.édti‘.‘.f‘t ERE TR SL RSN RSN RN LS Oi.i‘ti.*‘t‘.5000000000ti..i.f‘t*.ii.“ti.*dtb..i.:

Yes! Please add me to your distribution list
GRAND TOTAL 5 USsD for our FREE e-mail newsletter
Applicable tax, shipping & handling
will be added to the total. NAME
COMPANY
PLEASE CHARGE (circle one) ADDRESS
AMX MC VISA CITY,
STATE ZIP
For Additional Information about Jack Daly Credit Card #
Please call 888-295-6868 or email Exp date V-Caode
jennifer@jackdaly.net EMAIL Signature
www.jackdalv.net PHONE FAX
Jack Daly

www.JackDaly.net
1-8880 298-6868
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Jack Dalyds
Life Lessons Learned

Important must trump urgent

Grow the biz not run the biz

Focus on that which you have control of

| t s n o budwhuishow youydo

Five big days per year

Magnetic vision

Key peopl e, key spots thatos the key!
Winning cultures can be designed

Proactive change agenda

= © 0o N o 0o bk 0w DN PE

O. There are no expenses in business,
11. When cuttin g back go early and deep

12. Del egate dondot abdicate
13. Things measured get done

14. Inspect what you expect

15. Strategic networking is disaster insurance

16. Training is a process not an event

17. Winning is in the prepa ration

18. Recruit for skill, hire for attitude

19. Hire slowly, fire quickly

20. Systems ensure consistent recognition

21. You get the behavior you recognize and reward

22. Communication is a two way street

23. People are different, lead accordingly

24. First impressions are lasting impressions
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