
Taking the Leap: Launching & 
Expanding Your Business
Queen Creek, Arizona



A Few Reminders….

• Introductions
• Sign In
• Reception Following
• Format



Thank you to Old Ellsworth Brewing Company!





Erica Ballesteros











































Derek Neighbors



DEREK NEIGHBORS (@DNEIGHBORS)



DEREK NEIGHBORS



WHAT IS 
COMMUNITAS?
The sense of sharing and 
intimacy that develops 
among persons who 
experience liminality as a 
group.



ECONOMICS 
OF 
COMMUNITY

What’s in a city?



WHAT DRIVES ECONOMIC GROWTH ARE NOT 
COMPANIES THAT DO THINGS MORE EFFICIENTLY; 
THE REAL KEY IS TO CREATE NEW THINGS, NEW 

WORK AND NEW KINDS OF JOBS.  
THAT COMES FROM PEOPLE LIVING IN A 
COMMUNITY.  WHEN WE BUILD THESE CITIES, WE 
MAKE EACH OTHER MORE PRODUCTIVE.

Richard Florida

COMMUNITY BUILDERS



ADVANTAGE



NOT ZERO 
SUM GAME

Not about you.



MENTORSHIP
NEVER WALK ALONE



BUILDING 
FANATICS

Loyal vs Fanatical



IF YOU WANT TO GO FAST, 
GO ALONE.

IF YOU WANT TO GO FAR, 
GO TOGETHER.  

African Proveb

THE IMPACT



Brian McKean



https://prezi.com/h2mbg7de1z4n/?token=95ab5f5979ae9a60dc4e23f4e732d3be511dff7fee5c38b523ff45e84e0fa19c&utm_campaign=share&utm_medium=copy



Mike Simmons



Driving Growth
Customer Acquisition Through 

Feedback Loops, Decision Making Frameworks, and Design



Known/Unknown Unknown/Unknown
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msimmons@catalystsale.com
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Problem

Find Us

Agree

Purchase
Happy

What We Think - Buyer Journey

@simmons_m
msimmons@catalystsale.com
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Discover

Self 
Engage

Ask 
Questions

Share
Information

Engage 
with 

Others
See 

Solution

Confirm 
Solution

Establish 
Plan

Implement

Closer to Reality - Buyer Journey

@simmons_m
msimmons@catalystsale.com



Building the Story

Guide

Hero

Villain
Plan

Success

Failure

Transitio
n

@simmons_m
msimmons@catalystsale.com

Adapted from Joseph Campbell – Hero’s Journey, Robert McKee - Story, & Donald Miller - The 
StoryBrand Framework



What is your Process? 

Is It Repeatable?

Are the Outcomes Predictable?

45@simmons_m
msimmons@catalystsale.com





Rep Execution
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Create Guideposts
Skipping Steps Increases Risk
Follow the Process

Identify
(Discovery)

Validate
(Qualify)

Establish 
Timing
(PM)

Call to Action
(Close)

@simmons_m
msimmons@catalystsale.com



The Catalyst Sale Podcast
Your Guide to Growth & Performance Improvement

Building YOUR Success Story
• # 127 – Territory Planning That Works
• # 29 – The Account Plan
• # 25 – Planning your Sales Calls
• # 121 - Prospecting & Outreach
• # 97 - Building Pipeline
• # 111 – Personalize your Outreach

Continue the Discussion
• @simmons_m – Twitter
• Mike Simmons – LinkedIn
• https://catalystsale.com

48@simmons_m
msimmons@catalystsale.com



Seth Wells & Jake Trayer



Justin Rohner



The Power of Perfecting Pricing

Justin Rohner, Executive Director









Reception Time!


