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Talking
Points

Why businesses don't scale

The cons of poorsales selection

The pros of good sales selection

Why sales mduction matters

Tramm them ..don’t blame them



YOU must
become the SME

(Subject Matter Expert)

in all things sales




WHAT DO ALL OF THESE BRANDS HAVE
IN COMMON?

BILLABONG
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YOU are the

: PLEASE
Prim a I'y DON'T

Sales Entity

R . ' PROSPECT
- - OR

COLD CALL!
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About when
should I hire
a
salesperson?




WHAT DO
INEED TO
DO?

Recruitment

Job Profile
Success Profile
Sales Onboarding
Sales Plan

Sales Process

Reportmng Mechanism
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RECRUITMENT

Develop relationship with “sales
centric”’ recruiters

02 Don’t hire during a crisis

03 Always have your radar up
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WHY PROFILE THE SALES ROLE?

+ 8
SALES REP / @ SALES REP
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THE HUNTER VS. THE FARMER

Characteristics

Emotionally stable/Resilient Sensitivity

Optimists Team player

Self motivators Eye for detalil

Best in approaching the right Pessimists

clients Monotasking
Solid

Dependable

Better at communicating
value

More skilled at managing

, Problems with explaining
multiple stakeholders

the value of their services

More opportunistic to a client
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THE FARMER




SALES FOUNDATIONS

Sales Confidence O O O O
Sales Drive O O O O
Sales Resilience O O - O
Adaptability O O O O
Listening O O O O
Embracing Change O O O O
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SALES MOTIVATORS

Competition
Achievement
Pace

Social Contact
Recognition
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Autonomy
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SALES CYCLE
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Developing a Game Plan
Making Contact

Building Desire

Creating Options
Presenting

Closing the Sale
Satisfying the Customer
Managing and growing

nooooooo)l
Oooooooo

nooooooo
nooooooo
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WHO WOULD YOU PICK?

Developing a

Game Plan IINSRIE

Game Plan
Managing
and
Growing

Managing
and
Growing

sit:shf:inu Satisfying

the
Customer

Building

Customer Desire

Closing the Creating

Options Creating

Options

Presenting
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Clear Job

Description

To assist in identifying key skills, knowledge,
experience,behavioural competencies and
personal attributes requmred for success m a

sales role.
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TURNING POTENTIAL INTO FPERFORMAMNCE

Job Role Sakes MWanager

Purposs Manage accounts, build new and exdsting ousiomens o ensune nevenue and profit
tarpets ans mel. The Sales Maroager will devsiop e Sales Team bo ansuns S is a
khigh perlaming, cohesiae eam

Reporting to Sl Direcion

Direct Reparts Bales Aceaurt Managens
Sales Repréasantalives

Ky Relationahips Bdarksting Team
Sales Suppord Tesam

Tesdrn Leadarship This ensures you make the most ot of it and can be as produciie as possible.
Don't plan ba much throughaut the day. Plan your iment for the day. Leave gaps o
enguns Fal you Feve spans momerss 0 be reaciiee or pursue other appociaties

Financial Tangets Don't plan ba much throughout the day. Plan 5.-:-|.|r|n'.-=nll’|:-rll'e s B
ensline $at you Feve Spans momerss O be reaciios gs pursue ofha Ariunifies.

CLsiomes i you are getting a ot of reactive tass indd O i O O the

Relationships procEss, ‘

Behavioural Competenciss

w B e o P with &
1 enthisiasm

el e uud'i:rh‘rdg.l with @& rinimm of
Eil.lil:in-g sirang cusiomer relafionships and dedvering
cLEtormer-aninic soluions
» Making good and imely decisions et kaep the ongansstion
Compeiency 4 mawing forasand.
Behavicural Finarcial Acumen | Imemreting and applying undenstanding of key financial
Competency b irchcatonrs 1o make beter business dadsions.
Technical Competencies
Bales Appircech Lesved 4 Handling different sales scenanos; setting agenda, fallowing
cormjilen Sles process Quidance
Oppartunity Leryed 4 Murﬂ;rg pipedine; irspecting appofunibies, accderaling
Manaagernent cAMpaigns, demanstrating dels mgendity, providing deal-
Bagad ideas
Objection Handling Lerved 4 Handling competiive prics, resouroe and risk chal lenges o
propasad salfions, preeting responses i objecions,
ganing prospact'dient aiceptanos o proposed solutions
Megodating Lerved 4 Using give-pet frameworks, representing company manssts,
leciveing chierms with fesding pood abaut how & decl was
ablained.

Experiancs Requirements
Extnihee saperiants maraging & sales eam

Minimum B yedrs a 4 Sales Representative
Gualifications and 3kllla
Srong wiitten and verbal communication

Propos witiyg

CRIM sysiem epenance




Sales Onboarding

B Accelerates performance of new starters
B Builds and promotes company culture

B Increases retention ofsalespeople Onboarding Plan

Sales Representative
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Sales Process

Developing a
Game Plan

Managing
and
Growing

Satisfying
the
Customer

Building
Desire

Creating
Options 4

' Closing the
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Reporting...

-

Da t a iS Relationship
Management
KING

Sales Calls E-Mall
Marketing

3
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THE RIGHT (5)  Primary Conversion Merric
|DJAN DA 6.

//i Sales Productivity Metrics
m

Knowing what to measure

%O Pipeline Velocity
®

www.salesmasters.com.au
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Questions?

Q 1300 950 073

a petermckeon(@salesmasters.com.au

www.salesmasters.com.au
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