RLOZERS

MAKING SALES HAPPEN

How Top Sales Leaders

Make an Impactin 90 Days
-]

Sales can often seem between other areas in the
complicated and helping business like their products
non sales people and services and the
understand sales helps you marketing function.

Leadershi
eaders| |p\ Brard

win friends, and more
importantly, helps you win
executive support for your
Sales Improvement Projects.

Our Sales Formula will help
you and your colleagues
understand the linkages,
and where Sales needs
Furthermore a greater support or otherwise.
understanding of sales helps

executives see the linkage

Review and benchmark your sales functions in

1 hour regardless of the product or service!

v Review and benchmark
your sales formulain 1 hr for Sales Success

v Create a Sales
Improvement plan fast

GROWTH PAINS

Strategising, maintaining positive

Innovate and set market new trends in existing ‘/
culture and brand reputation.

& new markets as a brand leacler.

v Generate quick wins to
. x B!.Ji]ding out Leadershi;_) Te_ams, refinin_g -
de mo ns'l‘ro ‘I‘e Cca po b|| |‘I‘y Vision & Values, and aligning sales activities

with the companies business strategy.

Ny Command your market & crush your
N % competition as the Go-To player.

Organic growth is stalled, sales targets

v STO I’T dri\/ing predICTO ble X are missed, there is no control over
sales, resulting in erratic revenue
sales results \

New channels 8 markets

Oé%' Automated systems & process. ‘/

Little or no lead generation, sales]

@ Refine the sales messaging,
3 people unable to consistently \/

identify opportunities and

v Kickstart existing sales st create campaigns.
U niTS now Low staff engagement with pcor & z s wvhat your team needs to ’

performers staying & A players s ight grow Sales.
leaving. Klozer:
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SALES FORMULA

«

EVALUATION CHECKLIST

Take 60 seconds and score each of the points below that are both
relevant and or important in your business.

Please score each of the following statements out of 5.

1 out of five being a serious problem; 5 out of 5 being no problem,
we are perfect.

KLOZERS

MAKING SALES HAPPEN

SALES FORMULA SCORE

Vision
1a Is there a compelling Vision driving the Sales Team forward?2
1b Is the Vision understood and regularly communicated to everyone?
Competitive Advantages
2a Are there three or more compelling reasons customers should buy from you?2 12345
2b Can the Sales People uncover via questioning the business pains that correlate with your competitive 12345
advantages?
Brand
3a Does the brand have the look and feel of a market leader? 12345
3b Is the Brand consistent across all customer touch points? 12345
Position
4a Is there a clearly defined Position that differentiates you from your competitors2 12345
4b Can the Sales People articulate this Position and why it's important to your customers? 12345
Demand Generation
5a Does the business have a consistent flow of new leads? 12345
5b Do the Sales People consistently target high value prospects or are they waiting for leads to come to 12345
them?
Awareness
éa Is everyone in the target market aware of your products and services? 12345
éb Are all your clients aware of the different products and services you offer? 12345
Messaging
7a Does the business have perfect prospect profiles for each product and service? 12345
7b Does the business have targeted messaging and customer stories for different prospect profiles2 12345
Total Score out of a possible 70 points

80
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1. FINDING

Pro-actively target new
business opportunities to
rapidly fill your sales pipeline

2. KLOZING

Reduce sales cycles, move from
busy to effective and increase
sales performance

3. GROWING

Segment and target accounts
to lock out competition and
lock in retention & profits.




