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Knowledge Workshop Presentation

Want to Sell more?

Creating a System for Selling that works

Rebekah Tucker, Sandler Training

Let’s talk

•Understand your performance right now 
(break down your sales and analyse)

•Activation of your whole business around the 
customer

•Formulation of unified policies relating to 
sales practices
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Common Challenges that we hear:

• Sales are taking a lot longer 

• There are more people in the process 

• Building rapport remotely is harder

• Loosing against competition

• Worried about appearing Salesy
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How do Prospects buy?

Act Motivated Avoid Commitment DisappearObtain InformationAppear Interested
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Traditional Selling System
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Why have a system?  

Because the Prospect has theirs.
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The Buyer-Seller Dance

Act 
Motivated

Avoid 
Commitment
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Appear 
Interested

The Buyer’s System

The Sales Person’s Typical Reaction/Process
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What is broken with the way that we sell?
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TRADITIONAL 

SELLING SYSTEM

Prospect’s System Traditional Selling System

PROSPECT’S 

SYSTEM
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Components of Conflict

Purpose Time OutcomeBuyer’s Role Your Role
Reasons for 

the interaction

Decisions to 

make or 

conclusions to 

reach

When, where, 

how long?

Prior to and 

during the 

interaction

During the 

interaction
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There is a Science as 

well as an Art to Selling! 
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Sandler

Selling

System
®
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Building the

Relationship
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Qualifying the

Opportunity
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Closing the Sale
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The Sandler Selling System
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CASE STUDY.

ROI: Life Science Device Manufacturer
Partnered with Sandler because:

• Sales Velocity had decreased in 2017 & 
2018

• 48% of customers had only purchased 
one type of product

• Less than 35% of sellers hit new business 
quota in 2017 & 2018

• 51% of CRM Opportunities created in 
2018 ended with no decision

Results:

• % of opportunities with CFC increased 
from 11% to 83% 

• % of Multi-Product Clients increased 
from 48% to 79%

• 19% Increase in YOY Rev retention
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Forester Report 2020

©1999-2022 Sandler Systems, Inc. All rights reserved. S Sandler Training (with design) is a registered service mark of Sandler Systems, Inc.

21

22



17/03/2022

12

Industry Insights – Aberdeen Research
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Key Takeaways…

•Know how to break down the Sales Process to see 

where things are not working, and what needs to 

be done to improve them

•Understand a Customer Centric Sales approach 

•Learnt a way to bring in unified policies for Sales 

Best Practices
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Book available 

for you
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Executive Briefing Recorded Session to provide you a 

more detailed way to solve this!

https://vimeo.com/388876117/9b70d08977
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CEO

Sandler Training 

Australia and New Zealand

Mobile:   +61 402 832 551

Email:    rebekah@sandlertraining.com.au

Web:      www.sandlertraining.com.au

Connect with us on LinkedIn 

Connect with us on our Blog

REBEKAH
TUCKER

ANY QUESTIONS 

?
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