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Want to Sell more?
Creating a System for Selling that works

Rebekah Tucker, Sandler Training

Let’s talk

eUnderstand your performance right now
(break down your sales and analyse)

eActivation of your whole business around the
customer

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

Appear Interested Act Motivated Obtain Information Avoid Commitment
* .
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Traditional Selling System
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Fact Finding Demo Commitment Handle
Analysis Presentation Close Stalls &

Follow Up
Track Down
Objections Chase

Job Spec Proposal Contract
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Why have a system?
Because the Prospect has theirs.
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The Buyer-Seller Dance

The Buyer’s System

Appear Act Obtain Avoid .
Interested Motivated Information || Commitment Disappear
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Fact Finding Demo Commitment Handle Follow Up
Analysis Presentation Close Stalls & Track Down
Job Spec Proposal Contract Objections Chase

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 PROSPECT’S
SELLING SYSTEM SYSTEM

Prospect’s System Traditional Selling System

9
Components of Conflict
Purpose Time Buyer’s Role  Your Role Outcome
Reasons for When, where, Prior to and During the Decisions to
the interaction how long? during the interaction make or
interaction conclusions to
reach
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NO PLANS
NO PROCESS
NO PROFIT
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Sandler

Selling
System
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Building the
Relationship
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Closing the Sale
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The Sandler Selling System

Territory -
& Account Opportunity
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Service Sandler m ™™  Thc Sandler :
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CASE STUDY.

Sandler Training

Finding Power In Reinforcement
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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%
Q4-2018 Q1-2019 Q2-2019 Q3-2019 Q4-2019 Q1-2020 Q2-2020 Q3-2020 « 19% Increase in YOY Rev retention

=% Opportunities with CFC =9 of Multi-Product Clients
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THE FORRESTER WAVE™
Sales Training And Services
a1 2020
Stronger
curmsnt
affering
A
Weaker
curent
aftering
Weaker strategy - Stronger strategy
Market presence
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Industry Insights — Aberdeen Research

80

73% M Sandler Training Customers Industry Average
70
& 59%

50

40

Percentage of respondents

30

Overall team Average customer Percent of sales
attainment renewal rate reps achieving
sales quota sales quota

n=835
Source: Aberdeen Group, April 2011
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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

eLearnt a way to bring in unified policies for Sales
Best Practices
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Book available

for you

SALES
PEOPLE

o2 what you
Can do about it!
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Executive Briefing Recorded Session to provide you a
more detailed way to solve this!

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

s Executive Briefing:
sandler . Why Sales People Fail,
Training  And What You Can Do About It”
B

Introduction to the Sandler Selling System

Facilitated by Rebekah Tucker
CEO Sandler Training Australia and New Zealand

5 santr Tsiog
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REBEKAH
TUCKER

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

ANY QUESTIONS

Q Sandler Training
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