Sales fForce
tffectiveness

Is your sales team doing the same things they have always done?

Did you know that “Insanity is doing the same thing over and over
and expecting a different result”? (albert Einstein)

+ Planning and strategy How many ticks
+  Time management would your sales cuper

. Stars
. Territory management team get today?
. Selling techniques |

« Customer knowledge

« Call objectives

+  Relationship building

«  Communication ability
+ Negotiating skills

+ Closing the sale

- Sales conversion ratio Genuine

EXPERIENCE + Industry awareness Performers
- Competitor knowledge Where does your
« Competitive advantage team sit on the
+  Pricing strategies experience curve?

+  Product knowledge

+ Technical ability

« Customer prospecting

+ Sales statistics knowledge Mediocre
« Reporting Performers

You can’t have
mediocrity in a
tight market!

Novice

TIME

Call Kaizen Executive for an obligation free
discussion on how you can make every tick a
winner! We guarantee you will see results!

Call 0420 905 580.

Suite 702, 9-10 The Park, Parramatta NSW 2150 erecutive
T 028677 8661 W www.kaizenexec.com.au




