THE SELLING YEAR IS ALMOST OVER!
When you look at the calendar at this time of the year, you start to realize that the selling year is almost
over. In fact, when you take out the holidays, there are only about 45 selling days left in the year. That is
not a lot of time left for your team to qualify for their annual sales incentive contest, and not a lot of time
for you to secure your annual bonus!
Are your sales representatives on track? Are you?
The key at this time of the year is to ensure there are enough prospects on the go to produce the sales
needed. Don't kid yourself. When the December holiday season rolls around, you team is going to need
many more prospects than they think they will. That makes this time of year a great time to focus on new
lead generation. An email blast, a direct mail campaign, or a team prospecting blitz day are great ideas to
make sure you have enough in your sales funnel come year end.
When reviewing the results, don't just look at how much you and your team have sold so far, but also how
much more needs to be sold. Break down larger targets into smaller ones that cover shorter time frames.
For example, if a member on your team needs to sell $21,000 in the last 2 months of the year to qualify for
President's Club, make sure he is focused on the $10,500 per month needed to qualify. Why not publish a
"What's Left To Qualify" report and distribute this to every member of your team each month?
Next year, why not start this report in January? Remember, you can't change the past, so focus on the
future! But before your jump in with your check book wide open when planning next year's sales contest,
the fact is not all sales contests motivate and not all are profitable. To find more information on how to
properly design your 2011 sales contest, download our eBook, Action Plan For Sales Management Success at
www.b2bsalesconnections.com.
Aim Higher!
Are your sales meetings as effective as they could be? Join our free webinar "Sales Meeting Ideas" where we
share quick and easy ways to make your sales meetings more interesting and productive. Visit
www.b2bsalesconnections.com/webinars.php to register today!
Webinar doesn't fit your schedule? View the presentation video in our Download Centre at
www.b2bsalesconnections.com/download_centre.php
Do you need an expert sales management coach who is affordable and accessible? For less than an average
dinner out, you can consult with us every day and receive the personal direction you need. For more
information, check out www.b2bsalesconnections.com/coaching_services.php

Susan A. Enns, B2B Sales Connections
Susan A. Enns is managing partner of B2B Sales Connections, an online sales training website with free sales
resources, a specialized job board & free resume listing services for business to business sales professionals.
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