Not just what to do, but how to do it!
- =

ACTION PLAN
FOR

SALES SUCCESS

SUSAN A. ENNS

MANAGING PARTNER
ALES CONNECTIONS

ACHIEVE

YOUR SALES .
- POTENTIAL!




Action Plan For Sales Success

B S1Es

CONNECTIONS

Action Plan For Sales Success
By Susan A. Enns

Copyright © 2009 by B2B Sales Connections Inc. All rights reserved. No part of this
book may be reproduced or transmitted in any form, by any means (electronic,
photocopying, recording, or otherwise) without the prior written permission of the
publisher.

Discover other titles from Susan A. Enns, Managing Partner of B2B Sales Connections
at www.b2bsalesconnections.com

www.b2bsalesconnections.com © COPYRIGHT 2009 B2B SALES CONNECTIONS INC.



B Action Plan For Sales Success
&LES Page 3

B ConNECTIONS

Action Plan For Sales Success

TABLE OF CONTENTS

INTRODUCTION ......couuiiiiuniiiniiiinniiiiniiienncieenseeanesesnesennes 7

Chapter 1 - Why Are You In Sales?

Goal Setting & Action Planning .................ceueeervennnnnnes 9
WHAT IS YOUR GOALS? ......cuvuiniinieniiniinninisensinsiasiasssnssassans 9
WHAT IS YOUR SALES PROCESS? .....cuuuiuieieniincinncencencnnns 11

The Prospecting Call..................ccouevuerceeecieeiienieeieesieesie e 11
The FACt FINA .....oueeeeiieiieeeeeeeee ettt st 11
The Presentation Of Offer........c.ccueeverienirnenieniiieneeieeeeneeie e 12
TRACK SALES ACTIVITY TO ENSURE YOUR SUCCESS! .... 13
INCOME BONMUSES ....cccoeiiiieiiiiiiiieee ettt e e e e 13
Average COMMISSION RALE ..........ccooevuuiieiiiiiiiiiiieeiieee ettt 14
AVErage SALE SIZe ..........oovueeiiiiiiiiiiiieeieeteee e s 15
S50leS PrOCESS AVETAGES .......cceueeeeeiieeieeiieiiesie et esiee st sie e sate s ae e 15
How to Track Your Sales ACHIVILIES...........ccccecereuereesensienienieeienieneeaenn 16
WHAT ARE YOUR DAILY ACTIVITIES?...........ccccuueeueeuenn.n. 18
Reverse The SAles ProCess ..........cuoccueeeueescieeeiieeiieesveesseessseesnseeensseennnes 18
WHAT IS YOUR SALES FUNNELS? ........cccuiieieniiniinniencencnnnnns 20
CONCLUSION .....cuciiuiiiniiiniiiniiiiineiasssasssnsssnsssnssssssssssssssasens 23
APPENDIX - MANUAL CALCULATION FORMS.................. 24

www.b2bsalesconnections.com © COPYRIGHT 2009 B2B SALES CONNECTIONS INC.



B Action Plan For Sales Success
&LES Page 4

B ConNECTIONS

Chapter 2 - It All Starts Here! Define Your
Target Market, Create Your Follow-Up File

& Then ProSpect! .........u.veeeeiieeiiieniiinncinenncrenncssenncenns 30
WHAT IS YOUR TARGET MARKET?.......cccuvvvnviuiiniinneencnnnnns 30
WHho Are YOUT CUSEOMETS?.....vveeeieeeiiieeieeeiieesieesveeeteesseeeeseaeesreesnee e 30
TYPE Of BUSITIESS .....eeuveeeieeiieieieeteete ettt ettt st st a et te b sseeseeneensasensen 34
STZE Of BUSINESS. ...c.vecueeeieiienieieeieeieetetete sttt ettt sttt et e sbesbessesse et e aessessesneens 36
Product CAt@GOTIeS .......cc.uevueeeueeiesiesieeie sttt sttt st e st et satesatesbeeseenaesanens 37
PrOAUCE USAGE ...ttt sttt st ettt st be e 37
PreVioUS SUPPIIET ......cc..oeueeveieiieieeieeieieee ettt sttt ettt be e 38
RelAted PrOAUCTS...........ccceeeeeeeieeiee et eeee ettt e e te et eete e s e etaesraa e saesseessaeeseeenns 38
Other COMMONAIILIES. ........cc.eecueeeieiesieesiieieeteste ettt sttt st 39
Compare Your Customers To Your Commonalities................c.cceuun... 39
Target Market Definition ............ccueeeueeriueeriieeeiiieeiieenieeseeeeieeenieeeneaeenane 41
WHAT IS A PROSPECT?......c.cuiiuiuieniiniinnieiencinsiassassnssnnses 45
When Do Your ProSpects BUy? ..........ccouueeeeenieeniesieeieesieesie e 46
The FOIIOW-UD File...........cccueeueeeieeiieiieiieeieeieeiteseesae e et sve v naeens 47
Types of FOllow-Up File SYStEMS ........cc.ceuevuenueneniieieieieneeeeeetee ettt 48

The Keys to Successful FOIIowW-UPp Files.............cccccoceueroieiininenieieieseneeeeieeiens 50
THE PROSPECTING CALL ......cccouviuiuieniiniiniiensinsinsianssncsanns 52
Components of an Effective Prospecting Call...............c.cccccceevruenennnne. 52
OPENING GTOOLITI ..ottt ettt ettt et sat e et sbe e s ate e bt e sateesbeesabeens 52

A Headline That Generates INtETeSt.............ccuccueeveeeiveecieecieeeieeeseesseeneessseesseeneeas 54
QUAlIfYING QUESLIOMS ..ottt sttt 55
Agreement to MoVe t0 NEXt SEEP.......cccueuvueerueiieiriiieieeseeee ettt 56
Your Final ProSpecting SCTIPL .......cc.cecueevueeierienieiesiesieseesieesieeiesetesieesseesesase e 57
WHERE TO FIND PROSPECTS TO CONTACT.................... 60
BUSINESS DIT@CLOTIES .....ueeeeeeeiiieeeeeiieee ettt ettt e e s ieaee e e 60
LISt BIOKETS ....c.eeeeeiieiieieeeeiteeteeeeteett ettt sttt st s 61
Online Social NEtWOTKS .........ccoecuevieneeiinieneeieseesieetesee et 61
Geographical PrOSPECLING ...........cueeueeeueecieeiienieeieenieesiesteeiee e seee e 62
HOW OFTEN TO CONTACT A PROSPECT ..........ccceeuveuennns 63

www.b2bsalesconnections.com © COPYRIGHT 2009 B2B SALES CONNECTIONS INC.



B Action Plan For Sales Success
&LES Page 5

B ConNECTIONS

CONCLUSION ....veveeeeeeeeeeeseseesesssssssessssssssssssassssnenes 65
APPENDIX - MANUAL CALCULATION FORMS ................ 66

Chapter 3 - Why Do Prospects Buy?

The FAct Find ...........ouueuneenienieniieiieieneinieeieencrnesneeencenes 70
WHY DO PROSPECTS BUY? .....cccevuniiiniiiniiinncrinsienisinncnennes 70
Why Do BuSINeSSeS BUY ......c...coceiiiiiiiiiiiiiiiiieeeeeeeeeete e 70
WHhY D0 People BUy .........cccoeuieiiiiiiiiieiieiieeee ettt 71
Your Prospect’s Perception is Your Reality...........c.cccocevervieniinennuennenne. 72
WHhy Prospects DON't BUy..........ccccocueeeueeniesieeiieiiiesiiesie e esiee e 73
THE FACT FIND ......c.cceeuiiuiiuiieniiniiniiessinsinsiossssssnssassessssssanss 74
Objectives of the Fact FiNd...........cccccoveeverienieseniinieienienieeieseeieeeene 74
WHhom Should YOU MEet...........cccueeecueeecieeeeieeeieeeieeeciee e sveeevee e 75
Your Opening Greeting............ocueeevveeeeriveeeniieeeniiieeenieeeesieeeesveeeesneeens 75
Create YOUT QUESLIONIS ......cceeeeeeeeeeeieeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseeeeeeeeeeeeeeeeeeees 76
General Company QUESEIONS .........cc.eeeruerueeieieniesieeitete ettt ettt e ees 77
Product & Industry Specific QUESLIONS .........cccccveuerueruenieininienieeeeeescteeeee e 77
Financial & Buying Process QUESLIONS..........c.cccceerueeuerererenieieieenienseeeeeseneeeenees 8o
Your CloSing Statement............cocueeueeiueesiiieieeieesieeete et 81
Create Your Fact FINd...........cccccooiieviuieiieniesieeseeee ettt 81
[6(0 1) (@) F 1Y [0 83

www.b2bsalesconnections.com © COPYRIGHT 2009 B2B SALES CONNECTIONS INC.



Action Plan For Sales Success

B S41Es

B ConNECTIONS

Chapter 4 - Selling Your Solution

The Presentation of Offer ........ccceeveevvivnirienierenncnnnnns 84
THE PRESENTATION OF OFFER...........ccccovuviiuiiiniienieennnenes 84
Objectives of the PreSentation .............cc.cceecveereeeecueeseeseesiveneeesseeneennnes 84
WHhom Should YOU ME€t............cccueeeceeeceeeeieeeceeeeeeeeieeecee e svee e 85
TYPES OF PRESENTATIONS.........cucieiiiiiniiniiencincinssassncsanns 86
The WFitten ProposSal............c.cocceiiueeciieiieeiesieeiiesie et 86
THELE PAGE ...ttt ettt et st ettt st e s bt e nbe e e e stesaeenseenee 88
Company INfOTMMALION. .........ccevueruerieieiereseetetete ettt sae e 88
Present SituUGtion ASSESSITIENL ......ccc..eeeeuieieiieieiiee ettt et s 89
PropOSed SOIULTON.........ccueeeeeieiieiieieeieesieeie ettt ae sttt te st e s e saeesesneesaeenseensens 90
Financial CoNSIAeTratiONS ............cccvevueeeereesueeiesiesieesiesteseesseesseesesseesseessesssesssesseens 91
Implementation & Shared EXPECtAIONS ..........ccceveereesueeiieniienieenieesieeieseenseessesnens 92
OURET ENCIOSUTES ..ottt ettt ettt aesete e enseenteensesnnenes 93
The DemMONSETALION .......eecveeeeieeeiieeeieeeeieeecieeeeae e et e eteeeeaaeeeereeeaeeereeenns 94
The CIoSING INLETVIEW ......c..coeiuiiiiiiiieiiesiieeee ettt 96
Controlling the Time Frame of the Sale ...............cccccevueoieiieienenenieeeieese e 97
How t0 Handle OBJECtiONS............ccuevereeueeiieieienieeiieieeieiesie st ssesae e sseeeensenees 97
Always Be Prepared To Make the Sale.................cccovuveeoeeouenenenieieieieseseseeee, 99
The After Sale Follow-Up Call...............ccccoovueeieeiiasianiieiienieesiesieeeens 100
Planning Your Presentation of Offers.........ccccceeveevenveeneeniieecieenieennn 102
CONCLUSION ......uuieiieiieiiciceiieitncincsecsesensasasassassessnsanss 107
Chapter 5 - About The AULROT............cccuecereenecirnienncrnnnnn. 108
SUSAN A. ENNS ....covniiviiniiiniiiniiiniiesiesiassnsssasssassssssesssansns 108
Other Titles from Susan A. ENNS.........ccoecueeeeeeeesieeieeieeseesieeveeseeens 109
Connect with Susan Online...............cccoceecvuveeveeeceeecieeeeieeecee e, 109

www.b2bsalesconnections.com © COPYRIGHT 2009 B2B SALES CONNECTIONS INC.



B Action Plan For Sales Success
&LES Page 7

CONNECTIONS

“Success is simple.
Do what’s right, the right way,
at the right time.” — Arnold Glascow

INTRODUCTION

Congratulations! By purchasing “Action Plan For Sales Success” you have taken your
next step towards achieving your sales potential! Before we get started, a little about
why we are here.

Studies show 25% of sales reps produce 9o to 95% of all sales. Clearly, most sales
people are not selling up to their potential, and not making the incomes they could,
nor producing the revenues they should.

Why is this case? It’s not that the job can’t be done because 25 percent are doing it,
and doing it well. It’s because the other 75 percent either are not in the right sales
position or they truly don’t know how to sell. If all sales people knew and did what the
top 25 percent do, then all sales people would be selling more!

B2B Sales Connections wants to change that. We are an online sales training website
with free sales resources, a specialized sales job board and free resume listing services
for business to business sales. I guess one could say we specialize in helping bzb sales
professionals achieve their sales potential, either by connecting them to the right
career choices, or the right skill set. Our website is babsalesconnections.com.

My name is Susan A. Enns, and I am Managing Partner of B2B Sales Connections. I
have over 22 years of direct sales, management and executive level business to business
experience. My accomplishments include being the top sales rep in Canada twice
before being promoted to management, managing the top sales branch in the country,
and achieving outstanding sales growth in a national channel sales organization. |
have written training courses on sales and sales management, created numerous
automated sales tools, and my work has been published in several locations numerous
times. Iam also currently the President for the Sales Professionals of Ottawa.

The reason for me telling you this is not to toot my own horn. It’s just to prove that if |
can do it, anyone can! My sales success was not because [ am smarter than anyone
else. Mind you I have four brothers. If you ever meet them, [ will deny I said that.
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It was also not because [ worked harder than everyone else. True, I did come from a
farming family and you do learn a hard work ethic in that environment. The only way
you get out of work is if there is an amputation and even then it’s only when the
bleeding stops. But in reality, most days I had a 5:30 tee off time so my success was not
because of super long hours of work.

In reality, my success, like the rest of the sales reps in that top 25% is because I learned
how to work smarter, not harder. Someone showed me the right way to do things, and
I hope to help you do the same.

“Action Plan For Sales Success” is based on over 50 years of successful B2B sales and
sales management expertise. It includes my own personal sales techniques, as well as
other successful sales professionals I have been lucky enough to work with over the
years.

This is not just a “30,000 foot level” discussion about what to do to sell more. More
importantly, this is an action based exercise that will actually show you how! “Action
Plan For Sales Success” is separated into four sections, each discussing a different stage
of the sales process. In each section, we use of specific sales tools and templates.
Manual versions of these tools are included here in the appendices located at the end
of each section. If you would like to download the automated versions of the tools,
you can purchase them in our eStore at www.bzbsalesconnections.com

Together we can all achieve our sales potential! So lets’ get started!
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