A SME Perspective

CREATING WINNING SALES TEAMS




an you imagine this team
without a leader?
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Have you seen a Sales Team
without a Sales Manager?
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THE IMPACT OF A SUCCESSFUL SALES MANAG

When managers are properhty developed, they can have a tremendous impact on the organization.

Revanue:

The coaching that sales managers provide has a dramatic impact on Salas beam parformancs. Managers who
provide effective coaching are able to better develop key sales skills in their direct reports and drive them to
higher levels of sales sucoess. CEB research found that seller peroentage to goal can be as much as T9% greater
when they have highly effective coaches.

Engagement:

A good manager can also positively impact tesm sngagemant. Sellers who are more engaged as a result of a
strong manager are also more likely to put in incremental effort. These sellers are more productive and maore
willing to go the extra mile. First line managers effective at people management can improve their teams’
emational commitment by 52%.

Ratantion:

Hawing strang managers in place can drive salber rebantlon. Sellers reporting to managers with high coaching
effectiveness are less likely to leave the company, an important consideration for sales arganizations who hope

to retain their high performers aver the long term. First line managers effective at people management can
improve their teams’ intent to stay by 40%.

Change Management:

The success of any change manapament (nitiative also hinges on having strong managers in place who can
reinfarce arganizational efforts. For example, combining seller training with coaching wields 4% the return of
training alone. Howewver, without on the job reinforcement from manager coaching, sellers lose 8% of training
improvements within one maonth
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5 NECESSARY SKILLS FOR SALES MANAGER

COACHING
SALES TEAM

LEADERSHIP PERFORMANCE
MGMT

PLANNING

HIRING

E_
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Knowing the Stats:

r

Concer
There is always a solution !

Smart Managers Take Action

Set quotas and give your sales
team the tools to reach their goals

Make sure your entire team, not
just the super stars receive
coaching

Implement methodology for
accessing key players in the buyer's
organization

Design programs to ferret out
customer problems and o er
solutions

Show no mercy when cleaning
the pipeline

There are DnI:.r4fa|:tur5tl'Ht impact how much yousell,

Allow sales to contribute to
overall company strategy

Align sales and
marketing

Stress sales
quali ication

Malke the competition part of
yOour strategy

Hawve a
play ook

Sales Velocity Equation“# 3%

Click Here ¥
{Super cool sales math Reafly) /. Soles Welooity




LEVELS
Winning LEADERS HIE

5 PINNACLE

Sales

People follow because of who you are and what you represent.

Teams . :
4. PEOPLE DEVELOPMENT
n eEd a People follow bﬂ?uzep;ﬁ;ﬂor:;wdmafortMm.
3 PRODUCTION

Sales
Le a d e r I People follow bacauseo{wh[_:f;:l ::ve done for the organization.

(NOt 2 PERMISSION
Relationships

Manager) A

1 POSITION

Rights
People follow because they have to.
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T HAVE NO TIME FOR
| SALESMEN/ ... CAN'T You
SEE I Hﬁ}'EA BATTLE "'*-w,




Enhanced
Lead |
Generation
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Consumers move along a “Brand Love Curve”, as they
become more connected, their behavior changes.

L
-

No Opinion
Mot Aware.
Confused. Not Interested.
Stick to Current Brand,

Satisfies Need
Crave It Thought About it. Tried it.
Great Experience. Practical. Makes Sense.
A Fawvourite. Emotional
Choice. Lifestyle Fit

Self Expressive
Dutspoken Fan, Wawld
never switch, Memories,

Built into Life

£ Beloved Brands Inc.
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How can you Generate more Love for your Brand v

There

How well does
the brand benefit
connect to the
consumer

3

Positioning

What is the Idea that connects the
consumer to the Brand?

are 5 Sources
Strategy
What focused
choices does the Sto rv
brand make to
drive growth and Ha::: ::Lﬁs
profits? communicate
their differences
and move
consumers
Brand Plan

ww.conslllsales.c.om

Cvémmumcatmn

The
Consumer

of Conne ctivity

Experience

How well does the
brand experience

How well does 3 o
the brand stay e, ”f* oa
fresh and on consistently
£ trand deliver the
"-‘P ::;t;E = promise?
consumers?
‘ Culture &
Innovation Operations



CRM Team Member

* Assign Leads

* Qualify Leads

* Convert Leads

* Track Opportunities

* Run Campaigns
* Generate Leads
* Form a Database

* Manage Cases
* Conduct Trainings
* Provide Service

* Develop Knowledge ba

* Deliver Products
- * Produce Invoices
(s
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Supply Chain Management Team
Member
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There is always a solution !

We need an enabling HR Team

Our Transition

High Impact /

Personnel Human Resources Strategic HR
Compliance Customer Service Strategy First
Police Employee Engagement Human Capital
Gatekeeper Processes :
Forms Processor Integration
Policy Driven HR Consultant

rann ."“:(E';
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Finance Mgr. (Not Accountant)

e Ensure that accountant has money to
pay on time

e Ensure that accountant must issue
Receipts Receipts on time

e Ensure that accountant has money to
release incentives and schemes on time
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| will try to win.
We will win.




s it too expensive for SME?

FOR CLIENTS WHO WANT IT ALL

SErM P REBMTO 18 MUDDY COLGES
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Are you a customer centric
organisation?
QMARKE'I'CUL'I‘LJ RE

Product Centric Versus Customer Centric

—l— Product Centric Customer Centric

STRATEGY Create the best product e =R 3
Mew Product Culture — kooking A Customar Cultura — saanching
PEOPLE for naw products o devalop for nenv naads to fill
Maw Salution Devalopmant,
PROCESSES MNew Product Daveloprmant Custamar Exparnance
Managamant
Reawards naw product Rewards peapla with deap
REWARDSMETRICS devalopmeant insight info customers
ORGANISATIONAL PRODUCT DWVISIONS WITH CUSTOMER SEGMENTS WITH
STRUCTURE PaL P&L
CUSTOMERS All customars are treated tha Focus on tha most profitabla

sama customarns
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Let us create winning sales teams!

Sales persons

e Can win wars for your company

Sales Teams

e Can win battles for your company
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Winning sales team must have —
these elements

Customer
Service

*
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