How to Get Salespeople
Up-to-Speed in Record Time

The fast track to high performance



Learning Paths

€D-ROM
INCLUDED

e Proven Track Record for Reducing Preitfer P

Time to Proficiency for Salespeople LEARNING
by 30 to 50% PATHS

* Includes inside and outside sales,
consumer sales and B2B

* |ndustries:

— Insurance

— Finance

— Pharmaceutical
— Health Care Jim Williams ¢ Steve Rosenbaum
— Manufacturing

— Retalil

— Travel and Leisure
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100% Proficiency

Proficiency

Why is time to proficiency
important?

Time (Weeks, Months, Years?)
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How would you describe a fully
proficient salesperson?

Proficiency

Time (Weeks, Months, Years?)
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Defining Sales Proficiency

1. Reaching sales goals in terms of quantity and
quality of sales over a set period of time

2. Maximizing profitability while building long-
term customer relationships



Time to Proficiency

N

/

How long does it take for
salespeople to become
proficient?

Proficiency

Time (Weeks, Months, Years?)
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How Most Salespeople Learn to Sell

T

* Highly unstructured

* Filled with trial and
error

* Different for everyone

* High failure rate

Give up

Proficiency

Time (Weeks, Months, Year)
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What’s the fastest way to
become proficient?



Top 5 Ways to Accelerate the Learning Process

Define sales proficiency and use it as the assessment tool

2. Establish best practice sales process with tools,
presentations and templates

3. Structure the entire learning process to proficiency including
formal and informal training

4. Structure the learning process by customer types rather than
topic by topic
5. Install a daily sales discipline early in the learning process
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1. Define Proficiency

Category: New Business

Done Proficiency Statement Milestone Verification
| 1. Develops and maintaing 3 prospect list of at j2ast 50 Qualied prospects Review prospect st n
1—1 Der montn 2 Months P
2 Oviaing 3t keast S qualified business 12acs from networking events and
[M] S00tal networking per moe, 3 Months Moty sales report
= |3 Makes 3t least 10 saies precentations par month On New Prospecss
] closing 2t le2st 3 per ouaner § Months Mormnly sales repont 30t 60 f ) tat ‘
- . ¢ o) roriciency statemen
[ 4 mz:us1momnmnmwsmam¢u&or 9 Months Quanen; sz reoon p y

* Defines success

R e Used as the assessment tool

Done Proficiency Statement Milestone Verification

= |1. Develops ana maintains an acthe Client Base Of at least 25 3000uTts Wi
(] s212s of $15.000 Of mare 4 Months Cuanerly s3kes repons

— |2 Setis a mimmun o 525,000 1n each of Tour Inaustry speciic procuct ines
] per quaner.

.——~J 3. identifes and resohes Customer Issues and compiaints witiin 24 hours by
L PoMIng e correct Intemal resources

1 [# Butios 200 matains 3 procuctie wonkng reamonenip win 2t east 3 key cMonths | C2s8NR000 curing joint saies
| | contacts winin each customer organization s

SMonths | Quanery sales repons

Monmly senice repons and
Customer sUneys
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2. Establish Best Practice Sales Process

, First Sale

checklists and template
* Build into daily sales activities

Customer

l Loyal ~ elInclude tools, presentations,

™ 1
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3. Structure the Entire Learning Process

100%

Proficiency

Ef

-----------------------------------------------------------------------------------

el

Assessment

Cold Call
Boot Camps

Planning
Activities

Job
Shadows

Joint Calls

Classroom

Eliminate the “mystery period”
Add practice and experience

Time (Weeks, Months, Years?)
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4. Structure by Customer Type vs. Topic

Customer 1 ] “ Customer 2 'Customer3 I

Vs.

Prospecting l
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5. Install a Sales Discipline Early

e Real calls as soon as possible

 Concentrated cold call
activities

* Tools and guidelines for
managing sales activities
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How we can help

Visit Us: Learningpathsinternational.com

e Sales Quick Hit Workshop
e 30/30 Plan
e Certification Training

Contact Us:

e steve@learningpathsinternational.com
e 952-368-9329
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