Competitive Sales Training Action Map

Sales Onbosrding: Train new hire
while on a field sales csll.

Introduce/Promote Open door
Sales ManagenOperstions pclicy: Reach out to manager/team
Manager Rales: Finding time for for advice on landing & sale.
Ceaching/Mentorship.

Specific Time Set Aside:
Yearly/Quarterly: Sales Training
based on past or recant
expenences.

Strategy: situations based on

Demonstate Customer Recovery { Sey the right thing
typical complaints.

Customer Service Recovery: When to hand off and 1o whom.

Mavigation process for common C5

complaints. Effectively Leveraging Supenisors/
Mentors: Know when to reach out
and when to manage

independenthy.
Competitive Salesin a Personalized Customer Hand-off
Difficult Economy Sales Leads: Smoother, more
infarmed hsnloff. Accuracy in Customer data o New Business: Inbound Call
gathering. Customer Infoermation Checklist

Fact gathering cn the current
situation.

Customer visbility discovery
s this & good prospect for the
services we offer?

Prospecting and New Business Call back: Reject customer
Customer call back: Follow up —<

Call back: Prospecting

Sales follow-up

On-site investingation

Proposal delivery with clear

Sales follow through. Sxplanation.

Accurscy/Clarty in Job Proposals:
Compplete forms and written
proposal with 100% accuracy.



