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=> A successful sales strategy presupposes a

comprehension of your real competitor

status quo.

=> Before you try to persuade your prospects

Connect

) o Offer Giveaways and Host Contests
o Sending outcustomer surveys
o Add text here

to choose you, assist them in making the

Develop
@ o Communicating with ihe employees
o Addtext here

Test

o Testingthe sellingand
distribution hannels prio v
o Add text here

decision to change.

Sale

| o Selling&Distributing
® © Handiing objections
‘ o Closing

Follow Up
o Addtex here

=> Answering these questions distinguishes

your solution and sets the tone for your

‘This slide is 100% editable. Adaptit to your needs and capture your audience's attention

buyer's entire Decision Journey.
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=> Cross-selling is the practise of

recommending additional products that Cross Sell and Upsell Opportunity Techniques

Highlight the opportunity of cross sell or upsell and analyze multiple techniques.

complement a purchase.

-> Upselling is a sales strategy that involves [ —

> Inthistechniquethe salesperson will offera
package deal to customer

Bundling Products

persuading customers to buy a more

3 Herethe salesperson willtempt the customerto
spenda bitmore in order toget reward

1 v
bwﬁ - Incentivize
expensive version of a product than they @6@ ‘

» Inthistechniquethe customeris offered witha
freeservice

Combine products and services Fuiie on puirchiase o any produc

> Herethe salesperson suggest the customerto
purchase complimentary product

had planned to buy. |

Complementary add-ons

— Addtext > AddText
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=> Customer segmentation refers to
the method of grouping customers
based on shared attributes so that
businesses can market to each group
effectively and appropriately.

=> A company may segment customers
in business-to-business marketing
based on a variety of factors,
including:Industry, Employees are

counted.

Customers Segments - Matrix 2

O—2>>>>

Customer Lifetime Value

VIPs

High-value individuals. Build &
maintain a strong relationships with
this group

Core Customers

Major contributors to your business.
Keep them satisfied & find more of
them

Non-core Customers

Do not spend too much resources unless
this is a pilot group for a new product that
has growth potential

Potential Customers

Customers in this group can potentially
spend more. Implement strategies to
enhance CLV for this group

———0>>>
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=> Assales action plan outlines what you

with a focus on the transactions and

relationships you can cultivate with

customers.

Sales Team Action and Follow Up Plan

This slide is 100% editable. Adapt it to your needs and capture your gudience’s attention.

DATE : DD/MM/YYYY

intend to do to meet your sales targets,

Andrew James

David Janson

Designation
Sales manager

Executive sales manager

Role

Leading and coaching sales

team

Mentoring the members of
her sales team,

Department Work Description
Sales Your text here

Sales Your text here

To increase sales in XYZ teritory from 5% to 9 %

- Communication company sales goal.
- Provide strategic direction to sales team.

Ray Dept Date fo Begin Date Due Resources Required Desired Outcome | Follow Up Plan
Responsible

+ Your texthere
strategic

Action Description
Create A

clear ideal
customer profile

set A clear
market strategy

sales manager DD/MM/YYY

Sales head DD/MM/YYY
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=> Gap Selling approaches sales from a
problem-solving perspective. Before
discussing your solution, it requests
that you diagnose your prospects’
problems and determine desired
outcomes.

=> Ifyour sales reps are having
difficulty connecting with prospects,
using this methodology can help

them win more deals.

Gap Selling Sales Methodology for Deal Closure

Sales methodology caters guidelines that assist sales representatives  in closing deal with clients. GAP selling sales methodology focus on highlighting gap among prospects business at present and desired

level. It cater best way to position firm's offerings most effective in filling existing gaps.

Customer at Present

Gap Assessment

Current State — Future State

Customer
Desired Position
Discoverthe Value

¢ P L} 2 FL C] ¥
= ree | et ] [ enoton | = soutons |

Facts about Problems o Not able to manage o High costof repaifing o Customer is frustrated o Better product to o Product XYZ with

Present Product Identified daily task o Outdated technology Angry handle day to quick response time
& i W o Lower productivity as Poor customer o Confused day activities o Lifetime
° Product ﬁEi)%n o ;E'(;Z,"a"“ cost- itis difficult to operate support o Product with low customer support
o Price - § $2,000/yr maintenance cos t o High quality product
Year of Purch: o Monthly breakdown with low
2022 maintenance cos! t
Gap Score

‘ 34135 ’
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=> The value of goods or services sold Metrics to Measure Sales Team Performance

during a monitored period of time that 130 15290 10870 S112110
exceeds what your business would
normally sell is referred to as B o~
Incremental sales.

;e;e:zz /of1R2e;ene % Email Facebook GDN Google ads search Instagram Twitter
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How do you create a year-long sales plan?

=> Determine your objectives. Begin by deciding what objectives you want to achieve.
=> Make alist of your goals. It's time to give your high-level goals for the year some attention
now that you've established them.

—> Distribute resources.

7

Identify your key performance indicators.

=> Make it more manageable.
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What exactly is the distinction between upselling and cross-selling?

=> Upselling is the practise of encouraging customers to buy a comparable higher-end product
than the one under consideration.

=> Cross-selling encourages customers to buy related or complementary items.
What are the most effective sales techniques?

=> Make a plan for generating leads.
=> Understand your sales cycle.

=> Understand your numbers.
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=> Seek out referrals actively.
Concentrate on getting appointments.

Prepare for objections.

v oy

Follow up and pay attention.
What are the types of customer segmentation?

Demographic
Psychographic
Behavioural

Geographic

N 200 Z0 B 7

Firmographic segmentation .
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SlideTeam is a premier Research, Consulting and Design agency that develops

and templatizes industry processes and best practices, frameworks and models across all industry and verticals to
help customers present their strategies effectively and convincingly.

In addition, Slide Team compiles data and statistics from thousands of sources

over a wide range of topics to help customers make intelligent decisions. We

develop and present our research in the form of fully editable PowerPoint

templates to make it easy for our customers to create presentations based on their individual requirements.

With a large team comprising of Research Analysts, Statisticians, Industry Experts and Designers spread over 6
countries, SlideTeam now hosts the world's largest collection of Ready to Use PowerPoint templates on all topics and
industries.

Our team consists of professionals from Fortune 500 companies and Top Tier consulting firms involved in the
process of researching and designing over a million slides that are available for our users on a subscription basis.
To Contact Us and set up a Live Product Demo join us here .
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