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OUTLINE
(Sales Process Re-Engineering - Module 2 of 5)


ACTION PLAN
1. Analyze every step in your CURRENT MARKETING AND SALES PROCESS. Are any of these methods outdated? Are any of these methods overly-expensive? Do any of these methods fight current buyer psychology?  
2. Pick two or three MARKETING METHODS TO CHANGE for trial.
3. BRAINSTORM how you will implement these changes.
4. COMMIT to making some minor changes to your selling process. Nothing in business works perfectly on the first try. Only EXPERIMENTATION lets you figure out what will work and what won’t. 


CASE STUDIES
• LAN/WAN provider to SMBs
· Download podcast at http://ceofocus.com/audio/Lan Wan Example.mp3

• From 400,000 catalogs annually to ZERO
· Download podcast at http://ceofocus.com/audio/Get rid of catalog.mp3

• Great use of sales assistants
· Download podcast at http://ceofocus.com/audio/Leverage Sales Superstars.mp3
   

TOOLS
• If I had to….. Exercise
• Cost of Marketing Methodologies Spreadsheet- Input your data to see which
     method is best for you.
• Sales Pipeline Example. Email us if you would like the Excel version 
• Value of Individual Sales Task Exercise


RESOURCES

• Sales Virtualization Quick Videos
• Utility knife salespeople  http://youtu.be/wDKCla2IhFc
• Mutual Opt in process  http://youtu.be/ygMgo-nK-hU
• Stop over-paying salespeople http://youtu.be/l5kH2roTkpI
• SalesMapping 4 minute overview video- “Creating a Proven and 
    Repeatable Sales Process” - http://youtu.be/6lHE6WNUMqs


NEXT STEPS
• Complete the included exercises for this module 
• Participate on the weekly implementation call to maximize value of the program
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