s Your Sales Team
(oing to Perform?

Simply ask these 7 questions to your
sales people. If you find the answers
to be clear and convincing, be proud
of your team and invite them over for
happy hour. Otherwise, it will give
you a bit of information on what
could be improved.

What's your goal with this pitch?

A hint: Unless you are selling soap,
closing the sale is usually not the
best answer. At least, not when you
provide sophisticated products or
services. Your sales force has to
craft their pitch with a clear end
goal in mind. If the aim isn’t clear
enough, their presentation will leave
a blurry impression and they won't
hit the target! | know it's a very basic
principle, but it's true and too often
underestimated!

Who's your audience for today?

Here, | don't mean to ask about your target market or company:. |
want to know about the individual prospects your sales people are
going to meet with today. There is usually enough information out
there to figure out their character, role, motivations, interests, etc.
Does your sales force know exactly who they're going to talk to?
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Why should they absolutely believe you?

Now that your prospects are excited and
eager to learm more, your job is to deliver
“The Proof”. Give them reasons to
believe that you are going to deliver on
those benefits. How does it work? What
experience do you have? What results have

What benefits are you offering the audience?
Again, I'm not referring to a few generic
benefits, but to the overt benefits that are
engineered for the individuals you now
know pretty well! Make it significant for them!
People are busy and overwhelmed with
information, so let's cut to the chase and tell
yvour prospects exactly what they will get from you delivered for other clients? What would

spending the next few minutes with you. be the return on their investment?
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What will be your next step?
Obvious, | know! | just want to
make sure that nobody is leaving
without clarifying the next step!
When answers to the previous 6
questions are clear, leading the
audience towards the next step
should be fairly natural. People
are always interested to move
forward towards a great vision
that serves them well!

Are you for real?

This is a true question, and it requires
an authentic response. Clients don't
like to be sold to... they want to buy!
They don't want to be pushed or feel
like they're a target in a sales funnel.
They want a real connection.Over
the years, | found out that the best
way to be successful in the long run is
to be authentic. So please, make sure
that your sales people always have

huge respect for those in front of them,

that they are 100% honest and that
they never ever forget that their most
important job is to build great and
long-lasting relationships.

How different is it from what they
already know?

This is a big loaded question!
What's your dramatic
difference? If your brand is
clearly defined, it's an easy one,
but for many sales executives,
this is a tough question! They
basically have to clarify the
reason why... you are the only
team who can and will deliver
on those benefits. This is your
chance to leave the competition
behind.

Since it can guide the process of answering those questions, a well- designed sales presentation is usually a great
way to support your sales team’s performance. However, a pitch deck can also become a distraction, detrimental to

their success.

There's only one way to avoid pitfalls and turn your pitch into an unforgettable experience... It involves 2 key elements:
Practice and Experience. If you are willing to commit to the practice, | would love to lend you our experience!

Thank you for your time!

Check out our website http://perfectpitch.agency for more information about us.




