Peak Performance Solutions® | saies Training Model

Why is it selling is one of the most rewarding professions in the world, yet we still bring up our kids to be Doctors, Lawyers and
Indian Chiefs? Like any profession, there is a process and a model for success.

We believe 3 factors must be aligned to create a successful sales force. Each factor plays a unique part in the role.

Here is

Do you x Keeping

have the
right person
in the right
seat?

where we
make the
good, great.

the main
thing, the
main thing.

COMPETENCY ATTITUDE SKILLS
It takes more than relationship Our in-depth planning model Our sales training focuses on the
building or product knowledge helps the Sales Rep focus on tactical skills of communication
to be a top performer. Our the key result areas. Keeping that can be used in any aspect
competency based assessments them focused on the main thing. of life. There are no gimmicks in
allow you to peel the onion, We proactively help your team selling. We teach fundamental,
and look at the layers behind forecast their sales and identify basic laws of communication and
the “handshake” and see if the what they have to do to meet their build it around the 5 steps to the
person is fit to adapt to your goals while adapting along the sales cycle as well as the key
particular sales process. way. If you have someone without items that are encompassed in
the right attitude, we make their each step. Our 5 step process
job a lot easier. can be adapted to your existing
process.

Rep’s will have tools that separate — =

them from the competition and

help them be viewed as a valued A

business partner, They walkiti T w
with questions, statements and - . -
sales presentations that provoke

interest and create desire that
they created.

Prospecting, Time Management, -
DiSC buying and selling styles, 2 ) 7 ) 3

and Managing Objections are part —
of each step of the sale and an
integral part of our training. . NTION: Get the prospect to like you, so they will listen to you.
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- COMPETENCY X ATTITUDE X SKILLS = SUCCESSJ
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Hire Right People X Great Habits X Great Communication = Success
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Just like a professional ballplayer goes to spring training, our training is for the experienced as well as the new Rep.

PROFESSIONALS GET BETTER WITH COACHING

Sales Coach versus Sales Manager:

Sales Managers are a great source for managing activity and keeping a new sales rep on track. The question is: does
your sales manager have the communication and selling skills mastered in a way that they can impact productivity?
Too many people make the mistake of having a manager fill the role of the coach.

We recommend a 4 month coaching program:

Weekly Performance Activity - Example: Without a Coach

Appointments Appointments Closing Commission Sales

Scheduled Kept Ratio

10 6 30% 1000/SALE 1800/WEEK

Example: With a Coach

Month | Appointments Appointments Closing Commission Sales
Scheduled Kept Ratio

1 10 6 50% 1000/SALE 3000/WEEK

2 12 8 60% 1000/SALE 4800/WEEK

3 12 8 60% 1200/SALE 5760/ WEEK

4 15 8 70% 1200/SALE 6720/WEEK

A coach does not just collect the numbers; they interpret them and coach to them. They help the Reps strategize
and plan for every call, anticipate concerns, questions and objections and ensure the Sales Reps are armed with
what they need in order to be seen as valued partners who know their business and concerns.
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