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ONLINE TOOLS PROGRAMME 

Number One: 

Setting Your Business Up For Sales Success 
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1. Background 

In times of tough market conditions the sales competency of an organisation is 

inevitably tested. When conditions are good, customer orders flow, numbers are 

hit and people are happy! However it is a different story when budgets tighten 

and customers are more selective and careful when placing orders. This is when 

sales mettle is tested and sadly many don’t pass the test. This ‘tool’ shows you  

win business in the toughest marketplace. 

 

2. The Sales Mix 

To get to the first level of Sales effectiveness you or your team needs to possess ‘front line’ skills in three 

particular areas:- 

Call Structure Selling Tools Influential Technique 

By building these three elements into your operation you give yourself the best opportunity to convince your 

customers that they should support you and also ensure that you are able to match your competition in 

terms of sales competency. 

Let’s examine each of these and cover what’s needed to set them up in your business. 

Call Structure 

WHY?  Because a sales call that has a structure and a method behind it 

will follow a pattern that delivers the best result from each call. The 

alternative is a scattergun approach where results are mixed to say the 

least but if you have determined the right call structure for your business 

that is followed every single time you or your salespeople visit a 

customer, you will give yourself the best chance of optimising the results 

from the call. The call structure will vary by industry/ type of business and 

type of customer but, in our experience FIVE ESSENTIAL STEPS must 

be carried out to ensure that opportunities are not missed and that a 

professional call is undertaken. These are: 

 

PREPARATION 

PRE CALL CHECK 

PRESENTATION 

CLOSE 

RECORDS/ FOLLOW UP 

We’ll examine each step and why they need to be there for all calls:- 
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Preparation 
Seems a pretty logical place to start and this is one of the key steps to a successful sales call. In selling ‘knowledge/ information is power but how often we see salespeople:- 

• Turning up at a call with no history of the customer even if they have been a customer for many years • With no idea what type of customer the business trades with • With no idea of the state of the marketplace and the likely reception • With no idea of who the customer competes with • With no idea about what success looks like for the customer 
Etc. etc. The list is endless and the FIVE P’s have great validity --- Poor Preparation Precedes Poor Performance. It’s an old adage but as relevant today as it has ever been. 

The effect on the customer of poor preparation should not be underestimated either. As a customer you are not going to be impressed if the person calling on you exhibits ignorance in relation to your business how much ‘. Aren’t they entitled to ask – ‘how keen are they to work with me?’ – ‘how much ‘homework’ have they done. If you don’t exhibit this but your competitors do – what’s the likely outcome? With today’s online ‘aids’ there is absolutely no excuse for a salesperson going into a call with no knowledge of the business/ market and customer base. To not possess this is unacceptable and means that you will undoubtedly be outsold. Preparation guidelines:- 
If calling on a new customer…. • Research the market and their business on the web 

• Find out the key people involved/ decision makers • Check out their products from the website • Check out their competitor’s products 

• Visit the environment in which their products sit (e.g. Retail stores) 

• Determine the benefits that your products/ service/ offer could bring to their business 

• Prepare your presentation specifically for the customer with clear objectives set 

If calling on an existing customer…. 

• Understand their current position exactly in relation to sales performance 

• Check out payment status 

• Analyse areas of strength/ weakness 

• Catch up on previous call details and steps taken (see Records/ Follow Up) 

• Determine progress versus objectives/ budget set this year  

• Prepare your presentation specifically for the call with clear objectives set 

 

 

 

 

 


