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All Crisis Is Temporary

DJiA during September 11, 2001 Personal Consumption Expenditures Hold Up
11000 % Change from year ago, Seasonally adjusted annual rate
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What is one thing you are‘
struggling with selling;‘remoteTy?




Sandler Success Triangle

ATTITUDE

SUCCESS

BEHAVIOR TECHNIQUE
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- What skillsets do you see gaining importance in the
new business environment?

- How are these innovations changing Business?




What IS one best practice for
selling remotely?




Changing Your Attitude

* I

ACTIONS [P |
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Revising Your Behaviors

Pressing Pause: New Behaviors:
* Networking « Video Conferencing
Events « Social Selling
* In-Person Calls « Cold Calling & Cold Emailing
« Travel « Thought Leadership
« Event Marketing « Webinars & Online Events
e Lunch Meetings « Client Relationships
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Developing Your Technigue

| Business
Vision
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How de'you define a win
In the current environment?




Pre-Call Strategies

sandler Systems, Inc



Revise Your Ideal Client Profile

* What are t
* What are t
* What are t
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* Who do you best serve?

ney currently doing?
heir pain indicators?

neir trigger events?
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Consider Social Selling

Using virtual tools and online
networks to add more prospects,
opportunities, and information to

your sales pipeline.
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Email & Direct Messages

* Use short subject lines

* 3-5 sentences total
* Introduction & purpose
* Pain indicators
* Unique selling proposition
* The ask

* Follow it up with a call!
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Follow-Up Progression

Alternate emails, direct messages, text, and voicemails
* May take up to 6 attempts over two weeks

Increase the amount of information in each message

Call within 5 minutes of seeing a post on social media

Engage with gatekeepers; don’t try to sneak past them
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Pre-Call Checklist

1%
1%
1%
1%
1%

What are you hoping to accomplish?
Who will participate?

How much time is available?

What decision will be made?

Did you double-check your invite?
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What-s.your biggest concern
aboutyour next meeting?
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Best Practices for Remote Selling
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Modify Your Connect Questions

Marketplace
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Connect Questions

Y S

How have thihgs changed
for you, your company,
your city, and your industry?

' “
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Follow a Sales Process

SELLING SUCCESS
BY-THE-NUMBERS BUDGET

BONDING AND RAPPORT
Establish good rapport with your prospects from your
very first meeting. After all, people tend to do business
with people they like and trust.

UP-FRONT CONTRACTS

Set an Up-Front Contract before every meeting with:
(1) time and place, (2) purpose, (3) client’s agenda,
(4) your agenda, and (5) the outcome,
or what success would “look” like.

PAIN

Uncover your prospect's pain,
which is the gap between where prospects are
and where they want to be. After all, you can't create solutions
until you know the full scope of the problem.

Set an Up-Front Contract in this,
the negotiation phase, to talk about your prospect’s budget.
Find out if money is available for the sale,
and how much is available.

DECISION

Review what's been covered and start gathering information.
Your goal is to either: (1) disqualify the prospect,
(2) determine that you need to meet with more people or,
(3) qualify the prospect.

FULFILLMENT

Make your presentation here, late in the sales process,
now that you have crucial information. It should focus
on the pain you uncovered, meet the budget parameters
you identified, and target the real decision makers.

POST-SELL

Seal the deal at this critical phase by:
(1) counteracting buyer’s remorse, (2) preventing the loss
of the sale to the competition or the incumbent, and
(3) setting an Up-Front Contract about next steps.



Are you setting good

On All <
Phone Calls

In All Emails & <
Calendar Invites

Up-Front Contracts?

ights reserved. S San
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» At the Beginning
and End of Every
Virtual Meeting

» When You Close
a Sale!
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Four Buying Emotions

Pain in the
Present

E Gain in the

Present

& Gain in the

Future

Pain in the @
Future

AKA “Fear”
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Remember to Post-Sell Everything

O ®

Referrals Prevent Loss Establish UFC
of a Sale for Next Steps
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Best Practices for Post-Call Debriefing
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What were their pains?

Do we have viable solutions?

Do they have the time, money and resources?
What was clear future decided?

What if that doesn’t happen?

B B
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KARE for Your Clients

KEEP ATTAIN

=
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Build Relationships for Mutual Gain

 Build social capital by giving and listening first
 Build relationships by staying connected

 Build authority by adding value

 Build intimacy by opening up and being
personal
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- Do you see a change in your client relationships?




What is one Attitude, Behavior, and

Technique you learned today?

\ £ — -




Thank You For Attending!

Sandler Training by Mercury
Mark Kirstein
480-678-7778

mpd@sandler.com

Over 300 Sales & Leadership Podcasts

Dozens of White Papers and Webinars

Exclusive Videos & Course Samples

Sandler Advisor Newsletters
And Much More!
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