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Do Presales Call
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Contact & Qualify Leads
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Address Remaining Concerns
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Develop Proof of Concept Application
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Close Sale 





(


Engage Consulting Team 





(


Follow Up





Larry LaBelle


Exceeded Quarterly Sales Quota by an Average of 19.5% in 2010





NOTE:  Checked items in dark red are things I do better than others and are the secret to my success!





Ensure customer satisfaction


Get repeat/new  business








Assign Consultant Team 


Monitor progress through project completion





Get sign offs


Complete Paperwork 


Contract


Service Agreement


Consulting Services


Etc.





Determine needs by probing for problems/  pains and  listening


Arrange presales call








Explore needs in greater detail


Explore how we can solve  their business    problems


Develop sense of urgency





Gather  specs


Develop & review draft


Make changes


Get review of final cut


Get sign off





Uncover and address any other concerns from:


Product Champion


IT  Influencers


Financial Influencers


Ultimate Decision Maker





(


Assess & Learn





Determine things done well and what needs to be  improved


Revise process








My Winning Formula for Software Sales











Date:  9/19/2011
Copyright 2010 by Training Tamer Inc.
Page: 1

