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What The Top Producers Do
• Studies show 25% of all sales reps 

produce 90 to 95% of all sales!
• What makes the top performers 

different?
– Only work with prospects at the time 

they are most likely to buy 
– Maximize the time they spend selling 
– Quickly and easily build credibility 

with prospects 
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It’s All About The Timing!
• If you went out today and collected 10 

business cards, only one of which was 
from a company that could buy today, 
what would you do with the other 9?

• If you answered anything other than 
file them by your next sales contact 
date, you are wasting sales 
opportunities!
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When Do Prospects Buy?
• It is wrong to believe that 

every business in your target 
market can buy from you at 
any time.

• Must identify how often 
prospects reorder your 
product or how often they 
re-negotiate the contract for 
the use of your product.



www.b2bsalesconnections.com

B2B Sales Connections
What To Do Today To Sell More Tomorrow

Sales Professionals of Ottawa Networking Breakfast
Slide 1 - 5

© COPYRIGHT 2010 B2B SALES CONNECTIONS INC

The Right Place At The Right Time
• Knowing how often a companies can buy 

determines the timing of your sales 
opportunity

• It’s not just are they a prospect, it’s are 
they a prospect today!
– Prescreen as you prospect to find out
– Why waste your valuable time if they can’t 

buy today
• If they are not a prospect today, you need 

to be able to determine when they will be.
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Your Follow-Up File
• It is critical for you to use a system, & it 

be organized by the next contact date.
– Not a glorified phone book!
– Organized by the date of the next purchase

• Drastically increases your chances of 
being in the right place at the right time

• You must decide on your Follow-Up File 
structure before you start prospecting!
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Studies Prove It!
• 2 out of 3 sales are made to customers 

who have said no not once, but 5 times!
• 75% of sales people give up after just 

the 1st or 2nd rejection
• Easy to see why 25% of all sales reps 

produce 90 to 95% of all sales.   
– These are the reps who use a Follow-Up 

File system and don’t give up too early!
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How Do You Spend Your Time?
• Studies show that sales people only spend about 25 

percent of their time selling.
– That’s only 10 hours a week, or only 500 hours per year! 
– If you have a $1 million quota, your time is worth $2,000 

per hour!

• Now imagine how much more you would produce 
if you could free up just one more hour a week to 
spend on selling! 
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How To Free Up Time For Selling
• Any routine task that is done over and over can 

and should be automated
– Automatic price calculators
– Proposal templates
– Automated order entry forms
– CRM drop down lists for data entry
– Automated sales reports

• Delegate non sales related activities
• Practice proper sales time management
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Is It Worth It?
• If you have ever thought to yourself “it 

certainly would save time if only I had a tool 
to do this”, then create it!

• It is cheaper to hire admin staff or to create 
an tool than to waste valuable sales time on 
a routine task that can be automated!

• Remember, every hour freed for selling 
earns you $2000! 
– At that rate of return, an investment in the right 

sales tool is a smart one!
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My Perception is Your Reality!
• Prospects must believe they can 

trust you before they take the 
leap of faith and buy from you.

• If you have never met your 
prospect before, not only do you 
not have trust, you could be 
starting in a negative position!
– “If you are so good at what you do, 

why have I never heard of you 
before?”
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Trust Can Be Built
• How can you prove that you 

will do what you say you 
will do, when you say you 
will do it?
– By having others that the 

prospect knows or trusts tell 
them that you do.

– Each time they are told, you 
chop a little away of the 
negative perceptions and you 
start to build trust
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Where to Get Testimonials
• You have to ask for them!

– Call 2 customers a day and ask for feed back
– Schedule After-Sale Follow-up Calls

• What To Ask For? 
– Reference letters
– LinkedIn recommendations
– Email comments
– “Can I quote you?”
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Where to Use Testimonials
• Everywhere, all the time!

– Reference letters on the walls
– Website
– Email signature
– Brochures
– In every proposal
– Fax cover sheets
– Social media profiles

• Use a different testimonial every time you 
communicate with a prospect
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Valuable Sales Tools
• A list of all your 

best testimonial 
quotes

• Customer list 
with recognizable 
company names

• Testimonial 
webpage
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Conclusion
• If all sales people knew and did what the top 25 % 

do, then all sales people would be selling more!
– You can always be better!

“Improve by 1 percent a day, 
and in just seventy days, 

you’re twice as good.”
- Alan Weiss
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Comments or Questions?
• B2B Sales Connections

– Free sales and sales management 
resources
• Email:  senns@b2bsalesconnections.com 
• Website:  www.b2bsalesconnections.com
• Social Networking:


