Sales Achievement Offerings from Preferred Sales Concepts
Preferred Sales Concepts improves sales results. 
We focus on achieving outstanding Sales Results for Individuals or Sales Teams.
We achieve Outstanding Sales Results by following a process that is easy to understand and to implement. First we analyze, and then we prescribe.  We look at everything involved in your current sales strategy and process so we understand the “As is” state: people, performance, and results.
Then, and only then, do we work with clients to co-create a Sales Strategy and Sales Process to exceed corporate revenue goals. 

Once we have the plan, we implement it, we make changes in personnel as needed, and we train everyone involved on the process. After the plan is fully implemented and trained, we quantify results, and coach individuals for constant revenue and process improvement.

When working with Clients we prefer to use this simple process. It works. But some clients prefer to engage PSC for specific services outside of the Seven Step Process. We do offer all of the services listed below on an Individual or Group Basis. For example, we have Tested, Coached and Trained Individuals or Groups outside of the Seven Step Process for Improving Sales. Please view the following offerings as a complete package or as a Menu of Individual Service Offerings.
1- Sales Force Development

· Assess the Current Sales Team and Results

· Online testing of Sales Personnel using Objective Management Group Overview Evaluation

· Review the Assessment Results with Management and Individuals
· Use the Assessment and Performance History to make decisions on personnel changes

· Get the Proper Sales Personnel on the Team
· Remove Non-performers or Not Trainable Sales Reps

· Develop a Coaching Plan for Non-Performers who we have decided to keep on the team

· Implement a Program to Hire “A Player” High Performing Sales People

· Recruit or Place Ads

· Interview and Assess

· Negotiate and Hire
2- Sales Strategy and Process Creation

· Assess the Current Sales Strategy and Sales Process
· Analyze and Quantify

· Marketing Results

· Leads, Sources, Campaigns

· Who is the Target?

· What is the Message?

· What are the results or Campaigns or Lead Generation Programs?

· Current Sales Results

· Quotas, Contacts, Qualified Leads, Pipelines, Forecasts

· Create a new Sales Strategy

· Align the New Sales Strategy to Corporate Revenue Goals
· Clearly Communicate the New Sales Strategy 
3- Sales Process Creation and Deployment

· Co-create a new Sales Process that is an outcome of the new sales strategy

· Align the New Process with the New Sales Strategy

· Define and Document Goals, Responsibilities, Processes and Measurements

· Clearly Communicate the New Sales Process

4- Sales Process Implementation

· Implement the New Sales Process

· Put Proper Personnel in Place to Execute

· Start Using the New Sales Process

· Work out any issues on:

· Compensation

· Reporting

· Use of Resources

· Use of the Tools or Technologies

5- Sales Process Training

· Parallel to Step 4
· Train everyone on the Elevator Pitch 

· Offering

· Target

· Value

· Communicate the New Sales Strategy

· Gain Commitment to new Strategy

· Train everyone involved on the new Sales Process

· Train everyone involved on any new Sales Technologies

· Coach for Commitment to the New Sales Strategy and the New Sales Process

6- Ongoing Sales Coaching and Management of the Sales Process
· Once New Sales Process is Implemented and Personnel is trained

· Measure Results 

· Make the Results Public

· Recognize Performance

· Hold Non-performers accountable
· Work out issues with implementation of the process
· Coach for compliance and commitment

· Continually look for possible improvements to the process, systems, and results

· Coach for improvements

7- Sales Process Continuous Improvement

· Continually evaluate all aspects of the Strategy, Process, Implementation and Training to work out any issues and to insure that improvements improve results

· Meet with all players to get feedback and suggestions

· Make personnel part of the improvement process

· Allow all players to own the process

