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In the next 45 minutes...

The changing world of Sales
The power of Belief
The importance of Behaviour

Take-aways

@durhamlane #dlsales



Sales person first, trainer second
Richard Lane

. Careerin sales, management & sales Ieadership
. Worked with micro/SMEs to global blue-chips

. Sales leadership, coaching & development is a
passion. Strategic and solution sales

. Blogger, vlogger, writer, podcaster

. Passionate about promoting sales as a
profession

. Blues guitarist, fly-fisher, runner, non-techie-
techie
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durhamlane: helping people & organisations increase their sales,

profits & revenues in a sustainable way

durhamlane outsourcing

Outsourced solutions from market
research, lead generation and digital
marketing to sales, early stage business
development and strategic key account
acquisition.

Demand generation for ambitious
businesses.

durhamlane training

Commercial leadership programmes and
bespoke high-impact training and
coaching for sales and non-sales people,
based on our proven methodology
“Selling at a Higher Level".

Defining strategies to help you sell, win
and retain more clients.

durhamlane recruitment

Introducing high calibre sales
professionals to ambitious businesses
that want to grow. From graduates to
experienced hires.

Building & developing your sales &
commercial teams of tomorrow.



My job this afternoon... )

g Challenge you to think; and to think differently

g& Equip / refresh you with successful sales tools

4 Motivate, inspire, energise

Increase your confidence

@ Increase your success
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The changing world of Sales
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Changing buyer behaviour

57%’ ‘ 85%’

757

Of the purchase Customers will of B2B buyers now  Of consumers start People are now
decision is manage 85% of use social media their online involved in the
completed before their relationship to research product searches average B2B
speaking with a without human vendors. with Amazon buying decision.
vendor. interaction reviews.
(by 2020).
EICEB Gartner =1DC. (Ybloomreach EICEB
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Challenge for Salespeople

24%0 50% 3.2X
of their time of their time on i gl S

researching deals that won't that don’t close
close

ource: IDC, CSO Insights, InsideSales Labs, CSO Insights



Are you technology enabled?

WHY THEY SHOULD HOW TO UP/CROSS- HOW TO MANAGE, COMPENSATE, TRAIN,
WHO TO SELL TO AND WHY HOW TO ENGAGE & WHEN BUY & FROM YOU WHAT TO DO TO CLOSE SELL & RENEW ONBOARD, REINFORCE, COACH
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15 Years Ago
Ding, You'v

\Got Mail
@)=
- / l
>
Sigh! Letters

Today

220 Unread
Emails

OMG! A Letter



Think differently

. Keep it simple

- Leverage everyday thinking, sales tools,
techniques & blueprints

- Be agile. Carry best practices in your mind

- ‘In the moment' learning

- Fostering confidence, skills & passion

- Be someone whom your customer wants
(& knows they need) to spend time with.
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Sales
Many people are still getting it wrong

y,
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Most destructive sales behaviours

Other
Forgotten and/or ignored 4

Too much contact (in person,
by phone, or via e-mail)

after contract is signed

Sales style is too aggressive

Lack of business/industry knowledge
about usefulness of their product or
service to my business

Lack of knowledge about either their
products or those of their competitors

@durhamlane #dlsales OUTSOURCING ¢ TRAINING ¢ RECRUITMENT



Belief in your product,
service, solution

No-one wants to buy from someone
in what they are selling

@durhamlane #dlsales OUTSOURCING ¢ TRAINING ¢ RECRUITMENT



Belief in your product,
service, solution

People prefer to buy from people who are
and
what the buyer needs oris trying to achieve
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= High Performance




Professional. humble,
courteous.
Pro-active, hungry.,
ambitious.

Be interested to be
interesting.

24 hgurs T celebrate or
wallow in misery.




Help people to buy from you .

- From browsing to continuous business transactions

n
>,

\ 4

Advertising,
search engines, 1 3
marketing 3
Link ; ; ; ; Loyalt
| ATTENTION | INTEREST @  DESIRE |  ACTION
(Shows) (Clicks) (Contact) . (Purchase)
First visit Next visit
Coming to |

. Action on a website
a website



durhamlane

Selling at a Higher Level

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

Find & Create Define Propose. Recommend Close-Out Serve
& Grow

& Understand & Present
Lead Generation Question-led Recommendations Strategies Ensure Great Start
C-level access strategies Business Challenges Stakeholder Analysis Contracts Success Criteria
Inbound Leads Reason for Change Value Propositions Move Process Forward Find New Sponsors
Outbound Calls Opp for Partnership Paint Vision Developing Joint Vision Identify Value Add Projects
Marketing Value / Metrics Compelling Message Account Planning
Referrals Stakeholder Buying Sell Benefits

Territory Management Role |dentification

THE FOLLOWING ELEMENTS ALL RUN AS CONSTANTS THROUGHOUT THE SALES CYCLE

For Example Qualification is as important during stage 1and stage 4

ATTITUDE SKILLS SECTOR QUALIFICATION WIN - WIN PERFORMANCE

CORE SKILLS

Question-led, solution
focused, Champion &
Coach development,
Key Account Planner
(KAM) & opportunity
management

Pro-active, responsive,

goal driven, delivering

against expectations,
continuous improvement

KNOWLEDGE

Module based on relevant
sector, if appropriate

Magic 35, 7 step
qualification toolkit

NEGOTIATION
Trade build, BATNA,

negotiation template

MANAGEMENT

Tracking opportunities
Targeting & focus
Customer Relationship
Management (CRM)
Keeping up to speed



Success in Sales is about
developing the right mindset
and ... adapting your
behaviours to suit the preferred
style of your customers

@durhamlane #dlsales




Customer Engagement Behaviours O

Relationship

Product




Relationship Behaviours

1. Personal Service

2. Puts customer’s interests first

3. Builds 1:1 relationships

. Personal trust

5. Close bond

6. ‘Works for’ the customer contact

@durhamlane #dlsales




Product Behaviours

1. Associates with ‘the best’ products
2. Knows the market & technology
Gives technical answers

. Talks technical features [ benefits /
advantages

5. 'Getthe right customer for the
product', or move on

@durhamlane #dlsales




Partnership Behaviours

1. Work for bottom line value for own and
customers' businesses

2. Sees business opportunities —for the
customer

3. Investsin understanding customer
DUSIness

4. Products seen as a vehicle for profit
Improvement

5. ‘Business partner’ (not supplier)

odurhamlane #dlsales




2. Quality is paramount
Documentation and processes
Responds to customer demands
Honesty, integrity & realistic delivery

4

nop W
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. o
The Behavioural Model o ..
Relationship

. Creative— Personal
Responsive — Personal

Reliability artnerships

Responsive—Technical Creative—Technical

Product
@durhamlane #dlsales OUTSOURCING ¢ TRAINING ¢ RECRUITMENT



Transform sales performance: improve behaviours

and align closely with customer values

RELATIONSHIPS

Individual: "How effective am |

D CUSTOMER

} PARTNERSHIP ReuasiuTY |-

with my key customer?”

@durhamlane #dlsales

RELATIONSHIPS

100

Team:

Probuct

B e Averace

AVERAGE PERCEVED
CUSTOMER VALUES

PARTNERSHIP

"How effectively do we serve our

strategic customers?”

LELIABILITY

RELATIONSHPS

0]

[-10

100

DUCT

. INDIV IDUAL

PERCEVED
CUSTOMER VALUES

UUUUUUUUUUUUUU

PARTNERSHIP

Organisation: "How do we grow our
overall business through better customer

engagement?”

OUTSOURCING e TRAINING ¢ RECRUITMENT



Try CEBA for yourself & with
your team for just
£99 per person®

« Part 1 CEBA assessment

- Comprehensive personalised report

- 1-2-1 coaching feedback call (45 mins)

* Usually £299 per person

Apply: ceba@durhamlane.com

@durhamlane #dlsales OUTSOURCING ¢ TRAINING ¢ RECRUITMENT



Professional, humble,
courteous.
Pro-active, hungry.
ambitious.

»elling at

ligher Lev
\;rwa .:iﬁj.)
ol

h

.

Be interested to be
interesting.

24 hours to celebrate or
wallow in misery.




Organizations with formal coaching programs saw

68.2% of reps achieve quota, versus only 48.4% in

organizations where coaching was more ad-hoc.
CSO Insights

@durhamlane #dlsales OUTSOURCING ¢ TRAINING ¢ RECRUITMENT



Have a think...

- How strong is your team’s belief —in
you, your brand, your products,
services etc?

- Are you helping your sales teams to
be the best they can be?

- Behaviours can be adapted/changed,

personality is fixed.

@durhamlane #dlsales

Business Fil.
Business Value.

Long-term Relationships.

Yaof3

Under pﬂoml

Over dclwer
Overw Iulm

Professional. Humble.
Courleous. Pro-aclive.
Hungry. Ambitious.

Quality, XQ
x G onslsl-
High Performance

Respectful Silence.

24 hoursto eelebrate
or 1o wallow in misery.

IUs up to you.

+ 44 (0)191 4813800 13 Windsor Terrace, Newcastle upon
@ durhamlanecom & info@durhamlanecom W @durhamlane #dlsales in searc

Place
stamp
here.

Tyne, NE2 4HE

h ‘durhamlane’
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Thank you!

richard.lane@durhamlane.com

www.durhamlane.com IN richardmatthewlane
@durhamlane on Twitter E @richardmlane

search for durhamlane on LinkedIn



