Session #2:
Shortening the Sales
Cycle

&
Sandler
Trainingm




My Insights

10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

©2020 Sandler Systems, Inc. All rights reserved.



Tips for

Turn on your
camera

Supportive Mindsets/Effective Communication

Mapping the Decision-Making Process

Closing the Sale
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Breakout Exercise

Exploring differing expectations between buyers and sellers

Consider a first meeting (pre-arranged), answer
the following questions:

1. How long do you want the meeting to last?

2. Who should do most of the talking?

3. What do you want as the outcome of this first meeting?
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What is .

Conversation with the b
do, and possibly what yo
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Componen' ,

Purpose

Reasons for the How long
interaction

£ Sandler

Exhibit E

« See yourself as an equal in the

« Professionally assert your righ
and honest conversation with

£¥sandler

10

©2020 Sandler Systems, Inc. All rights reserved.




Purpose Time Buyer’s Role Your Role
Reasons for the How long During the During the
interaction interaction interaction

Sandler
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osodind

purpose for our call today is to talk more about what you're trying to accol
marketing efforts... what is working well and what more you’d like to achi

When we scheduled this call, | believe we said we’d spend 45 minutes toge

® 0 0

Likewise, | have some questions for you, and Id like to spend some time
getting a deeper understanding of your company and your situation. | can
help if I truly understand your situation. Would you be ok if we start todas
asking you some questions so | can get that deeper understanding?

/oy JNoA ojoy $,J0Ang

owoang

free to tell me if that’s the case. On the other hand, if we feel like this coult I‘
let’s take the last few minutes of our time today and determine some specif
t;QSﬂndluDoes that sound like a good way to run our meeting?
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Breakout Discussion

Discuss what you saw and rd, and whether you liked it or did not
like it.

Be prepared to discuss back in the main room.
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SALES TOOLKIT:

Create Your Own
Up-Front Contract

® 0 0

ojoy noA 0joy 5, J0kng
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thdndluioss that sound like a good way to run our meeting?

Sample Up-Front Contract ‘

Thanks for joining me on the call today; I'm glad we could find time to get together.
purpose for our call today is to talk more about what you're trying to accomplish with b
marketing efforts... what is working well and what more you'd like to achieve.

When we scheduled this call, | believe we said we’d spend 45 minutes together —is thaf t

Certainly today, you’ll have some questions for me, and I'll do my best to answer them.
N

Likewise, | have some questions for you, and Id like to spend some time up-front today

help if I truly understand your situation. Would you be ok if we start today’s meeting by me
asking you some questions so | can get that deeper understanding?

As we get toward the end of our time together, one of two things typically happens. The
is that you may discover this doesn’t look like a good fit. I'm totally ok with that, pleas
free to tell me if that’s the case. On the other hand, if we feel like this could be a good fi
let’s take the last few minutes of our time today and determine some specific next steps.
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Skills Simulation

Practice Using Your Up-Front Contract.

24 Sandler Rule:

You can’t blame buyers
for doing something
you didn’t tell them
they couldn’t do.
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How Did We Do?
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