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“A goal is a
DREAM with a

—Napoleon Hill
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SMARKETING
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N
Science:
the careful study of the structure and behavior of the
physical world, especially by watching, measuring, and

doing experiments, and the development of theories to

describe the results of these activities

*Cambridge Dictionary
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Desired Outcome is a

Transformative Concept
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Lifetime Average Value Number of Retention
Value of Sale Transactions Time Period

5 - A - @™

Customer Lifetime Profit
Lifetime Value Value Margin
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Customer Acquisition Cost Formula

[ Sales & Marketing Cost]

[ # Of New Customers ]
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Customer
Acquisition
Cost




Select the appropriate assessment

Sales Quadrant Model

Sample Salesperson

Job Name

BDR/SDR 92
Unique Value Sales 87
Commodity Sales 85
Tele-Sales 78
Customer Service Manager 76
Customer Service/Sales Representative 74
Recruiter/Sales 73
Inside Sales 71
Consultative Sales 71
Account Sales 69
Sales Manager 67
Vice President - Sales 63
Sales Analyst 63
Customer Service 57
Customer Service Representative 57
Sales Engineer 55
Call Center Manager 51
Recruiter 48
Account Manager 43
Sales Assistant 43

ebs/growth

Demand Creation
>

<€ Demand Fullfillment

A\

Consultative Sales

Create demand
Long/continuous sales cycle
Organize complex processes
Solution based selling

A |
Problem Solving >
]

Unique Value Sales

Create demand
Shorter sales cycle
Control the sales cycle
Solution based selling

Process Oriented

A
[y

Demand fulfillment
Continuous sales cycle
Manage client relationship
Low prospecting requirement

Account Sales

Ambition
&
Drive

Demand fulfillment

Shorter sales cycle

Quickly bond with prospects
Moderate to high prospecting

Commodity Sales

Score Color Key

[ Questionable |

[ Good |

< Long Sales Cycle

|
< Relationships
N

Short Sales Cycle »

D Bordered score represents selected quadrant




Have an immediate need & buying a solution

Have a problem & are searching for solutions

P [—
h.:

Benchmark & Continuously Improve

30% not
considering

30% have no interest

30% just bought or are a hard
“no” & sticking with status quo

I 7 th Credit Chet Holmes: The Ultimate Sales Machine



4 M’s of Sales Revenue

--=--)> Total Addressable Market
How big is the largest possible market?

-> Serviceable Available Market
What proportion of that market fits you?

--> Serviceable Obtainable Market
What proportion of that market can you reach?
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LIVE COLD CALLS

POWERED BY BALTOf>

WATCH FOR g
A CHANCE TO GET

SRR EC 7
R P‘" 2-4PM CT
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Total Sales Emails Sent and Response Rate

100%

75%

50%

25%

Performance Against Benchmark

-25%

—t________‘

-50%

01/2020 02/2020 0372020 04/2020 05/2020 06/2020 07/2020 08/2020 09/2020 10/2020 11/2020 12/2020
Month

Sales Email Sends =& Sales Email Responses %
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Fuel Your Sales

ICP, Companies & Titles

" Unqualified Leads :>

r— ¢ —

MQL (First Meeting Booked)
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ﬁ

Required # of | Internal Cost | "otentialvalue
e s / g rO\X/ Activities for #| Incurred to ag:t?\fi;?:sei;f;feiz Value P.M.
of Sales per |Generate # of | (your Acv/LVC)
mo Sales
Outreach 100.00% 11433 S 883|6S 875|S 5.25
Engagement (Conversation/email reply) 2.50% 286 S 35333 | S 349.86 | S 209.92
MQL (booked 1st time meeting) 7.00% 20 S 5,04762|5S 4,998.00 | S 2,998.80
SQL (kept 1st time meeting) 70.00% 14 S 7,21088 | S 7,140.00 | S 4,284.00
Pipeline 10.20% 10 $ 10,301.26 | $ 10,200.00 | $  6,120.00
Closed/won 40.00% S 100,000.00 | S 60,000.00
Retention 95.00%
Required # of | Internal Cost | Potential value
e S g rO\X/ Activities for #| Incurred to ger?e.r?tEd per # of Value P.M.
activities per event
of Sales per |Generate # of (Your ACV/LVC)
mo Sales
Steps Ratios 0,000.00 60%
Outreach 100.00% 1112 S 883|6S 26.99 | S 16.19
Engagement (Conversation/email reply) 9.00% 100 S 98.15| S 299.88 | S 179.93
MQL (booked 1st time meeting) 12.00% 12 S 81790 | S 2,499.00 | S 1,499.40
SQL (kept 1st time meeting) 70.00% 8 S 1,16843 | S 3,570.00 | S 2,142.00
Pipeline 17.00% 6 S 1,669.19 | S 5,100.00 | S 3,060.00
Closed/won 40.00% | NENNC e S 30,000.00 | $  18,000.00
Retention 95.00%
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List Development & Data Strategy

* Bucket 1 — New Data
* Bucket 2 — Validated/No Reply

* Bucket 3 — Replied/Know
Preferred Channel

e Bucket 4 — Meeting Booked

* Bucket 5 — Strategic Account
Management of Customers

* Bucket O — Bad
Data/Append/Replenish
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ﬁ

Required # of | Internal Cost | "otentialvalue
e s / g rO\X/ Activities for #| Incurred to ag:t?\fi;?:sei;f;feiz Value P.M.
of Sales per |Generate # of | (your Acv/LVC)
mo Sales
Outreach 100.00% 11433 S 883|6S 875|S 5.25
Engagement (Conversation/email reply) 2.50% 286 S 35333 | S 349.86 | S 209.92
MQL (booked 1st time meeting) 7.00% 20 S 5,04762|5S 4,998.00 | S 2,998.80
SQL (kept 1st time meeting) 70.00% 14 S 7,21088 | S 7,140.00 | S 4,284.00
Pipeline 10.20% 10 $ 10,301.26 | $ 10,200.00 | $  6,120.00
Closed/won 40.00% S 100,000.00 | S 60,000.00
Retention 95.00%
Required # of | Internal Cost | Potential value
e S g rO\X/ Activities for #| Incurred to ger?e.r?tEd per # of Value P.M.
activities per event
of Sales per |Generate # of (Your ACV/LVC)
mo Sales
Steps Ratios 0,000.00 60%
Outreach 100.00% 1112 S 883|6S 26.99 | S 16.19
Engagement (Conversation/email reply) 9.00% 100 S 98.15| S 299.88 | S 179.93
MQL (booked 1st time meeting) 12.00% 12 S 81790 | S 2,499.00 | S 1,499.40
SQL (kept 1st time meeting) 70.00% 8 S 1,16843 | S 3,570.00 | S 2,142.00
Pipeline 17.00% 6 S 1,669.19 | S 5,100.00 | S 3,060.00
Closed/won 40.00% | NENNC e S 30,000.00 | $  18,000.00
Retention 95.00%
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Required # of
e S g rO\X/ Activities for #
of Sales per
mo
Steps Ratios
Outreach 100.00% 1112
Engagement (Conversation/email reply) 9.00% 100
MQL (booked 1st time meeting) 12.00% 12
SQL (kept 1st time meeting) 70.00% 8
Pipeline 17.00% 6
Closed/won 40.00%F
Retention 95.00%
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Required # of | Internal Cost | Fotentialvalue
generated per # of

Activities for #| Incurred to i
activities per event
of Sales per |Generate # of | (your Acv/LVC)

mo Sales
S 100,000.00 60% |

Value P.M.

11433 S 883 |5 875 |5 5.25
286 S 35333 | § 349.86 | S 209.92
20 S 5,047.62 | S 4,998.00 | S 2,998.80
14 S 7,210.88 | S 7,140.00 | S  4,284.00
10 S 10,301.26 | S 10,200.00 | S 6,120.00

S 100,000.00 | S 60,000.00
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Required # of | Internal Cost | "otentialvalue
e s / g rO\X/ Activities for #| Incurred to ag:t?\fi;?:sei;f;feiz Value P.M.
of Sales per |Generate # of | (your Acv/LVC)
mo Sales
Outreach 100.00% 11433 S 883|6S 875|S 5.25
Engagement (Conversation/email reply) 2.50% 286 S 35333 | S 349.86 | S 209.92
MQL (booked 1st time meeting) 7.00% 20 S 5,04762|5S 4,998.00 | S 2,998.80
SQL (kept 1st time meeting) 70.00% 14 S 7,21088 | S 7,140.00 | S 4,284.00
Pipeline 10.20% 10 $ 10,301.26 | $ 10,200.00 | $  6,120.00
Closed/won 40.00% S 100,000.00 | S 60,000.00
Retention 95.00%
Required # of | Internal Cost | Potential value
e S g rO\X/ Activities for #| Incurred to ger?e.r?tEd per # of Value P.M.
activities per event
of Sales per |Generate # of (Your ACV/LVC)
mo Sales
Steps Ratios 0,000.00 60%
Outreach 100.00% 1112 S 883|6S 26.99 | S 16.19
Engagement (Conversation/email reply) 9.00% 100 S 98.15| S 299.88 | S 179.93
MQL (booked 1st time meeting) 12.00% 12 S 81790 | S 2,499.00 | S 1,499.40
SQL (kept 1st time meeting) 70.00% 8 S 1,16843 | S 3,570.00 | S 2,142.00
Pipeline 17.00% 6 S 1,669.19 | S 5,100.00 | S 3,060.00
Closed/won 40.00% | NENNC e S 30,000.00 | $  18,000.00
Retention 95.00%
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Deliver value or go away
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4-steps

O @ e

Build Trust Pattern Interrupt Curiosity Call to Action
Statement
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Building Trust
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TASK ORIENTED

C

Behavioral Styles:
* Dominant

INTROVERTED EXTROVERTED

e Steady Relator
* Compliant S

PEOPLE ORIENTED
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Rapport

Mirroring
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. SALESIPROSPECT SAID TO GALL
* " ’ BAGK IN 6 M(INTHS' y

p -'.

, |
o
- GUESS YOUICOULD;SAY-THINGS ARE
GETTING PH['ITY SEHIOUS
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ebs/Growth

Rev Ops & Sales Execution

Take Control | Gain Visibility | Dominate Your Market

ebS/gl’O\/(/th sales@ebsgrowth.com 412.837.9093



mailto:sales@ebsgrowth.com

