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What are the top 3, 4, 5 things, from a
selling perspective, that if | could do
just a little more efficiently, my sales
would really take off?
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Current Approach
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Buyer’s
System
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Alternative Approach

Foster Plaza, Building XI e 790 Holiday Drive e Pittsburgh, PA 15220 e www.peakperformance.sandler.com



Q Sandler Training

Peak Performance Management, Inc.
Authorized Training Center

SMART Goals

Specific — Lay out defined and detailed objectives

Measurable — Quantify or qualify your goal

Accountability — Someone who cares about your success

Realistic — Stretch your goals to make them difficult but attainable within the
framework you are dealing with

Time — Set a date that you want to accomplish the goal

Using the formula above write out your SMART goals.
Top 3 Business Goals:
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Prospecting Wheel
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Attend ___ events per
week/month
Introduce myselfto ___ people

MNetworking
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Creating Your “Cookbook” for Success

In order to ascertain the behavioral ingredients that will make you successful, once again you
must begin with the end in mind and work backwards. In creating your “cookbook” you will start
with the revenue goal you want to achieve and work backwards to determine the activities you
need to perform on a consistent basis in order to achieve your goal. If the numbers and ratios
are foreign to you, start with a conservative guestimates. You can adjust these numbers once
you have begun to track this information and have more accurate data.

Part | — Sales Necessary to Achieve Revenue Goals

My Desired Pre-Tax Income or Revenue Goal
for the next Month / Quarter / Year (Circle one) is: $ (A)

My monthly base salary or the revenue expected to be generated by existing clients
over the course of the next Month / Quarter / Year is

$ (B)

The incremental income or revenue | need to meet my Desired Pre-Tax Income goals for the next Month /
Quarter / Years is

(A)-(B)=$ (©)
The average sale in my business is $ (D)

Percentage of commission | am paid or my net profit on each sale is % (E)

My average commission or net profit per sale is D)x(E)=% (F)

On average, the number of new sales | need to make over the course of the next Month / Quarter / Year
in order to achieve my Desired Pre-tax Income is:

(C) divided by (F) = (G)

/
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On average, | must generate new (sales / clients / projects) per (month / quarter /
year) to achieve my revenue goals. “G” is the goal.
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LinkedIn Contact Search

Thoughts:
1. Make sure that you know them or want to know them.
2. Are they open to making introductions?
3. Are they a potentially good COI?
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LinkedIin Advanced Search

Thoughts:
1. Find the right opportunities
2. Get introduced
3. Improve conversation to appointment ratios
4. Work smarter not harder
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LinkedIn Advanced Saved Search

Thoughts:
1. Stop worrying about how you’re going to find new targets.
2. Consistently go after the “ideal” target.
3. Good trap to force behavior.
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Competitors Endorsement Search

Thoughts:
1. Discover what competitor’s clients truly believe about your competitor.
2. People change vendors/suppliers because they don’t feel important.
3. Do you know changes that will influence your prospect to search out
alternatives?
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Linkedin Emails for
Introductions

I. My Original Email — Asking a Contact for an Introduction
Name,

(some type of bonding) | see that you are connected to Name at Name. How
well do you know him? Would you be comfortable introducing me?

Bryan
[I. Email Introduction Template (Send to all parties)
For a Client to send to his/her contacts

Name and Bryan,

| wanted to take the opportunity to introduce the two of you. Name is the Position
at Company. He and | (describe your connection).

Bryan has a place called Sandler Training by Peak Performance. Bryan and his
team have done a lot of great work with us helping us to increase sales, market
share, and profits. | think it would be valuable for the two of you to talk.

Bryan, please reach out to Name and set up a time to speak. If you would like
me to be part of it or if you have any questions, please do not hesitate to call.

All the best.
Name

Name, you can reach Bryan at 412.401.7122
Bryan, you can reach Name at XXX.XXX.XXXX
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LinkedIn In/Emails for
Introductions

(continued)
For a Non-Client to send to his/her contacts
Name and Bryan,

| wanted to take the opportunity to introduce the two of you. Name is the Position
at Company. He and | (describe your connection).

Bryan has a place called Sandler Training by Peak Performance. Bryan and his
team have done a lot of great work with many similar clients, to you, to increase
sales, market share, and profits. | think it would be valuable for the two of you to
talk.

Bryan, please reach out to Name and set up a time to speak. If you would like
me to be part of it or if you have any questions, please do not hesitate to call.

All the best.
Name
Name, you can reach Bryan at 412.401.7122
Bryan, you can reach Name at XxX.XXX.XXXX
[ll. Email | will send in reply
Name,
Thanks for making the introduction to Name.
Name,
| will reach out to you in the next couple of days to schedule a time to speak. In

the meantime you can reach my on my personal cell phone at 412.401.7122.

What'’s the best way to reach you?

Bryah
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LinkedIn In/Emails for
Introductions

(continued)

IV. InMails (premium only) or Profile Views

Bob,

Do your initiatives for 2015 include: increasing sales revenues, taking market
share from competition, or improving the effectiveness of your sales and leadership
team?

It looks like we have a few connections in common and that you have an
accomplished background. It's a pretty small world and who knows whether or not we
can be a resource for one another, or even where the conversation goes.

Open to a conversation?
Regards,
Bryan Whittington
412.401.7122
Linkedin Connections that you don’t know well:
Name,
it's been a while since we last spoke and you recently came to mind. We really haven't
had a chance to talk too much and I’'m curious to know how well you've been leveraging

LinkedIn. Sadly, | haven’t been doing well; however, I’'m looking to change.

Are you open to helping each other? Let’s set up a time for a quick telephone call to see
how we might be able to better leverage our LinkedIn connection to help one another?

When are some good times for you?
Trust that all is well,

Bryan
412.401.7122

Foster Plaza, Building XI e 790 Holiday Drive e Pittsburgh, PA 15220 e www.peakperformance.sandler.com



‘4 Sandler Training

Peak Performance Management, Inc.
Authorized Training Center

Foster Plaza, Building XI e 790 Holiday Drive e Pittsburgh, PA 15220 e www.peakperformance.sandler.com



Q Sandler Training

Peak Performance Management, Inc.
Authorized Training Center

Prospecting Emails

1st email
Name,

Do your initiatives for 2015 include: increasing sales revenues, taking market share
from competition, or improving the effectiveness of your sales and leadership team?

My name is Bryan Whittington with Sandler Training by Peak Performance
Management. We typically work with growth minded companies who value their
employees and look to develop their team to achieve better results.

It would be disrespectful of me to presume we can be used as a resource for you
without understanding more about your business; however, my feeling is that reaching
out to set up a brief telephone conversation sometime is always the right thing to do.

| look forward to hearing from you either way.

2"d Email

Hi Name, | sent you the note below a few weeks ago and had not heard back. My

guess is that you get as many emails as me and the note got lost. Let me know if these
aren’t the initiatives on the radar screen right now.

Hi name,

Do your initiatives for 2015 include: increasing sales revenues, taking market share
from competition, or improving the effectiveness of your sales and leadership team?

My name is Bryan Whittington with Sandler Training by Peak Performance
Management. We typically work with growth minded companies who value their
employees and look to develop their team to achieve better results.

It would be disrespectful of me to presume we can be used as a resource for you
without understanding more about your business; however, my feeling is that reaching
out to set up a brief telephone conversation sometime is always the right thing to do.

| look forward to hearing from you either way.
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Prospecting Emails

(Continued)
34 Email
Hi Name,
this is Bryan Whittington with Sandler Training at Peak Performance Management. |
have sent you a few messages and haven’t heard back. | am getting the feeling you
have 0% interest in even learning any more about who we are or what we do and you

are just being too polite to reply back to let me know that.

If you would be kind enough to confirm my suspicions, | will close your file and not reach
out to you again.

Best of success in your business,
Bryan
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The Approach Call

1.0Open with a Pattern Interrupt

2.Ask permission to continue with an UFC
3.Personal Connection

4.10 Second Commercial

5.Fishing for Pain

6.Close by suggesting a clear next step
7.Ensure Commitment by doing the post-sell

8.Ask for an Introduction
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Pattern Interrupts

« This is Bryan Whittington with Did | catch you at
a particularly bad time?

» This is Bryan Whittington with | don’t suppose
my name is rings a bell, does it?

« This is Bryan Whittington and | want you to know that this is
a Cold call. I hate to make cold calls, but | have to... Or
Should we hang up now?

* | have a note with your name on it. I’'m not sure what it's
about

» This is Bryan Whittington. | don’t know if you are the person
| should be talking with and | am hoping that maybe you can
help me out.

« This is Bryan Whittington with If someone were
to give you a call from a company like ours, which is involved
in helping people or companies like yours, with ways to deal
with the ongoing frustration of slow computers, down
networks, lost data or unplanned Virus, how would they
approach the situation to determine if you or your company
would be interested?

» This is Bryan Whittington.....(silence).

« This is Bryan Whittington and I’m looking for a little bit of
help,
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