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Membership
Philanthropy
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CompTlA

Research

Industry Insight

White Papers, Blogs, Fast Facts
Training Guides

Training Workshops

Webinars

Best Practices

Standards

Networking Events

Social Media Groups

7 Steps to Managed
Print Services Success

Linking
The Benefits

CompTIA
Research
& Market
Intelligence
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UK Channel Community

- UK-specific discussions,
and provides an
understanding of how
CompTIA can best serve
the UK channel and its
members

- Together, we're
advancing the UK IT
industry

>

o b

ejohannes@comptia.org ————

COMMUNITY
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CompTIA UK Channel Community Regional
Meeting — Manchester

March 5, 2019 - March 6, 2019
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5 key behaviours to successfully build an
unstoppable sales engine in an IT business  incredibleresults
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5 key behaviours to successl\’ build an
unstoppable sales engine in an IT business




What are the top few things your company
needs to get better at to consistently get the
sales growth you want...? |




Two objectives...

12 Help
devel

Shaun Frohlich incredibleresuls



Two objectives...

1. Help yo bO(I&great‘er
devel :%éanas«ﬁa
2" aef *® ..o
2. Be the best value hogr yqu‘beha this year...
-
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Two objectives...

great sales people

— are born or made —

1. Help yo
devel

mg an

>

2. Be the beSt value hoRr VOl ba\B this year...
-
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What do great sales engines deliver...?

Year2 Year3

" new clients M account development new propositions

mcredlbleresul’rs
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" new clients M account development new propositions
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What do great sales engines deliver...?

Year2

" new clients M account development new propositions
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What do great sales engines deliver...?

A conveyor-belt of loyal
clients who value what you
do & happy to pay a price

that makes you a good profit

Yearl Year2

" new clients ™ account development new propositions

incredibleresults
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What are the 7 candles?

incredibleresults
D O



Great businesses are excellent at...

Leadership & strategy
Finance & administration ‘ .
Proposition(s) & marketing ‘
Sales & sales process 3 <t ] ¥ e
) e W R
Quality of service . . !

Technical capability
. Talent management The 7 Candles of Excellence

S

mcredlbleresul’rs
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Top priorities: for 5,500+ CEQOs, directors &
managers of Microsoft’s top partners

Hllll

PROPOSITION & SALYEAM
T MARKETING

78% rated sales as the #1 challenge

100% rated sales in the top 2 challenges



What are the
Issues most
commonly
inhibiting
sales?




Stuff that comes up most often

= Not enough good sales people out there

= Our win rate is good, we just don’t get enough shots

= No one likes cold calling — does it even work?

= Deals often slip so we cant rely on our forecast

= Competitors undercut us / customers buy on price

* We haven't got the luxury to choose Qur opportunities

And all sorts of other head-trash

mcredlbleresuh‘s
Q00




What can we
learn from sport
to grow sales ?

incredibleresults
00




What can we
learn from sport
to grow sales ?

There is only one winner
Can’t control the competition
It is rare to win every time
Standards go up all the time
The best win most often

incgedibleresults
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Mindset
Planning
Focus
Founders

Discipline

incredibleresults
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If we had asked
100 people in the
high street...

namea charactenstlc do you most associate with sales people

- <




Pushy, sleazy, manipulating, waffling...

...a proud profession? incrediblerosult

000~



THE #1 NEW YORK TIMES BUSINESS BESTSELLER

AUTHOR OF DRIVE AND A WHOLE NEW MINI

TO SELL IS
HUMAN

THE SURPRISING TRUTH
ABOUT MOVING OTHERS

Times change, jobs change
Buyers are better informed
The “moving” business
Discovery vs diatribe
Psychology...

incredibleresults
000 parinerships stralegy
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Don’t ever

want 1t
movre than

they do...

incredib
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If it quacks like a duck, waddles like a
duck, is bright yellow with a bill, it
probably is a duck...

incredibleresults
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If it guaeks like a duck, waddies like a

duck, is eAghtyelow witha-bH, it
probably is a duck...

incredibleresults
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Mindset oo

TEACHAKID 'TO
RIDE A BIKE
—
Understand the job
* mitigate bias
« map the buying journey(s)
« learn how to uncover customers’ deeper needs

DAVID H. SANDLER

Develop “discovery” people & processes

incredibleresults
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Planning:

starting with the goal and working backwards

incredibleresults
00




Does everybody
love your sales
plan?

S 4

e L




Sales plan v1.0

£10m target & 10 sellers = £1m/each

incredibleresults
©® @ @ people parinerships strategy






Sales plan v2.0

top down & bottom-up




Sales plan v2.0

10 x S1m customers 1,000,000 x S10
customers

project, product

revenue splits .
managed service

customers splits repeat, develop &
net new

process & KPIs suspect, prospect,

solution, propose

top down & bottom-up




Sales plan v2.0

. » t ' - ' - »

total of 67 customers in 4 years, half the revenue from 5 most years

2015 [50%‘1v0m top 5) 20% (50% from top 7) 2017  (50% from top 6) 20918 (S0% from top 5)
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data driven = easy




Critical elements...

Multi-year targets for continuous growth — strategic
Plan reflects capacity & capability — realistic

The numbers are loaded in systems & measured in KPIs
Compensation aligns to strategy — balanced diet

THE CANDLE PROBLEM [ TED o — e o E . &1

The puzzle of
motivation

T D YRON -

Y Y Y Y " Lné:gedibleresults




Planning Preoicraat

. Bn\nn S L
A

Make a well thought through plan
* |ook at your data

* identify leading indicators & KPIs

« clarify roles & appropriate targets

* Dbake the plan into the targets

R L

Become better at learning

i/né:orediblgres,u.l’rs
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Selling left handed scissors to undertakers
in Guildford..!

b undertakers in guildford

& Fairlands

&
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Focus = excellence...

mcredlbleresul’rs
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What does your company do...?

IT solutions

Managed Services to XYZ
SharePoint and Ul

Cloud transformation

Blah, blah, blah..

starting with why...

incredibleresults
000 parinerships strategy



FOCUS

Define ideal customers for your ideal type of business

 |ook at your data
e razor sharp routes to market

 how to stop being “a stranger”

Yes’s & no’s are good - it’s the maybe’s that kill you

mcredlbleresul’rs
Q0 0O-re



Founders:

Leaders, directors, people — there are gotcha’s all over the park!

V*@ @’

Effective Ieadershlp IS putting first thmgs 1St
Effective management is discipline, carrying it out

g = -




The most common gotcha...

..founder’s syndrome

* translation table
 authority
* mindset

the curse of knowledge

mcredlbleresul’rs
Q00



Tackling the elephant in the room

mcredlbleresul’rs
Q00




More telesales or

more heavy
hitters?

T —
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Unique people for defined roles...

The Challenger

» Always has a different
view of the world

Doesn’t give up easily * Understands the
Self-motivated customer’s business

Interested in feedback ' : ws. 1 * Pushes the customer
and development

The Hard Worker The Relationship Builder

* Builds strong
advocates in customer
organization

~» Generous in giving time
to help others

* Gets along with everyone

Always willing to go the
extra mile

* Reliably responds to
internal and external
stakeholders

* Ensures that all problems
are solved

* Detail-oriented

* Follows own instincts
. Self-assured
.« Difficult to control

incredibleresults
@ © @ rcople parinerships strategy



All can become top performers...

39%

259 26%

22%

The Challenger The Lone Wolf The Hard Worker The Reactive The Relationship Builder
Problem Solver

incredibleresults
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e b Ut CO ntEXt iS eve ryt h i n g MATTHEW DIXON and BRENT ADAMSON

Challengers win in complexed sales

11

-

1

.

CHALLENGER
SALE

I Relationship Builder

B Problem Solver

B Hard Worker

B Lone Wolf
[ Challenger

Low Complexity High Complexity mcredlble resu I’rs
L X N JsE



..quaking like a
doctor — easier
with the founder
perspective

mcredlbleresul’rs
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The CHD test
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The CHD test

less

lllblCUIUlOl UDUI ID
000~ arine



The CHD test

less

how much time developing your sales engine ?
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The CHD test

less
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Founders

Recognise your shadow

Understand the sales roles and select right vs desired
Developing sales needs defined offerings & processes

Invest in skills (in line with above)

mcredlbleresul’rs
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Discipline:
motivation evidenced by ruthless and relentless behaviours...
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Why does every team need KPIs ?

- showing where you are vs where you think you are
- comparing where you are vs where you want to be
- to make decisions and agree actions

- check the impact of actions

incredibleresults



Measure the process & activity pumps

EES

solution &

proposal

sales
operations

Vendor leads
Industry events
WWW
Partners

Social media

oo, Sales w g Sales &
\T’erfomance S Mkt Dlr Q

& Briefings =

Consultative
Repeatable
Trainable
Improvable

IP & data generative

incredibleresults
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Appropriate sales management...

great sales
WEREEES

deliver priority

great 1
results # -

take
great
actions

attract
great
people

incredib
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Appropriate sales management...

/..// \\\ =
: > "\
¥ N
\\“ _— . h
. N \' =
“ B \'- h
E e A
\\—/ \ / — What if we invest in training our people and they leave?
— What if we don't train them and they stay?
- =
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Developing performance & potent

dibleresults
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Developing performance & potential

high

Performance -»

low

3. Peaking Performer

peaking or plateaued
high performing, low potential

6. Performer

danger of peaking in role
high performing, medium potential

8. Top Talent

ready for challenge now
high performing, high potential

2. Inconsistent Performer

Specialise or focus
solid performing, low potential

5. Developing Performer

increase role or target
solid performing, medium potential

7. Developing Top Talent

growth in current role
solid performing, high potential

Invest & retain ~ future leaders

1. Bad Hire

Move or remove now
poor performing, low potential

4. Potential Performer

lost form or failing hire

poor performing, medium potential

6. Potential Performer

new job or wrong job
poor performing, high potential

Potential -»

high

incredibleresults
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Discipline

Explicit & aligned goals — WIIFM

Plans, KPIs & systems — to drive all activities
Right rhythm of business — “ego free”

External assistance — to fill knowledge gaps

mcredlbleresul’rs
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Mindset
Planning
Focus
Founders

Discipline

incredibleresults
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some make it happen

some watch it happening

the rest don’t know what’s happening

incredibleresults
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A parting gift...

incredibleresults
L X X J - te
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_ Useful tools and stuff

od Thes ome of the things that the CEOs and top team
thh fou d useful

http://prioritytool.azurewebsites.net

shaun@incredibleresults.co.uk incredibleresuis
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Predictable Revenue — Aaron Ross & Marylou Tyler

The Challenger Sale — Mathew Dixon
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Member?
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