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/KH "H,QLWLYH *XLGH

HWWHU DQG )DV

It would be nice if you could make a single sale and have the revenue sustain your company
forever. But in order to grow your organization, a steady stream of income is required.

:KHQ D FRPSDQ\ ,UVW VWDUWV RXW WKHUH SUREDEO\ LVQEV
place. The one or two sales hires target prospects, introduce them to your company, and
close deals according to their own preferred methods.

However, as your business grows, sales leaders will need to implement a repeatable,
scalable process to turn a trickle of income to a steady, predictable stream. With all
salespeople using the same systems and playbooks and adhering to the same process,
the sales organization becomes a well-oiled machine instead of a Frankenstein-esque
contraption stuck together with duct tape.

KDWE&YV WKH VHFUHW WR DFFHOHUDWLQJ VDOHV JURZWK" KL
systems, sales is somewhat of an exception. The right customer relationship management
VA\VWHP &50 FDQ DFWXDOO\ KHOS HPSRZHU SHRSOH DQG GH

,Q WKLV JXLGH OHDUQ KRZ D &50 V\VWHP FDQ DFFHOHUDWI
SUR,WDEOH KDSS\ FXVWRPHUV DQG HQDEOH \RXU VDOHV W}
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"BHOO %HWWHU

Sales today is a far cry from what it was just 20 years ago. The advent of search and

social media means sales is now more about research and careful customization than
knocking on doors and “spray and pray.”

%XW GL+HUHQW GRHVQEW DOZD\V PHDQ EHWWHU (YHQ WKR
approaches, some salespeople merely transfer their old methods to modern channels.

WEV QRW WRWDOO\ WKHLU IDXOW &KDQJH LV KDUG DQG
this bold, new world of sales, the right CRM system can not only enable salespeople to
update their practices, but also give them a competitive edge.

SRQWH[WXDOL]J]H 6DOHV 2XWUHDEFK

‘KHQ D VDOHY UHS UHFHLYHY DQ LQERXQG OHDG RU GHFLGH
GHFLVLRQ PDNHU WKH\ GRQEW KDYH WR JR LQWR WKH LQL
SOHWKRUD RI EX\HU LQIRUPDWLRQ DW VDOHV UHSVE ,QJHU\
writing a cold email, reps can research their buyers on:

» Search engines

* LinkedIn

» Facebook

*  Twitter

* Blogs

» Company website

e ,QGXVWU\ VSHFL,F VLWHYV
Just one problem. None of these virtual spaces gives the rep context on what the contact
already knows about their company, or provides evidence of an existing relationship.

CRM to the rescue. A CRM that integrates with your marketing automation system gives
VDOHV UHSV D FRPSUHKHQVLYH SLFWXUH RI WKH SURVSHF'
company. And the value of this knowledge is hard to overestimate.

/IHWEYV VD\ D SURVSHFW GRZQORDGHG DQ HERRN RQ D VSHFL,
with this insight, the sales rep can then customize their cold email to mention this trend,
DQG R+tHU WKHLU H[SHUWLVH 6LQFH WKH WRSLF LV HYLGHQ
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sales rep stands a much better chance of grabbing their attention with this email and
receiving a response.

2Q WKH RWKHU KDQG WKH VDOHV UHS ZRXOG WDNH D PXFK G
FKHFEFNHG RXW WKH SURGXFWEYV SULFLQJ SDJH LQ WKH ODVYV
PRUH DSSURSULDWH DQG LQWHUHVWLQJ R+HU LQ WKLV FDVH

A tight bond between marketing automation and CRM enables sales reps to layer context
onto their outreach. And this, in turn, helps their emails and calls to stand out amidst a
sea of bland, generic pitches.

ODNH 6 XUH 1RWKLQJ )DOOV 7KURXJK WK
,WE&YV UDUH WR JHW D SURVSHFWEY DWWHQWLRQ RQ WKH YH
not, a sales rep will need to reach out again, and again ... and again.

Persistence is a virtue in sales. Most sales experts espouse making between six and 10
attempts before giving up on a prospect. Abandoning prospects too soon could leave
money on the table.

%XW KRZ FDQ D VDOHV UHS NHHS DOO WKHLU DVVRUWHG SUR
Depending the number of leads a salesperson is working at any given time, trying to

remember to call Company X on Tuesday, Organization Y on Friday, Business Z on Monday,

and sending check-up emails on Thursday, Wednesday, and Saturday is all but impossible.

‘RXOGQEW LW EH QLFH LI WKH &50 WRRN WKLV PHPRU\ JDPH I
V\VWHP WKLV LVQEW MXVW D SOHDVDQW GUHDP LWEV D L

Many modern CRMs include task modules that automatically alert sales reps of who to
follow up with and when. Salespeople can simply set a reminder, and forget it.

"KHQ WKH WLPH UROOV DURXQG WR UHDFK RXW DJDLQ UHSV D
DWWHPSWV DW SKuhEpdt CRNIHUtbWELi&ally saves and logs voicemails and

emails), as well as any buyer interactions that have taken place in the interim. With the

ULJKW FRQWH[W DW KDQG VDOHVSHRSOH FDQ WDLORU WKHI
GRQH DQG ZKDWE&V DOUHDG\ EHHQ VDLG

As outreach becomes more and more personalized, reps become more likely to receive a
response, not less.
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http://www.hubspot.com/crm?utm_medium=content&utm_source=content-kit&utm_campaign=crm-content-kit

SUHYHQW 'LVDVWURXY 6DOHYV "HUDLOPHC
,W PLIJKW VHHP OLNH D JRRG WKLQJ WR FORVH HDFK DQG H
GXULQJ WKH ODVW ZHHN RI WKH PRQWK <RX ZRQEW MXVW P

But this victory will likely be short-lived. With a totally empty pipeline, how will you hit
\RXU QXPEHU WKH IROORZLQJ PRQWK" '"HSHQGLQJ RQ WKH OH
not be able to close any deals. A devastating bust follows on the heels of your boom.

,/ \RXEUH PDQDJLQJ \RXU GHDOV ZLWK VSUHDGVKHHWYV LW F
LV WR FORVLQJ DQG VSRW JDSV LQ WKH IXQQHO EHIRUH LWGE

A CRM system can help salespeople avoid boom and bust cycles by visualizing their

GHDO -RZz ,QVWHDG WU\LQJ WR LQIHU PHDQLQJIXO NQRZOHC
columns, reps can immediately recognize stages in which they have too many opportunities

-- or too few. With this knowledge, reps have an easier time balancing and prioritizing

prospecting with working active leads.
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&S&HPHQW WKH 6DOHYV 3URFHVYV

7KH VDOHV SURFHVVY ,UVW OLYHV LQ D IRXQGHUEV RU 93 RI
paper. But scaling the sales strategy through word of mouth and scattered documents

LVQEW H[DFWO\ H+HFWLYH +¢7R EH WKH PRVW XVHIXO DOO
D VIVWHP WKDW >GRFXPHQWV@ WKH VWDJHV WKH DFWLYLW
WKHP « DFFRUGLQJ WR %UHQW /HDU\ SDUWQHU DW &50 (VVH

'H,QLQJ WKH VDOHYVY VWDJHV LQ D &50 QRW RQO\ KHOSV WR ,!
team, but also has implications for future hires. “This makes it easy for people who have
no idea what the sales process is when they get hired to hit a running start,” Leary added.

7KH VFUHHQVKRW EHORZ VKRZV KRZ VDOHV VWDJHV DUH YLV
and how deals are moved between them.

My daals - '
o' ol Yiew
m n PROSPECTING QUALIFICATION DECISION MAKER BOUGHT IN NEGOTIATIC
esol
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6HOO )DVWH U

$V WKH ODVW VHFWLRQ GHPRQVWUDWHG &50 V\VWHPV GR!

managers to keep tabs on their reps. The right CRM can also empower reps to sell more,
better.

%XW ZKDW LI , WROG \RX &50V FDQ DOVR KHOS UHSV VHOO

chuckled a bit. After all, “CRM” practically translates to “thing that slows me down” for
most sales reps.

However, modern CRMs can actually quicken the sales process instead of bogging it down.
'RQEW EHOLHYH PH" 56HDG RQ WR OHDUQ KRZ &50 FDQ VKDYH
DQG IDFLOLWDWH D IDVWHU GHDO -RZ

(UDGLFDWH 7LPH &RQVXPLQJ 'DWD (QWU
$FFRUGLQJ WR +XE6SRWEYV 6WDWH RI ,QERXQG 6DOHV UHSR
#1 problem with their CRM. Not exactly a surprising revelation.

$ ELW PRUH H\HEURZ UDLVLQJ LV MXVW KRZ PXFK QRQ VDOH
GD\ 'RFXUDWHGEY 6WDWH RI 6DOHV 3URGXFWLYLW\ VWXG\

time is wasted searching for content, and working on CRM-related and administrative
tasks. Yikes.

It goes without saying that this frustrates sellers, who would rather be connecting with
SURVSHFWV WKDQ GRLQJ DGPLQLVWUDWLYH ZRUN 7KHUHIRU
sales tasks as much as possible to maximize active selling time.

‘HEYH DOUHDG\ HVYWDEOLVKHG WKDW WKH ULJKW &50 V\VWH
UHSV ZLWK DFWLRQDEOH LQVLIJKWY DQG EHQH, WV WKH HQW

LV RQO\ DV JRRG DV WKH GDWD HQWHUHG LQWR LW $QG LI G
getting accurate information.

In this instance, CRM is the problem, but it can also be the solution. Some CRMs today
lessen the data entry burden on reps by automatically populating contact information
from the web and marketing automation systems.
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By using email productivity appHubSpot Sales in
conjunction with HubSpot CRM (both free), sales reps
can live the dream of one-click prospecting. Simply by
pushing the “add to HubSpot CRM” button, sales reps
can auto-populate a new contact record directly from a
FRPSDQ\ ZHEVLWH ,W MXVW GRHVQEW JH

J)LQG *RRG )LW 3URVSHFWYV
Most sales organizations gettheirleads from a combination

RI LQERXQG DQG RXWERXQG H+RUWYV 7K
YDU\ GHSHQGLQJ RQ WKH WHDP EXW LWG
RXWERXQG RU LQERXQG RUJDQL]DWLR

*HQHUDWLQJ LQERXQG OHDGV LV JHQHUL
RI WKH ODUNHWLQJ WHDP EXW RXWERX
a bit more elbow grease on behalf of Sales. Reps often

use a combination of social media sites and search to

,QG SURVSHFWV WKDW VHHPLQJO\ ,W WK
customer persona.

This processworks ... butnotaswell asitcould. Traditional
prospecting takes time. Reps often have to hunt for each
opportunity individually, and then do a fair amount of
JXHVVZRUN WR FODVVLI\ D JLYHQ FRPSDQ

However, prospecting features in certain CRM systems turn

prospecting into less of a hunting expedition and more of

a one-stop shop. For example, HubSpot CRMcollects sales

relevant information from across the web on a variety of

companies, and then compiles data into a searchable

database. Reps can then conduct custom searches

EDVHG RQ VSHFL,F FULWHULD DQG WKt
FRPSUHKHQVLYH OLVW RI SURVSHFWV WK

Prospecting = done.
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SUHYHQW SHLOQYHQWLQJ WKH :KHHO
&ERQWHQW LVQEW MXVW NLQJ LQ PDUNHWLQJ LWV UR\DO V'
buyers relevant content throughout the sales process fosters trust between buyer

and seller and positions the rep as a trusted advisor who is knowledgeable about the
SURVSHFWEY EXVLQHVYV LVVXHYV

Keeping in mind the amount of time reps waste looking for content, CRMs that double as

content repositories can help salespeople get the right content at the exact right moment.

1HHG WKH ODWHVW GHPR GHFN" $ QHZO\ UHOHDVHG FDVH VW
No need to go searching elsewhere -- just grab it from the CRM and go.
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$QG FRQWHQW LVQEW MXVW H[WHUQDO IDFLQJ :KDW DERXW
RXW" :KLOH HDFK DQG HYHU\ VLQJOH HPDLO VKRXOG EH FX\
smart reps save templates of their most successful messages for reuse down the line. Too

EDG WKLY GRHVQEW VDYH PXFK WLPH ZKHQ WKH\ KDYH WR (
WKH\EG OLNH WR UHSXUSRVH D WHPSODWH

Not to fear -- CRM can help here as well. By allowing reps to save email templates directly
in the system, reps can access their time-saving messages without even having to open
a new tab.

*HWWLQJ D VWUDLJKW DQVZHU WR D SURVSHFWEV TXHVWLRC
FDQ EH IUXVWUDWLQJ 2IWHQ LW V RQO\ DIWHU EHLQJ ERXQF
WKDW D VDOHYVY UHS JHWV D UHVSRQVH DQG WKHQ LW PLJ
heard along the way.

Implementing a CRM that everyone acknowledges is "the" source makes these situations

a lot less likely. "CRM puts all the information about your customers and your product

LQ RQH SODFH VR \RX QHYHU KDYH WR VD\ OHW PH JHW ED
Lager, managing principal at Third Idea Consulting LLC.
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+LJK *ROWDJH LV D EXVLQHVYVY GHYHORSPHQW FRQVXOWLQJ F
Marketing, sales, and CRM software.

+LJK *ROWDJH ZDV IRXQGHG DQG GHVLIJQHG DURXQG FUHDWL

6SHFLDOLVW OLNHG ZKDW \RX UHDG" *HW \RXU DVVHVVPHQW Z

Corey

&RUH\#+LJK*ROWDJH FRP




