Are you a Lion or a Gazelle?

Page 1 of 4

IN THIS ISSUE

INCREASING YOUR
EFFECTIVENESS

IMPROVING YOUR EFFICIENCY
QUICK LINKS

SPECIAL OFFER FIND
LOST REVENUE BOOK

MORE ABOUT US

FREE WHITE PAPERS

BOOK PATRICK TO
SPEAK

OUR SERVICES

Join Our Mailing List!|

http://ui.constantcontact.com/visualeditor/visual_editor_preview.jsp?agent.uid=1102614586818&format=...

June 2009

ARE YOU A LION OR A GAZELLE?

Dear Patrick,

"Every morning in Africa a gazelle wakes up. It knows
it must run faster than the fastest lion or it will be killed. Every
morning a lion wakes up. It knows it must outrun the slowest
gazelle or it will starve to death. It doesn't matter whether you
are a lion or a gazelle -- when the sun comes up, you had
better be running.”

-- Author Unknown

| don't care if you're a lion or a gazelle, but in today's business
world you better be running faster than your competition or you'll be
eaten alive!

Today's Sales Champions have kicked their activity levels into
hyperspace. What used to be sufficient in the past is no longer
acceptable. Intoday's challenged economy, there are less buyers,
less deals, and less time. To survive, you need to perform at a
higher level. This means a quantum leap in both your effectiveness
and your efficiency.

In the following articles, we will define those two terms and we'll
show you how to dramatically increase the performance of your
sales team. Read on...

AND: Don't forget to scroll to the end of this newsletter to
learn about a special offer exclusively for my subscribers!

INCREASING EFFECTIVENESS

The simplest definition of Effectiveness is the amount of
activity or energy being produced. To use a sports

B analogy, this would mean the number of times that a

&% player is "at bat" or the number of times that a pitcher is
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pitching. It could be the number of rounds of golf that a professional plays or the amount of time
they devote to their practice. In the African wilds, a gazelle simply runs as fast as possible,
expending maximum effort to avoid the lions.

In sales, effectiveness would include the following:

--- How many phone calls did you make to new prospective clients?
--- How many face-to-face meetings did you conduct?

--- How many telephone appointments did you schedule?

--- How many sales presentations did you conduct?

Effectiveness is what gets you into the game. If you don't make the calls, don't set the
appointments, don't get in front of the clients, and don't ask for the order, you will never make it in
sales. This is the raw energy that needs to be spent to fuel the sales engine.

To be more effective, you need to have a good plan with specific and measurable targets. Then,
you need to execute to the plan and measure how you performed against the plan. If your target
was to spend two hours every morning calling new prospective clients, then your weekly plan would
include 10 total hours of production. At the end of the week, you need to review your telephone
logs and determine if in fact you succeeded in spending 10 hours, how many clients were contacted
and what was the result.

INCREASING EFFICIENCY

Efficiency measures the results you achieved from your
efforts and looks at how you can IMPROVE those results.
Efficiency takes the base performance and looks at what
can be done to improve the results. Efficiency looks at
"How Well."

In baseball, this would be the ballplayer's batting average,
or the pitcher's ERA. In golf, this would be the player's
score relative to par. In track, it would be the number of
seconds or minutes it takes for a certain runner to finish a : e

certain distance, relative to other runners. In Africa, the well-fed lion is very eff|0|ent in how she
runs, focusing her efforts on chasing down the slowest of the gazelles.

In sales, this would be a study of ratios. Here are some useful ratios:

-- Closing Ratio: # of closed sales achieved from your sales presentation
-- Lead Conversion Ratio: # of inquiries that convert into qualified Leads
-- Average Time to Close (in days, weeks, or months)

-- Average Sale Amount

-- % of market share for your product and your industry

To improve performance on your sales team, you need to carefully study your sales process and
isolate the key performance ratios. For every company and product this is different. Then you
need to define the ideal sale, the optimum sales ratios, and the expected activity level. For
instance, if your average sales person has a closing ratio of 30% of all leads, and your rookie
salesperson is only closing 10%, then your rookie is simply not as efficient as your more
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experienced salespeople.

Sales Management is the art of increasing both the effectiveness and the efficiency of the sales
organization. You evaluate and correct not only their effectiveness (HOW MUCH are they doing)
but also their efficiency (HOW WELL are they doing it?). Careful attention to both areas will yield
stellar results!

JUST RELEASED ! MY NEWEST BOOK

F If you're like 97% of your fellow business executives, you struggle to understand
IND the problems you're faced with in Sales and Marketing. Why, exactly, is it so
LOST difficult to manage a sales force? Why can't you just hire the right people, assign

a reasonable budget, give them a good bonus package and then just kick back
REVENUE and watch your revenues soar?? What's so difficult about that?

Uncover Hidden Causes
To Common Sales and Marketing
Problems

Find Lost Revenue is the book for you! The authors, five senior-level
business consultants with over 150 years of experience, are consistently retained
by corporate America to solve the toughest sales and marketing problems.
These are not armchair quarterbacks or high-level researchers. Each of the
authors is CEO of their own business and makes a living solving problems for
others. In this book, they share their very best ideas. What you'd normally pay
thousands of dollars in consulting fees to learn is available within these pages.

PATRICK MCCLURE
MARK FRIEDMAN
JUDY KEY JOHNSON

i Buy This Amazing Book Now and
Earn your Sales & Marketing MBA!

visa @i

BUY NOW

"This book is like an MBA in B2B sales and marketing. It covers a wide range of strategic and tactical topics,
each treated in a digestible but meaty chapter. How generous of these five pros to share their wisdom and
experience with the rest of us!"

Ruth P. Stevens, President of eMarketing Strategy, Professor of Marketing at Columbia University
Graduate School of Business

"A fresh new book with a well honed focus on "finding new revenue." For these days of historic challenges
mandating fresh thinking, that focus can be a brilliant new launch pad for tomorrow's business
breakthroughs. It is a BIG IDEA book-- full of BIG IDEAS."

Bob Danzig, Former CEQ/ Hearst Newspapers
Author, Hall of Fame Speaker

"A great collection of sales and marketing insights by five proven experts. If you want to find out what you've
been missing, and where your sales revenue is being squandered, then this is the book for you! "

Eric Lofholm, President, Eric Loftholm International, Inc.,
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Nationally known speaker and sales trainer

List Price: $23.95
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Special Introductory Price: $19.50 ol
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