Sales Success in Your First 6 Months
Month 1:  GET THE LAY OF THE LAND

· STAPLE YOURSELF TO AN ORDER:  If it is not already part of the training, request that you work in as many order-oriented functions as possible.  Spend that time asking lots of questions and building relationships with the staff in those functions.  Take notes and start a file on each relevant function. Be sure to send each person who helped train you a thank-you letter/e-mail.  
· PURPOSEFUL QUESTIONING PREVIEW:  Take the Purposeful Question Worksheet and sit with your manager and any other willing colleague and have them help you fill it out for a “typical” customer.  This will help you begin to understand what information you should be seeking and thus what questions you should be prepared to ask.  While you do this task, revise the worksheet to fit more closely with the selling situation you are in.
· DISCOVER YOUR SALES FUNNEL:  Working with your manager and colleagues, figure out what the sales funnel looks like in your industry / selling environment.  Figure out how many sales you need to be successful, then work backwards to determine how many appointments that will require and how many contacts that will require.  

Month 2:  GET TO KNOW YOUR CUSTOMERS
· CLASSIFY YOUR CUSTOMERS / PROSPECTS:  Pull out the customer files and review.  Talk with the past reps who handled these customers and talk with your manager.  Organize the customers by either the company’s traditional organizing framework, or use the one we discussed in the Relationship Selling article.  

· TOP TEN:  Make a list of your top 10 customers (or prospects) and for 2-weeks (1 per day/night), study and learn everything you can about them.  Use internal sources and external sources.
· CREATE & START PERSONAL DATA FORMS:  Starting with your most important customers, create and start to fill in a personal data form for EACH relevant person at that firm.  Work down your list of customers.  The places without information (e.g.: I have no idea what Mr. Jones interests are), are prime areas for you to inquire about over the next few sales calls. 
Month 3:  GET YOURSELF SET UP
· BUY A PALM PILOT: If you are going to eventually be a calendar slave you need to either ditch the paper calendar and start to use an electronic one, or start using a combo of the two.  Electronic calendars are compact, powerful and designed with “calendar management” in mind.  Plus, by this point you have settled all your bar tabs in Kalamazoo, and should easily be able to afford the $150ish for a decent model.  And don’t forget to “Synch” with your computer on a regular basis.
· SET COMMUNICATION STANDARDS:  You have had some time to get settled and should now have a better understanding of the market you will be selling in.  Take some time to set some personal communication standards.  These should include the time it will take you to return calls, e-mails and other such things.  Consider tying this task to the classification of customers.  Then when you meet with customers, discuss these standards with them and verify that they are appropriate.  You can even create a document with your promises on it and share that with customers.

· REORGANIZE YOUR WORKSPACE:  Most people tend to set up their workspace in the first few days on a job and never really do much to change that.  Take some time now, knowing what you now know about the rigors of your job, and reorganize your space to help you be productive.  Spend some time thinking about managing files and your computer and phone placement.
Month 4:  DO IT ALL OVER AGAIN
· 4600 REDO:  Take the articles and books from MKTG 4600, plus any other sales training information you have received and dedicate 1-2 hours each evening of this month to re-read and reconsider that material.  Take notes and when you are done, redraft your sales commandments based on what you now know from both experience and classroom work.  (Repeat this at 9 and 18 months)
· PURPOSEFUL QUESTIONING REVIEW:  Reconsider the Purposeful Question Worksheet you created in month one now that you have had time to gain a stronger understanding of the selling environment you are in.  This will be especially valuable if you have had the opportunity to make sales calls.  Review this all with your sales manager.

· REVISIT THE TOP 10 AND PERSONAL DATA FORMS:  Have you been successful in growing the amount of information about key customers?  Review this and take the time to formally document any new information you have learned.  

Month 5: TAKE THINGS TO THE NEXT LEVEL
· TRUST BUILDING PLAN:  Revisit the trust building material form MKTG 4600 and take the time to review each of the six categories of trust. For each category, evaluate how well you and your firm is doing and create strategies and tactics for improving the area itself and/or improving the communication related to each of those areas.  For instance, are you competent enough to be successful at instilling personal-level, capability-based trust?  Now that you have some experience under your belt, is your company’s track record of dependability trust enhancing or trust diminishing?
· RELATIONSHIP BUILDING PLAN:  Revisit the information we discussed related to relationship building and start to formally put this into action. Build 3-9 month contact plans for key customers and prospects and get out your palm pilot and start being that calendar slave.  

· START MAKING ONE MORE CALL:  By now you have established some sort of work pattern.  Now is the time to take that pattern up one notch.  Whether it is a phone call, face-to-face call, or even e-mail, make time to make one extra customer contact every day this month.  
Month 6: A FINAL REVIEW AND THEN TAKE-OFF!
· REVISIT THE SALES FUNNEL AND COMMUNICATION STANDARDS:  With a bit of experience under your belt, revisit the sales funnel numbers you first documented, and also reconsider your communication standards based on their success.  Make the necessary adjustments.

· REFOCUS ON THE SALES PROCESS: Each week of this month focus on one of the four major components of the sales process: week 1 = questioning, week 2 = presenting, week 3 = objections, and week 4 = closing.  During the emphasis week for each topic, spend extra time preparing that stage, focus hard to execute the techniques of that stage, and at week’s end write yourself a Keep-Start-Stop evaluation for your week’s performance.  (repeat this in about 6 months).

· LUNCH MEETINGS: Each week of this month schedule at least one lunch meeting with someone who has seen you in action and ask them for feedback.  Start with your boss, add in a sales colleague, a customer you have built a relationship with, and anyone else who could provide useful feedback.  Offer to pay for lunch in exchange for some honest feedback.  At the end of the month write yourself a one-page performance review based on what you heard.  Then act on that report’s recommendations.

