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o REASUNS WHY
YOUR SALES TEAM IS
UNDERPERFORMING

Why is your sales team underperforming? \
Here are five common reasons:

Without follow-up, sales leads
won't convert. If your sales team
is not following up leads, your
business is losing sales. It is
essential that your team has a
CRM system that allows them
to record leads and progress
each opportunity through the
sales pipeline to its conclusion,
and also allows you to effectively
monitor lead follow-up and and
address any unfollowed-up
leads before it’s too late.
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Cahners CARR Research

Your team needs to identify and
understand each client so they
target the correct person with
each sales effort:

01. Who are the deal influencers?
. 02. Who are the decision makers?
03. Who are the gatekeepers?

ExactTarget survey 2012

CRM systems that capture the

organisational structure of client
companies will save time and get
deals in front of the right person.

Aberdeen Group

Relationships are built on trust,
which is why your sales team
needs to deliver on promises. If a
client requests a call back, they
must receive that call when they
ask. CRM systems provide the
ability to record call notes and set
reminders for follow-up.

Email is, for many customers, the communication method of
choice. It is therefore essential that sales staff:

24 Use email to contact customers where appropriate.
24 File emails against customer records for future reference.

24 Use email templates and email automation tools as far as

possible to increase efficiency and reduce manual intervention. : .V AV K- ¥ B

224 Use email for new marketing efforts.

Forrester Research

Keeping emails stored against customer records in CRM
systems ensures a full audit trail for communication and a <
better understanding of each customer. S ees oo

Well-established customer
relationships provide
opportunities to upsell and
cross-sell. But there are two key
factors to make this happen:

@

A solid, trusting relationship \
between customer and
) L

account manager. ’l

A good understanding of the
client’s needs, preferences
and company culture.

The personal information required to maintain a relationship with each
wsame  Client stakeholder.

Data that allows account managers to match products to customer .- :
preferences for upsell opportunities. e

The Annuitas Group

Find out how CRM
can give your sales
team a boost in our
Datalex case study.

Web Based CRM Case Studies - Datalex

E Datalex
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