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    DILO Ridealong

Form

	Rep Name
	
	
	Date of call
	

	Rep Tenure (years)
	
	
	
	


	Account Name
	
	
	Person Met?
	

	Prospect or Client?
	
	
	Role of Person
	

	Opportunity Size
	
	
	Meeting Number
	


	Pre Call Planning (Did the rep…)
	Yes
	No

	Use/create a documented Call Plan?
	
	

	Prepare a Call Plan with specific objectives and outcomes?
	
	

	Review the Call Plan with their manager beforehand?
	
	

	Prepare questions for the meeting and develop a compelling agenda?
	
	

	Possess insightful information on the key decision maker and the business?
	
	

	Capture/articulate the customer’s value proposition and/or business challenge?
	
	


	Call Execution (did the rep….)
	Yes
	No

	Use the approved sales process relative to the sales campaign stage?
	
	

	Set a tight agenda for the meeting and how time would be spent?
	
	

	Ask the prospect what they would like to accomplish?
	
	

	Prepare the economic buyer for the meeting?
	
	

	Ask key situational questions for information missing from the Call Plan?
	
	

	Recap current problems identified from prior calls?
	
	

	Identify current problems with current method?
	
	

	Explore the impact of problems with or challenges to the client’s business?
	
	

	Use open-ended questions throughout the discovery process?
	
	

	Identify the pain for multiple stakeholders?
	
	

	Move from implicit to explicit needs? 
	
	

	Quantify future potential impact to the business? 
	
	

	Convey credibility throughout the call?
	
	

	Close for next steps?
	
	


	What are next steps?



	Describe the Account Executives Relationship w/the contact:

	Any buyer steps, evaluation or exit criteria exhibited?

	What job aids, resources, forms, etc were used?

	Notes:
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Preparation 

- did they brief you for the call? 

- did they provide you a copy of the sales call plan/agenda at le ast a day before the call?  

- did they use Social Media tools to research customers/prospects to help connect?  

- Did they develop rapport topics/questions based on pr evious call notes and research?  

- Did they include personal information in CRM a long with business information? 

- use contacts such as receptionists, assistants, colleagues to gain  personal insight to 

customer? 

Opening 

- Built rapport? 

- Leveraged preparation? 

- Recapped agenda and checked if it met client's expectatio ns? 

- Transition to Need Dialogue? 

Needs 

Dialogue 

- Started with broader need questions  - Why is customer doing X vs. getting details on X? 

- Prefaced questions with reason/benefit to customer to  encourage more open responses  

- Listened for and probed vague words, and picked up on word s underscored to probe 

further 

- Took notes of key words, idea s, concerns, and personal data 

- Probed needs fully before asking about competitors, decision process, compelling  event, 

time frame, and budget 

Solution 

Dialogue 

- Customized your capabilities/solution to the customer's needs  - addressed customer's 

priorities 

- Tied solution to the customer's business objective s/demonstrate measurable value  

- Provided success story/example to bring to life 

- Added value through insights/new ideas 

- Positioned alternatives when needed  

- Used customer's language 

- Clearly presented the solution/recommendation  

- Checked for customer feedback.  

Objectives 

- Acknowledged concerns 

- Expressed empathy when customer's feelings we re involved 

- Clarified the objective by asking for spec ifics. Didn't make assumptions  

- Customized capabilities/benefits to resolve the specific objection 

- Checked for agreement or understanding.  

Action Close 

- Summarized with benefits 

- Asked for action step that is tied to your call objective 

- Made a Second Effort by acknowledging and probing  

- Reinforced rapport to end on a personal note.  

Follow-up 

- Sent follow-up thank-you/recap e-mail 

- Entered data to CRM 

- Debriefed with team 

- Planned steps to maintain momentum 

- Followed up promptly. 

Coaching vs. 

Telling 

- Ask for salesperson's perceptions  before you give your feedback 

- Drill down and probe to help salespeople analyze their performance and take 

responsibility 

- Don't just talk about what to do differently – practice 

- Balance your feedback with strengths and areas for improvement.  

Adoption 

- Does the Rep appear to be using the new sales process?  

- Are they attempting to use the new sales process?  

- Do they use the new sales process terminology?  

- Do their CRM (Siebel/SFDC) entries reflect use of the new Sales Process?  

- Do they ask you questions about the new Sales Process?  

- Can the Rep recite the Sales Pr ocess stages and exit criteria? 

- Can the Rep describe the new Sales Job Aids and the intended use of each?  
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		Additional Questions to ask or insert into page 1



		Preparation

		· did they brief you for the call?

· did they provide you a copy of the sales call plan/agenda at least a day before the call? 

· did they use Social Media tools to research customers/prospects to help connect?

· Did they develop rapport topics/questions based on previous call notes and research?

· Did they include personal information in CRM along with business information?

· use contacts such as receptionists, assistants, colleagues to gain personal insight to customer?



		Opening

		· Built rapport?

· Leveraged preparation?

· Recapped agenda and checked if it met client's expectations?

· Transition to Need Dialogue?



		Needs Dialogue

		· Started with broader need questions - Why is customer doing X vs. getting details on X?

· Prefaced questions with reason/benefit to customer to encourage more open responses

· Listened for and probed vague words, and picked up on words underscored to probe further

· Took notes of key words, ideas, concerns, and personal data

· Probed needs fully before asking about competitors, decision process, compelling event, time frame, and budget



		Solution Dialogue

		· Customized your capabilities/solution to the customer's needs - addressed customer's priorities

· Tied solution to the customer's business objectives/demonstrate measurable value

· Provided success story/example to bring to life

· Added value through insights/new ideas

· Positioned alternatives when needed

· Used customer's language

· Clearly presented the solution/recommendation

· Checked for customer feedback.



		Objectives

		· Acknowledged concerns

· Expressed empathy when customer's feelings were involved

· Clarified the objective by asking for specifics. Didn't make assumptions

· Customized capabilities/benefits to resolve the specific objection

· Checked for agreement or understanding.



		Action Close

		· Summarized with benefits

· Asked for action step that is tied to your call objective

· Made a Second Effort by acknowledging and probing

· Reinforced rapport to end on a personal note.



		Follow-up

		· Sent follow-up thank-you/recap e-mail

· Entered data to CRM

· Debriefed with team

· Planned steps to maintain momentum

· Followed up promptly.



		Coaching vs. Telling

		· Ask for salesperson's perceptions before you give your feedback

· Drill down and probe to help salespeople analyze their performance and take responsibility

· Don't just talk about what to do differently – practice

· Balance your feedback with strengths and areas for improvement.



		Adoption

		· Does the Rep appear to be using the new sales process?

· Are they attempting to use the new sales process?

· Do they use the new sales process terminology?

· Do their CRM (Siebel/SFDC) entries reflect use of the new Sales Process?

· Do they ask you questions about the new Sales Process?

· Can the Rep recite the Sales Process stages and exit criteria?

· Can the Rep describe the new Sales Job Aids and the intended use of each?








