CRUSH YOUR
SALES GOALS ) J........co.cv.

based on one key factor: You.
'" 20'8 You hold the keys to your sales
success. Competitors don’t win

because their offerings are more
impressive. They win because they deliver
a superior sales experience. You can too.

Here we share 9 ways—with data from the
RAIN Group Center for Sales Research—
ﬂ you can crush your sales goals in
2018 and beyond.
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BUYERS FIND ONLY H427% OF THEIR
MEETINGS WITH SELLERS VALUABLE

76% of companies believe they should
be generating at least 25% more
revenue from their strategic accounts.

ACROSS THE BOARD, SELLING TO EXISTING ACCOUNTS IS ONE OF THE BIGGEST
UNTAPPED OPPORTUNITIES FOR SALES GROWTH. IF YOURE SERIOUS ABOUT SALES
GROWTH, LOOK FIRST TO YOUR EXISTING CLIENTS.

AND UNDERSTAND

COLLABORATE AND LISTEN

MINIMIZE BUYERS' RISK FIND THE DOMINO
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BE PROACTIVE

£y

B2B PURCHASES ARE MADE AS
A RESULT OF STRATEGIC
OPPORTUNITIES

66% 70%

BUYERS SAY THEY WANT TO
TALK TO SELLERS WHEN THEY
ARE LOOKING FOR NEW IDEAS

B2B BUYERS ARE OPEN
TO SWITCHING TO A
DIFFERENT PROVIDER

Opportunities are out there. Buyers are making strategic investments, they’re open to switching
providers, and they want to talk to sellers. Approach conversations with value and you can blow
away your sales goals. But you must do this proactively. Conversations aren’t going to fall

ﬂ}(’ into your lap.
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ON THE FUIP SIDE, YOUR CUSTOMERS ARE OPEN TO ENTERTAINING COMPETITIVE
CONVERSATIONS. BE SURE YOU'RE WORKING WITH YOUR ACCOUNTS CLOSELY,
CONTINUOUSLY BRINGING VALUE AND GROWING THEM, OR YOUR COMPETITORS WILL.

MANAGE YOUR TIME FOR
MAXIMUM SALES PRODUCTIVITY |, Teeesee

' NVESTMENT

Time spent focusing
on achievement

M UNDANE

Time spent performing
tasks you feel like
you have to do

E vpTy

Time wasted

DO YOU'WANT 10 CRUSHYOUR GOALSHIN'20187

RAIN Group can help your team lead masterful sales conversations, build your pipeline, increase win
rates, negotiate the best agreements, and drive growth in strategic accounts. Contact us to learn how we
can unleash the sales potential of your team.
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