Rainmaker - sales Centric

Examinee: - JANE DOE
Company: - ABC Industries
Date: - December 18, 2011

INSTRUCTIONS:

The information contained in this report is designed to assist staff members in
understanding and interpreting traits necessary to develop a "Sales Centric"
attitude and approach to the job. This program is most often used for non-sales
personnel to help in understanding how to "read" others and how to "Persuade
and Influence" clients, customers, and contacts.

Today, every organization needs to have the entire staff focused on looking for
sales opportunities and recommending company products and services to all
contacts. It doesn't matter if you are a Bookkeeper, Warehouse person,
Customer Service or Call Center staffer, Receptionist, Manager, or Supervisor.
You must actively pursue sales opportunities yourself or pass them along to the
sales team.

Sales is the income generator of the company. Without sales, all other positions
are secondary and can easily become redundant.

SAMPLE REPORT

This page is provided as part of the Analyst-Link guide to assist in understanding and facilitating the (R) Rainmaker sales centric
report copyright Success Insights (c) 2006 Target Training International Ltd.



Rainmaker Sales Development Program

>INSIGHTS WHEEL - WORK-STYLE GRAPH:
The Success Insights Wheel Graph shows the natural and adapted
work-style of the examinee.

>BEHAVIORAL HIERARCHY:

Your key traits are shown on this page starting with the examinees
greatest strengths and ending with traits that may require additional
development.

¢ Ratings of 9.0 to 10. Indicate High levels of competency

14 Ratings of 7.0 to 8.5 are Above Average

’ Ratings of 6.0 to 6.5 are Average

¢ Ratings of 5.5 to 5.75 are Marginal/Trainable

¢ Ratings of 5.0 to 5.5 are Marginal

14 Ratings of 4.0 to 4.75 are considered to be Below Average
14 Ratings of 3.0 to 3.75 are Poor

¢ Ratings of less than 3.0 are areas of concern.

To move into the Sales Centric Mode, seek to enhance the following
traits:

¢ Competitiveness (drive)

14 Customer Relations

¢ Frequent Interactions with others

SUCCESS DISCOVERY PROCESS:

Please review this report and complete an action plan for improvement and
fully complete the Success Discovery Process for Sales.

To assist in this effort -

Go to: www.analyst-link.net

Click on the Navigation Link Labeled - SDP workbook

Select and Print out Guide (#19)

Complete the worksheets and create an Action Plan.

To facilitate this report go to www.analyst-link.net
Click on "Administrator" scroll down and click on Onboarding & Facilitation

This page is provided as part of the Rainmaker Sales Centric guide to assist in understanding and facilitating the (R) Success
Insights report copyright (c) 1984-2002 Target Training International Ltd.






Rainmaker - sales Centric m
Employee Guide

Examinee: - JANE DOE
Company: - ABC Industries
Date: - December 18, 2011

> INSTRUCTIONS PART ONE:
The information contained in this report is designed to assist in understanding

and interpreting traits necessary for success seeking sales opportunities.
Read the header information atop each page.

This contains information on multiple behavioral dimensions including:

Sales Behavioral Hierarchy (Strengths and Weaknesses)
Behavioral profile Graph

Sales Characteristics

Areas for Improvement

A T S N

SAMPLE REPORT

This page is provided as part of the Rainmaker Sales Centric guide to assist in understanding and facilitating the (R) Success
Insights report copyright (c) 1984-2002 Target Training International Ltd..



Rainmaker Self-help Development Program

>INSIGHTS WHEEL - WORK-STYLE GRAPH:
The Success Insights Wheel Graph shows the natural and adapted
work-style of the examinee.

>BEHAVIORAL HIERARCHY:

Your key traits are shown on this page starting with the examinees
greatest strengths and ending with traits that may require additional
development.

Ratings of 9.0 to 10. Indicate High levels of competency
Ratings of 7.0 to 8.5 are Above Average

Ratings of 6.0 to 6.5 are Average

Ratings of 5.5 to 5.75 are Marginal/Trainable

Ratings of 5.0 to 5.5 are Marginal

Ratings of 4.0 to 4.75 are considered to be Below Average
Ratings of 3.0 to 3.75 are Poor

Ratings of less than 3.0 are areas of concern.
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To move into the Sales Centric Mode, seek to enhance the following
traits:

’ Competitiveness (drive)

¢ Customer Relations

¢ Frequent Interactions with others

SUCCESS DISCOVERY PROCESS:

Please review this report and complete an action plan for improvement and
fully complete the Success Discovery Process for Sales.

To assist in this effort -

Go to: www.analyst-link.net

Click on the Navigation Link Labeled - SDP workbook

Select and Print out Guide (#19)

Complete the worksheets and create an Action Plan.

To facilitate this report go to www.analyst-link.net
Click on "Administrator" scroll down and click on Onboarding & Facilitation

This page is provided as part of the Rainmaker Sales Centric guide to assist in understanding and facilitating the (R) Success
Insights report copyright (c) 1984-2002 Target Training International Ltd.




































Rainmaker Sales Strategy Index

Examinee: - JANE DOE
Company: - ABC Industries
Date: - December 18, 2011

SALES TRAINING & DEVELOPMENT INSIGHTS

CONTENTS:

B BASIC SALES SKILLS - Analysis

B RATINGS & RANKINGS

Understanding Rainmaker Sales Centric - Go to: www.analyst-link.net
Click on the Navigation Link Labeled - SDP workbook

Select and Print out Guide ( #19 )
Complete the worksheets and create an Action Plan.

SAMPLE REPORT

SSI Copyright (c) 1984-2000 Target Training International, Ltd.



Understanding and AppPIYiNg ...ccoccoooieiiiii e The Sales Strategy Index

The SSI identifies sales knowledge in the following categories:

l Prospecting: The first step of any sales system. It is the phase of h e sale where prospects
are identified, detailed background information is gathered, the physical activity of
traditional prospecting is coordinated and an overall strategy for face-to-face selling is
developed.

! First Impressions - Greeting: The first interaction between a prospect and the
salesperson. This step is designed to enable the salesperson to display his or her sincere
interest in the prospect, and to gain positive acceptance and to develop a sense of
mutual respect and rapport. It is the first phase of trust building and sets the selling
process in motion.

” Qualifying/Questions: The questioning and detailed needs analysis phase of the sale.
This step of selling enables the salesperson to discover what the prospect will buy, when
they will buy and under what conditions they will buy. It is allowing the prospect to
identify and verbalize their level of interest and specific detailed needs in the product or
service the salesperson is offering.

" Demonstration: In this step, the salesperson should present his or her product in such
a way that it fulfills the stated or implied needs or intentions of the prospect as identified
and verbalized in the Qualification step.

” Influence: What people believe enough, they act upon. This step is designed to enable
the salesperson to build value and overcome the tendency that many prospects have of
placing little belief or trust in what is told to them. It is this phase of the sale that
solidifies the prospect's belief in the supplier, product or service and the salesperson.

” Close: The final phase of any selling system. This step encompasses asking the prospect
to buy, dealing with objections, handling any necessary negotiation and completing the
transaction to mutual satisfaction.

” General: This area represents an overall understanding of the sales process. Knowledge
of the process can lead to a positive attitude toward sales and a commitment to the
individual sales steps.

Analysis of the Sales Skills Index Copyright © 1994-2000 Target Training International, Ltd.



BASIC SALES STRATEGIES

The information that follows is designed to assist you in interpreting the "Sales Strategy Index tm ."

THIS SECTION CONTAINS:

. INTRODUCTION

Compare your Sales traits to that of top performers - YES - but your goal for now is
not to be a top sales performer but to improve your ability to read others and seek out
sales opportunities.

. PRIMARY AND SECONDARY EFFECTIVENESS RATING GRAPH

This Graph Measures "Basic™ Sales ability -
The combination of both primary and secondary sales Skills effectiveness ratings
provides broad-based selling skill analysis for:
- Executives and Business Development
- Inside Sales
- Contract or Bid Sales
- Telemarketing Sales
- Account Maintenance (Relationship Sales)
- Route Sales
- Sales trainee
It should be noted that even in cases where General Sales abilities or the overall total exceeds
or matches top sales performers, direction of effort should be focused on any skill that is less
than the "standard" set by top performers.

. CATEGORY ANALYSIS
Like any profession, selling has a body of knowledge related to successful execution. It
is this knowledge that is measured by the Sales Skills Index. Understanding effective
sales strategies will lead to success upon implementation of the recommendations
contained herein.

UNDERSTANDING SKILL CLUSTERS:

STAFF MEMBERS and CUSTOMER SERVICE - however, Demonstration, First Impression,
Influence, and Relationship building are of great importance. Always end a conversation by
"Planting a seed" about a new product or service your company is offering.

INSIDE SALES - One may usually eliminate Prospecting as a necessary skill for inside sales;
however, Demonstration, First Impression, Influence, and Closing are requisite to success.

CONTRACT OR BID SALES - Prospecting is not a vital component of the job, neither is
qualifying. The key traits are Influence and First Impression followed by Demonstration,
Closing, and high task orientation.

TELEMARKETING SALES - All traits are important but the greatest strength must of
necessity be Prospecting.

RELATIONSHIP (Inside or Counter) SALES - Demonstration is often the most vital trait
followed by First Impression, Influence, and Closing.

This page is provided as part of the Rainmaker Sales Centric guide to assist in understanding and facilitating the (R) Success
Insights report copyright (c) 1984-2002 Target Training International Ltd.
Sales Success Index Development Format SAMPLE REPORT












7 SALES SKILLS INDEX"
QUESTION ANALYSIS

Name: Jane Doe

QUESTION ANALYSIS
36 times chose the MOST effective strategy
10 times chose the SECOND most effective strategy as #1
12 times chose the THIRD most effective strategy as #1
9 times chose the LEAST effective strategy as #1
LEAST EFFECTIVE STRATEGY ANALYSIS
Please review the following questions. In these situations you selected the least effective

strategy as the most effective strategy. For each question listed, the most effective strategy
is provided for your review.

19. The prospect's secretary says to you, "Mr. Evans is not interested in new products
like yours at this time." Your reaction should be to:

B. Learn why he is not looking at new products.

26. You have identified a prospect's primary need for your product. You are invited to
come back and make a group presentation. You should:

A. Determine who will be involved in the next meeting.

43. You have made your presentation to a qualified buyer and have also received
favorable internal support from the prospect's technical experts. However, your buyer
is overruled by a superior who wants to buy from your competitor. You should:

C. Try to arrange for a meeting with technical staff, prospect and the superior.

L ——— ] 5
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o
(’;;) SALES SKILLS INIBSs.
QUESTION ANALYSIS

52. Qualifying a prospect is necessary for:

B. Deciding which product or service you will recommend.

55. What is the proper order of buying motives of prospects?

C. Wants.

59. "l want to think about it" is:

D. An objection.

61. The best way to position yourself in the mind of your prospects is as:

C. A consultative expert.

62. Rank the following prospecting strategies from best to worst

D. Referral selling.

67. The most up-to-date way to stay abreast of your industry is to:

A. Read relevant industrial publications.

L ———— 6
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