How Do We Raise the Bar?
"If you pit a good performer
against a bad system, the
system will win almost every
time. We spend too much of
our time fixing people who
are not broken, and not
enough time fixing
organization systems that
are broken. All too often
management relies on
individual or team heroics to
overcome fundamentally
flawed processes."
- Geary Rummler, Improving
Performance

"Work on those processes
which will help you create
and keep customers. Then,
by focusing on key business
processes, one is already
implicitly hearing the voice
of the customer."
- Theodore Levitt, Marketing
Imagination

How Do We Improve Sales Performance?
How Do We Establish a Framework for Sales Excellence?
PREMISE
These are questions every sales executive asks at one time or another. Indeed, raising
the bar is not easy, and yet it must be done if we are to compete in today's ever
changing marketplace.
In selling, process is key. Superior selling organizations clearly define and document
their sales process to ensure everyone understands the most promising paths to
success, and then execute against them. They are systems-centered in the way they
execute their go-to- market strategies and plans. They train their salespeople to be
process thinkers.
Yet, we estimate that 90% of selling organizations today have not documented their
sales process.
Most have not stepped back to assess how they want to sell, or examined in-depth how
the customer buys.
It's a shame.
WHAT IS SalesMapsm?
THE SALESMAPsm DESIGN PROCESS is a highly interactive and engaging set of activities to
help your sales team define their best go-to-market practices, and then document them
as your organization's framework for selling excellence.
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For more information on how SalesMap can dramatically impact your organization, please contact:

▪ Provides focus for hiring by
allowing an interviewer to
identify behaviors a
candidate possesses that
aligns with your selling
process.
▪ Helps managers and
salespeople identify training
requirements by studying
where in the process they are
strong and where there is
opportunity for improvement
as the key to success.
▪ Provides a framework for
customizing your unique SFA
(Sales Force Automation)
solution.
▪ Establishes a foundation to
continually improve all
processes that deliver results
to customers.

▪ APPLY the process by using
the map as the focus for
assessing every sales cycle,
and determine where
improvements can be made.
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