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A hew
FRAME OF MIND.

Not a new METHOD.
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 Profound understanding of
sales as a system

- Expand the scope of managing
sales

- Redefine the goal and task of
managing sales
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All people, functions, rules and
political processes
which influence how much a
company sells.

NOT:

the sales department, the sales people, a computer system, a reporting
system, an account management system ...
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Sell more today,
than yesterday.
And sell more tomorrow,
than today.

Growth. Not: quota achievement.
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The “classical” sales system is constrained
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1,

e ¢

40% of actual opportunities
found by the “classical”
sales processes

75% of actual opportunities
blocked by policies

of the
sales system

25% of actual opportunities
addressed by the “classical”
sales processes
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= Business Growth
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Results — Sales system management
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 Profound understanding of the
sales as a system

- Expand the scope of managing
sales

- Redefine the task of managing
sales

/\
®
eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ion - Rev03 - April 2005
D ELT AR Copyright Delta-Institute S.A. 12 chemin de Pomone A CH 1228 Plan les Ouates, Switzerland & www.delta-institute.com
T-SELLING Allrights reserved. No part of this material may be reproduced in any form or by any means, electronic, mechanical, photocopying, recording or otherwise without the prior written permission of Delta Institute



/\DELTA Unblock the power of your sales force!

INSTITUTE SWITZERLAND

Unblock the
power of your
salesforce!

It’s not the economy.
It’s you!

Web: www.delta-institute.com
Email: legat@delta-institute.com
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Survival
is not mandatory.

E.Deming
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