THE ULTIMATE

SALES SUGGESS
> PLAYBOOK

Key Steps to Success

BEST
N

@E“TWES.GUM

/@ More Information
A% Www.bestbuyincentives.com




About Our Company

e Since our founding in 1992, we have been
dedicated to treating each of our clients and their
customers with respect, kindness, and a
commitment to quality sales incentives that
reflect our core values.

e We pride ourselves on our hands-on approach
and our open-door policy, which fosters a
welcoming and nurturing environment.

e We are not just in the incentives business; we are
in the people business, dedicated to building
strong, lasting relationships.

Karl Kramer

Founder, Karl Kramer & Company




UNDERSTANDING
YOUR MARKET

Market Research
ldentify your target market and understand their needs,
preferences and behaviors.

Competetive Analysis
Analyze your competitors to understand their strengths
and weaknesses.
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Highlight what sets
your product or
service apart from the
competition.

Focus on the unique
benefits that you
offer your customers.
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Creating and Sharing
Valuable Content
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Establish specific, measurable, achievable,

relevant and time-bound (SMART) goails.

Determine key performance indicators (KPIs)

to track progress.




Outline the stages of your sales process from
lead generation to closing deals.

Awadreness

01
Awareness

Goal: Make potential
customers aware of your
product or service.

Strategies: Advertising,
content marketing, social
media, public relations.

02
Interest

Goal: Engage potential
customers and pique
their interest.

Strategies: Email
campaigns, targeted
content, webinars,
newsletters.

Consideration

03
Consideration

Goal: Encourage potential
customers to consider
your product or service.

Strategies: Product
demos, case studies,
testimonials, detailed
information.

04
Intent

Goal: Motivate potential
customers to show
interest in purchasing.

Strategies: Special offers,
free trials, personalized
consultations, direct
communication.

05
Purchase

Goal: Convert potential
customers into paying
customers.

Strategies: Streamlined
checkout process, secure
payment options,
customer support.

Retention

06
Retention

Goal: Retain customers
and encourage repeat
purchases.

Strategies: Loyalty
programs, customer
satisfaction surveys,
personalized follow-ups,
exclusive offers.

Advocacy

07
Advocacy

Goal: Turn satisfied
customers into
advocates for your
brand.

Strategies: Referral
programs, user-
generated content, social
proof, customer
testimonials.



THE IMPORTANGE OF
INNOVATION IN SALES

Build a strong sales team.

Recruit

Recruit a skilled sales team.

Train

Train your team to understand your product and
market.

Implement

Implement continuous training and development
programs.



GREATE A
MARKETING PLAN

Sales Strategy

Align your sales strategy with your marketing efforts to ensure a consistent
message.

Lead Gen

Utilize various marketing channels such as social media, content marketing
and paid advertising to generate leads.

MPLEMENT SALES TACTICS

Tactics

Use different tactics like consultative selling, solution selling or value-based
selling depending on your market and poduct.

Pain Point

Tailor your sales path to the needs and pain points of your customers.




MEASURE AND ANALYZE
PERFORMANGE

Understanding your audience.

Regularly review your sales data to
identify trends and areas for
improvement.

Adjust your strategy based on
data-driven insights.



GUSTOMER
RELATIONS

Offer excellent customer
service and use loyalty
programs to encourage
customer loyality.

Focus on customer Develop  strategies for
maintaining relationships

retention. with existing customers.




Stay updated on market trends

and be ready to adapt your nnnPT n“n
strategy as needed. Evu I-VE

Encourage feedback from your
sales team and customers to
continually refine your approach.




GET IN TOUGH
WITH U3!

www.bestbuyincentives.com
866-343-8003

S @ karl@bestbuyincentives.com




