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Driving High Growth Revenue: 
Seven Best Practices for your Sales & Marketing Teams


Is your company’s Sales & Marketing Organization positioned in to meet the high growth revenue demands you expect of them?

Are you disappointed that you are losing sales revenues because you believe:

1.  Your company is losing opportunities to competitors that should not have lost. Additional frustrated can only come when you get only general intelligence on these losses such as “we were a close second” or “we lost because our price was too high”.  This intelligence does not help modify your sales & marketing strategy.

2. That your proposals , sales & marketing material do not effectively communicate the merits of your products and services to your customers & the marketplace; and


3. Your company present sales & marketing process does not take advantage of all the integrated capabilities & assets available of your marketing & sales sales team; strategic alliance partners. Bringing these skills & assets together in an integrated “best practices” approach greatly helps improve your chance of success with a potential customer.
  
In our experience, correcting these problems can go a long way in helping your sales & marketing organizations dramatically exceed their target revenue.

Our professionals have been assisting sales & marketing organizations meet high revenue goals for over 20 years. Many of these successful companies have exceeded their high sales targets by implementing some common best practices. 
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Over the years, we have documented and enhanced these common best practices to improve into our Sales & Marketing Effectiveness Consulting Services to help our clients drive increased new revenue.
  
The foundation of our service offering is our “Seven Sales & Marketing Positioning Best Practices”. We believe these “best practices” are the “lessons learned” by other successful companies and can be the basis for future companies who wish to improve the results of their sales & marketing organization to drive high growth sales. 

The Seven Sales & Marketing Positioning Best Practices are:

1. Conduct a periodic 360 degree evaluation of your company’s sales & marketing process including your selling approach; key measurements; procedures & sales & marketing materials. The objective of this review is to assure that your sales & marketing processes is integrated and that it is directly focused on the needs of the marketplace. The goal is to assure that every team member and every sales & marketing document is relevant to the potential customer.  This review should engage customers; potential customers; the sales force; & strategic alliance partners as meaningful participants. It should evaluate present market strategies; customer strategies; marketing plans; sales material; sample proposals templates etc. Many of our clients that completed this review believe that the insight they gained from this 360 degree evaluation helped significantly.  They increased sales by repositioned their company & the products & services in the marketplace based on the information that was obtained. 

2. Implement an ongoing process for collecting sales & marketing intelligence information.  Ongoing intelligence information should come from prospects; customers; sales people; and strategic alliance partners to update any evaluation of the company’s sales & marketing processes. In our analysis, less than 18% of the technology companies have an ongoing process for collecting appropriate sales & marketing intelligence information from these sources. This does not give them the opportunity to routinely evaluate their internal performance and make timely corrections as the situation warrants;

3. Ongoing training of the company’s sales force related to both the competition’s strategy & product & services marketing positioning.  In our experience, less than half of the companies we surveyed believed their sales force understands the competitor’s strategy & market position. Most companies believe that their sales force has just a limited understanding of the competition i.e., they understand how their product information (e.g. features & functions etc.) and cost compare. After that, it appears to be the responsibility of the individual sales person to learn the broader issues related to the competitor’s strategies and market positioning and how they will be use in a customer selling situation. 

4. Implement more effective processes for launching new products & services. Our surveys also concluded that technology customers report that only about 3 out of 10 technology companies seem to be doing an effective job at implementing new products & services. When surveyed, the customer usually notes that the companies that have done a good job implementing a new product or service have done so because they have: (1) a strong understanding of the customer need; (2) been effective and detailed in planning the launch; (3) implemented excellent customer support; (4) and disciplined execution in follow-up in delivery. 

5. Implement a Periodic Customer Satisfaction Survey. While very few of the companies we have surveyed have initiated a corporate wide periodic customer satisfaction survey, we found that those that conducted such a survey have benefited greatly. The benefits were numerous. First, the survey identified opportunities to improve relationships with certain customers. Second, it usually identified areas for operating improvements within the company. Third, it generally provided opportunities for new sales to the customer. More companies should give consideration to conducting these surveys. However, the surveys should be structured correctly and followed up in a timely, subjective, and independent manner.


6. Implement a Corporate Customer Referral Program. Another opportunity for improving sales and increasing company credibility is by implementing a Corporate Customer Referral Program.  Many companies may be underutilizing this effective closing tool. This is not the same as the normal exercise that many companies execute where they find references to support a specific proposal effort. This is a corporate wide effort to solicit customer (or other) referrals that may be used by the company to support the company’s credibility in a structure planned marketing & selling strategy. In our judgment, too few companies are using the benefits of a formal corporate referral program in their sales & marketing efforts. 

7. Launch & Manage a Customer Advisory Council. A Customer Advisory Council is another way for a Sales & Marketing organization to increase credibility; identify new business opportunities and provide sales support. As with the Corporate Customer Referral Program, BTP believes that too few companies are taking advantage of this potential opportunity channel to support their Sales & Marketing Organization. Many more companies should consider forming a formal Customer Advisory Council.

In Summary

Companies who have implemented a number of these best practices have reported increased sales by seeing an increase in both the number of leads generated and their proposal hit rates. They found that implementing these new “seven sales & marketing positioning best practices” gave them the analytics to evaluate the effectiveness of their present sales & marketing processes as well as the tools to make the necessary changes. 

How BTP Can Help

Bonocore Technology Partners, LLC offers a wide range of Sales & Marketing Effectiveness Consulting Services. These services are delivered by our senior professional with over 20 years experience consulting with many highly successful sales organizations supported by our “seven sales positioning best practices” intellectual capital data base. 

Our firm can help you in a number of ways including:

1. Completing a 360 degree Sales & Marketing Assessment: This assessment would evaluate your present sales processes from a holistic perspective to identify areas for improvements. Examples of areas to be includes would be the:

·  How marketing, sales, alliance partners (with help from customers & potential customers) can work together to improve the quality of the overall sales, marketing, and other promotional material & messaging to the marketplace (including potential customers).  Where can the teams work to improve the message and process to increase the revenue from each and every opportunity .How do they jointly develop more qualified more opportunities?
  
· Companies selling approach; team vs. individual selling; (solution sale vs. product sale etc.); product & services market positioning;
 
· Effectiveness of Sales & Marketing Material: In some cases, this may be the only material the company sees before the first cut is made.

· Proposals: Boilerplate or Tailored?
· Material Materials: Industry Specific? Identified Specific Results? Relevant Examples?
· Sales Materials: Firm Capabilities; Customer Needs; Customer Examples w/results
·  Presentations: Related to the Customer/ Understanding their Needs/ Benefits to the Customer/ Understanding how the Competitor will respond.

2. Complete a Strategic Competitive Analysis on Key Competitors. Companies should educate your sales & marketing team with much more information about your competitors beyond the traditional:

· Product & services features & benefits comparison with your offerings; and
· The traditional price comparisons.
To improve your sales team’s ability to close the sale, they should also be armed with additional information about your competitors such as their future product plans, their financial situation, recent changes to their executive management, potential unsatisfied customers. Many of these additional pieces of information may be helpful to them in “tipping the scales” in your companies favor.

3. Assisting in Product Launch & Launch Management. Bonocore Technology Partners’ Fast Growing Products Consulting Services helps our clients reduce costs and time to market as well as improves the products chance of success. In addition, our experienced consulting staff and our standard development & launch methodology also helps develop a replicable approach for future product development efforts. We built our approach around industry “best practices” that reduces the impact of the root causes of service management inefficiencies and launch delays or failures. We have another white paper that defines this service in further detail on our website.

4. Completing & Analyzing a Customer Satisfaction Analysis. Our experience in constructing and analyzing customer satisfaction surveys has been very helpful to our clients in gathering the information they can use to evaluate the overall satisfaction of their customer base and to identify any areas necessary for improvement or specific customer problems that should be addressed.
	
5. Designing & Implementing Customer Reference Programs: Our firm’s experience in completing these Customer Reference Program projects provides our clients with the right balance for a successful engagement. To help in the market credibility, usually requires the project be completed by an independent team of professionals; documenting the references as accurately as possible; for the specific purpose intended.    

6.  Launching & Managing Customer Advisory Council. We have also assisted in helping companies identify individuals; prepare charters. Launch, and assist in managing a company’s customer advisory council. This is a good opportunity for a company to select the high quality members from their customers to sit on their Customer Advisory Council. The council members can give the company help on a variety of issues including management; marketing; product development; and technology. At times, it may also be a source of sales leads & marketing support.


Introduction to Bonocore Technology Partners
.
Bonocore Technology Partners, LLC, founded in 2002, is a high- impact technology consulting firm working at the intersection of strategy, operations, and technology to help our client’s create value. This is very important since many companies have told us they do not want a “one dimensional” consultant. They want someone who can work with them in a holistic manner.

Our goal on each assignment is to provide high-impact consulting services that increase our client’s revenue; reduce their costs; or improve their competitive position.
  
This approach requires our team of senior consultants to work closely with our clients to redefine many of the traditional ways that our competitors offer consulting services. 

Our key differences from these competitors are that we are results driven in three key ways:

· Approach: we not only focus on the integration of strategy; operation; and technology but we are also “hands-on” and stay through implementation;

· Staff:  our staff has deep industry & functional experience. Most have been partners with major consulting firms and have “C’ level experience as well.

· Competitive Fees: Because we do not use staff leverage model so many of our assignment are very cost effective compared to the national firms. At times, we also place some of our fees at risk.

From our client’s perspective, our services are defined in three ways:

· Creating & implementing breakthrough strategies. These breakthrough strategies can be M&A; business; product; market; new services; or restructuring new alliance programs.

· Evaluating client’s operations to make recommendations & identify changes necessary to improve results. This could include business analysis; assistance in due diligence; competitor analysis; and key customer analysis.

· Designing, selecting, & implementing key advanced business support systems. Our specialists are skilled in advanced customer care (including billing); advanced network; project management; and operating support systems.


Our team has managed a many of successful consulting projects for a wide range of technology companies. We have also consulted with many of the major technology & telecom service providers around the world. 

Our staff has managed and consulted in all key practice areas including strategy; operations; network design, construction & management; systems planning; systems implementation; network management; billing & customer care; and financial management. More information on our firm can be found on our website: www.bonocore.com. 

If you would like to learn more about how we might be able to help improve you’re sales organization or other business operations, please feel free to contact me at 415-924-9992 or by email at jbonocore@bonocore.com.

Thank you again for your continued interest in Bonocore Technology Partners.




Joseph J. Bonocore
President & CEO
Bonocore Technology Partners, LLC
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