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Back to basics – the power of a strategic sales process that consistently
makes you money

Recently, I attended a conference that was nothing short of inspiring.
The speakers were innovative and inspiring. They gave us great ideas. But the big areas missing for
many people is turning those ideas into a process. Specifically, applying them to one of the most
important areas of your business - your sales process.

In other words, the A to Z of how you generate interested prospects and turn
them into loyal paying customers.

Working with thousands of people in the area of sales, I’ve seen one big mistake time and again. It’s
not that they don’t get any customers. They all make sales at some point. The only problem is they
do it randomly.

Walk into any small business and ask them what their sales process is. Better yet get them to show
you the process written down.

Most of the time you’ll get a blank stare. That’s because usually it’s ‘all in their head’. Or they’re still
‘working it out’. Or they don’t even think you need that ‘process stuff’ because it kills creativity.

Here’s what I want you to consider: Unless you have a systematic sales
process that you are regularly refining and tasting- then you are losing money
you don’t need to.
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One day you get a phone call from a potential customer, you say one thing. Another day your
colleague says another. Now and then you send an email to follow up, or prepare for your first
meeting with a customer. Now and then you try an event or a webinar that you think will add value.
Occasionally you send out an e-newsletter.
If you get around to it, you’ll try for some Google ads or a bit of SEO on your site. Then you
(sometimes) notice people are being referred to you. Sometimes you say thank you to the referrer.
Sometimes you ask a happy customer for a referral or testimonial – and sometimes you just….don’t!

Here’s the sad truth. Systems will always win over random acts of human
greatness.
The oldest cliché in the book is that every single person reading this could make a better hamburger
than McDonalds. But not everyone would have a better system.
Business owners and sales people can make this so much more difficult than they need to.
The funny thing is that whilst people may think it takes a lot of work to put together a strategic sales
system, they’re in for a surprise.
It’s surprisingly quick and simple to put your sales process in place. It’s certainly less work than
running around without a process and losing money.

One client of mine has their whole sales process mapped out from A –Z. Their entire sales
presentation is scripted down to the last word, the last slide on the PowerPoint. And every team
member is drilled on it until they get it right. This process has been consistently worth millions of
dollars per year.

To help your business put together a powerful, well tested, strategic sales system that consistently
makes you sales –start by asking the simple question:

What does success look like?
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How do you want your sales process to work?

Map it out and consider some of the following points:
-

How can you effectively test each part of your process to see which ways are more
profitable?
How can you outsource the management of different parts of your sales process?
How can you implement this with your key staff to get them on board?
What are the key metrics to use to assess what’s working?
How much time are you willing to invest in this process each week? It does NOT have to be a
major time consuming project
How could this be used to increase the overall value of your business (should you ever
decide to sell or value your investment, or seek further funding)?

To find out more about our products and services, contact:
Elliot Hayes
Email: info@findtime.com.au
Website: www.findtime.com.au
About the author:

Elliot Hayes has worked across seven different industries – ranging from telecommunications to film
and television to corporate training and development. It was during his tenure as manager of one of
the top Optus franchises in Australia that he began to develop his skills as a trainer and educator. He
has been running training programs in productivity and sales for over seven years, specialising in how
to combine technology with time management principles for the maximum benefit. He has featured
in BRW, and his clients have included Australia Post, Telstra, Department of Justice, and Optus.
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His company – About Time Management Solutions – has helped over five thousand people improve
their performance results.
Elliot also consults and trains in the areas of innovation in the workplace, sales and marketing. And
he is a qualified tai chi instructor. If you would like to give any feedback or contact Elliot to exchange
ideas on how to improve productivity, then email info@findtime.com.au
All Rights Reserved
This document may not be modified, re-sold, licensed, assigned, offered as a bonus or auctioned
without the prior written consent of the author

Feedback from clients we have worked with
On behalf of Management and all the staff here at MediaMotive – carsales.com.au – I want to say a
huge thank-you to you.
It was a fantastic couple of days and the feedback I’ve received from everyone has been nothing but
positive.
You have been such a pleasure to work with and I want to thank you for your professionalism and
for your patience and understanding as I tried to organise 40+ unruly staff (:
The sessions were informative, engaging and fun and everyone learned from them.
But most importantly you made me look good!
My sincere thanks again.
Peta Garside
Carsales.com.au
‘I would thoroughly recommend you consider running the ‘Time Management with Outlook” course
for your colleagues. It’s a course I believe the whole hotel group would benefit from. The time it will
save you and the confidence it will give you will be well worth the investment.’
Matthew Young, General Manager, Crowne Plaza Canberra
Elliot Hayes from FindTime has been a regular presenter and facilitator for the CIS industry
management events over the past 8 years. Elliot executes engaging, informed and tailored sessions
that deliver to our brief every time. He offers our audiences sessions that are well prepared whilst
also providing the entertaining spontaneity you can only obtain from an experienced and
professional speaker. We and our audiences have only positive feedback on Elliot’s presenting style
and professionalism with regards to coordinating each event.
Jade Ryan
Services and Solutions Manager
Corporate Information Systems
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