FACTORS

BUILDING A TOP-PERFORMING
SALES TEAM

(e- Hosted By: Lauren Bailey

Featuring: Devyn Blume
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https://factor8.com/
https://factor8.com/our-services/sales-bar/

JOIN US
AGAIN:!

How Real People are Winning the Sales
Prospecting Game Using Al - May 20"
Sales Manager Coaching Acceleration System

Certification (fee associated, limited space) -

May 1st
What Type of Sales Manager Are You? (& How

to Make It Your Superpower) - June 18th

REGISTER:




HARDEST PART OF
GETTING STARTED

Confidence!
Finding & Connecting

- Value First




WHAT ARE YOUR OVERALL CHALLENGES
WITH VIRTUAL SALES?

1M1% S Structuring and organizing my day

\\..,\.\.: o/

17% Running virtual sales meetings

21%

Research and prospecting calls

Progressing deals in a virtual environment

2 Closing deals virtually

www.factor8.com




WHAT ARE YOUR OVERALL CHALLENGES
WITH VIRTUAL SALES?

What is difficult about phone What is difficult about closing deals/
prospecting? opportunities in a virtual environment?

M Running an engaging J—c- Knowing who is involved in

9% meeting by incorporating r 15% the decision-making process

12% customer stories K and when deals will close
Asking effective questions M Having concrete reasons
that uncover potential 17% 49% why prospects must work

3 40/0 opportunities with us now

Locking down concrete Overcoming price objections
next steps ' Reps aren't getting referrals
Controlling the call after deals close

www.factor8.com



CRITICAL CONFIDENCE

- Allego Show Reels
- Al Role Plays
- Manager-Push Micro Learning

- Call Goals

- Call Recordings & The Pause Game

You Can Do It!




Deal Moments
That Matter

Deal History Showreels

Emily Hottman and Matt Wright (2 ©
Koy Doal Moment

* Generate showreels based on
key moments and turning
points happening on calls and
meetings for every deal

* Pinpoint the exact moments
that convey changes in a
customers disposition based on
key qualifiers

© 2024 All Rights Reserved | CONFIDENTIAL
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THE PAUSE GAME
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MANAGER TOOLS IN THE SALES BAR

COACHING FORM | PROSPECTING
INSTRUCTIONS:
Assess & coach oal for b0 WILL & SIOLL. Frst ok YN or X for NA £ e skt
Wik aleghed on he el (WALL).

Mewt, mark YN A the resuft on the right s actveved (SIILL). .
Then rate th sal 13 If & rep scores below 3 2. consakr £ Jor the WINS & T reated clasa
B e 0 1. Identify The Gap
o e ] e ] 5

Loaring Puin

Business Acumen | Full Learning Path

Loarming Pern

ey proacivety wwesks wih “vee
BexSers” 10 CAGELT® Petve PO 38 FAptared tr prosgw TS SO
sy Arformaton te trynig 1o bypasal

Business Acumen | Manager Tooliit

{ Comtacns
S R A AL AT

RS 6D engage sndt et Borus 0 o
POSNONM (O

Mha cwtewer ol Rave 3 DOMNG SPOreTON
o the brands

e e 1. Assign The Course

»
Voxere! me ket Lenmivg v

Call Goals | Full Learning Path

£l pero0ucton srmmersd who e you
WIS B0 yiu Wil and whyy e
Eumtomer thaukd carw

Cat Opmosrg Loarmng Pues

That Work
PG wen focuund on veke

Pi e repl &

Call Goals | Manager Toolkin

Managen. ama e £ yoo
Pep voOordng to LR ITTeT Sl - 'Y £ ¥
KCinzomer Sttt gan afernave o s
e anart'y selemnaty o el

Fep rardiad e OsTvias Sfrent)

s | ] | | 1. Use The Coaching Tools

SaneTent 33T who s e 8 Kuntomar Wrowed sgi of undensanding
Wy ey Care P Corrpany | pro |
15T Ve
| Statrmenes

4

Samserrerd wan NOIT o0 Eustaeey

Jocuned, ot sy (R GOt G

SO M ety e wTevew K UMormae segaged o e (o wet
» Cammommr a0 e Lahmd st Car by | whator

Loarmng Pan
Kusttevar 1 e AN 1 reg. pive
Breper ndormacon 808 woud retect
Jrtnely on e cot

Pep vond aTww later g and queton
" o
Pacheapais 6 prgape T ( Own Your Sales Day | Manager Toolkit



https://factor8.com/our-services/sales-bar/

Bonus
Chaser!

“Coach the Coach”

www.Factor8.com

Train Managers How To

Develop Their Teams

Developing Your Team [MANAGER] | Full Learning Path
Duration | 4% min
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Thir woncks [l vel usa ¢ w0 grow! Find out Fow 1o make oo liama’ daily sctivities extracedinary

Easity DOWNLOAD or PRINT the materials by visiting the “"Additional References” section below.

+ Developing Your Team [MANAGER] | Course Pre Work (Leam!)
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EARLY TEAM SKILLS
1. Voicemails

2. Intros (SWIIFT Baby)

3. Value Props

4., Capture Contacts

5. Overcoming Brush-Offs




TOOLS THAT WORK
- Lists & Data

- (Sales Nav/ZoomlInfo)

- Just In Time Training

- Call Recording + Library
- Timed CRM

- Digital Sales Rooms

- Al Role Play




Scale Coaching
with Al

Al Scoring and Feedback for Exercises

[~}

Deliver automated, actionable
feedback and comprehensive
scoring on real-life calls to
augment human coaching
insights

Prioritize grading with auto-
generated insights and improve
the quality of feedback

Enable reps to self-improve on
any device
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C s my.allego.com/play. do?contentid=460

< % Practice & Coaching: Messaging Exercise @ Devyn Blume +4 Fotow
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ENABLEMENT + LEADERSHIP
PARTNERSHIP

- Train Top Seller Outcomes
- Selling Techniques

- Managers = Role Play Final
- Managers = Day One

- Mentors = Day Two 2 is Better than 1

- Monthly Meeting Swap



For Sales/Revenue Leaders:

=

If men are from Mars and women are from Venus, Sales and Training/Enablement are two
entirely different galaxies. What makes us each most successful is often what makes partnering
so frustrating. Here are 8 road-tested ideas to help maximize your interactions & results!

ENABLEMENT WORKING WITH SALES CHECKLIST:

ring With Sales Enablem

Keep meetings short & fast. Confirm meetings the day before via text if possible

Get 3+ follow-up resources - top, middle, and struggling sellers + go-to Sales Manager
Uncover root causes by questioning results, metrics, challenges, sales cycle stages & KPIs
Get 5+ recorded call/video examples so you know where to insert new skills + role play ideas
Move mountains to move fast but set expectations up front for build time + class time
Appoint a sales liaison to shadow sales, attend meetings, and translate. Ask for same

Always document deliverables, expectations and commitments in a client “contract”

| iy = Iy

Measure results post-training: 2 weeks, 4 weeks, 8 weeks. Raise flags if no movement
SALES WORKING WITH ENABLEMENT CHECKLIST:

Explain root cause & desired outcome, not just the desired training class. Give 10 examples!
Dedicate 5x the time you think - building effective training takes 5 hours per 1 hour in class
Collect baseline KPI measurements from past 3-6 months to measure post-training success
Explain the metrics and how the skills affect them. Give 3 alternate root causes to the issue
Be ready to kickoff the training yourself and set expectations for practice and application
Require all managers to attend the training & coach the skill after training (ask for these tools)

Prioritize post-training focus on skills: scorecards, gamification, huddles, required coaching

oo odoao

Appoint a leader as liaison to build relationships, attend enablement meetings, negotiate

WHERE DID THIS COME FROM?

Factor 8 Founder, Lauren Bailey split her career between leading sales divisions for companies
like Sony and HP & running global Training & Enablement for IBM and SAP. Today she and her
team of former sales leaders turned trainers provide rep skill-building curriculum for under-
resourced enablement departments and training & coaching tools for busy sales managers.

“Our best experiences and fastest results are when we partner with both divisions together.”

Contact us directly to License, Outsource, or Partner with Factor 8 for quick wins!
info@factor8.com

B 7C10r8 wwsorecor A

A BETTER REVENUE-ENABLEMENT PARTNERSHIP

For Enablement Leaders:

Lea
Partnering With Sales Leaders THféAR

If men are from Mars and women are from Venus, Sales and Training/Enablement are two
entirely different galaxies. What makes us each most successful is often what makes partnering
so frustrating. Here are 8 road-tested ideas to help maximize your interactions & results!

ENABLEMENT WORKING WITH SALES CHECKLIST:

O Keep meetings short & fast. Confirm meetings the day before via text if possible

O Get 3+ follow-up resources - top, middle, and struggling sellers + go-to Sales Manager

O Uncover root causes by questioning results, metrics, challenges, sales cycle stages & KPls

O Get 5+ recorded call/video examples so you know where to insert new skills + role play ideas
O Move mountains to move fast but set expectations up front for build time + class time

O Appoint a sales liaison to shadow sales, attend meetings, and translate. Ask for same

Q Always document deliverables, expectations and commitments in a client "contract”

a

Measure results post-training: 2 weeks, 4 weeks, 8 weeks. Raise flags if no movement
SALES WORKING WITH ENABLEMENT CHECKLIST:

Explain root cause & desired outcome, not just the desired training class. Give 10 examples!
Dedicate 5x the time you think - building effective training takes 5 hours per 1 hour in class
Collect baseline KPI measurements from past 3-6 months to measure post-training success
Explain the metrics and how the skills affect them. Give 3 alternate root causes to the issue
Be ready to kickoff the training yourself and set expectations for practice and application
Require all managers to attend the training & coach the skill after training (ask for these tools)
Prioritize post-training focus on skills: scorecards, gamification, huddles, required coaching

Cooooooo

Appoint a leader as liaison to build relationships, attend enablement meetings, negotiate

WHERE DID THIS COME FROM?

Factor 8 Founder, Lauren Bailey split her career between leading sales divisions for companies
like Sony and HP & running global Training & Enablement for IBM and SAP. Today she and her
team of former sales leaders turned trainers provide rep skill-building curriculum for under-
resourced enablement departments and training & coaching tools for busy sales managers

“Our best experiences and fastest results are when we partner with both divisions together.”

Contact us directly to License, Outsource, or Partner with Factor 8 for quick wins!
info@factor8.com

- F CT[]RB WWW FACTORS.COM -

FACTOR8.COM/LEADERSHIP

FACTOR8.COM/ENABLEMENT




JUST-IN-TIME TRAINING:
What's Next?

. Business & Industry Acumen
Discovery

Qualify & Capture

Bridging

Engaging Customers

o U A Wb =

Fast Access to Content!

Just In Time!




RETAINING TOP TALENT

LEVEL 3

Career Path

AE/AM/MGR
Training

LEVEL1

New Hire

TIP 3 TIP 1

Grow with Wins Stories
Peers

LEVEL 2

Ongoing
Mo 3-12

TIP 2

Best Practices

FACTOR 8 TIPS ALLEGO TIPS



WIN THE DEAL, RECORD THE WIN

Solicit SME Insights
& Field Knowledge

Agile Content

* Easily collect and distribute
insights from the field

Add videos to playbooks or
curated learning channels

Loy poaN
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Bonus
Chaser!

www.Factor8.com




MORE EFFICIENCY TIPS

- Dialer!

- Bite-sized Materials

- Reduce the Tech Stack!

- Automated Summaries

- Content Engagement Notifications
- Trend-line Dashboards

- Manager Job Training




www.Factor8.com



MOST MANAGER COACHING = INEFFICIENT

The Forgetting Curve

100

4th repetition

T 3rd repetition

50

2nd repetition

1st repetition

Forgetting curve

7 = Coaching is the repetition www.Factor8.com



COACHING
DEFINITION:

Ongoing development method used
by leaders using questions to inspire

+ deliver personal feedback on skills.




FACTOR8 Coaching Acceleration System
+ Certification

Have more time to coach

Get more out of meetings

Spend less time preparing

Get out of firefighting mode

Unlimited templates & tools

REGISTER:

Spend more time with your team

Get more of your team to quota

Help rockstars unleash higher results

Coach effectively to drive real results

Free training resources for your team



https://factor8.com/

What Type of Sales Manager Are You?

Discover your sales superpower in just 3 minutes!

Learn your strengths and get tips to tackle any skill gaps.

TAKE THE QUIZ: FACTOR8.COM/QUIZ



MANAGERS, GET MORE ROI

8 Things to Maximize Training ROI

www.factor8.com

Customization - you ARE a snowflake
REAL best practices from the field

Manager pre-training

Skills framework & competencies

Measuring baseline KPIs
More than an event
Manager how-to-coach training after

Make it searchable




Bonus
Chaser!

www.Factor8.com




Get More with Allego

Find the recording + resources within this digital room:

https://p.allego.com/30fS9ZvcyDochq3

allego';l
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