TSF Sales Call Prep Sheet (APPCOM)

Acceptance – This is the chit chat or small talk when opening up a meeting.  It should not be canned, rather just a short discussion about the weather, or your cab ride, or something to “break the ice”

Purpose – This is the reason why you are there.  You should consider the BAC and MAA when building this statement.  Chad Probst likes to say something like, “you may or may not be the right candidate for our service.  Not everyone is.  So we’ll ask you to just tell us at the end of the meeting if you think there is a fit or not”.

· BAC (best action commitment) – What do you want the customer to agree to? Signing the contract?  Introducing you to someone else?  What is the BEST thing that can happen as a result of the meeting?

· MAA (minimum acceptable action) – What is the minimum acceptable?

Probing – These are questions about their business, the org structure, what is working, what is not?  Needs to be a mix of “open-ended questions” and then “closed ended questions” to “lead them” to your solution overview.

Consulting – What are the most important points you think you will want to cover in the presentation?  Sometimes this will change based on what you find out in the probing section above but you should list out the points and identify who will discuss them.
Example: Dr. Dasgupta – Double PhD who trains other PhD’s will be learning your business and educating the callers.  (Chad Burmeister to handle).  

When you do this, remember to use Feature, Advantage, and Benefit statements (the benefit should be “in the customers own words.”  

Example: “One of the great things about our callers is that they have a minimum of a Bachelors Desgree and often MBA.  Their persistence and knowledge is unmatched by anyone and their work ethic is second to none.  The benefit is that instead of working 200 minutes in a day, you will get all 480 minutes! And you did say that was important to you, right?

Overcoming Objections – Consider all possible objections and write them down.  Then decide who will answer the objections.
Motivating to Act – Remember the BAC and MAA from above.  What is it that you want to ask the customer to commit to? Make sure to ask.  Chad P also has some input here.  Example:  “So David, you’ve heard a lot about us today.  Why would you or wouldn’t you buy from TSF?”  Response: I will choose the company who can inject my personality into their callers.  THEN – in the follow on meeting with James we made sure to get that point across that we are the ONLY company who can do that.
