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Introduction

*Dealing with different customer types
sCustomer relations

*Day-to-day sales activities

*Closing sales

«Staying motivated s cAl




David Bavisotto Wayne Turchetta

Service Department Manager Vice President/Sales Manager
lllingworth-Kilgust Mechanical HMC Service Co.
Milwaukee, Wisconsin Louisville, Kentucky
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POLL — Your Company

1. What is the total annual revenue at your company including all departments?
Less than 1 Million $'s

1-3 Million $'s

3-5 Million $'s

5-10 Million $'s

More than 10 Million $'s

OO0O00OO

2. How many salespeople do you employ total for all departments?

Q 12

Q 35

Q 610
Q  11-20

a More than 20

3. What are the annual service revenues at your company (service department only)?
Less than 1 Million $'s

1-3 Million $'s

3-5 Million $'s

5-10 Million $'s

More than 10 Million $'s

OO0O00OO

4, How many salespeople do you employ in service sales (service department only)?
1-2

3-5

6-10

11-20

More than 20

OO0O00OO

Mechanical Service Contractors of America
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Role of Sales Management

Improve
performance

SALES
MANAGER

*Hire f¢Train
*Set Goals *Supervise
Activities

Help
overcome
obstacles

Inspire
confidence




Communicating

Expectations

Why it's important to
continuously communicate
expectations.

Expectations Comfort Successful Reinforce
Zones Salespeople Expectations

* Not always » Have to break » Get distracted * Ensures
comprehended established and off goal, too understanding
or embraced habits and adoption

Mechanical S
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Opportunities for

Communicating Expectations 7+

Performance

Reviews Job

Description

Interview
and Offer
Letter

Mentoring
Sessions

Sales
Incentive
Plan

i

—
.

-
Always Be

~

Communicating

o

J

S
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Without Good Job

Descriptions

e Leads to misconceptions or Bl
poor understanding of the job

o Salespeople engage in busy
work or “do their own thing”

e High potential new hires can
easily go wrong



Job Description Basics

Job title
e Position summary

« Key responsibilities

« Additional duties
 Department interactions
e Minimum qualifications
* Physical requirements
e Other requirements

* Disclaimer




Offer Letters

Job title and
description

Outline responsibilities

Define general
activities

Set initial goals and
time lines

Define compensation
and incentives

Include acceptance
sign-off

Bandy 0. CA 92502
Mechanical Smane 714555 5555
Fam T4 555158
warw bandymechanical cam

Janm 28, 2011

Mr. Egward C. Salesperson
1000 S0. 100" Street
Greenfiela, W| 53228

Subject: Employment Otter

Dear Egwarag,

We are pleased to offer you the position of Service Sales Representative within the Service
Growo of Bandy Mechanical, The attached job description explains this postion turther, out
to summarize, your job duties shall include sut ret be limites ta:

Generating Sales Leacs

Sales ang Estimating of New and Expansion of Existing Planned Maintenance
Agreements

Service Joo Take-ofts

Develooing and Maintaining Customer Relationships

Identitying mew work opportunities for all IKM business units

While this position shall insluge salling service related projacts it is articipated that asditisnal
sales potentials ans sales leads will be generated for other divisions within the |l lingworth-
Kilgust structure in the course of your sales efforts. Although you may not be respoensible for
the actual takecft, techrical proposal, or sale in these cases, generating leads for other
departmentsis an important aggitional role as part of the sales team and is an expestation
of maragement for this pesition,

The compensation and benefits oackage in this offering shal incluce:

= Arrual base salary $XX,000.000lus commissior (see attached plan)
= Week's vacation

= Monthly Car Allowanze of 3800 olus £0.10 per Comparny Driven Miles
= Company Provided Cell Phore

= Company Provided Laptop Computer

= 401K

= Health and dertal insurance

= 3200 monthly Aggitional if Company Provided Insurance is geclined

= Paid Holigdays

We are pleased to offer this copartunity 1o you and are excited to have youw join our team. We
would ke a commitment of accentance by 02/15/11, with an expected start date to be
determined based on your current job responsibilities. Please review this offer and if
acceotable, sign and return the enclosed acceptance form ingicating your agreemert with
terms of this offer, Feel freete ¢all me with any questions or congerns that you may have,

Sincerely,

Davig Bavisatts
Service Department Manager

Mechanical Service Contractors of America
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Sales Incentive Plans

Increase sales and

profits for company )

.
Communicate goals and
expectations

J
~

Provide appropriate
motivation
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* Defines actual goals

o Clarifies
misunderstandings

 Gain mutual
agreement




Status Meetings

e Weekly
e Monthly
e Quarterly

Shows by actions and results
how effectively they understand the expectations.

Eenna’ cal Senvice Contractors of America
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Success Stories

Call Activity

PMA

— Bid activity/acquisition
Small project work

— Bid activity/acquisition
Customer Relationships
Network Opportunities/Outings
Education/Training
Operations Interface
Good of the Order

Weekly Service Sales
Team Meeting Agenda




Mentoring Sessions

e Formal and informal
 Show by example

 Eliminate
misunderstandings

 Address problems or .
bad habits



Performance Reviews

e 30, 60, or 90 day
review for new hires

e Semi-annual or
annual for others

e Shouldn’t be any
surprises

e Motivating opportunity
for career
development



e Tracking progress is
essential to success

« Many metrics useful to
monitor

o Start with weekly call
sheet basics
— Cold calls
— Appointments
— Proposals/bids
— Closed Sales

“Trust, but verify.”

Mechanical Service Contractors of America
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Tracking Sales Activities

e More advanced factors or metrics to
consider:

— Maintenance customer retention

— Customer satisfaction survey results

— Retention activities

— Actions to recover cancellations

— Profitability measures

— Billing practices and pre-billing strategies
— Forecasting hours and staffing needs

Mechanical Service Con

tractors of Amefica

\/'



Tracking Sales Activities

* Other possible performance indicators
— Sales cycle time
— Referrals received and closed
— Proposals presented/awarded
— Email and/or direct mail sent to prospects
— Number of contacts prior to sales close
— Time spent on non-sales activities
— Up-selling attempts and successes
— Business cards distributed
— Average sales and margin per account

Mechanical Senvice Contractars
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Activity Reports

NAME: Wayne Turchetta WEEK ENDING 3-Jun-11
Pe
Date Customer Contact Person Phone Call Comments

=] | |eh |4 (L B[

ZUCOId CAlls - TU Face 10 Face WIERSUNY
PAGE ONE OF Customer Weekly

Code: SS: Site Survey; MWO: Meeting with Owner; MWT: Meeting with Technician, OM: Office Meeting; . Vil SenvcsConers o Aneics
[CC: Cold Call; FCC: Foilow Up Cold Call | [ [ [B/JS
v




Activity Reports

Customer Name Contact Phone Notes/ Results/ Meetings Date/ Next Step
Time

(<o} [o<] LN {2l [} BN [OVE |\ o

Mechanical Service Contractors of America
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Activity Reports

i BID ACTIVITY LOG

2 TEAM |RON PROJECT ANALYSIS CUSTOMER TYPE BID TYPE ACTIVITY TYPE
7 25 67 | PMA'S BID 149% COMMERCIAL 0% T&M B0% #VALUE! P AGREEMENT S
4 17 37 | PMA'S AVWARDED 22% MANUFACTURING 92% LUMP SUR 40% #VALUE! PROJECT WORK

5 65% 55% | PMA HIT RATIO F2 INSTITUTIONAL 0% BUDGET 0% #VALUE! REPAIR

E 2 44 | PROJECTS BID 0% BEVERAGEFOOD 7% HNTE _

7 14 29 | PROJECT S AVWARDED 0% INTERHAL BID STATUS AVERAGE AWARD SIZE
g TO0%: G6% | PROJECT HIT RATIO 69% OPEN 3 - P AGREEMENTS
3 51 0 | REPAIRS BID 0% LOST -3 - #DIVi! PROJECT WORK

10 33 0 | REPAIRS AVWARDED 102% AWARD - - #FVALUE! EQUIPMENT REPAIR
1 65% 0% | REPAIR RATIO 0% CANCELLED

12 DATE SENT CUST|CUSTOMER DETAILS BID BID BID CTIVITY QUOTED PMA PROJECT REPAIR
12 TYPE|LOCATION/DESCRIPTION HUMBER STATUS| TYPE TYPE VALUE AVWARD AWARD AWARD
14 RUNHING TOTALS : S B78,638 | 554,877 5210,022

09 | &-18-2011 c |Glenroy Drive House PM#47E3 open LS PRA

o | 4-20-2011 ¢ |Hoffman Loomiz RTU#1 SF Bearings award LS PRO %2180 52,180

M| &-20-2011 c |Merge (Amicaz) PM#4573 Full award LS PHA

2 | &4-22-2011 ¢ |First Congretional PN#4628 open LS PRA

3 | &-22-2011 ¢ |Mcadams Graphics PM#4741 awvard LS PIA

4 | &-22-2011 c |Poplar Creek PM#4&952 open LS PlA

15 | 4-27-2011 c |Mayfair DigestiveHC LLC PM#4552 award LS PHA

g | 4-27-2011 c |S55F Server room AC award LS PRO % 5,450 5 5,450

7 | 4-28-2011 c |5t Joes Cong. Boiler Rezet Control awsard LS PRO 51,2585 51,2596

g | S5-3-2011 ¢ |Manpower Office PM open LS PRA 3910

19 | 5-5-2011 c |Satizloh 3 new thermostats award LS PRO $ 1,152 3 52

120 | S-5-2011 ¢ |Dana Repairz 5-5-2011 award LS PRO 52,500 31,147

21 | 5-8-2011 c |Aldi Mitzi Server AC open LS PRO %9254

122 | 5-10-2011 ¢ |Amcor Boiler repair awrard NTE PRO % 5,000 5 5,000

123 | 5-10-2011 ¢ |Hoffman 75th Strest Evap Leak award NTE PRO 56,000 56,000

124 | 5-12-2011 c |Kohler Aerco Steam VWater Heater open LS PRO 3 16,960

126 | 5-13-2011 c |S55F Lower Level Addition award LS PRO 58130 58130

126

127

M 4 » M| DAVE | RON RICH , MIKE  SHEET ,~ SHEET2 ,~ SHEET3 . TOTALS % [ <« T

Eenna’ cal Service Contractors of America
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Activity Reports

PMA'S BID
PMA'S AWARDED
PMA HIT RATIO

PROJECTS BID
PROJECTS AWARDED
PROJECT HIT RATIO

REPAIRS BID
REPAIRS AWARDED
REPAIR RATIO

PMA DOLLARS EID
PMA DOLLARS AWARDED
PMA DOLLARS HIT RATIO

PROJECT DOLLARS BID
PROJECT DOLLARS AWARDED
PROJECT DOLLARS HIT RATIO

REPAIR DOLLARS BID
REPAIR DOLLARS AWARDED
REPAIR DOLLARS HIT RATIO

NOVEMBER DECEMBER

0 0
0 0
0% 0%
0 0
0 0
0% 0%
0 0
0 0
0% 0%
NOVEMBER DECEMBER
50 50
50 50
0% 0%
50 $0
50 50
0% 0%
50 50
50 50
0% 0%

SERVICE LOG SUMMARIZATION: QUANTITIES

JANUARY
3
4
133.33 %
0
-
#DIV/0!
12

66.67 %

SERVICE LOG SUMMARIZATION: DOLLARS

JANUARY

541,144
$3.476
8.45 %

$71,660
$11.750
16.40 %

523178
$12.273
52.95 %

FEBRUARY

3
3
100.00 %

1
pd
200.00 %

11
8
72713 %

FEBRUARY

§3.068
5330
8.49 %

$33.143
$2.965
8.95 %

522,493
$15.250
67.80 %

MARCH
11
54.55 %

1
6
600.00 %

16
12
75.00 %

MARCH

522,626
$1.250
5.52 %

$65,905
$29.405
44.62 %

$35.254
525.168
79.90 %

40.00 %

0
1
HDIVAD!

10
5
50.00 %

APRIL

515950
50
0%

$19.330
$5.400
27.94 %

524892
515,127
60.77 %

50.00 %

MAY

525,350
50
0%

$13.900
50
0%

§7.285
50
0%

0%

50
$0
0%

0%

50
0
0%

50
$0
0%

Mechanical Service Contractors of America
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SITE SURVEY FOR PM AGREEMENT

Customer:

Jobsite location:

Date:

Approximate distance from office

miles

Hose bib location (water to clean coils)

Security concerns:

Card or Key access:

Security assist:

Vehicle Inspection (Jails):

Check point (UPS):
Accessibility to roof:

Need 24° ladder

Need 40° ladder

Roof hatch

Second person required:

Security or Key access:
Filters:

Size and quantity list attached:

Special Size Filters:
Can filters be stored on site:
Belts:

Size and quantity list attached:

PM Working Hours:
Normal Business Hour
Parking:
Near facility
Pay to park

Comments regarding downtime, second person, travel, security, after

Yes[ |

feet

Nol[ ]

Sales versus Operations?

hour labor requirements, over night expenses ete.

Mechanical Service Contractors of America
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Avoiding Inter-office Friction

Service Agreement First Visit Checklist, continued
Service Agreement First Visit Checklist

Objective
To enhanceclearcommunication between service department personnel and customer representatives.

8. Determinewho should sign the service report:
Scope

To ke filled out by the salesperson that sold the Preventative Maintenance Agreement. ar

Pracedure 8.5t upcommunication precedures with building persannel for reparting both emergency and routine trouble calls.

The sa_lgiperscln i.hﬂ.md accompany the Se_r\-'lceTac_hnlc!an an the first |nsp-act|c|n¥c| |ntm‘.:lucethecummertc| the 10. Determine critical areas of building, operating hours, and da’s and don'ts regarding shut down equipment for
technician. At thistime the salesperson will establish with the customer any special requirements, etc. and record them an
thisform. The form will be turned in to the Service Coordinator forinclusion in the PMA folder.

maintenance.
11.Determine any current problems:

Date:

Agreement No.

Thaose in attendance:

1Z.Review tasking shests and set datefarcompleting thatasking

1. Explain the purpose of this wisit. 12a.Tasking complete by:

2.Determine where job documents can bestored. N . - . .
13.Prepare 2 list of items requiring attention that are not covered in the agreement,

maintenance 35 well 25 projects.
2a.ls job box to beinstalled? Yes Mo Fral
14. Determina what drawings and otherdocuments are available and where they ara.
3. Determined where parts can be stored.
15.Cold weatherwill not permit start-up & verifcation of Air-Conditioning equipment operating condition. Start-up

4.Determined procedure forwarking in the building: will be performed enorabout_____ | [date) 2nd the need for billable repairs, Fany, will be determined at that
4a During the day: 4b. Afterworking hours: time.
Spin________ Sgnin_____________ 16.Hot weatherdoes not permit operation ch_eckclut of f!eat_ing equ_ipme nt This.will be dCIHE.CIn arabout
Natification Natification —— e Idatel and the need farbillable repairs, if any, will be determined atthat time.

Parking.____ How to gainsccess_______
5. Determined the procedure for gaining access to restricted a reas; mechanical room, roof, office s, computer rooms, ete.
6. Customer contacts:

Name: Telephone:

Sales and
Operations...

7. Contractors we may have to contact in an emergency:

Plumber_______ Phorme_________
Electrician___________ R
Security____ e
Page 59 Mechanical Service Contractors of America MSCA's Field Supervisor Page 60 Mechanical Service Contractors of America MSCA's Figld § i
2011 Resource Manual ‘ by s Field Supervisor

2201 Resource Manual



Exceeding Customer

Expectations

HMC Service Company Customer Survey

Dear Valued Customer: In an effort o asswe HMC Service Company is providing the service that is
expected from our customers, we would greally appreciate your input to the questions listed below.

Far each of the following statements about HMC Service Company, please indicate whether you:

strongly disagree (1); somewhat disagree (2); Meither Disagree or Agree (3); somewhat agiee (4); strongly

agres (5).

We meet your deadlines for PM itspections: 1 2 3 4 5
We meet your deadlines for repair service: 1 2 3 4 5
We provide fast turnavound for quotes: 1 2 3 4 5
We provide fast turnaround for emergency service; 1 2 3 4 5
We are casy to do business with 1 2 3 4 5
We deal with issues or problems openly and quickly: 1 2 3 4 ]

Our company is helpful in providing options to your problems: 1 2 3 4 5

Our employees are accessible 1 2 3 4 5
Our cmployees listen to what you have to say: 1 2 3 4 5
Our technicians keep you informed about your equipment: 1 2 3 4 5
Our technicians take ownership and responsibility of your

equipment: 1 2 3 4 5
Our technicians are thorough in their approach to servicing

your equipment: 1 2 3 4 5
We let you know we greatly appreciate your business: 1 2 3 4 5

If you were president of HMC Serviee Company what changes would you make te better improve the level
of service to our customer, and why.

Mechanical Service Contractors of America
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Exceeding Customer

Expectations

Customer Survey

QUALITY ASSURANCE PROGRAM
Custamer Name:
Technician an Site:
Initial Greeting:
Hella, my name is
lam with the service department. lwould like to conduct a very brief customer assurance survay.

Thesurvey isonly 12 gquestions and should only take a few minutes. May we please procesd?
lam calling as a follow-up to work recently performed by our servicetechnician

Definition of Terms:

Cutstanding - Perfarmance of high caliber

Above Average - Performance at a fully satisfactory level

Average - Performance meets required elements ofthe job

Below average - Performance doss notconsistently mest acceptable; needs improvement
Unsatisfactory - Expectations are not being met

R g0

1. Did the Service Technician check in and out with you?

Yes Nz NiA
Comments:

2. Didthe Service Technician explzin what repairs were performed and ma ke any necessary recommendations befare
hafshaleft?

1 2 3 4 5
Comments:

3. Areyou happy with the service performed?

1 2 3 4 5
Comments:

4. Owerall performance of curstaff and services deliverad?
1 2 3 4 5
Comments:
5. Professionalism and tezmwork of curemployees?

1 2 3 4 5
Comments:

Page72 Mechanical Service Contractars of America MSCA's Field Supervisor
22011 Resource Manual

8. Technical Knowledge?

1 2 3 4 5
Comments:
12 ta gencies, work chang
1 2 3 4 5
Comments:

B. Information [service reports, proposals, accurate invoices, projact reparts?

1 2 3 4 5

Comments:
& Overall vzlue of company servees?
1 2 3 4 5
Comments:
10. Overall respansiveness to your needs?
1 2 3 4 5
Comments:
11. Do you have any needs orconcerns we should be aware of at thistime?
Yes [Please describe] Na NiA
Comments:

12. Isthereanything we can do taimprove our service @ you?

¥ei [Please dasrribal Na Nia
Comments:

CLOSING: Thark yau very much faryourtime We appreciate your feedback.

Survey conducted by

What do our
customers think?

e

Fage 73 Mzchanical Service Contraciors of Anerica
2011

g

MECA's Field Supervisor
Resource Manual
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Sales Automation Tools

GoldMine™ OMicie

Sage ACT! @16 _Ey%rce

1) Salesnet

W SUGARCRM.
.#-“ Microsoft
Dynamics CRM

A



Benefits of Sales Automation

Tools

« All prospect info in one place
« Monitor stages of sales process

« Coordinate sales across organization

« Facilitate account handoff
e Faster status reports
e Create key performance indicators

* Help salespeople become more organized and
efficient

Mechanical Service Contractors of America
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@Onse ®Save 3 Delete

Enquiry

Add Activity to my Calendar  ($)Clear Activity Details (5 Create Related Activity =

OverviEWI Bid/Proposal Details | Project Contacts | Project Profiling | Analysis | Related Activities DocumentSecurityl

Owner * _ ABC Mechanical

Oppartunity/Project Title "

Primary Related Compary ﬂ Hpedx Primary Classfication |
Go

Primary Related Contact i’ Lor Halbrook Secondary Classification |
Go

Accourt Manager Fy Tracy Bethhauser Cument Bid/Proposal Value

Letter Salutation " Letter Signaff TYours Faithfully
Sender Name " Tracy 4 Sender Telephone i
Sender Title T Arcount Manager ; Sender Cell Phone v a
Sender Company r a Sender Fax r a
Sender Compary Website T Sender Email i

Add Motes/Comments |

Notes/Comments

T12/02/2008 10:41:20 AM Tracy: bt Lor, she reiterated that she has been there for about a year now and is trying to get things organized. She decided to stay with the contractor that the company was using - Jackdyn -

she said they came in and comected the controls issue from their install and that she was not very pleased with the service she has gotten but that they were working through . Said she would keep us in mind f she were
to change service providers. Said we could get together after the holidays to discuss possiblilties for 20039.

8/12/2008 Tracy: John B and | met with Lor 2nd wk of Aug. We toured facility and took an inventory of the equipment. Discussed needs and issues, Lor is new to position, wants to get her feet under her on what she
needs to do and the bldg needs and will keep in touch with us. Agreed for us to offer her a proposal. Met again and presented proposal. Lon said she would let us know. Asked us about the curment system and it's
controlz, did not know how to get her bldg running at the right temp. John B and | reviewed that the controls were probably on her computer and to t/t her IT guy to follow up on it. Told herto let us know if we could help
herat all. |f/uw/ Lor several times through the end of October, she thanked us for the info on the controls and said she would think about us doing the PM's. | asked if she was the decision maker or if we should meet
and review with her and anyone else and Lori said she was and just wasn' ready to make a decision yet. Check back again at a later date, see if anyone is doing the work and she just doesn't want to change or 7 - call

again.
d
File Attachments etc

Mechanical Service Contractors of America
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Rank

HNEENE Exccellent

EEN | ver Good
1 | Good
| Fair

Poor

Reviewer Comments

Lowest Price

Dwerall Rating
Ratings

Features

Contact Information

Sales & Marketing Tools
Ea=e of U=se

Help & Support
“iew Specifications
“iew Scresnshots
Features

Email Integration
Web Hosted Solution

Mobile Access

Daily Schedule/To-Do List

Contactisccount Motes

Calendar integration

Remote Swnchronization

Dialing Ca

On-Premise Solution

2011 Compare Best Contact Management Software

TopTEnREVIEWS | Software | Business | Contact Management Software Review

#1 #2 #3 #4 #3 #B #T #8 #9 #10 I
Salesforce Oncontact Sage ACTT Prophet AlMcrm Relenta Maximizer webbsyst Chaos Contact Plus
CRM Intellect
m ﬁ o
®.,
REVIEW REVIEW REVIEW REVIEW REVIEW REVIEW REVIEW REVIEW REVIEW
$£125/mo. $59/mo. $174.99 $29/mo. $55/mo. $25/mo. $199.00 $149.00 $59.95 $199.00
EEEE EEEE HEEE EEEY EEEE EEE HEE EEE L] ]
L1 1 1 | N i i 1 11 1 ] 1] 1 1 | [ 1] | 1 1 | 0 i I A
HEEE . HEEE HEEE HEE . HEN . HEE
HEEE 0] HEEE HEEE HEE HE. HEEE HE. HEE
1 1 1 | 1] | 1 1 11 HEEE HEEE |1 | 1 1 11 11 11 1 1 11
Sol So! So! Gl So! Gl Sl Sol So! Sol
= =1 = = =1 = =1 =1 =1 =
Ve Vg Ve Vg o 7 Ve Vg Ve
v v Ve Vg v v v v v
v Vg v v v v vy v v
a” a” a” a” a” a” a” o’ a”
Vg v e v v Ve v Vg v e
v e v e v e v Ve
v " v v - v v " v
e Vg Ve o Vg Vg
v a v " Ve Ve
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POLL — Sales Tools

1. What primary method do your salespeople use to keep track of
their customers and sales activities?

Hand written records or notes

Excel spreadsheets

Stand-alone CRM software on the salesperson’s PC
Company-wide networked CRM

Other software or tools

CO00O

inical Service Contractors of America



The Sales Activity Drill

e Target markets and customers
 Find leads in those areas

« Qualify potential customers

e Cold call

e Set appointments

e Create bids and proposals

e Follow-up

e Customer appreciation and
maintenance

Bottom Line: Salespeople must be PROACTIVE!
IMScA



Obstacles to the Drill

* No plan for success
e Being opportunistic
e Cold call reluctance
 Not organized |
« Not using automation tools ] E
* Too busy to follow up

Mechanical Service Contractors of America
MsecAa
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Marketing Programs

 Ineffective HVAC marketing

1 i
/ ": 1 — i =
i s #)"
FE . — e
-
e ! ! X
3 F -
-
& 2
Ty
L7

e Can be a key resource

e Sales Managers should take
actions to get marketing
benefits for sales



POLL - Marketing

1. Does your company have a marketing department or marketing
resource?

O Yes
O No

2. What kinds of marketing activities do you think are/would be the
most help in your selling efforts? (check all that apply)

Advertising

Web site

Social media
Promotional literature
Trade shows
Testimonials

Other

poooooo

inical Service Contractors of America



Implementing a Marketing

Program

« Marketing activities Sales Managers :(=g:E2%
can influence
— Sales benefits from web site
— Press releases
— Success stories and testimonials

— Participate with trade shows and industry
organizations

— Seminars, articles, speaking
engagements

— Utilize social networking sites

Inbérriiional Facility Managemen Associabon

—3()IVIA
- H-
INTERNATIOMNAL




Keeping Salespeople

Motivated

e Starts with an effective
Incentive plan

* Inspiring leadership

 Responsive to problems and
obstacles

» Recognition for achievement fx

e Short term contests and
SPIFFs to renew enthusiasm ¢
— Weekend getaway
— Gift cards
— Day at the races



The sales manager hasn’t
developed the right skills
needed to effectively
communicate expectations,
manage, and motivate the
sales team
to reach their goals.

Mechanical Sevice Contr

actors of America
MscA
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Sales Management

Competency Requirements

Skilled at keeping salespeople
focused on goals

Empower sales staff

Reading salespeople for .9
strengths and weaknesses o

Coaching and mentoring ability *‘f'-ff R
Able to run effective meetings
Knowing how to hire well and when to fire

Motivating salespeople to do the drill and

ask for the order “Salespeople develop accounts;

sales managers develop salespeople.”

Mechanical Service Contractors of Americ
A 4



Today’s Wrap-up

Good sales management is key to success

Manage, motivate and continually communicate
expectations

Many opportunities for communicating
Tracking provides performance feedback

Tools, forms, and resources help everyone

Must develop right skills to do the job well -, 1\#




Future Webinars

@ Paving the Way ® Paving the Way — February 9
What makes a sales manager effective

‘ Path to Achieving Goals Identifying sales management priorities
® Goal Setting — April 13

Setting goals and sales plans

. Managing Sales Compensation

ACUIVItY @ sgles Activity — June 1
Type and frequency of activities
Sales . Traini ng Hil)r\)/v to moni?or per¥ormance
Management
® Training — August 10
The 9-box training matrix
‘ Coachin g Training by skill and service sold

® Coaching — September 28

' Best Practices How to coach salespeople
Adapting to different levels of experience

.l Best Practices — December 7

To register for future programs What other companies are doing

Resources of interest to sales managers
http://msca.webex.com - | oy
M@



What questions do you have?

Mechanical Service Con

tractors of Amefica
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For Further Information

Barbara Dolim

Executive Director, MSCA
301-869-5800
bdolim@mcaa.org

David Bavisotto Wayne Turchetta
414-431-7142 502-375-0440
dbavisotto@ikmechanical.com tyrchettaw@hmcservice.com

Mechanical Service Contractors of America
MsecAa
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Thank You!

Mechanical Service Contractors of America

SC:




