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At The End of Today

Stimulate thinking

Challenge convention

Re-invigorate attitudes

Create an action plan



Your Perceptions

Influence

Your Listening



Todayôs Plan of Attack



Hidden Sales Force

Your experiences?

ñSales is not a dirty wordò



Ranging from é 



Why Doesnôt It Work

Field Service v Sales

Trusted partner

Compromise standards

Compromise relationship

Focused on issue at hand

Donôt want to be measured

Didnôt sign up for sales



Why Doesnôt It Work

Individual skills dependant

Assumed sales capability

Everyone can sell!

Commission Í interest or ability

Tools to execute



How Abouté

Identifying 
óthings to look 
forô tool

Behaviour & 
incentives

Collaboration & 
engagement



Opportunities

Tools 

Look for what ?

How to identify it

What to do next

Identify the entrepreneurs



Behavior and Reward

Behavior gap ?

Financial reward?

Customer service or retention

The next job

Utilisation or KPIôs

Consumables sales



Design then sell

Agree success

Communication Strategy



Attack Plan

KPIôs 

Outcomes

Tools

What to look for

Entrepreneurs

Identify behavior changes

Reward systems

Communication and collaboration

Agree success

War stories
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Over 25 
Years Selling

Strategy to Execution

The Hidden Sales 
Force

Others vs Self

Lean Selling 

Review, Refine 
Refocus


