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Whv and how to sale profile l

What is Sale Profiling?
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Key Fundamentals of a Sales Profile

Clear understanding of your sales goals and objectives.

o Define where you will need to position yourself in the marketplace and within your
customers to sell your products and services.

e How will you have to work, your sales process.

e What is the exact skill profile needed to be able to drive the sales process.

e Where are your salespeople / sales managers now?
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Benefits of a Sales Profile

The key benefit of having a Sales Profile is that you ensure your salespeople are :-

Positioned at the right level
Saying the right things

To the right people

At the right time

Regardless of the size of the company we have worked with we have noticed that creating a
Sales Profile has not only delivered substantial increases in productivity and profitability but has
also had some large side effects within the organisation :-

Exact job role and people capability match.

New to role salespeople hitting target twice as quickly.

Elimination of wasted Learning & Development budget.
Improvement in customer satisfaction.

Improvement in employee satisfaction.

The ability to accurately recruit salespeople for a specific sales role.

Sel | i ng marketplazadissayhi@yrdy professional occupation, which requires exact standards
of business acumen and sales capability to succeed. Clear understanding of the individual role
and the skills profile required to fulfil it is essential, time and effort invested in this will substantially
affect your sales force performance and more importantly the ever-crucial bottom line.

Profiling is only part of the sales process
If you would like to more about Profiling and how it
will improve your sales performance
Contact us at info@ashviney.co.uk
Or call 0800 6125347 Now!
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