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Sales Process

Qualifying Suspects into Prospects

This process can be very quick and easy.  The main objective is to determine if the suspect (any small, medium or large size business) is a prospect for the VOIP2320 system.    The following questions need to be asked during the pre-qualifying stage of the Sales Process.  

Are you looking for a new phone system?  YES
When will you need to have the system installed?  
 
If not at this time, how much time do you have remaining on your lease?  
Is there budget for a new phone system?  YES
Are you the decision maker?  YES (Owner, IT Mgr., Controller, Office Admin?)   
       
Who else will be helping to make the final decision? (Owner, IT Mgr.)
What system do you currently use?  
How many Phone Lines and Extensions do you currently have?  
What do you like about it?  

What are some of your biggest needs for your next phone system solution?       

What other phone systems are you considering?  
If a suspect is looking for a new phone system, has a budget and you know the decision maker(s) name, then you should proceed to the next step with the prospect.

Needs Analysis

Objectives – Assess your audience, provide outline of your process and determine what criteria they will be using to choose their next telephone solution.  Confirm with them the information you receive and present the solution to them based on these needs and more importantly their application!  Close the Deal ( !
Be Prepared and Professional

WHO ARE YOU MEETING WITH?

· Determine whom you are meeting with so you can ask the right questions.

· Different decision-makers will have different concerns based on their role in the company.  Understanding this will increase your success.

-Non Technical Buyer (Owner, President)

-Non Technical Administrator

-Technical Buyer (MIS Manager, Consultant)

CONTROL THE INTERVIEW - SET AGENDA AND EXPECTATIONS. 

· John, I’m going to start out by asking you some questions so I can get a good idea of your company and how you do business.  We’re both busy so I don’t want to waste either of our time if it doesn’t look like the solution will be a match for your company.

· If the solution seems to meets your needs, we’ll do a demonstration and answer any questions you might have.

· If we meet your requirements and satisfy your questions, I would like to give you a formal quote.  

· This will include training on your new solution to ensure a smooth transition for you and your employees.  It will be important for us to cover the most appropriate training for your company at the end of this process.  

· The last step includes ordering the equipment, preplanning, installation and training to ensure a successful rollout.

Questions to ask to prepare a quote
GENERAL BUSINESS

· What does your business do?

· What departments do you have? Sales? Customer Service?

· Do you have any employees that travel or work remotely?

· Do you have any other offices?     Are you looking for a solution for more than one location?

· If so, do you have a lot of inner company long distance charges?

· Do any of your employees receive lots of calls that they have to return quickly?  

· How many phone lines and extensions do you have?

· How many lines and extensions do you plan to have on the new system?

· Do you have plans of growing?      How big?      How soon?
· What are the most important things about your business?




Customer service/satisfaction/perception?




Effective communication internally/externally?

Being a market leader/making a difference/changing the world?

· What areas do you feel need improvement?

· When have you budgeted to install the new system?

CURRENT PHONE SYSTEM

Don’t Use Phone Jargon!
· What phone system are you currently using?

· How long have you had it? 

· Do you own it or are you leasing it?

· What’s causing the need to make a change?

· What do you like about it? 

· What do you wish it could do?

· Any problems we need to solve?

· How are your incoming calls handled today?


Operator? Auto Attendant? Combination?

· How do you wish they were handled?

· Are you ever open in the evenings or weekends?

· What are your thoughts on Auto Attendant?

· Do you have any people that you route calls to as a group?   For example, would the operator ever need to transfer someone to a customer service or sales department?        How would you like to handle those calls?

NETWORKING 
Don’t Use Bits and Bites unless you have to!
· What kind of a Network do you have?     TCP/IP?        NT?       Database?  
· Who is responsible for maintaining your Network?
· Are you using email?       How?      Through ISP?       In house?


Dedicated or dial up?      What type of server?          Clients?          


If not, do you plan on implementing it?

· Do your employees use browsers?               For what?

COMPUTER TELEPHONY
· What do you know about Computer Telephony?

· Is there anything you’ve seen that you are interested in?

· Have you considered having your phone system talking to your contact managers and database?              Screen pops?

· If yes, how many people in your company would be taking advantage of this capability?

· What do you know about Voice over IP?
Trial Close

Make sure you have everything you need!

“Before setting up a time to demonstrate our solution it’s important for me to briefly review the information we’ve covered.  This will ensure we have the right configuration for your company.”  

(Paraphrase some of the main concepts of the above answers and make sure you are in complete agreement before moving on)  

“Is there anything else I need to know in regards to your application?  If not, let’s set up a time to demonstrate the solution and how it will help your company.  What’s a good time and date?    

“After we show our solution fits and exceeds your needs and our financing options are within budget, can we schedule a time for the preplanning phase of your installation.”   

(Get some commitment on this idea!  Your trying to potentially bring out any smoke screen objections they may have.  You deserve this: )

Demonstrate the solution 

Be organized.  Follow your outline and flow.  Don’t oversell.  Close!  

Present on the prospects current specific needs in the form of stories or applications.  Then help them understand how we will support their growth from a productivity and scalability standpoint. (Give them a sense of some ownership by using specific names of your audience or pick out key people in their organization as you present.)

1. First provide a diagram to help prospect more easily understand our architecture.  (This will help you strongly illustrate your points throughout your show!)
2.
Start with the phone features, vmail, message notification*. (Remember to present these features with stories to applications not just “Here’s how you use this feature”. Refer back to your diagram to make sure they understand your scenario!)
3. Next show VOIP2320 (browser interface) and show Call Management, Message Notification, One # Access* (after you show, demo this) and finish.  (Use your diagram and make sure they understand you could be sitting at their desk or anywhere with web access!) 

4. Then go to VOIP2320 (browser interface) when needed. 
5. This is a good time to explain and present the IP Phones solution.

6. Only if applicable show the email integration with vmail.
7. Next if needed show the Faxing and Call Center
8. Finish with the key components on the administrator console to show how they can manage permissions on the system.  

CLOSING QUESTIONS

“Have I shown you that our solution will fit and expand your communications needs? … If so, I hope you don’t mind I’ve put together a quote with leasing options that will fit your application perfectly.  There may be a few variable costs on phones and the amount of 4G LTE fault tolerance you will want.  I’ve given you some options on those items and maybe we could decide on those now? … If the pricing looks good, you can initial the quote and we will start your project rollout, schedule some training times and order your equipment to begin building your system.”

Potential objections?      (Agree Redirect Close or feel, felt, found)

· Handle these based on Sales training information.

· …Then Close Again

· “What other types of products are you considering?  Old technology, current technology?”

· “If you had to install today, which do you think you would be most likely to choose?                 Why?”

· “Is there anyone else involved in the decision?” (Hopefully Not at this point)

· “On a scale of 1-10, 1 meaning you’re ready to throw me out of here and 10 meaning you’d like to schedule an installation how would you rate it?”
· “What would it take to make it a 10? …  So, if I can take care of these items I can get your business and we can set a date for installation?”


















