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Facilities or Real
Estate/Construction Dept.
Initiate 80% of projects.

Store/Retall Operations &
Finance Initiate 14%.
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Faclilities Is almost always
iInvolved In the decisicmaking
process.

Capitol projects require
approval from Finance and Rea
Estate/Construction Depts.
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The most common triggers:

Service Level Agreement not
being met.

Expiration of a contract.
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Effective selling I1s no longer
pltchlng product
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stra-te-gic

relatingto the identification of
long-term or overall aims and
Interests and the means of
achieving them

a carefully designed plan &erve a
articular purpose or advantage.
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player plays
where

the puck is. A
great

hockey player
plays

where the puck is
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Profile of your -
Perfect
Prospect (PPP)
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Facllities
Real Estate Dept.

Construction Dept.



Finance

Store Operations

Retall Operations
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Network of Credibility, Influence

Authority

Executive Leader
Outcomes

Directors & Managers
Advantages

Technical Screener
Features

Worker
Functions
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How Are Decision Makers

Evaluated?

1. Evaluatedexclusively ommutcomes
& results.

2. EXxpected to reach peak
performance In all areas of the
business or their dept.

3. EXxpected to deliver results In
specific timeframes within budget.
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. I
When Do They Get Involved

Change In source of supply.
Cross departmental lines.
Effects revenue.

Impacts market share.

Shift in the economy or
.. competition.
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What Motivates Them To Mee

With You?

They areconstantlyon the look
out for insights & ideas that will
help them achieve their
objectives.







1. Brief, direct and to the
point.

2. Focused on results.
3. Love to win and hate to lose.

4. Place a very high value on
their time.
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right reasons.
6. Are skilled problem solvers.

/. Prefer to talk with their
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Understand Business Drivers

1. Increase sales.
2. Increase market share.

3. Increase customer loyalty and
reduce customer churn.
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R
Business Drivers

4. Reduce costs and increase
profit.

5. Reduce or eliminate risk.

6. Increase productivity without
adding topayroll.




R
Business Drivers

/. Leverage technology to gain a
competitive edge.

8. Increase employee engagement.

9. Maintain and attract talented
employees.

10. Maintain a positive reputation In
the marketplace.
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R
Business Drivers

Other than reducing expenses,
what are some of your clients
primary business drivers?
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1. Knowledge of your_product line
g Al LILIX AOFUGA2Z2Y

2. Yy2¢f SRIS 27F @&

Industry.

3. YYy2¢f SRIS 2F &
company.

4. YYy2¢f SRIAS 2F &
customer.

5. Knowledge about the contact.



Your Objective:

Makeall contact about them. All
guestions and statements
should focus on business

drivers, industry trends and
opportunities.



Trends
Issues
Threats

Opportunities '_
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