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òYou know youõve succeeded when you stop selling and they start buying!ó  

�² Kelly Ritchie 

Are you constantly worried about achieving your sales 
goals and targets?  Do you do everything in your abil-
ity to close that important sale, but to no avail?  Are 
you desperately seeking a way to break through your 
current barriers to increased sales and reach the next 
level?  
 
Sales Champions is the exclusive group coaching program 
starting in February 2012 for small to medium sized busi-
nesses by Lorna Powe from SalesPartners. This opportunity is 
aimed at small to medium sized businesses that would like to 
improve their sales. It is a high impact and yet economical 
approach that will deliver massive value at an investment of 
only R1500 a month over 6 months!    
 

We work with you to Develop Your Sales and Marketing Mindset  

ÅWe Test and Measure Everything We Do 

If you cannot measure the results of a strategy, DO NOT DO IT!   You will waste time and 
money.  Hope and prayer is not a marketing strategy!   In fact, it can be suicide for a small busi-
ness. 
  
ÅWe Move From Strength to Strength       

We choose a strategy and we work it until we either master it or prove that it will not work. DO 
NOT BOUNCE from strategy to strategy!  All you will accomplish is wasting resources and time. 
People need to hear a message seven times before they are likely to act on it.  Do not lose faith 
in a new strategy too early.   Continue testing and measuring.  Change headlines, test different 
offers, but do not just bail and run to the next more exciting strategy.          
 
This does not mean you cannot have more than one strategy going at a time (far from it).   It 
just means that it takes more than a few weeks to accurately tune a marketing campaign.   Mar-
keting is a discipline that takes tremendous amounts of practice and accountability to find the 
right mix of message, frequency, and offer.  

ÅBuild a Perfect 10 Marketing Machine   
Most businesses only have one or two marketing strategies running simultaneously, and these 
are usually done without any testing or measuring of results.   As a Sales Champion, you will 
develop ten different strategies to run concurrently, success grows over time through this activ-
ity. 

ÅMassive Action = Massive Results; Moderate Action = NO Results 

You must create Escape Velocity on your Marketing Machine if you ever hope to create sustain-
able growth.  This requires doing the RIGHT THINGS in MASSIVE AMOUNTS over LONG PERI-
ODS of TIME.  

ÅBuild a Team so You Can Focus on Making Money       
Recruit people and connect a major portion of their compensation to results.   If you are win-
ning, they should be winning, as well.   �<�R�X�U���P�D�Q�W�U�D���V�K�R�X�O�G���E�H�����³�+�R�Z���F�D�Q���,���J�H�W���V�R�P�H�R�Q�H���H�O�V�H���W�R��
�G�R���W�K�L�V���I�R�U���P�H�"�´�� 

ÅIt Doesnõt Matter What You LIKE; It Only Matters What WORKS 

Marketing is not about preference or ego.   Marketing is focused only on what works and what 
�G�R�H�V�Q�¶�W���Z�R�U�N���E�D�V�H�G���V�R�O�H�O�\���R�Q���W�K�H���5�(�6�8�/�7�6��  However, you must make sure you have a mean-
ingful base of data to analyze. Fall in love with results rather than methods!  

ÅCampaign Break Even Analysis on EVERY Campaign EVERY Time! 

�,�Q���F�D�V�H���\�R�X���P�L�V�V�H�G���L�W�«���Z�H���7�(�6�7���$�1�'���0�(�$�6�8�5�(���(�9�(�5�<�7�+�,�1�*���7�+�$�7���:�(���'�2�� 
 
Click here to find out more.  

The Last Word in Customer Service 

Keeping your existing clients happy is a vital part of your business.  If you want to establish 
stability in your cash flow you need to maintain your repeat customers.  
 
The best way to do this is to train your staff on the proper way to handle complaints.   Handling 
a complaint is very similar to the process that we use for handling objections.  
 
Here is an acronym to help you and your staff remember  the process:   
L.A.S.T.  
 
-�/���«��Listen  
�‡���'�R�Q�
�W���W�D�N�H���R�I�I�H�Q�V�H���R�U���J�H�W���H�P�R�W�L�R�Q�D�O���Z�K�H�Q���D���F�X�V�W�R�P�H�U���F�R�P�H�V���W�R���\�R�X���Z�L�W�K���D���F�R�P�S�O�D�L�Q�W��  Simply 
stay calm and listen with a smile.  
 
-�$���«��Apologize  
�‡���7�H�O�O���W�K�H�P���W�K�D�W���\�R�X���D�U�H���V�R�U�U�\���I�R�U���W�K�H���L�Q�F�R�Q�Y�H�Q�L�H�Q�F�H��  A... can also stand for - Ask  a question. 
Make sure you clarify the problem before you address it.  
 
-�6���«��Solve the Problem  
�‡���4�X�L�F�N�O�\���R�I�I�H�U���D���V�R�O�X�W�L�R�Q��  You should offer your customer something enticing right 
away.  Don't be cheap or  proud, never try to convince your customer that they are in the 
wrong.  It is well worth a short term loss in exchange for a long term loyal, promoter customer.  
 
-�7���«��Thank Them  
�‡���7�K�D�Q�N���\�R�X�U���F�X�V�W�R�P�H�U���I�R�U���E�U�L�Q�J�L�Q�J���W�K�H���S�U�R�E�O�H�P���W�R���\�R�X�U���D�W�W�H�Q�W�L�R�Q��  By doing so this customer 
has highlighted an area in your business that may be turning countless others silently away.  
 
Remember that a person that complains really wants to like, and help you.   They may actually 
think the world of your business and have built it up to their friends only to find it fall short in 
some way, thus causing some minor embarrassment.  They want to be able to brag about you, 
the process above will give them reason again. 
 
This process may seem like common sense to you but you might be surprised at how many of 
your employees don't know this.  
 
Every person on your team should be trained in sales and customer service, not just your sales 
team or receptionists.  Your customers will likely come into contact with other members of your 
team, a maid, cook, or handyman for example, and will expect the same level of service that 
your front end has provided them.  
 
Also, don't hesitate to give even your lowest level employees the ability to give a discount.  
Having to fight through two levels of managers to get a free meal, or even just an apology, can 
be a very traumatic ordeal for your customer.  

 
SalesPartners Cape Town - extend sincere best wishes 

for the Festive season to our valued clients and  
recipients of our newsletters. 

 
We trust that the plans you make and the actions you take during 2012 will 
result in abundance and fulfilment in your lives and in your business.  

Product & Services 
ÅSales Champions 

ÅLittle Voice Mastery Mentoring  

   Program 

Letõs Connect: 

Our Website: 

Upcoming Events 
ÅTake Your Business To The 

   Next Level 

http://www.entrepreneurmag.co.za/advice/staff/managing-staff/implement-a-code-of-honour/

