Southern Building Material Association’s Sales Management Guide

SBMA'’s Meeting to Win
Building Material Sales Team Meeting Agenda

Summer of Experts: Productivity Killers

Dear Sales Leaders,
We are heading into our summer series, Summer of Experts. We’'ll read articles from the top
sales consultants and ask you to apply the lessons to your business. Simply follow the agendas to

enjoy a summer of lessons from the experts.

Our first expert is S. Anthony lannarino and the topic is Productivity Killers.

Its summer time and productivity Killers are everywhere. After reading S. Anthony lannarino’s

article as pre-work, this sales team meeting topic will lead your team through a discussion on the top
productivity killers in their sales roles. Have some fun with it and leave the meeting committed to

using the summer selling hours wisely.

Enjoy the work.
Thank you,
Larry

Pre-Work Alert:

1. Read through AGENDA to prepare for each topic and learn your role in the meeting .
2. Please read the article The Three Biggest Killers of Sales Productivity by S. Anthony

lannarino. Pages 6-8.
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AGENDA

Meeting Success Team Members:

Timekeeper: (Should be a different person each week.)
Scribe: (Should be a different person each week.)

Welcome/Set up for Success

Duration: 15 Minutes

Meeting Success Team - Topic Leader:

Objective: Organize and start meeting.

1. Welcome
2. Review Agenda and Meeting Success Team assignments

3. Asateam, review this sales team meeting agenda and set a goal for this meeting.

Goal of Meeting:

e Each salesperson, please share one new thing you have learned about one of your customers
in the past week:

¢ How will this information affect your approach to doing business with them, if at all?

Summer of Experts: Productivity Killers

Duration: 40 Minutes
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Meeting Success Team - Topic Leader:

After reading the article from the pre-work, begin by quickly answering the questions in the

“Questions” section of the article.

As a team, create a list of your Top 10 Productivity Killers:
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e How much time does each item on the list take up each week?

Productivity Killer Time per Week Spent on PK

e What are you not doing because you are doing each item on the list?

e What is one solution to overcome each productivity killer?

Productivity Killer Solution |
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Each team member, choose one action to take to reduce the time spent on one or more productivity
killers.
Each person, share their action plan, time they plan to save and what productive activity they will do

with saved time.

i Time to be . .
Salesperson Productivity Action saved each How will you use this saved
Killer(s) week time?

Action Items/Team News

Duration: 10 Minutes

Meeting Success Team - Topic Leader: Sales Manager
Sales Manager - Share team/company/industry topics.
Action Items:

What is one action each participant will take after this meeting?

The team should decide if the meeting goal(s) was met? If so, great. If not, why? What should be
done differently next time to make sure the meeting goal is met?

Gather ideas for 2011 Quarterly Guest Speakers — Issues 9 (March), 21 (May 27), 35 (Sept 2) & 46

(Nov). Secure your next guest speaker. Below are the dates the Guest Speaker agendas will be
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delivered to subscribers. Schedule your guest speakers anytime after receipt of the agenda.

Q3 2011 Guest Speaker (agenda to be delivered Sept 2):

REINFORCE, ADVANCE & APPLY
Bring Sales Team Meeting Topics to Life in the Field
Sales Managers, use the following ideas to reinforce, advance and apply the lessons from today’s

sales team meeting.

1. Sales Managers, challenge your team to let go of tasks others are responsible for completing.
2. Hold other departments responsible for their tasks so the sales team doesn’t feel like they

have to take their tasks, too.

FIELDWORK ASSIGNMENT
Applying your Sales Meeting Topics in the Field
The Field Work Assignment is optional homework. The objective is to apply and practice the lessons

from your weekly sales team meeting.

Come up with two more action plans on two more productivity killers.

SALES PERFORMANCE BOOK CLUB
The Well-Read Sales Professional

ANNOUNCING THE Q2 SALES PERFORMANCE BOOK CLUB!
The Brand You by Tom Peters is the 2011 second quarter Sales Performance Book Club selection.
Get the book, read along and use the discussion guides each week with your team mates. These are

great discussions over a cup of coffee or lunch with a team mate.

Reading Assignment: Chapters 41-45, see discussion questions on next page.
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Reading Assignment #9: Chapters 41-45

1. How can you incorporate your rolodex activity into your schedule?

2. Begin writing your Mission Statement.

3. Who is in your “Hall of Fame”

4. How do you get the word out about YOU?

Reading Assignment #10: Chapters 46-50

1. What is the global appeal of your stuff?

2. How do you feel about the word “sell”?

3. How can you “ask for the business” in a current situation?

4. After reading this book, what, if anything, are you or will you do differently?

5. Mark your calendar for one month from now with this question. “Am I doing anything differently
because of the time | invested in this book?”

The Three Biggest Killers of Sales
Productivity

May 23, 2011 By S. Anthony lannarino

Sometimes you are the real obstacles to producing greater results.

We can easily get bogged down in doing things that make no impact on our sales results, even
though these tasks feel like they are important to our sales efforts. Some of the tasks are
necessary but can steal time, some are unnecessary but feel important, and some indicate deeper
avoidance issues.

Identify and determine which of these three productivity Killers destroy your results, and take
action to reclaim your time—and produce better results.

Tasks On the Periphery of Sales
There are tasks that are close to sales, but that really aren’t selling. Some of these tasks may be

necessary, but if you over invest in these areas, you destroy your ability to be productive and to
produce results.

Page 6 of 8



Southern Building Material Association’s Sales Management Guide

You need to do some research before prospecting. But too much research can result in too little
prospecting. You need to send some follow up emails and respond to some emails. But too much
time in the inbox means too little time face-to-face with your clients and dream clients.

You need to do some call planning and some reporting; both of these are important tasks. But
spending more time than is absolutely necessary on these tasks means that you have less time for
producing real results, the results that are only produced by selling.

All of these tasks may be necessary, but they are on the periphery of selling. They aren’t selling.
To protect your time for real sales activities, you have to invest only the time that is necessary on
these sales-related tasks that aren’t really selling.

Block out time for these tasks at the end of the sales day, and protect your sales time for the real
work of sales, like prospecting and face-to-face sales meetings.

Tasks Belonging to Others

There are tasks that feel like they belong to you, but that really belong to someone else in the
organization.

When your client calls and needs information, are you the right person to get them what they
need? Or is there someone else on your team who is responsible for providing them with the
information? Is there someone who, by having the responsibility, would do a better job getting
information to your client?

When your client has a service issue, you should make sure that they are heard and that their
issue is resolved. You might be the right person to listen and to express that you care, but are
really the right person to manage the service problem? Or, is there someone else on your team
who is both responsible and better prepared to get them the result they need?

Sales isn’t an operation role (I know that there is always some gray area here).

Learn to turn over the tasks to their rightful owners. If you need to give better guidance on how
to serve your clients, invest your time developing the internal relationships that will let you to do
so with confidence that the people handling the issues will not only complete the task, but will do
so better and faster than you would have.

Tasks That Don’t Belong At All

If you spend your time creating documents, creating forms, creating your own internal
paperwork, you are destroying your ability to be productive and to create results. Period.

If you setting up filing systems, cleaning your desk, or organizing and reorganizing your email
you are spending time where no sales result can or will ever be produced. Period.

You can rationalize away the wasted time if your wish, but it still won’t move the needle.
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The trouble with the tasks listed above is that they have some alluring qualities: your intentions
are good in that you believe they will make you more productive. They make you feel like you
are busy accomplishing something.

The sad and brutal truth is that you are most likely avoiding the real work of sales because of
some deeper and more nefarious reason, like you lack confidence or you don’t believe in what
you are doing. Worst of all, it may be that you lack the primary attribute of all successful people:
self-discipline, the ability to make and keep commitments to one’s self.

What you believe is the greatest driver of your sales results and the actions that you take. Take
some time to reflect on why you are avoiding doing the real work of sales, and get some help
finding your way out the wilderness. The sooner you stop wasting time, the sooner you are really
productive.

Questions
What are the biggest killers of your productivity that you control?

Have you done a time survey to understand how much time you spend on sales-related but non-
selling tasks?

What tasks do you spend too much time on that really belong to someone else? Are you able to
give the operations tasks to the operations team without a second thought? What you would have
to do to be able to do s0?

What are the tasks that you sometimes spend on time that really have nothing whatsoever to do

with selling? Do you undertake these tasks to avoid doing something that you really don’t want
to do? What is at the heart of that issue?
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