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Winning more business and turning good customers into great ones takes a plan! Not the kind of sales
plan your Sales VP has the team present each quarter. Not what is going to close this week part of the
weekly sales meeting that has nothing to do with anything other than the result of your business and
pipeline. You know the kind where everyone babbles on and on and “thinks” they know their business
and hopes what they just committed to actually comes in.

As the saying goes "A journey of a thousand miles begins with a single step". The first step on the
journey of more sales and great customer relationships begins with knowing how to get the most out
of every single appointment, how to expand your contacts in your current accounts, and more
importantly how to turn your prospects into actual customers.

What if you could confidently walk into your next meeting already with an outline of the opportunity,
the prospect’s needs, and how you can differentiate yourself. Would that make life better? Would
that make you more confident? Would that help you understand where you are and what the
potential is?

The Sales Call Planning Guide gives you a repeatable frame work that takes the guess work and
inconsistency out of meeting planning; not just for you but for your entire team. When combined with
the Powerful Initial Meetings Tool and course the impact is even greater. After all, initial meetings
with a new prospect or even a new contact in a current account is hard work but maybe you will be
lucky enough to get the chance to stay at the table. Hopefully that initial meeting will lead to a second
and then maybe you will even get to start to compete for their business. Start today andMake the
Most of Every Sales Appointment.

Happy Selling!

TK

Tim Kubiak

https://timkubiak.com

BE AN “A” STUDENT AND DO YOUR HOMEWORK

Understand the company you are meeting with and the keys to their business, their industry, and who
their customers likely are. Know their competitors and what is going on in their world at a higher level.
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It might seem obvious but things move quickly. So even if you have looked things over a week or so
out do one last check of trade publications, their press release section of their website or their
supplier’s websites before walking in the door.

Now let’s work through the process.

Places to Research - Linked In, Company Blog, 10K,

Company Name HQ Address

Public or Private Ticker Symbol

Annual Revenue Subsidiaries

D&B Or Credit Rating

Revenue or Cost
Containment
Strategies
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Key Executives - Even if you aren’t meeting with the C Suite you need to know the Key Players.
Whether at the top of the corporation or the division or business unit you are calling on.

Name Title Role Functional Area of Responsibility
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IT ALL STARTS WITH THE AGENDA.

This is a multi-step process. First, use your planning tool to draft the agenda that you want but you
have to do it from a perspective that considers their needs. If it’s a first meeting then when you plan
your sales call the agenda can be more about discovery, learning about their needs, and any problems.
If it is a follow up sales call with a presentation or proposed solution, then make sure to clearly list
items that were discovered, required follow up, or address topics from previous meetings. It builds
consistency and moves the sale forward.

Meeting Time Address Web Links

Date Room Special Instructions

What Do They Want
Out of the Meeting?

Resources Needed? Turn below into a
check box

What Do You Want out
of the Meeting?

Projector,
We/Conference,
Number, Conference
Phone, Room, Room
Size,

Who Does What?

Next Steps

Who is going to
Attend?
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KNOW YOUR DESIRED OUTCOME

Don’t laugh, it may not be to make a sale. Ultimately that may be the goal but it could be to position a
product or solution and its benefits to the customer. Or to not make the sale if your product isn’t the
right fit for the customer.

The outcome may be to get a meeting with an Influencer or key decision maker within their business.
It could be to refine the specifications or to understand what other options they are considering (a
key insight to who you are competing with to win the business). It could be to better understand the
customer’s needs which leads to the next point when it comes to planning a better sales call.

Starter Questions

Do We Make Them Money? Y / N

Do We Save Them Money? Y / N

Is There a Compelling Event? Y / N

How do we know we were successful?
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Expand or Create a
Relationship

Introduce a Product, Service or Solution Move a Current Project
Forward

With Who? What offer? Next Steps?

https://timkubiak.com
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UNDERSTAND YOUR AUDIENCE

Who will be in the room does matter. Why does your customer want the attendees there? Why have
they chosen the resource from your company? If they are your boss and they demanded to come or
are buying lunch, then that counts as good enough.

Customer Attendees

Name Title Role Why are they there?

Your Team

Name Title Role Why are they there?

https://timkubiak.com
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What do you want to learn during the meeting?

Rather than talk the entire time, go in knowing the information you need to come out with. It’s great
if you can keep the customer talking and telling you what their needs, challenges, and dreams are.

Green is what you need to know to move forward, yellow is helpful but not essential, and red is
purely an edge if you get to ask it or have it answered then you are ahead of the game.

Questions Who Should Ask The
Question?

Response - Who -
What - Follow UP?

Importance

What Do They Need to Know About You

Things They Need to
Know

Who Should Tell
Them?

What Was Their
Response - Who- What
- Follow UP?

Importance
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Next Steps

Issue Who Owns Time Frame Importance

When You are Ready…

Whenever you’re ready… here are 5 ways I can help you grow your sales:

1. Register for an watch my free webinar on Opportunity Management.

It will give you three things you can use today to begin transforming your business and close sales
faster . Learn how to identify your best opportunities. Know Who the Decision makers are, and what
their buying criteria is . — Click Here

2. Subscribe to my “Weekly Sales Leader Newsletter” - Click Here

3. Join the Bowties and Business Facebook Group to connect with other Sales Professionals and
business owners that are focused on growing their careers, businesses, and sales too.

It’s our new Facebook community where top performers learn to Accelerate Sales, Compete Harder,
and Exit Time Wasters. — Click Here

4. Join our Sales Coaching and Opportunity Management Program and be a Case Study

I’ve put together a new coaching case study group. Not only is it live training and coaching led by me
and my team but It’s based on the exact program we have been using with corporate clients and our
teams. If you’d like to work with me on growing your business to a new level… just send me a
message with the words “Case Study”. — Click Here

5. Work with me and my team privately

If you’d run a team or own a business and would like to talk about how to transform their
performance or how we can help to grow your business… just send me a message with the word
“Team”. Tell me a little about your business and what you’d like to work on together. It’s easy just
follow the link to set up a 30 minute call and get I’ll you all the details — Book a Meeting with Tim!

https://timkubiak.com/webinar-registration/
https://timkubiak.com/newsletter-signup/
https://www.facebook.com/bowtiesandbusiness/
https://timkubiak.com/contact/
https://calendly.com/tim-kubiak/sales-team-program?month=2020-04
https://timkubiak.com
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