
You can’t score if you’re 
not in scoring position
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How to MULTIPLY Sales Productivity 
without 

ADDING Sales People”

Presented by

LARRY BREED
Market Mentor Online

800.875.7599
lbreed@marketmentoronline.com

www.marketmentoronline.com

Start your sales reps out in scoring position
on every sales call



© All rights reserved 2001-2010

4 Things that all Sales Managers 
are almost always interested in . . .

• More Good Sales People

• More Good Sales Prospects

• More Sales Productivity

• Less Sales Rep Turnover



© All rights reserved 2001-2010

• Don’t  like paperwork

• Don’t like to be checked up on

• Like to do their own thing

Common Sales Rep Challenges
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• People aren’t always ready to buy when we’re 
ready to sell

• Conditions and people change over time

• Timing is key to discovering current prospects 

• Relationships are key to developing future 
prospects

Common Sales Challenges
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Sales People Aren’t Involved in 
Enough Sales Opportunities

Prospecting
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Waiting/Traveling
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#1 Cause of Low Sales Productivity

Leads

Admin
Prospecting

Qualifying

Paperwork

Sales people spend less than 20% of their 

time (1-2 hrs/day) in actual selling 

situations with qualified buyers!

Just think about it . . .

If you have 5 sales reps, and each rep spends only 20% of their 

time selling, you have 1 Sales Rep and 4 expensive Prospectors.
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Prospecting

Telemarketing

Calls
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People Buy

. . . from people they like,

. . . and remember,

. . . when they are ready to buy!

Follow up

Plant          Water                 Fertilize                  Grow                     Harvest 

The best and most profitable leads are developed over time!
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Follow up - Prospects
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Follow up: Customer Care
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Case Histories

• Advantage Business Systems, Jackson, MS

• Copy Graphics – McAllen, TX

• Topp Business Solutions – Scranton, PA
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Generating New Business 
through the Front Door

Building Customer Loyalty to 
keep the Back Door Closed
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Automated Relationship Marketing Program

Market Mentor
Automated Marketing Plan
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Start your sales reps out in scoring position, with 

a heavy hitter at the plate on every sales call

with a precise and predictable 

sales lead and sales rep development plan
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• Telemarketing and Lead Generation

• Relationship (Drip) Marketing

• Customer Relationship Management

• Sales Automation/CRM

• Employee Screening & Development

Managed Business Services
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QUESTIONS ?

Thank You!

Larry Breed
Office Automation Consultants, Inc.

800.875.7599
www.oacinc.com

www.marketmentoronline.com


