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Editor’'s
Note

In every publication | produce, | look for a
unique, clear focus...something that is impactful
for the readers and for the entreprenevrial com-

munity.

In this issue of The PURSUIT, I've been fortunate
in that the theme stated "Caribbean Sales
Leadership” was something | wanted to embark
upon since July 2021 when | first started
discussions about the magazine with my team.

Sales is the bedrock of business.

There are no customers, no revenue, no profit,
no business without sales.

| see in 2022 that customers are more
demanding than ever as they're faced with
continued uncertainty and held accountable
for immediate ROI on the products and services
they choose.

This makes sales professionals more important
and sales even more difficult.

As a result, | am excited to share the
perspective of several Caribbean sales leaders
who are entrepreneurs and professionals
leading teams.

Their insights and adyvice in this issue are
modern, relevant and applicable to any
industry, any field.

So | welcome you all to dive into our 4th
publication of THE PURSUIT.




Delivering A Sales Presentation
in a Virtual Environment

Beverley Thompson,
CEO, Hulaine Strategic Services

By: Beverley Thompson
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Whether you are a business owner or sales
executive you will need to present your
product or solution to someone else, fo get
them to purchase from you or buy into your
idea. Here are a few critical steps you must
take to increase your chance of being
successful.

It is natural for us to be excited about our
solution but sometimes we get lost in what we
know, and we forget that it is the potenfial
client who is the focus of the conversation.
We sometimes prepare our pitch and forget
that we are not presenting to ourselves. It is
the audience or person that needs o believe
in what we are doing or to be persuaded
that your solution is the best alternative now.
The best presentations or pitches focus on the
needs or aspirations of the person you are
presenting to. Because whatever the solution
or product you are presenting the audience
needs to understand:

= Why they should buy this
& solution/product;

x%o How your product will work in their

- ] " . .
OJH\,IL' favour or their current situation;
//’ What results or outcomes your
alll solution will deliver.

You need to PREPARE for the presentation

and DELIVER and ENGAGE in the presentation.

Here’s how to prepare for the presentation ...

DO YOUR HOMEWORK AND

YOUR RESEARCH

1. Ensure you know who your
audience will be.

Let us say you are one of the suppliers that
sells printers to a company that has five retail
locations. You have always wanted to speak
fo the people who make the plans for the
business. You requested to spedk to the
operations manager who is responsible for all
locations. You want to deepen your relation-
ship and gain access because you want to
open the wallet share and sell bigger and
longer-term contracts. You got the go ahead
to present at their next management
meeting.

The operations manager will be in the
presentation for sure; but who else will be there?

® Are there key decision makers in that
meeting?

e Are you presenting to the finance person?
® Are you presenting to the person who will

feel the impact of any changes your
solution will bring about?

e What are they hoping to achieve from your
presentation2 You need to answer this
question or close this gap in the
presentation for each person.




Take the time to find out who you are
presenting to, so you do not miss out on
the opportunity to meet your objective of
making further inroads in that company
and increase sales.

2. Know what the key decision
factors are & what you want
from the meeting.

Take some time to check in with relationships
you currently have or ask for 15mins with the
operations manager. Let her/him know that
you want to use their time wisely to focus on
the things that make sense for them.
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You would want to know a few things:

e Why are they saying yes to your meeting
now?e

e Are they seeking to save, get better
terms or expande

® What is the business strategy or direction@

e Are they seeking to select a vendor now
or are they in the early phase of research?

You cannot know the information unless you
do some checks using your internal contacts,
industry publications, social media, or
business news.

The magic is not in the printing options that you
have; It is whether you will credibly articulate
how you will solve their current problems or
enable their business priorities.



3. Get insights on the company
and their industry.

® Whatis changing, what is new, what is
evolving?

® How are their customers' demands
changing?e

® What does the competition look like in
their space?

e How have they re-prioritized since the
pandemic?

Covid-19 has shifted our work, life, and family
existence as we know it. We all operate differ-
ently now. With more people practicing work
life integration and discovering the benefits
working from home as well as schools utilizing
blended approach learning more now, there

is a greater demand for printers.

In your research you will need to extend your-
self beyond your products, and overreach into
your customer’s ecosystem. You need to know
their pain, aspirations, challenges because you
must genuinely know what they are going
through to develop a solution and present to
them how you will make their lives easier.

The information you gather will help you to
frame your presentation so that it matches
your audience perspective. You will enrall
them on your side because you are speaking
their language and will demonstrate sincerely
that you are a partner for the long haul.

4. Prepare to Engage in the Virtual
Environment.

Prior to the pandemic, you would have driven
to the location and say hello to the people
you passed on your way to the receptionist.
You chatted with her, made your way to the
meeting room and while you are setting up
your laptop you are probably making small
talk with your contact. As people entered the
room you shook hands, made introductions,
and built rapport.

Fastforward fo 2022 - FACE TO FACE CONNEC-
TIONS are sfill limited but the show must go on.

In face to face you would have checked on
the location, parking, and the room. This is not
always required now. However, you still need
to establish yourself as a credible source. Here
are a few ideas to ensure you take command
and show-up with your best self:

e Send an agenda and share it with the
client. Ask for their input. This sets the
fone.




e You may not be able to have the usual directly in the camera while you speak. It
one hour meeting you were accustomed can be very awkward at first, but you will
to in face to face. People are ‘zoomed’, get used to it.

“Teams” or "Google Meet' out these

days. This forces you to focus and be on e Ensure the face of your camera is clean
time and on point. Sales prospecting and your volume is good.

meetings have been cut down to 40mins

or less. If your client is really engaged, ® Also check your lighting to ensure you

they will continue pass the allotted time, can be seen clearly.

and you go with the flow. But remind

them that you want to be respectful of While keeping all these things in mind you will
their time. show confidence and that you know your stuff.

Goodluck with your next sales presentation!

Ideas to ensure you take ;
command and show-up with your Hulaine is an approved BDO for the

best self for virtual sales Development Bank of Jamaica (DBJ)
presentations

Hulaine.com

e Confirm which video conferencing
platform your customer is accustomed to.

e You can send asimple ‘join meeting’
quide if you are using your platform. Set a
10 min fime in the agenda for joining and
any challenges anyone could have.

e Can you adjust to the platform they use?
You want to make the experience great
for your customer.

e If you must use your customer's platform,
talk to someone, and ask them to walk
you through the features. You must get
comfortable so you can engage with
confidence and not get flustered.

e Practice your presentation in the virtual
space with a colleague or friend. Let
them tell you how you are coming
across. Sometimes what we intend 1o
communicate is not always understood.

e You must practice so you connect and
come across as being relatable. That
means you need to practice looking
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Salespeople - The New Marketers

A zoom interview with the in demand
business consultant and sales expert Adrian Havelock.

Adrian Havelock

By: Adrian Havelock & Okeera Harris

“Salespeople have to pick up marketfing
strategies, it is creating that overlap, and
the companies that allow their teams to do

that overlap, outperform others significantly.”
said Adrian

Adrian Havelock started his career in sales at
age 19 working for BMW, Trinidad. As the
youngest car salesman, Havelock mastered
sales and sales process practices and princi-
ples. He went on to be ranked in the top three
sales performers at 22. Presently, he assists
corporate companies with their sales communi-
cation. He lives by the philosophy “Selling — It's
Simple Communication”

In this interview with Adrian Havelock, he shares
his views on Salespeople taking on marketing
strategies and offers tips to salespeople who
will have to adopt this rising practice.

It is a new era and there is now a shift in the
business world. Marketing and Sales can no
longer exist on two ends of a rope. Instead they
must work together to achieve a similar end
goal, making profit for the business. Marketing
can no longer stand alone and sales can no
longer just sell. Salespeople now have to take
on marketing techniques in order to attract,
appedl and build relationships with clients and
customers. Adrian Havelock, was quick to
point this out. “the salespeople have to pick up
marketing strategies, it is creating that over-
lap”, he said. Sighting this new practice as a
way for Sales teams and Marketers to connect
on a deeper level.

THE PURSUIT 7



An alignment.

Many businesses sfill find it hard to achieve
this alignment because of major drawbacks
within. “The two most common being the
fear of salespeople and the company not
allowing them to market”, said Adrian.

So it seems that even if the Salespeople
could market themselves they lack the
confidence to do so. They may not want to
engage in the rising practice of content
marketing that guaranfees reach and
appeal to targets in every corner of the
world.

“ They still have a major fear because of the
fact that they are not accustomed to being
in front of the camera. And that fear is
something that is holding them back.
Because it's like | don't like to do the
exercise, | don't want to do the exercise

Guardian Group

‘cause I'm not comfortable but at the end of
the day you are in sales. Yes, you're comforta-
ble talking to people, meeting people face to
face but if you wanna sell you need to be
able to get people to know who you are. So
that was part one of the exercise that | was
doing with them."

After conducting sales training in many busi-
nesses, Adrian recalled an experience that
made him concerned for Salespeople who
were to adopt marketing practices.

Yes! Salespeople fear putting themselves out
there. Marketing themselves as trusted people
who clients can rely on to do business “But it's
about encouraging them to get to that
point.” Through his sales training he assists the
Sales team in companies to gain that confi-
dence needed to not only talk to people but
engage with them in such a way that they
feel compelled to partake of the product or
service.

“’_—«




“That’s how | position myself by posting
content out there and it's how we get more
business. Even if we weren't doing it we
would have gotten business but it would be
a much smaller percentage of the market.”
said Adrian, who, like many salespeople, is
reaping the benefits of marketing themselves
and the services.

The second drawback is on a company
level. So the company restricts Salespeople
from taking up marketing practices. Whether
they go by sirict books or the marketing
team finds it disturbing.

* the marketing department would not allow
them to promote the company. You know
that might cause some kinda conflict there.”

Adrian said that this was a case he came
across in sales fraining. The Sales tfeam was
not allowed to advertise for the company in
any shape or form. Companies that do this
prevent Salespeople from assuming their

new roles as marketers.
But how can this be solved?

“Both departments have to work together. If
both departments do not work together there
will be a disconnect in the company. When
there’s a disconnect in the company it will
reflect on the online presence or lack thereof"

Adrian proposes Sales and Marketing coming
together for a greater good. The success of the
company. There are many ways to do this. He
pointed to allowing the sales people to post
confent instead of resharing marketing
content.

“when you reshare a post it does not get as
much tfraction as when you post an actual post.
So if they were allowing their sales people to
post actual posts it would actudlly have a much
further reach than if they ask the sales people to
reshare. But no, they insist on doing it but then
they call themselves marketing departments or

IHE PURSL™E



marketing experts. But they are not doing
what the platforms, what the algorithms
allow them fo do. So you're doing the oppo-
site of what they are hired to do. So | tell the
company you guys are shooting yourselves
in the foot."”

Customers should be introduced to the team
members of the departments of a company.
So, it would make sense to also feature the
sales team in the content that the organiza-
tion would send out info the public.

“Use the sales people in your content. But
then promote the hell out of it. Instead of
spending a 100 dollars online, spend a 1000
dollars online and promote the hell out of it."

It's about letting people know that these
people work there. They too are about
achieving the business goals and promoting
the company. Not only will the company
benefit from this infegration but it will give
salespeople a boost in the streets. “If | look
at a video of that marketing post and | see
someone speaking in it but it was the mar-
keting department that posted it, so it comes
on the company page ... promoted, | would
know that person's name. | would recognize
the name, face and voice. So when | wanna
call the company now, chances are | want
to talk to that person or | would call that
person directly if | was able to get their
number somewhere."

Some Industries that have Salespeople as
Marketers.

Insurance.
“*No matter the fact that a lot of people
have these negative reactions towards

insurance salespeople, insurance people
who are out there posting content... itis

1 10

one of the industries where | nofice that I'm
getting to know these people and | don't
know them personally. The mere fact that
we're seeing more and more of them that's
a good sign and these are the ones hitting
the MDRI. So the mere fact that they are
putting out that content there is a prime
example of how social selling is working.”

Automotive.

*You have some sales people there posting
content about new vehicles, posting content
about all these different things.”

Forex.

"You know the people | admire? when it
comes to online marketing are the people
who are doing these forex things. They are
out there, they are putting out content. They
are basically becoming known as an expert
on the forex.. Cryptocurrency market. And
we're getting to know them. It is not that we
all have an interest in it but we see it. We see
the content and when you get to see the con-
tent after a while you go from nah to hmm...
I'm listening a little bit. You're probably talking
a little sense there. Let me check it out on my
own... | don't want to deal with you but I'll
check it out on my own. So in some form of
fashion I'm already being converted but that
is because of constantly seeing your content.
So | admire the fact that these people have
the balls to keep posting that content. Even
though not everybody is going to want to do
business with them."

Marketing has now become sales and vice
versa. Businesses now require a fully integrated
and insync Sales and Marketing team effort to
maximize profits. Here is some advice to com-
panies and salespeople from Sales frainer
Adrian Havelock.

To companies and their marketing depart-
ments.



"Help [salespeople] with their marketing
techniques.”

To Salespeople.

“If you are a salesperson, enfrepreneur or
you're now starfing off in your business and
you have that fear of going on camera to
put out content. Don’t go on camera! Do
a voice over. Do a screen recording of
something, explaining something and do
a voiceover. Let them hear your voice at
least explaining something. And if you do
that a couple of times maybe it will give
you more confidence to want o one day
say okay, let me just record myself. And say
okay, hey this is the face behind the voice
that you know already. And you warm
yourself into it. But at the end of the day as
a person, people will have to know your

face, they have to know who you are. And if
you have that fear, start off with your voice.
Do a voiceover of a video and post it. We
see a lof of it on tiktok. People doing voice
overs of different things. Start with that. So
keep it that simple. And if you are doing
videos on platforms like tik tok hold your
phone upright. If you're doing it for places
like linkedin, hold it sideways."

Adrian Havelock is the author of two books.
He is a master Sales trainer who is also a
highly sought after speaker and a Certified
BMW Group ftrainer. To find out more visit his
website https://adrianhavelock.com/ or
follow his Instagram @ adrian.havelock

THE PuRrRsulIT 11



SaaP

Sales as a P ofe sion

ReveNew

SAVE THE DATE

JUNE 15TH 2022

MIGRATING TO THE
USA OR CANADA?

CONNECT NOW S’ DAVID
‘ 4 4 ALTOADVANCE LLC

.LLcom

-h yww.linkedin.com/in/david / f @ ¥ in



"l am passionate about sales because it is one of
a few careers where your output is directly
connected to your input.

The harder you work, the more revenue you can
generate. Sales can change the trajectory of
your life. It's the only career where your
commissions can help you pay off debt, go on
vacations, send your kids to the best
schools....and you can achieve what ever are
your personal or professional goals.

Sales is also a career where you can change your
customers lives. You are a'solution
provider!"

..____________________________________
b R L S S O S S S S S ——————
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Benefits of
Customer
Relationship
Management

By: Lyndon Braithwaite & Okeera Harris

Customer Relationship management has
been around for a while and is sfill relevant
to businesses foday as they seek to manage
and maintain relations with customers. More
businesses are now customer based. The
customer's experience and behavior is
integral fo the way businesses operate. The
whole process of Customer Relationship
management focuses on three aspects. The
customer, the relationship and the manage-
ment of this customer relationship with the
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help of technology. It is important to note that
businesses using Customer Relationship manage-
ment must align business goals to the systems to
get the best results.

Here are some benefits of using Customer
Relationship Management.

Stored Database of customer
behavior

For a business supplying products, customer
purchasing behavior is important. You want to
know if your product is amongst that line of
product that the customer will purchase. Even
s0, through CRM you can not only see this but
also devise ways of making sure that your
product becomes a part of a customer's
shopping behavior. Similarly, for the service
industry, CRM can help you creafte demand.

As an organization, this database gives you
the opportunity to sync departments. You can
use if to ensure that the business operates well
and efficiently to meet the demands of the
customer. People have the ability to change.
Change the things and the way they support
businesses. CRM is great for frend analysis and
provides data to manage changing behavior
of clients. This information is needed for mar-
keting insights and fits well intfo businesses
market research data systems.

Streamlines Sales Process

Customer Relationship Management helps

a business with its sales pipeline. With data

in one place, the analysis works better. You
will then know the good prospects. That is,
many systems rank leads. It will let you know
the level of interest a lead will have in your of-
ferings. With this information you can prioritize
who to reach out to or follow up with to yield
positive results.

The CRM offers visibility in such a way that you



can track leads. You can get a view of their
behavior. For example if they were seeking
information on the same products or services
being offered by the business. The salesperson
can use this to determine the best way to

approach a prospective client. It also provides

data that will help salespeople determine the
best time to reach out. Even when a lead
reaches out first, CRM gives a salesperson
instant access to information related to that
lead that can steer the wheels of the conver-
sations and decisions.

Fast and effective company
customer support

Through CRM businesses can gain access to
customer feedback. If it is something nega-
tive it gives them the chance to make things
right with the customer. They can reach out
through whichever managing system to a
customer who would then feel that their ex-
perience is valued. Whatever complaints a
customer may have CRM track this and then
it is the company's responsibility fo attend to

customer issues. It provides a way to
monitor customer feedback and in the
event of a mishap, businesses can rebuild
the confidence of the customer.

The positive feedback coming from
customers and taken info account help
businesses better tailor their products or
service to suit potential and existing
customers. Some customers feel compelled
to share tips and bits of their experiences
with businesses. Managed well, this can be
used to create new business opportunities as
well as improve current products or services.

Customer Relationship Management works
well for almost all departments within a
business. Especidlly if the business is highly
customer focus and has multiple points of
contact or interaction with customers. It
helps businesses establish a system that
coordinates functions and activities within.
This coordination increases business efficien-
cies and ensures business godls are being
achieved. CRM works well for businesses

of all sizes.




R

Many entrepreneurs have failed to recognize that Sales prospecting is not only
a big part of their sales activities but a big part of their company's success.

Sometimes they are unable fo see how a strategy around Sales prospecting

can ensure consistent growth. This is a common mishap with sales people all

across the board. They focus on heavily promofing themselves on traditional

and new media platforms without much thought on actively hunting success
through Sales prospecting.

Sales prospecting requires consistent effort to ensure that the sales pipeline is
always full. You don't want to have severe highs and lows of client influx.
Instead, you want to have a consistent flow of business opportunities and

clients.

Set weekly prospect targets!

At the start of each week you need to add sales prospecting activities to your
to do list. On this list you will write down how many prospects you want to reach
out to in the week. This amount should be readlistic as you don't want to fail fo

reach your numbers.
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Do your research!

When you are trying to decide prospects it is best to
conduct research. You can use a search engine, a
social media platform or ask your connections for infor-
mation on those who you are prospecting. Researching
can give you access to a vast amount of information on
your prospect. You can use this information to decide
the best way to reach out and appeal.

Set Reminders!

Find a way to remind yourself daily that you need to do
sales prospecting activity especially if writing it down
only won't help. You should revise your sales prospect-
ing godls and make sure that you are on the right tfrack
to achieving your business goals.

Plan ahead!

Success in sales prospecting requires a plan of action.
You don't want to start a week without a clearly laid
out prospecting plan. So before the week starts make
sure that you plan out each day of the coming week.
On whichever day, at whatever time of the day or
night you feel comfortable, takes some time to plan.
You will focus on the activities that you will do for each
day of the coming week. You want to make sure that
you reach a daily goal which will ensure you reach the
weekly godals. This will help you succeed in Scales pros-
pecting.

Keep going!

Don't be too hard on yourself if you fail to meet your
goals. It is hard for some people to maintain focus
and consistently do anything. You are not alone. The
key to this is to continue your activities. You may not
have achieved all your prospecting goals in the first
week but if you keep going you will do better. Slowly
but surely.

Use these tips to help you with your Sales prospect-
ing. It will help you improve your sales activities and
grow your business.
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| got into sales by accident. It was the
role | "had" to do to get into the company

| wanted to work aft. 20 years later, I've
learned that sales is one of the single

most valuable skills | learned. It's made
me a better CEO, entrepreneur, and

person in general. As Daniel Pink says, to
sell is human.
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Interview of Jarrod-Best
Mitchell

Linkedin is that platform!

yes, that place with the most potential to
reach targets online.

For sales professionals, it is that place where
sales conversion can take place as guick as
a second or sftretch info a two year period.

It all depends on the work done within
LinkedIn.

LinkedIn exists as one of the fastest growing
social media networks ripe with B2B and
B2C opportunities. For sales people, the
opportunities for lead generation and pros-
pecting are endless.

Here are the most common mistakes sales
professionals make on LinkedIn.

Replicating Bad Sales Offline
practices

Caribbean sales professionals are guilty

of replicating the same bad offline sales
practices into the LinkedIn platform. You
don't want to do that. Building the relation-
ship offline with your clients is the solution
to your success. If you are only spamming
clients via messenger and not interacting
or engaging with your prospects' confent,
you are heading down da road of disaster.

Conducting little to no research on
prospects

Instead of researching prospects to see if
they best fit the ideal type that you are

looking for, many sales professionals are just

wildly and widely reaching out to people on
LinkedIn. They fail to take note of whether or
not that person is in need of such service or

information.

Jarrod Best-Mitchell, Sales and LinkedIn trainer,
can attest to this. He has shared multiple
experiences on LinkedIn where he wondered
why sales people were reaching out (fargeting)
to him.

“I've seen it.. Because sometimes | get specific
outreach by companies and wonder.. What
would make you approach me? | fit nothing of
your idedl type criteria. So how could | even be
part of your [sales] discussion¢ This makes no
sense.”

Many people certainly have similar experiences.
This practice reflects poorly on the salesperson
as well as the company that they work for.




The problem not only lies on an individual level
but also in leadership. There are managers
who force their sales employees intfo a "num-
bers game."” Instead of focusing on the quality
of the prospects, sales persons are pressured
into quantifying the work done. This tactic
when duplicated on Linkedin usually bares
very little result.

Ignoring the customer buying
journey

You should never do this! Clients are the
center of business and should always be
treated as such.

Many sales professionals fail to provide that
smooth courteous journey for clients when
they are on Linkedin. Their messages and
comments are often salesy, aggressive and
even spam-like, to the extent that it annoys
prospects.

The customer journey is easily one of the most
important, yet most misunderstood, parts of

doing business. One of the reasons for this
is that the needs of customers can change.
Additionally, not all customers are adlike.
Therefore, it can be difficult for many
businesses to ensure customers have the
best buying experience from the start of

their journey through to making their pur-
chase and using the product or service.

If customers feel ignored, insignificant,
uninformed, left out or even rejected at
any point during the customer experience
with your business on Linkedin, even ifit's a
misunderstanding on their part or uninten-
fional on yours, it could well be a big prob-
lem for your business.

If you are serious about growing your
business on Linkedin and improving your
personal brand, you would never ignore
the fact that customer retention is possible
online. Yes, you want instant support,

instant purchases but what about long
ferm?

Neglecting the opportunity for
customer retention

Don't you want long term customers
who can be a testimony to the goodness
of your service?

Don't you want someone who stays on
to support current and new business
venturese

If you answer yes then you should put
measures in place to build longevity.

It is not too late 1o solve these common
mistakes.

Jarrod Best-Mitchell proposes Sales
training and coaching to ensure that
sales professionals are doing the right
thing for the businesses they represent.




Linked [f})

Connect to Opportunity

On an individual level some ways sales professionals and
enfrepreneurs can ensure customer retention on
Linkedin is by:

Value + Patience + Consistency = RESULTS
~ Linkedin Sales Formula courtesy of Jarrod Best-Mifchell

To find out more about Jarrod follow him on all socials
at jarrodbestmitchell
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CONTACT US

If you are interested in being featured in our May all
women's publication or placing an Ad, please email
us at

debbie.vanguard@gmail.com,
or WhatApp us at 1-868-683-4928

/

Visit our website www.debbiejollie.com




