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B u i l d i n g  Y o u r  S a l e s  

S t r a t e g y



S e m i n a r  C o n t e n t s

• The Sales Strategy Wheel

• Targets

• The Sales Funnel

• Conversion Statistics

• The Contact Wheel

• Creating your Sales Strategy Workshop

• Activity Levels

• Pipeline Development



T h e  S t r a t e g y  W h e e l
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T a r g e t s

1 2  /  2 4  /  3 6  m o n t h s



T h e  S a l e s  F u n n e l



C o n v e r s i o n  S t a t i s t i c s

• Calls / door knocks to positive engagement

• Positive engagement to quote

• Quote to sale

• Quote value to sale value



T h e  C o n t a c t  W h e e l  a n d  C u s t o m e r  R e t e n t i o n
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M e a s u r e m e n t  a n d  M a n a g e m e n t



S y s t e m s  a n d  C o n t r o l s



P e o p l e ,  T r a i n i n g  a n d  

D e v e l o p m e n t



Webinar Programme



W o r k s h o p

• Targets and Conversion Statistics
• Filling the Pipeline Activities


