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Where We Are 



1 Understand your 
Sales Performance 



#currentsituation 

Do you know your current state? 
 

   Individual sales performance 

   Honing your talk track 

   Deep dive into your process 

 

 



How familiar are you with your pipeline? 

...make it through  

to the end? 

How many of  

your deals…  



Retain your top talent 

Remove the barriers to selling digital 
 

Take advantage of training and development opportunities 

 

Provide mentoring with senior team members - or look outside 

of the organization  

 

 

 

 



Optimize… and keep optimizing 

Aim for incremental improvements 

 

Over time this adds up to make a 

significant impact 

 

Areas to optimize: sales scripts, budget 

cycles, time of day calling 

 

 

 

 

 

 



2 Arm your salespeople 
with the right 
prospecting tools 



Test and perfect your offer 

Hone your packaging 
 

Know your customers—where do they find the 

most value? 
 

Consider how compelling, useful and timely it is 

 

 

 

 

 

 



Deliver value to your prospect 

What do your prospective customers want? 
 

We know they want proof of performance. 
 

So, start with data! 

 

 

 

 

 

 



Local businesses want 

a Snapshot of their 

performance. 



Case Study: The Modesto Bee 

730 
Prospects 

359 
34% Open 
49% CTR 

49.2% 
Prospect > Lead 

Conversion  

$55K+ 
In Revenue 

$ 



Case Study: Large Publisher 

980 
Prospects 

314 
34% Open 
49% CTR 

18 
Conversions  

185%     Digital 
Increase 



3 Automate,  
automate,  
automate! 



We can leverage marketing automation to... 

1.  Pinpoint businesses when they are “Ready to Buy” 

2.  Contact them as close as possible to that moment 

3.  Offer pertinent solutions at the right price  

and service model 

4.  Manage pipelines more effectively, improve  

sales efficiency 



Take a personal approach 

Personalized email messages improve click-through 
rates by an average of 14% and conversions by 10% 
 
Emails with personalized subject lines are 26% more  
likely to be opened 
 
Personalized emails deliver 6x higher transaction rates 
 
 
 



Lower the cost of sales 

  

Focus your efforts on businesses who are ready to buy! 



Impeccable timing 

Avoid trying to “boil the ocean” 



Case Study: Swift Communications 

Increased the number of 
accounts they were able to 
contact about digital solutions 
by about…  1500% 



4 Drive Real 
engagement 



Relevant Data = More Engagement 

51.4% 79.2% 
Open Rates Click Through Rates 

OMG, it’s about me! 

Industry Avg: 15.5% Industry Avg: 6.3% 

A typical, targeted marketing automation campaign 
 



Quality and quantity of conversions 

Increase the number of 

contacts 

Improve lead quality  

Create rapport and greater 

stickiness 



Rekindle cold conversations 

Try something new with 

contacts who have gone cold 

Consider trying a new offer, 

new packaging, uncovering 

new data 



Nurture relationships 

Use all of the tools in your 
arsenal. 
 

Bigger opportunities take 
more time, and sometimes 
more than one approach. 



5 Commit to  
Being Agile 



Measurement is key 

If you aren’t adapting, then you are falling 
behind. 
 

Determine what dials you want to move. 
 

For example, are the number of contacted 
prospects increasing? Number of weekly sales 
calls? What about daily?    



Be fearless! 

Don’t be afraid to experiment  
based on intelligence 

 

Try different packaging and service models 
 

Isolate variables you are testing so you know 
where improvements  

are coming from 



Set realistic goals 

Strive for sustainable growth 
 

Stretch goals will provide extra incentive 
 

Goals can include: 
○  Reducing Cost of Acquisition 
○  Reducing Churn 
○  Increasing Conversion 



Case Study: Xcite Media Group 

Incrementally added 

20% to their bottom 

line revenue, just by adding digital.  



Transform your strategy 

Inbound 

 

Outbound 

 



Nail your sales approach! 

1 

2 

3 

Arm Your Salespeople for Prospecting 

Automate Marketing 

Understand Your Sales Performance & Optimize 

4 Engage with Your Customers 

5 Commit to Being Agile 
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Who We Are 



Our Offerings  

Platform Vendasta Products 

Social  
Marketing Reputation Management 

Brand 
Analytics 

Listing  
Distribution 

Listing   
Builder 

Snapshot 

Digital Agency Partner Central 

Marketplace Sales & Success 
Center 

Marketing 
Automation 
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