Startup Selling Tuesday Training:
Building Your Sales Team




Modules U Ehis series so
{&riii

Module 1: When to hire

Module 2: Qubsourcing &
Managing a Virtual “T' com

Module 3: Sourcing & recruiting
talent (TODAY)



Whats ahead...

Module 4: Interviewing &
Screening candidates (TODAY!)

Module §: Campew\sa&wm Plans

Module &: (}Mbo&rdimg & Mahaging









Ask questions, qget
ANSwers




We suffer from bias




“What are &kev reatij
thinking...”




Miss the obvious re
flags...
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Be objective




_
Malkee the right decision
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1. Use Behavioral

Assesswenks

Categories Scores
WORLD THINKING
Intuition and Empathy 7
Results Orientation and Decisiveness 4
Adherence and Organization 7
Types of Reasoning A
SELF THINKING

Self View 8
Self Awareness 4
Self Expectations 7

Attention Balance 1.7
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2. Asle QPPLE@.A ques%wms




Every now and then I talk to
a person who does not try
something because they are
afraid of failing.

Have you ever found yourself
not trying something because
you were uncertain that you
would succeed?



L
"Think of a situation when

what you believed was best
was different from the
thinking of your manager or
peers (or what had been
standard operating
procedure).

What did you do and what was
the outcome?”



"Give me an example of a
situation (or project) when
things began to change
significantly or the
planned schedule/deadline

was put 1n jeopardy.

What did you do?"






3. Gret ‘e doing skuts




Product Demos...
Writing emails...
Drafting a blog post...

Record a video or
presem&a& LOW...



.. Observe in bthe wild
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£, Grel your feam Uavolved




Weak Hire Strong Hire
00—



3 mins to weigh in on a VP of Sales candidate? entelo  x

Jon Bischke <jon@entelo.com> 11/17/14 « b
to me |~

Hey Scott. | hope you are well. Wanted to see if you could give me your quick read on this guy who
we're interviewing for VP of Sales for Entelo:

We've interviewed him a few times and like him but it's obviously a big decision for us. At some point

| may ask you to speak with him directly but in the meantime, anything stand out (good or bad) from
his background?

Thanks so much and talk soon,

-J

entelo




g =~ Scott Sambucci <scott@salesqualia.com> «
to Vivek |~

Recommendation: thumbs down

Pros:

Cons:

He knows the SDR job

Has done lots of outbound SDR work - has to research and find accounts
Sounds like he’s regimented in his daily schedule and has to hit specific goals.
Has a pitch for his value proposition at Clearslide.

| perceive that Bo suffers from self-limiting beliefs, and perhaps of a “victim” mindset.

Said there is lots of turbulence around him which makes it hard for him to do his job

Said that Clearslide has “tapped out” in certain verticals - software, media, education - and the company needs
to do a better job of branching into new verticals. Seems to me that just focusing on being the #1 Platform in just
one of the those verticals would keep a company like theirs busy for a while. Not clear to me how they could be
“tapped out.”

Didn’t have a specific reason for working at Entelo. | think he thinks the technology is interesting, but
fundamentally it seems like the opportunity is more about a flight from Clearside than a natural and pervasive
interest in Entelo and/or the talent marketplace.

Conversation Details:

Why leaving Clearslide?

Lots of attrition at Clearslide

People are leaving or getting fired

We've saturated our key verticals - media, software, education

For software - companies tend to be more innovative. Willing to try new things. Better funding. Being able to
demo technology is huge. Media - selling advertising packages.

Need to cross the chasm to other verticals like financial services, recruiting

Hired a new COO

So many new reps that are ramping

Opp for promotion doesn’t look so good

Haven't figured out how to get accounts to us better. Some people cycling through quickly. Takes months to build



Value Prop?
1. How much are you paying for each ind solution?
2. Transaction Cost

SDR job @ Clearslide

Company is 5.5 years old - just started SDRs in February. In first class. 8-9 outbound, 5 inbound SDRs.

Day to day - prospecting what'’s loading into SalesForce, or prospecting on LinkedIn.

8-10central - then draft and send emails for an hour, call 11-12, 12-1 lunch. dial some more, then prospect in the
late afternoon.

Expected to do 40 dials/day and send 15 emails minimum per day.

Very specific - only working 20-25 accounts at a time.

Dial a person twice a day. Very aggressive with outreach. Follow up with emails. It's something that each person
has the do on their own

Meeting set rates - "l don’t know. We have a dashboard on Salesforce, but not really tracked.”

A lot of internal competition for accounts. Typically happens that people take accounts and put into Salesforce.
We're such as sales-heavy organization.

Next 2-3 months, in line for promotion

Why Entelo?

- Kaitlin sent him a note - said he should interview

- How aggregates how the data

- Will save recruiters time

- The algorithm to predict individuals considering a move

- They sell to recruiters and HR people vs Selling to salespeople - would be prefer to be easier to communicate to HR

people.

#1 reason for working with Entelo -

Clearslide is my first solid job.

Want to see what else is out there.

Organizational pain points in Clearslide. Interested in Entelo.

Make impact at smaller company Clearslide i 250 person company. | could be an awesome rep there but | don’t
necessarily know if that’s what | want.



*Now whatb?




"Homework Assighment




1. Build assignments

Write up three (3) case
studies, blog topics and
difficult customer emails




2. Find 3-4 good meal
spots




3. Make a list of advisors
& team to help you




4. Get started with

ZERORISK HR
'IDTM

ZERORISKHR.com




