Training for Sales Managers with Sales Teams that use the telephone to set appointments.
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The Proof of Prospecting program is a combination of Community Classes and Private Classes.   At the end of the program managers will be conversant in the building and managing the business process of prospecting and Sales Reps will be skilled in operating that process.  At this point, managers can comfortably and competently expand the program to include the rest of the sales team.

 The schedule below details the activities for each of the four weeks of the program.  The Week 1 start dates will be posted on the www.prospecteasy.com/proof web site.
If, after the first class, you decide this is not what you expected, you can opt-out and a full refund will be issued.  And, if at the end, the program did not deliver what we promised, we will issue a full refund. 
 During the first class, we will show you how to calculate the ROI of this program.
	Week 1
	Manager
	Manager training class I (Monday)
	90 mins - Web Meeting

	
	Manager 
	Complete homework and create – 

· Three voicemails, three emails 

· One opening script

· List of 250 targets to call
	3 hrs desk work – time may vary based on availability of source materials

	Week 2
	Manager
	Manager training class II (Monday)
	90 mins - Web Meeting

	
	Sales Rep
	Watch 3 videos from Learn Klpz 
	30 mins – on-line

	Week 3
	Sales Rep    (Recommended that Manager attend)
	Power Start Class (Monday)

· How to create and execute a Call Block

· Make calls for 30 minutes

· Klpz review – tips & tricks
	2:15 hrs  - Web Meeting

	
	Sales Rep
	Optional Klpz Class (Wednesday)
	1 hr -  Web Meeting

	
	Manager – Sales Rep
	How to review a Klpz report (Friday)
	1 hr -  Web Meeting

	
	Sales Rep
	Watch remaining videos 
	45 mins – on-line

	Week 4
	Sales Rep
	Klpz Class II (Monday)
	1 hr -  Web Meeting

	
	Sales Rep
	Optional Klpz Class ( Wednesday )
	1 hr -  Web Meeting

	
	Manager
	Manager training class III   (Monday)
	1 hr - Web Meeting

	
	Manager – Sales Rep
	Private Review (Thursday or Friday)
	1 hr -  Web Meeting

	 Time
	Sales Rep
	(not including Call Blocks)
	6:30 hours + 2 optional

	Time
	Manager
	 (not including Power Start Class)
	9 hours 


Over the four week span of the program, managers should expect to spend no more than 12 hours in web-based, instructor led classes.  Sales Rep will spend between 6.5 and 8.5 hours of class and are expected to spend an average of one hour a day making calls.
Most managers understand the concept of the business process of telephone prospecting, but have never had a way to implement one.  Contact Science will also provide the documentation for the critical elements so that the ‘ins and outs’ of your specific process are in writing.
Contact Science will furnish the following: (completion of the first two are homework assignments, the Handbooks need only tweaking and should be done at the end of the program.)
1. Templates to create the ideal process (Best Practice) to pursue new customers for your product. 
2. Templates to create the opening script for when you get a target on the phone and voicemails and emails to use when you don't.

3. A Prospector's Handbook to document the ins and outs of your specific program.
4. A Manager's Handbook as a road-map for sales meetings and personal reviews.
In addition to having to complete a homework assignment, Managers will need to provide a list of 250 targets for the Sales rep to call in excel format.  If after the first class (where we will review the homework templates,) a manager wants to outsource the writing of the scripts, Contact Science has copywriters that can do this for a fee (typically $420.)
Also, the Proof of Prospecting fee includes one hour of Administrative Services, which will be used to import the list of targets, plus install the first set of Best Practices and scripts.
At the end of the program, the Sales Rep can continue to use the system for $65 per month.  There is no charge for the manager’s seat.

The fees to add additional Sales Reps:

	One-time fees
	Set-up per Sales Rep: $25 each

	
	Power Start Class Series (4 Hours of Class) Two options:

 -  Community Class format:  $ 60 per Sales Rep, or

 -  Private Series:  $ 600 for up to 15 Sales Reps

	Recurring fees
	Klpz fees per month per Sales Rep: $65 (manager seats are free)


Other products and services:
· Administrative Services.  We will be your sales admin for the program for $40 per hour.

· Personal Training Classes.  We can hold additional classes to assist you in the burn-in or periodically to make sure everyone is as efficient as possible.

· Advanced Consulting.  We can provide more extensive work in the area of prospecting, including list acquisition, script writing, coaching sessions with Sales Reps, integration into Marketing Software and skills training for what to do when the target answers the phone.
· Forecasting.  Klpz has a very nice forecasting tool that some companies use to replace their spreadsheet or CRM for forecasting.  It is not a CRM, but is a terrific little forecasting tool.
· CRM Integration.  We offer integration into Salesforce.com and ZoHo for a one-time integration fee of $195.
If telephone prospecting controls your destiny - learn to control your prospecting process.
www.contactscience.com


