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Getting your inside sales team to
deliver results for you
You have top class inside sales reps, but they are
not achieving their targets. What are measures
that you can take to ensure that they start
delivering results for you?

You recruit the best inside sales reps, offer them great compensation, but they are unable
to help you achieve your revenue goals. Is this a situation that you face often? Don’t
worry, several organizations have to deal with this challenge.
People, process and technology are the three triad’s of the inside sales team. Optimum
utilization of these resources is the key to success. Once you have the right candidates in
place, the processes and technology play a vital role.
Here are some things you can do to ensure that your inside sales team are on their way to
achieving the objectives set by you.
1. Set clear expectations
a. Define clear key performance indicators, so that your reps know how they
are going to be evaluated
b. Define things down to the activity level – for e.g. the number of dials per
day, the number of email + voice connects that they should have as
targets.

2. Invest in the right systems
a. Get a proper CRM tool that can help make your day to day operations and
reporting a lot easier
b. Define a lead scoring process: Score leads based on weighted parameters,
with higher weightage for more important parameters. That way, you can
prioritize far better within your leads pipeline.

3. Get the right research done before establishing contact
a. Research on Industry / Company / Contact:- Nobody is interested in what
you are trying to sell. They are interested in finding out if it makes sense to
them, their roles, their organizations. If you know enough about what they
could want, your sales process becomes that much more easier.
b. Find references to build rapport: - Try and find web references through
which you can initiate contact. Perhaps the contact has presented
something at a recent seminar, published some paper or you have spoken
to somebody else who has referred his name. During your conversations, if
you provide the right references, you have a better chance to be heard

4. Delivering a consistent value proposition
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a. Prepare for elevator and detailed calling scripts. Elevator is to get you
through the first 15 seconds in the call, the detailed script is for extending
the conversation and achieving your objectives.
b. Prepare for voicemails : you will encounter voicemails quite often. Prepare
for these scenarios.
c. Intersperse calling with to-the-point emails :- Try mixing calling with some
intelligent emails.

5. Prepare for fulfilment collateral
a. Prepare for collateral at different sales stages:- Apart from your
conversations, your collateral will help in taking your value proposition to
your prospects. Engage with the audience with the right collateral at
different stages in the sales cycle.
These can be good starters to get your inside sales operations back on track. Also
remember that consistency is most important, make sure that you are tracking the
progress made in your prospect accounts very minutely and not slipping on followups. Happy selling!
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© Xenia-Consulting. All rights reserved.
No part of this document (whether in hardcopy or electronic form) may be reproduced, stored in a
retrieval system, or transmitted, in any form or by any means, electronic, mechanical, photocopying,
recording, or otherwise, to any third party without the written permission of Xenia Consulting. Xenia
Consulting reserves the right to change the information contained in this document without prior
notice.
The names or trademarks or registered trademarks used in this document are the sole property of
the respective owners and are governed/ protected by the relevant trademark and copyright laws.
This document is provided by Xenia Consulting for informational purposes only, without
representation or warranty of any kind, and Xenia Consulting shall not be liable for errors or
omissions with respect to the document. The information contained herein is provided on an “AS-IS”
basis and to the maximum extent permitted by applicable law, Xenia Consulting hereby disclaims all
other warranties and conditions, either express, implied or statutory, including but not limited to, any
(if any) implied warranties, duties or conditions of merchantability, of fitness for a particular purpose,
of accuracy or completeness of responses, of results, of workmanlike effort, of lack of viruses, and of
lack of negligence, all with regard to the document.
THERE IS NO WARRANTY OR CONDITION OF NON-INFRINGEMENT OF ANY INTELLECTUAL PROPERTY
RIGHTS WITH REGARD TO THE DOCUMENT. IN NO EVENT WILL XENIA CONSULTING BE LIABLE TO ANY
OTHER PARTY FOR LOST PROFITS, LOSS OF USE, LOSS OF DATA, OR ANY INCIDENTAL,
CONSEQUENTIAL, DIRECT, INDIRECT, OR SPECIAL DAMAGES WHETHER UNDER CONTRACT, TORT,
WARRANTY, OR OTHERWISE, ARISING IN ANY WAY OUT OF THIS DOCUMENT, WHETHER OR NOT
SUCH PARTY HAD ADVANCE NOTICE OF THE POSSIBILITY OF SUCH DAMAGES.

Confidentiality Notice
This document is disclosed only to the recipient pursuant to a confidentiality relationship under which
the recipient has confidentiality obligations defined herein after. This document constitutes
confidential information and contains proprietary information belonging to Xenia Consulting, and the
recipient, by its receipt of this document, acknowledges the same. The recipient shall use the
confidential information only for the purpose defined above for which this document is supplied. The
recipient must obtain Xenia Consulting’s written consent before the recipient discloses any
information on the contents or subject matter of this document or part thereof to any third party
which may include an individual, firm or company or an employee or employees of such a firm or
company. The recipient acknowledges its obligation to comply with the provisions of this
confidentiality notice.
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