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It's so important to ensure that you have an effective sales strategy, without one you are
pretty much “up the creek without a paddle”. If you have a business plan, then you are
amongst the few. You're possibly a small business owner, you probably spend a lot of time
thinking about how to grow your company. It really is important to have an overall business
plan as to the direction you want your company to go, even if you don’t it's really highly
desirable that you formalize a sales strategy. But what exactly is a sales strategy? And how
can it help your business?

What Is a Sales Strategy?

Sales strategy refers to the process by which you first understand exactly what your
proposition is, what kinds of products or services your company is most successful at
selling and how to continue selling them in higher volumes. It's basically an organized
approach to thinking about the selling process from beginning to end—from identifying
potential customers and evaluating their needs, all the way through delivering a product or
service that meets those needs driving interest, attraction, and enthusiasm to lead to the
obvious desired increase in sales and or margin.

Why Should Small Businesses Care About Sales Strategy?

The main reason why small businesses should care about sales strategy is because of its
impact on their bottom line. If you don't have an effective sales strategy in place, there is the
obvious chance that your company won't be able to compete with your competitors who do



have one. A sales strategy helps you maintain your focus, reduces distraction, without one,
it will mean lost opportunities for growth and profit—and maybe even bankruptcy! You
simply must keep focused.

Your sales strategy is one of the most crucial factors in determining whether or not your
company succeeds. Without a solid plan for reaching out to customers and getting them
excited about what you have to offer? I can assure you, without a bit of luck you won't see
any growth.

Here are 10 tips for creating an effective sales strategy for your small business:
1. Set yourself/your company sales goals

The first step in creating an effective sales strategy is to set clear and measurable sales
goals. Your sales goals should be specific, attainable, achievable, and aligned with your
overall business objectives. You must be clear about what they are. By setting clear goals,
you'll have a roadmap to follow and be able to track your progress towards achieving those
goals, these form that foundation of strategy.

2. Be sure of target audience

To create an effective sales strategy, you need to understand your target audience. Who are
they? What are their pain points? What are the key factors of who they are and what market
they are in that will heighten interest in your proposition? What motivates them to buy? By
understanding your target audience, you'll be able to tailor your sales approach to meet
their specific needs and preferences.

3. Develop buyer personas

Buyer personas refer to fictitious profiles that represent your business's ideal customers.
Four key purchasing personas are Competitive, Spontaneous, Humanistic, and Methodical,
you just have to work out your key audiences’ traits. Developing buyer personas can help
you understand your target audience on a deeper level and create more effective sales
strategies. You can create buyer personas by conducting market research, analyzing
customer data, and importantly gathering feedback from your sales team.

4. Assess your competition

To develop a successful sales strategy, you need to have a clear understanding of your
competition and identify who they are. Analyze your competitors' strengths and
weaknesses, their pricing strategies, and their sales tactics. Developing “battle cards”
against each of them will give you, your team, and your audience clarity about the
proposition you are offering.

This information can help you differentiate your product or service and develop a unique
selling proposition.


https://blog.hubspot.com/sales/battle-cards

5. Establish and promote your unique selling proposition

A unique selling proposition (USP) is an element of your content that makes your product
stand out from the competition. It's an important concept in marketing and business, and
one that you should be aware of. It's important both for you and your team to define your
USP’s, so you are all “singing from the same hymn book” and messaging to the outside
world clear and is not confused or cluttered. It’s essential if you're considering starting a
new business or expanding your existing one. Your unique selling proposition is what
distinguishes your product or service from your competitors' offerings. It's the reason why
customers determine why they should choose your business over your competitors. It's
most effective to have a strong USP reducing the likelihood of significant competition in the
market for your product or service. You can possibly pitch your product at a higher value
and margins/profits if you can demonstrate the value and basis of charging higher prices by
promoting the benefits highlighted by your USP’s. You don’t always, if at all, need to
compete based on price.

To create an effective sales strategy, you need to define your USP and communicate it
clearly to your target audience.

6. Identify your sales channels

Nowadays there are many different sales channels available to small businesses, including
digital marketing, online marketplaces, social media, email marketing, direct marketing,
and direct sales (cold calling). The most effective way to generate new business sales is to
use a combination of some, if not all of these. To create an effective sales strategy, you need
to identify the sales channels that are most effective for your business and focus your
efforts on those channels.

7. Develop a sales process

A sales process is a step-by-step approach to selling your product or service. By developing
a sales process, you can ensure that your sales team is consistent in their approach, they are
focused and that no opportunities are missed. Your sales process should include lead
generation, lead qualification, product presentation, objection handling, and closing the
sale. The process should be simple, very visible to the team, easily accessible and enable
measured follow-up and therefore discredit excuses for poor performance.

8. Sales Automation

You may wish to consider a free or low-cost CRM (Customer Relationship Management)
platforms such as HubSpot are very easy to set up and implement.

There are many different tools and technologies available to small businesses that can help
automate and streamline their sales process. These tools include customer relationship
management (CRM) software, sales enablement software, and marketing automation
software. By using these tools, you can free up your sales team to focus on selling and
improve the efficiency of your sales process.


https://www.hubspot.com/home-page

9. Sales Training

Your sales team is the face of your business, so it's essential to invest in their training and
development. After decades of growing small and significant sales teams , key to both mine
and the companies that [ have worked for, is to provide the sales team with the right, tried
and tested , sales tools, resources, and training they need to be successful, including
knowledge of your proposition, GTM (Go to Market Messaging) product knowledge, USP’s,
sales training, and customer service skills.

10. Measure, track and monitor your sales performance

To create an effective sales strategy, you need to track your sales performance and measure
the success of your efforts. Use metrics identified by using the processes mentioned
(preferably with use of a CRM) like conversion rates, sales cycle length, and customer
lifetime value to monitor your progress and identify areas for improvement. Customer
qualification and validation are equally important to ensure that focused work and effort
maximizes your ROI (Return On Investment). Too many salespeople chase unqualified
opportunities/prospects based on “gut feel”, emotion and what they are told by the
audience. Measuring metrics such as SCOTSMAN & BANT will help track the more
important and most likely wins.

Conclusion

In conclusion, creating an effective sales strategy is essential for the success of any small
business. By setting clear sales goals, communicating them to your team, identifying and
understanding your target audience, developing buyer personas, analyzing your
competition, defining your USP’s, identifying your sales channels, developing a sales
process, training your sales team, using technology to automate and streamline your sales
process, and tracking your sales performance, you can create a sales strategy that is suited
and specifically tailored to your business and will help you reach your goals in achieving
stability, growth and personal ambitions.

One you have developed a successful sales strategy is not a one-time task but an ongoing
building process. You should continuously monitor your progress, make necessary
adjustments, and evaluate the effectiveness of the company to ensure it aligns with your
business objectives. By following these tips, you'll be on the right track to creating an
evolving sales strategy that promotes growth and success.

Creating an effective sales strategy is more critical than ever for small businesses.
Developing a sales and marketing plan tailored to your business needs and target audience
can help you generate revenue, reach your sales goals, and drive growth. However, building
a successful sales strategy can be a challenging task, especially for small businesses with
limited resources and budgets. To help small businesses create effective sales strategies,
we've put together ten tips that can help you to build a solid sales plan.


https://www.business-surgeon.co.uk/sales-tools-1

So, why wait? Click on the link to find out how we can help you to create a sales strategy
that helps you achieve your business objectives and helps you stand out from your
competitors. We can help you with all the sales tools (click here) to move your business in
the direction you want it too.

[ know that I/we can help you, don’t take my word for it, please see The Business Surgeon’s
testimonials here.

Please contact me for a free initial consultation
Mobile: 07710346200

Email: glenn.ward@business-surgeon.co.uk

Website: Business Surgeon

Location: Andover, Hampshire , England
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