
ROI Selling

Process, Approach, Skills and Training – This highly interactive program includes many 
of our most popular products and provides a service that will improve your value 
based discussions, discovery and final value presentation. We include the 
d l t f  V l  I t   Di  ti i  b d  th  V l  development of a Value Inventory, a Discovery questionnaire based on the Value 
Inventory findings, and finally through our Process mapping, Approach review, Skills 
assessment and Training library we provide a recommendations report. This 
comprehensive report includes all the documents created in the process and a 
recommendation for sales professional and process improvement. 

Why Buy Business Issue Desired Outcome Stakeholder Solution / Feature Category Value Metric Value Statement

We want to improve 
the efficiency in our 
sales force

because cost of 
sale continues to 
rise

We want to reduce the 
time to revenue and 
shorten the sales cycle

VP Sales ROI Questionnaire 
provides direction, 
Dashboard reduces 
sales cycle 

Reduce 
Cost

Ongoing cost of 
sale

Reduce the on-going cost of sale 
by shortening the sales cycle

 - R.O.I. Selling Value Inventory sample -
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Salespeople are not likely to consistently implement a particular selling strategy or tactic, regardless of how effective it may be, 
unless it is part of an overall behavioral plan. And, they are not likely to implement a plan unless it is supported by the 
appropriate attitude and outlook. Sandler Training addresses all three areas necessary for success--attitude, behavior and 
technique.

Total number of sales professionals on staff:

Enter the average number of appointments per MONTH per sales professional:

Increase revenue from increased appointments and accountability

Value Estimation Model - Financial Impact Analysis

We need to get sales 
people up to speed 
faster

because it cost 
money to have 
untrained sales 
people on staff

We want to reduce the 
time to train new sales 
people

VP Sales, VP 
Training

ROI Questionnaire 
provides direction and 
reduces product 
training time

Reduce 
Cost

Cost per new 
hire to train

Reduce sales training costs with 
reduced time to productivity

I want to eliminate or 
minimize discounting

because margins 
are being reduced

Increase my revenue VP Sales, CFO, 
CEO

ROI Financial 
dashboard contains 
metrics that help 
reduce or eliminate 
discounts

Increase 
Revenue

Additional margin Reduce or eliminate discounting  
by proving the value delivered, 
utilizing proof points and the ROI 
Selling Financial Dashboard

We need to align 
sales and marketing

because we are 
wasting money on 
marketing programs 
sales is not buying 
into

We want to increase our 
revenue per closed 
lead…reducing our cost 
per lead generated 

VP Marketing, 
CEO, VP Sales

ROI Workshop is the 
vehicle that provides 
the link between sales 
and marketing

Reduce 
Cost and 
increase 
Revenue

Cost per lead / 
Revenue per 
closed lead

Increase your revenue and 
reduce marketing cost by 
aligning sales and marketing 
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8 4.4%

$95,000

$760,000

5.0%

9

0.4Calculated number of additional new business opportunities sold per year  due to increased appointments:

Calculated number of "new" appointments per year:

Enter the increase in number of appointments per year:

Enter the average number on appointments that convert to new customers:

A typical Sandler customer increases number of appointments per year by up to 40% 

Enter the average value per new customer opportunity converted:

Calculated annual new business revenue per sales professional:

Calculated total number of appointments per year for the average sales professional:

Pct. / Rev
Current: Current: 78.3%
Revised: Revised: 76.2%
Change: Change:

Current ########
Revised ######## Current $23,500,000

Revised $22,845,386

EarningsSales / Employee

Operating Costs

$23,500,000
$22,845,386

2.8%

Total Operating Cost

Net Profit Margin

$2,400,000
$2,491,603

3.7%

$2,340

$2,360

$2,380

$2,400

$2,420

$2,440

$2,460

$2,480

$2,500

Thousands

Current Revised

Current Profit Margin $ vs. Revised Profit Margin $

$22,400

$22,600

$22,800

$23,000

$23,200

$23,400

$23,600

Thousands

Current Revised

Current Operating Costs vs. Revised Operating 
Costs

into
$912,000Calculated annual revenue increase due to increased number of appointments:

The PAST program is an extension to the ROI Selling program in that we spend time 

Current: Current:
Revised: Revised:
Change: Change:

Current $133,333
Revised $135,015 Current $2,400,000

Revised $2,431,427

Earnings

$2,400,000
$2,431,427

1.3%

Sales / Employee

$133,333
$135,015

1.2%

$132

$133

$133

$134

$134

$135

$135

$136

Thousands

Current Revised

Sales Per Employee

$2,380

$2,385

$2,390

$2,395

$2,400

$2,405

$2,410

$2,415

$2,420

$2,425

$2,430

$2,435

Thousands

Current Revised

Earnings

The PAST program is an extension to the ROI Selling program in that we spend time 
reviewing your current Sales Process, Approach, Skills and Training programs. We then 
develop some tools that can be used for Discovery. Options to the program include the 
development of a comprehensive Financial Dashboard and or a Business Case that can 
used in your sales process. 

Any size company can benefit from the PAST program. Call today to discuss the many              
b fit  f i i   PAST  

Headquarters: 823 S. Main St. West Bend, WI 53095

benefits of reviewing your PAST. 

Los Angeles, CA262.338.1851 www.roi4sales.com


