staﬁ&eFfi&J

ynpasneHune npogaxamu

MOCTPOEHNE YCMNELUHOW KOMaHabl NPOAaK




KOI'’1d
KTO
KdK



staﬁ&e?fi&J

ynpassieHue n popaxamu

IBOJTIOLUNA OpraHN3aunin Nnpoaax

3HTY3Ma3m | MPennpuHMMAaTensCKMA | cnctTemMma

OCHoBaTesI4 E noaxona

npopax




staﬁ&e?fi&J

ynpassieHue n popaxamu

IBOJTIOLUNA OpraHN3aunin Nnpoaax

3HTY3Ma3m | MPennpuHMMAaTensCKMA | cnctTemMma

OCHoBaTesI4 E noaxona

| ~ (komaHpa)
~ npopax



stafford J

ynpagieHue npopaxamu

MbICJTIN, KOTOpPbIE MNMPUXOoOAT B rosyioBy

OunsHec-npoueccsol
poOnun, CTPYKTYpbI




staﬁ&e??i&J

aBseHue npogaxamu

npouecchbl OTHOLLUEHUWN C KITMEHTOM

npuernevyeHne —BEENNeleM-

]
j COEllKa

obcyxaeHne
caenku

—>  pasButne —

—
— obcnyxmBaHme
—




oOcnyXuBaHue
I




staﬁ&eFfi&J

ynpasjieHvne npoaaxamu

customer journey

OCO3HaHune

NHTepec

XeJlaHune

N3yyeHue

cpaBHeHue

nencrteme (caernka)

yOooBrieTBopeHne

NOBTOPHAaA cAaersika

S

noonbITCTBO

JIOAJIbHOCTb

pekomMeHaauum




staﬁi’)e?fi&J

ynpassieHvue npoaaxamu

CMHOPOM aHMMaTopa




staﬁf’)eF?i&J

ynpassieHue n popaxamu

CMHOPOM aHMMaTopa




staﬁ&e??i&J

aBseHue npogaxamu

Pull vs. Push
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BusHec-npoLecchl. KTo B OTBETE?

call center
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uenn n KPI

IEJIN: bMHaHCOBLIe NoKa3aTenu

CTpaTerus: pernoHsl/oTpacnu/kaHansl/nopTper

KPI: sopoHku npopax

KPI HOPpMaAaTuBbl MO KOHTAaKTaM

OIO’KETE KonMyecTBO nepcoHana
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KomaHgHble uenu n KPI

IHECJIN: (l)HHaHCOBbIe Inoxa3sartreJin

CTpaTerus: pervoHsl/otTpacnu/kaHansl/nopTper

KPI: sBoponku npoga:k

KPI HOPpMaTuBbl MO KOHTAaKTaM

OIIKeT: KOJUYECTBO NMEPCoHAaa
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uenu n KPl no ponam
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salesman/

neJan: JIMMHbIE v komaHaHble_pMHaAHCOBLIE NMoKa3aTenu

cTparTerus: pernonbl/orpacnu/kaHanbl/noprper

KPI: Boponku npogax

KPI: nopmaTuBbl 10 KOHTaKTaM

OI0’KeTE CcTOMMOCTb KOMMYHUKaLnn
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JIMYHBIC HCJIU BHINIC KOMdAH/IHBIX

rIquHHa. CTPECC OTKA30B
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uenu n KPl no ponam

call center

mean Juunbiel Q numos/BeTpeu)

cTparerusia permonst/orpacan/kananasi/moprper

KPI: nopmaruBbl Mo KOHTaKTaM
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uernm u KPIl no ponsam

nejan auunnies (Q/$ auaos)

CTPATCI' U peruoHbI nopTper

KPI: xonBepcus (kjmku — J1uabi)

KPI: nopmarussl (Q/$ kiankos)

oromxer TpadPpuka
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cTparerus: perunonnt/orpacau/kanansi/moprper

KPI: soponxu (Q/$ ¢ppenon)

KPI: HOPMAaTHBBbI (QI$ JalKy Py KOMMCHT)

OrIKeT KOHTEeHTAa U TpadPpuka
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asBneHune npogaxamum

pacrnpeneneHne poneu

KOoJfinyecTtBoO

- integrator
noaen

MAIBIH 1-10 40% 50% 10%

SRR 11-50 60% 25% 15%

s > 50 70% 10% 20%
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sales Management

nraHbl Npoaax + busHec-npoLecchl
noaAroTtoBKa MOTUBaAUUNA

|
9P EKTNBHOCTbL Nnpoaax
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salesman/

HUKC nnouecchl, BONOHKY, HODMATHUBDI
[Ill'lﬂliﬂ % OT NMAUHDIX MPOAAM, % o1 komanaubx npopak

Gowye
BbiueT
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MOTUBaAUUNA MO POJIAM MO POJidM

call center

HUKC CLeHapuy, BONOHKM, HOPMaTHBDI
(IIIIEI{G npemua 3a Q NUAOB, npemua 3a nnan npoaaK

Gowye
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MbICIKM 6occa npogax
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adPeKTMBHAA MOAroToBKa

-----

call center

MHCTPYKTaXx

TPEHWUHT

pernamMmeHT -
BHYTPEHHUN UHCTPYKTOP -

IK3dMEeH -



KPIl nogrotoBku

salesman/ call center

NMNOAYRTbI 6a3a: 2-10 uacos, 2-6 uaca/3 mec.
npoueccehbl onepauuoHHbIe: bpm systems.
NMNoOUEecChi KOMMYHMKAUMOHHDIE: 1-2 yaca/Hen,

CRM fa3a: 2-10 yacoB, 2 uaca/3 mec.
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adPeKTMBHAA MOAroToBKa

CEMUHapbI

TPEHWUHT

pernameHT =
BHeLLHMe pecypcbl U camoobpa3oBaHue -

cepTudpukauua -



KPIl nogrotoBku

NMNOAYRTDHI 2-6 uaca/3 mec.
noouecchbl B3aMMOAeicTBHe: hpm Systems.
npouecchbl onepauvoHHble: 1-4 yaca/nep.

" 1-4vyaca /Hep.
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brior 06 ycnewHbIX npoaaxax
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{eCTBYIOT JIH Y HUX 0COGEHHOCTH

ITonyuuTh «Ja» — He 3HAUUT
3aKpPhITh COEJIKY

HeckobKo Hezlelp Hasan Haﬁ}(mnm‘x Ha IUIaHEePKe V 3aKa34YHKa|
TIOKa3aTe IbHEIT auasor. Illed) copoc oHOro MeHemIxKepa, 3al
TOT CAETIKY 10 KIHEHTY B TeUeHHe Heen. MeHemkep OTBeTIT
OTIHYHO, — OTBETH med), — KaK Thl 3T NOHAN?. «Tak ckasas]
Ckaza, 9To OHH BBIOpPATH Hac.»
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Yell cmoH pasdaemes Had cnaweit Mockeoit?

http://salesdrive.qu
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