MBAX 6180

Startup Execution

Week 6

Sales # 1

Topics
· Introduction to sales
· Thorough understanding of the sales process from sales strategy development to prospecting to close to continued development 
· Introduction of the alignment of the sales effort with overall company strategy and vision 
· Introduction to effective sales management 
· Demonstration of effective and results-driven selling 
· Development of each student’s unique selling style and process 
· Communicate (written and oral) competent knowledge of the selling process from beginning (planning) to end (close and continued development)
Readings
1. To be provided by Erick Mueller

2. Cornwall 

3. Kawasaki 3

Class Activity

1.  First half of class: panel of sales gurus. Moderated by Erick, with huge involvement of class. Planned takeaways

a. What is the sales effort?

b. What is successful sales and development?

c. What are the keys to selling?

d. What the common pitfalls?

2. Second half of class; lecture/discussion. Set the framework for successful sales

a. Discussion of panel / takeaways

b. Who, what, where, when, how of sales
c. Set the context of sales within the overall success of a business

d. Identify the key steps of a successful sales effort

Tasks to be completed by Week 8

1. Readings

2. Development of sales presentation

a. Features

b. Benefits

c. Competitive advantages

d. Compelling differentiators
