


e The basic problem or scope of the SALES problem defined
by Mr. Sudhir before using our KMYC or SALES assistant is
given in his own words.

e He works for a Top Multinational, Business type is electrical
equipments

e The Region of sales India, Africa south America

e "I connect with 100 people(cold calls) out of which 10
show interest (i.e. 10%) and then 50% share an inquiry
out of that 10 i.e. 5.

e 50% respond to our offer on the inquiry i e. 2.5

e 50% of the people negotiate price and close a deal i.e. 1"

e so 10% success rate in showing interest or cold calling
success rate had to be created.



e Quick Summary

e The customer Drop Rate right from cold calling to

Deal closure:

o Its { 100} S3{10}>{5}>{2.5}>{1}

¢ Cold calling Success

Ratio & Other

Intangibles

10 out of 100

success

20 out of 100 success




Improvement:




e Inquiry Rate by the

Customer

Improvement after

Cold Calling:

10%

20-25%

e Offer Response

Improvement by

Customer based on

Better Connection &

Demo :

50%

60%

e Dealing Closing

Results

Improvement:

50%

60-65%

e Other Intangibles

Improvements In

Relationships and

for Future Business

2-3 at least




Opportunities:







