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Time Tracking Exercise Intructions:
Variance e Select at 25% of the sales force that will participate
Customer Selling Time - -30% Kickoff the study with a conference call
Development/Teamwork | 10% Discuss findings each week and keep momentum going on a 30-45 minute weekly call
Meetings/Calls | 5% Aggregate results and share with the sales force
Prioritize selling time and high impact client facing activities

Delegate, minimize, and offload low value activities

VARIANCE TO PLAN

Blog Post:  http://www.salesbenchmarkindex.com/bid/82652/4-Solutions-to-Maximize-Customer-Selling-Time




