
Kevin Petry
Sales Overview/Best Practices



• About Me, KP 

• About You!

• Overview Sales Approach
“Start With The End In Mind”!

• Sales Modules

• Next Steps

What We’ll Cover Today



• Teacher/Coach
• Sports Express
• Entertainment Publications (Carlyle, IAC)
• Simply Candids
• Groupon
• Booker Software (MindBody)      

• Newark Venture Partners
• MCIL
• Consulting 
• Yotpo – Reviews
• Swift Shift – Home Care 
• Reelio – Influencer 
• Stensul – Email
• GoParrot – Digital Ordering
• Tolstoy – Interactive Video

My Journey, so far…
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Areas Covered
 Discovery/Assessment
 Product/Market Fit 
 Development 
 Implementation
 Execution

Lab Experience

Working With…
• 80+ Companies Through 

Labs Programs
• 20 Direct Investments
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· How and when to transition from solely founder led sales to 
having your first salesperson and how to best work with this 
person?

Value?

· Defeating the typical long decision cycle 
times that we experience in insurance sector - any 
relevant insights from other sectors on "breaking 
the norm’…?

· What are some strategies to use to get 
early adopter enterprise clients to try the 
product? Freemium for a few months, pilots, 
pay for results??

· Pricing – is 
subscriPtions the 
best saas model or 
are there other 
creative Pricing 
models for early 
versions of the 
aPPlication?

· Shortening the 
sales process

· Finding the right person to talk to. The roles and responsibilities are always different at 
large companies. Hard to really pinpoint who the best person to talk to would be. We have a 
strong idea but would love to learn any best practices in discovering who that could be.

· Multiplying myself 
effectively.

· Conferences – is 
this a good 
approach/strategy?

· Tracking – what are some good tools for startups 
to use that are not expensive but will help us track, 
monitor and automate our Sales process?

Overall, cold calling approach: 
how is best done?
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Overview of Sales Approach 

Assessment  
• Step 1 - Company Past, Present, & Future 
• Step 2 - Questions, Objections, & Challenges 
• Step 3 - Ideal Customer Profile, Buyer/Persona, Prospect 

Journey, & End User 
• Step 4 - Current Sales Process, Sales Stages (lead, opportunity, 

account), Pilots/POC, Cookbook, Objection Responses 
• Step 5 – Role Play / Recorded Presentation
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Valuable Signals Prospects Provide!
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Ideal Customer Profile & Buyer Persona!
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Competitive Landscape!
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Buyer Persona/Where We Win!
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Sales Stages
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Presentation Feedback!
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Overview of Sales Approach 

Product/Market Fit 
• Step 1 – Ideal Customer Profile
• Step 2 – Education/Meetings/Feedback
• Step 3 – Learnings/Insights
• Step 4 – Resume Assessment



16

Overview Of Key Sales Elements

Development 
• Step 1 - Sales Psychology, Discovery, & Qualify/Disqualify 
• Step 2 - Intro Call Template & Role Play 
• Step 3 - Discovery Call Template & Role Play
• Step 4 - Value Creation, ROI, Pricing, Negotiation 
• Step 5 – Lead Sourcing
• Step 6 - Inbound/Outbound Revised Sales Process & Demo 
• Step 7 – Closed Won & Onboarding 
• Step 8 - CRM/Stages Review
• Step 9 – Live Call Shadow & Feedback
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Transition To Execution

Implementation
CRM Use 
Pipeline Review 
Call Recording Review
Sales Structure, Commission Plans, Goal Setting

Execution
Role Play Call 
Recording Review 
Pipeline Review 
Weekly Sales Call 
Candidate Sourcing/Interviewing & Selection
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40% Trust
30% Discovery
20% Solution
10% Closing

Psychology Of Sales



Sales Cycle Slow Down
Getting Them Over The Wall

Current/Stat
us Quo

Future/ 
Your 
Company

What they may be thinking?
• Too many choices ......how do you stand out / differentiate
• In need of confirmation ...... Like what you have but need more evidence
• Fear …... of making a bad decision that impacts them or entire company
• Beyond the check …... cost to implement/gets worse before it gets better

Your biggest competition …. Prospect does nothing!
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Cookbook
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Technology Adoption Curve
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Ideal Customer Profile
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Sample Asset: Intro Call Script Creation 
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Company X Initial Call Script

Pre-call planning process E.g., When was company founded? 

Opening statement “Hi ____, my name is ______ with _____, I received
information that you may be interested in learning
more about our customer engagement platform?”

Establish trust “Great – First, did I catch you at a bad time?”

If “Yes” (Psychology is to allow them an out, with the
likelihood they will just ask “what’s it about?”)

“Excellent, I just take a minute to tell you why I
called, and then you can decide if it makes
sense to keep talking, is that okay?”

If “No” (Asking for only a minute shows respect for 
their time and allows them to be in control. “No 
Pressure” approach.)

“Ok, no problem. When would be a good time to call 
you back? I’ll just need a minute (or 5 minutes of 
acknowledges interest.)”

Anchor Statement (In less than one minute, get the 
prospect’s attention. Give them a reason to stay on 
the phone. Goal: set appointment NOW…or the 
future as a second choice)

“As I said I’m with a company called ____ which is a 
_______ platform that ________  to grow your 
business organically. I did a little homework before 
making the call and saw ____, ____ and _____ “
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Prioritization
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