Case Study

QUALPRO.

400% Increase in Business To Business Sales

The Opportunity
Imagine yourself as a
district sales manager
and your sales perfor-
mance is dead last in
the company. Your boss

The Approach
This was a sales pro-
cess that was boringly
in control and in need
of a dramatic shake-up.
The company assigned

The Test

The group brainstormed more than 90 ideas and

decided to test 14 ideas that were practical, fast, and
cost free. They wanted to measure the effect of these
ideas on six different products.
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The Results

The call rate impacted some products’ sales, but not most, much to the surprise of the district sales man-
ager. He was also surprised to learn that his esteemed contact plan worked with only one of the products.
The brief proposal was significantly better than the lengthy, detailed document. Use of the design consul-
tant to assist the salesman in the presentation worked with some products. And much to the surprise of
everyone, inviting prospects to the sales office for the visit increased sales substantially!

The overall impact was to increase sales from 5,000 units per month to 25,000 units per month, and the
district achieved its aggressive quota months before year-end. The other sales regions, however, were

not impressed since this district was the lowest in performance and had nowhere to go but up. But they
became convinced when the best district in the company implemented the findings and sales there jumped

over 50%!
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