
B2B Sales Call Efficiency
PICTURES BEFORE

PICTURES AFTER

Problem
• Competitors with aggressive sales propositions are gaining market share
• Sales team with low win-rate of proposals
• Sales team holding on to traditional sales approaches, unable to adjust to the market 

demand

Root causes
• Lack of information and preparation before the sales meeting, that would help in facing 

customer’s objections
• Lack of knowledge regarding the product features and the competitors offer
• Incorrect planning leads to sales meeting cancelations 

Solution Approach
• Strategy definition to clarify market positioning and value offer
• Development of preparation checklist, standard for the sales call meeting and support 

materials to present during the calls
• Organisational Model focused on the customer: salespeople and sales managers 

organised according to the channel 
• Routines for Sales Funnel and KPI analysis to improve funnel progress rates

Benefits

Savings
£1.3m/year

Sales

+25%

Charged Commissions

+78%

Selling Behaviour Assessment Sales Call Process Mapping

Thermometer Board: ongoing business Sales Call Script
GOAL THEME QUESTIONS OR KEY POINTS
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Brief description

Do you know us?

Our history (Active in the sector for 41 years, merger between cooperatives)

Geographic location (6 logistics platforms)

Big numbers (+1000 supplied pharmacies, 10% market share, 200M benefit)
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We have been strengthening our relationship with the F by investing in the improvement of 

commercial conditions, routes and services/ campaigns
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Supplier Information

On which of the above topics would you like a better response from your supplier?

What are your current suppliers? 

How long have you been working with your suppliers?

Do you belong to any purchasing group? What is your turnover?

How many deliveries do you have?  And what is the timetable?
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Attention for a current 

problem

Pharmacies in the area have been telling me about difficulties with _______ , do you feel the 

same way?

Follow-up What is the frequency of interaction with you Account Manager?

Summary

What is your opinion on your summary?

Do you understand all the headings? Do you understand what is subject to deduction?

Do you understand how your discount is calculated?

Campaigns Have you enjoyed promotions or campaigns that help you get better prices?
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Commercial Terms
Simulation of advantages with one of our solutions

Give an overview of how to distribute purchases

Rated
Advantages of daily orders vs. pre-order: transparency / public health, less time needed in the 

order process, reduces the need to make forecasts, reduces stock, avoids outdated prices

Routes Presentation of available routes (refer order hour and delivery time)

Services Presentation of the available periods

Tools Website, B2B

Trust

Talk to a customer of ours and confirm for yourself 

Presentation of similar pharmacy cases in the area 

Refer quality indicators (0.02% of cut, 1.7% on hold, 0.1% of complaints)

C
lo

s
u
re

Experimental period
Explanation of the conditions of the trial period: 1% new routes

Level 4 assessed, 2 deliveries / weekends and holidays

Documentation 

request
Validate information: VAT number / Contact / NAME / ADDRESS / BUSINESS LICENCE

Next Contact Appointment agreement for next contact

Salesperson Boiler Thermometer Board

Preparation Negotiation Decision

BoilingHotTepid


