
EVERY NEW SALES REP WILL INCREASE
SALES BY 5% IN THEIR TERRITORY WITHIN
THEIR FIRST YEAR WITH THE COMPANY 
(COMPARED TO THE PREVIOUS YEAR)

Service existingaccounts

Quote Pricing Tiers
accurately

Look up 3 sample

products and quote

their pricing 

Know how to
read pricing

codes

ACTION MAP 
CANDACE HENNE

Call on New
Accounts

Read the daily
critical reports

Show where the

monthly pricing

flyers are found

List 5 existing

accounts with the

buyer's name and

contact

information

Understand the
buyers needs

List the 5 daily
critical reports

 Understand why
these reports are

critical

List the 6 steps
to a new

account call

Identify at least
3 new accounts 

When provided a

fictional account, rep

can identify possible

opportunites

Define "service
an account" 

Give examples of 3

probling questions

Define a probing
question

List all possible
solutions to sales
exception report

Know what a
sales exception

report is

Know where
to find buyer
information

Name at least 2

different types of

buyers

Elicit Supplier
Support

Show where the
supplier list is

located


