
1. Would you agree that ten years ago selling was 

considered almost exclusively an art form? 

2. Has the intuition, instinctive side of sales known 

for its focus on finesse and nuance been taken 

over by science? 

3. To get the bottom 80% of a sales team to perform 

like the top 20% requires a systematic, scientific 

approach to performance improvement? 

4. Do your top performers do exactly what their 

peers do and vice versa? 

5. Is your sales process documented? 

6. Is your sales process system-focused or product-

focused?  
 

A scientific method has a proven means for distilling 

what high performers do into a succinct formula or 

process. Once that formula or process is identified 

and articulated, it can be used to create a system that 

will provide guidance to all team members through 

automated workflow rules, step-by-step processes, 

helpful hints, scripted plays and more. 

Questions? Sales  &  

Sales  Management 

ART  Vs.  SCIENCE 

SCIENCE 
Description:  knowledge or a 
system of knowledge covering 
general truths or the operation 
of general laws especially as 
obtained & tested through sci-
entific method 

 

Systematized 

Process Oriented 

Procedural 

Data Centric 

Process Automation 

Scripts 

Communication 

Follow-Through 

Planned 

ART 
Description:  skill, craft or tal-
ent; the conscious use of skill 
and creative imagination 

 

 Intuition 

Instinct 

Finesse 

Subtle Nuances 

Grit 

Style 

Commitment 

Follow-Through 

Emotional Intelligence 

Communication 

Attitude 



111%     INCREASE THE ODDS  

Match opportunities to those most likely to close 

them—improve close rate by 111% 

By the numbers! 

 57%      BUYERS ARE SAVVY 

57% of the buying process is complete before engag-

ing a sales rep (Corporate Executive Board) 

 20%      SALES ROCK STARS  

Distill the best practices of the top 20 percent and 
assimilate the remaining 80 percent 

$18 BILLION          CRM USAGE - HIGH 

 $18 Billion is spent annually on CRM (Gartner) 

Successful sellers must be immersed in the 

vision, mission and culture of the company 

with specific skills and tribal knowledge. 

The Human Factor! 

Tools alone won’t make us more effective – 

it takes grit, style, commitment, follow-

through and other human characteristics. 

 

People buy emotionally and then 

they rationalize their decision. 

Emotional intelligence is required to 
make judgments and decisions that 

lead to sales success. 


