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Welcome to the "Startup Sales Strategy Basics Workbook."

In this workbook, we'll explore the fundamental aspects of crafting
a successful sales strategy for your startup. The Sales strategy is the
cornerstone of building strong customer relationships and
achieving sustainable growth. As you progress through this
workbook, you'll find interactive exercises, valuable insights, and
actionable steps to help you develop and implement an effective
sales strategy.



CONTENTS

DEFINE YOUR TARGET
AUDIENCE

To create a winning sales strategy, it's essential to
understand your target audience inside and out.

CRAFTING YOUR UNIQUE
SELLING PROPOSITION (USP)

Your Unique Selling Proposition (USP) is the secret
sauce that sets your startup apart from the
competition.

BUILDING A SALES FUNNEL

The sales funnel is the backbone of your sales
strategy, guiding potential customers from
awareness to conversion.

SALES TECHNIQUES

Sales techniques are the tactics and approaches you
use to engage potential customers and close deals.

LEAD NURTURING

Lead nurturing is a crucial part of the sales process
that often makes the difference between lost
opportunities and closed deals.




CONTENTS

6 ADDITIONAL RESOURCES

Links to further reading, tools, and resources related
to your startup sales strategy.




DEFINE YOUR
TARGET AUDIENCE

Understanding your target audience
is a critical step in building a
successful sales strategy for your
startup. By defining your ideal
customer persona, you can tailor
your sales approach, messaging,
and marketing efforts to resonate
with those who are genuinely
interested in what you have to offer.

|dentify the characteristics,
preferences, and needs of your
potential customers

Have a clear understanding of who
your ideal customers are and how
to connect with them effectively.
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CHECKLIST TARGET
AUDIENCE

Age, Gender, Location, Income Interests, Hobbies, Lifestyle
level

What problems are they trying to What are their aspirations and
solve? What challenges do they goals? What are they looking to

face in their daily lives? achieve?




CHECKLIST TARGET
AUDIENCE

How do they prefer to receive How do they make purchasing
information? decisions?

Is there any other information or
insights you'd like to add?




CRAFTING YOUR
UNIQUE SELLING
PROPOSITION (USP)

In a crowded marketplace, what sets  Follow the process of crafting a USP

your startup apart from the that captivates your audience. Your
competition? The answer lies in your  USP is your secret sauce, your
Unique Selling Proposition (USP). competitive edge, and the essence

Your USP is the distinct advantage of your brand.
or benefit that your product or

service offers, which resonates with

your target audience and compels

them to choose you over others..
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CREATE YOUR (USP)

Now, it's time to start creating your unique selling proposition. Follow
these steps to develop a USP that speaks to your audience and
differentiates your startup:

03

UNDERSTAND YOUR AUDIENCE

Think about the customer persona you created in the
previous chapter. What are their pain points, desires,
and needs? Your USP should directly address these.

IDENTIFY YOUR STRENGTHS

What makes your product or service exceptional? Is it
quality, pricing, convenience, speed, or something
else? List your unique strengths. Develop a competitor
analysis to identify your strengths.

DEFINE YOUR PROMISE

Your USP should make a clear promise to your
audience. What can they expect from your product or
service that they won't find elsewhere?

EXPRESS IT CLEARLY

Your USP should be concise and easy to understand.
Try to encapsulate it in one short and memorable
phrase.



Formulate The
USP Of Your

Startup Product
In One
Sentence!




BUILDING A SALES
FUNNEL

In the world of sales, a well-
structured sales funnel is your
roadmap to converting leads into
loyal customers. A sales funnel
represents the stages that potential
customers go through, from the
moment they become aware of your
product or service to the point
where they make a purchase
decision.

Explore the concept of the sales
funnel and its various stages. The
results working with this funnel will
be seen in higher conversion rates
and increased revenue.
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BUILD YOUR SALES

FUNNEL

How will you make your target
audience aware of your offering?

How will you convince them that
your product or service is the
best choice?

Once they're aware, how will you
pique their interest and keep
them engaged?

What strategies will you employ
to convert leads into paying
customers?




BUILD YOUR SALES
FUNNEL

After the sale, how will you
maintain customer loyalty and
encourage repeat business?

To start building your sales
funnel, outline your strategy
for each stage, keeping in
mind your Unique Selling
Proposition (USP) from the
previous chapter. Consider the
tactics, content, and channels
that will guide leads through
each phase.

Is there any other information or
insights you'd like to add?




SALES TECHNIQUES

Sales techniques are the tacticsand  To test your understanding of these
approaches you use to engage sales techniques, let's get started
potential customers and close with a quiz. Answer the following six
deals. In this chapter, I'll provide an questions to gauge your knowledge.
overview of various sales techniques  Don't worry; it's an opportunity to
and help you understand when and  learn and grow your sales skill set.
how to use them effectively.
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SALES TECHNIQUES
QUIZ

Learn and grow your sales skill set!
You will find the correct answers via the link in the Ressource Library in
this Workbook.

What is consultative selling?

Selling products without giving customers a choice.

A sales approach that focuses on understanding and addressing
the unique needs of each customer.

Using aggressive tactics to close a sale quickly.

What does SPIN stand for in SPIN Selling?

Selling Product In Niche markets.

Situation, Problem, Implication, Need-payoff.

Selling products on a spin wheel.




SALES TECHNIQUES
QUIZ

Learn and grow your sales skill set!
You will find the correct answers via the link in the Ressource Library in
this Workbook.

When should you use a trial close in a sales conversation?

At the very beginning of the conversation.

As a tactic to put pressure on the prospect.

To gauge the prospect's interest and readiness to move forward.

What is the primary goal of relationship selling?

To make as many sales as quickly as possible.

To build and maintain long-term customer relationships.

To focus exclusively on closing deals.




SALES TECHNIQUES
QUIZ

Learn and grow your sales skill set!
You will find the correct answers in the Ressource Library in this
Workbook.

What is the principle behind the "Feel-Felt-Found" technique?

It's a technique for overcoming objections.

Empathizing with the customer, sharing a similar experience, and
explaining how you or others have found a solution.

It's a psychological tactic to manipulate customer emotions.

In which sales technique do you present a low-priced product
initially to attract customers and then upsell to a more expensive
product?

Cross-selling

Value selling

Price bundling




LEAD NURTURING

Lead nurturing is a crucial part of Lead nurturing is about establishing
the sales process that often makes trust and demonstrating your
the difference between lost commitment to helping your leads

opportunities and closed deals. It's solve their problems. It's not about
the art of building strong and lasting  rushing the sale but rather building
relationships with your leads over a strong foundation for a long-
time, guiding them towards lasting customer relationship.
becoming loyal customers.
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LEAD NURTURING
CHALLENGE

Over the next month, | challenge you to reach out to 5 of your leads with
the goal of building a more personal and meaningful connection.
Whether it's through emails, phone calls, or social media, make an effort
to provide them with valuable information, answer their questions, and
show that you genuinely care about their needs.

e Goal: Reach out to 5 of your leads within the next month.

e Approach: Personalize your outreach, provide value, answer
guestions, and address concerns.

e Tracking: Keep a record of your interactions and any positive
responses or insights gained.

» Reflection: At the end of the month, reflect on what you've learned
and how your lead nurturing efforts have impacted your
relationships with these leads.

Please feel free to contact me with an email to
jk@jens-koester.com
to discuss the results of your challenge.



RESOURCE
LIBRARY

SALES TECHNIQUES DEFINITIONS

You will find the definitions and explanations of
the most important techniques for your sales
strategy here. This will give you the right answers
for the quiz.

SALES LITERATURE

Explore interesting and relevant sales literature,
blog articles and more interesting support for your
sales strategy.



https://www.jens-koester.com/startup-sales-techniques
https://www.jens-koester.com/startup-sales-literature

STARTUP SALES WORKSHOP

JENS-KOESTER.COM

SIGN UP AND GET
YOUR FREE SALES
COACHING

Slgn up for an hour of free Startups Sales Strategy Coaching in my
interactive Startup Sales Workshop! We will work on all your individual
topics and work out a customized sales solution for you.

SIGN UP
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https://www.jens-koester.com/contactjenskoster

THANK
YOU!

Thank You for working with this Startup Sales Strategy Basics Workbook!
Please contact me for questions and your individual startups sales topics.
| am glad to be able to help you!

M

(www%

JENS-KOESTER.COM
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