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Ice Breaker

How many sales call recordings
do you listen to in a week?
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Today’s agenda

H OUSG keep| ng (Do these things first)

Meet the host Josh carrison

How do you get better at sales

PrOd UCt DemO Apollo Conversations

3 ways to leverage sales calls
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Unlock your sales team's
potential

with Apollo
Conversations

Npollo.io
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The End-to-End
Sales Engine

Trusted by 1M users across 17,000 companies
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Quick Housekeeping

Get Your
Recording

You'll get a recording of today’s
session. Check your email

within 48h

No Questions in
the Chat

Type your questions into the Q&A tab,
and not the “Chat”.

No Spam
in Chat!!!

We will boot you and ban
you from future webinars forever
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Your host

Josh Garrison

Head of Content Marketing

(and recovering sales leader)
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How can you close
more deals in the
next 6 months?
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1. Perform betterin
your sales calls
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It doesn't matter how
good you are at
sales...

you still can improve
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Successful sales

coaching increased:

average deal size
sales activity

win rates

new leads

25%-40%



https://cdn2.hubspot.net/hubfs/123161/PDFs/The_5_Roles_of_High-Performing_Sales_Coaches.pdf
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Effective coaching Eoadhine Coaching

is effective is not effective

takes time

> 1 hour per week < 1 hour perweek

A Src:https://www.revenue.io/blog/create-a-culture-of-sales-coaching
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Ratio of reps to
manager?

8:1

Src: HBR

ANpollo.io


https://hbr.org/2016/05/in-the-best-sales-teams-about-half-of-the-people-are-in-support-roles
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The manager's
challenge:

not enough time for so many people




ANpollo.io

The rep's challenge:

busy managers & no learning by
OSMosIs
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P | ' d
e e r e arn I ng an Where do you go to get tips to improve as a salesperson?
u
coachin g pecrs/my network | s

My manager
Team training resources

News sites/magazines

Blogs

None of the above

Base: 420 sales professionals in the US, UK, and Ireland
Source: HubSpot Sales Survey Q1, 2017

Y/\
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How can we give our

teams better coaching

& peer-centric
learning?

ANpollo.io
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Use the data in your
calls to coach
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Share calls for peer
coaching




How to get better at
sales with Apollo
Conversations
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Conversations Roadmap

August Sept Oct

Chat interface for users to custom prompt conversations
(e.g., "what are top 10 features customers are excited about”, "competitors mentioned in the call”)

Slack integration Pull CRM data into conversations for more insights

Automate deal creation Al-generated follow-up emails
Workflow
automation
Push call summary to CRM Auto update required CRM fields

Admit / re-admit the meeting bot Upload previous non-recorded calls for insights

Search across all calls for certain keywords

Usability
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How can you close
more deals in the
next 6 months?



2. Perform better
after your sales calls
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Sales
Velocity

H $

opportunities deal value

L

Length of sales cycle
(days)

#

win rate
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o0 25k 10%

opportunities deal value win rate

o0

Length of sales cycle
(days)
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o0 25k 10%

opportunities deal value win rate

30

Length of sales cycle
(days)
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Janet / Josh talk webinar slides, 8:30am

- - 9am, https://apollo.zoom.us/j/87062453598
This is what your

i
prospective

customers’ calendar

looks lik
0 0 S I e Aakash/Chad - Video Needs & Process, 1:30pm
Apollo.io: Wing Poon <> Presentation | Sr Product M4

playlist order for kahl, 2:45==
Apollo PR Sync, 3pm, htty

set up apollo academy kickoff call
4 - 5:05pm
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Follow-up email:
send within 30 minutes

Reciprocity = the social norm of responding to a
positive action with another positive action.



ANpollo.io

Follow-up email format:

[Greeting] Hi [first name],
Thanks for joining the call — here’s a link to the recording for your reference.

[A quick recap of the call] Here’s what we talked about:

[Next Steps] Here's what we agreed on for next steps:

[Next meeting] Here's what we agreed on for the next meeting:

[Closing] Let me know if you have any questions!

Cheers,
Josh



ANpollo.io

So...whatdol do
now?



ANpollo.io

Weekly Routine

Call coaching: set up
the practice [ Managerlistensto L call from each rep onteam

D Rep listens to 1 call of their own

[[] Replistensto 1 call of their teammates

O
O




ANpollo.io

Resist the temptation
with feedback

Don’t laugh too loud.
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Call coaching: feedback

: Month 1 A
\ /

progression

-~

Month 2 A

e Pointl
e Point2

\_

: Month 3 A
N /




Deliver feedback within 24hrs
for max results

Tuesday Wednesday

Joe's call with Acme Co D I listen to Joe's call with Acme Co.

D During weekly 1:1:

D Give feedback to Joe re: Acme Co. call

D Ask what they learned from listening to 1 of their
calls & 1 of their peer's calls
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Make you rself. and The Power of Tiny Gains
)
your team, better at o svery doy 047"~ G

sales 1% at atime
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Influence the big Hit my
numper

picture
Coach reps

T

Get reps to
coach each Influence to

" other product







Thank yeu

We’d love to hear your feedback! Follow us on 'in
Take our survey



https://docs.google.com/forms/d/e/1FAIpQLSdBTQukpm5iOhu0D8gBQIsi4keI3P5tkFnwMS0eMOlBQ_8GvA/viewform?usp=pp_url&entry.606282339=Unlocking+your+sales+potential+with+Apollo+Conversations
https://www.linkedin.com/company/apolloio/
https://www.linkedin.com/company/apolloio/
https://www.linkedin.com/company/apolloio/
https://www.linkedin.com/company/apolloio/

