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Road Map to Selling Mobile Websites for Sales Agents & Managers
You will be provided with a virtually unlimited amount of leads. These leads will be targeted leads; meaning that each lead has been picked for a specific reason. In this case, all leads were selected because they currently do not have mobile website. 

You’re job is simple. Just follow these steps:

1) Select your Lead from the CRM. You will also receive leads from a variety of other sources.

2) Contact that business. Make sure you enter every interested business into the CRM.

3) Get through to someone who can make buying decisions (owner, manager, etc).

4) Educate them as to why they need a Mobile Website and how important it is (this is where you can provide statistics, send infographics, send them to the mobile simulator, do a mobile mockup, etc).

5) Stress the pain points – “Did you know you are losing customers by not having a mobile website?”…

6) Send invoice and collect payment. (We require 50% up front and the remainder 50% after delivery – BUT ALWAYS TRY TO COLLECT THE FULL AMOUNT UPFRONT!)   *All Commissions are paid once at least 50% of payment is received.

7) If potential buyer is not interested, ask if you can send some information to them via email. Also ask if they can refer anyone who may need our service. (See send potential business owner to WHY-MOBILE page.

8) If they seem interested but want to speak to a manager, simply put them in touch with your Sales Manager. Let them know they will get back to him/her shortly. Forward all the information (note the Client ID Record from the CRM) immediately to your Sales Manager via skype and/or email.

9) Don/t worry, even if your Sales Manager closes the deal you will still earn your commission!


10) Avoid the tire kickers and low ballers. This is a numbers game. You have unlimited leads to contact, so spend your time on those who are genuinely interested. *If you find businesses that are genuinely interested but cannot afford the price(s), simply update the notes (Client looking for cheaper solution, cannot afford at this time, etc) in the CRM under their file and mark the check box – Follow Up. Your Sales Manager will review these files daily and will try to come up for a solution for these potential buyers. Again, this is the exception and not the rule ;-)

11) Remember that it may take a couple (or several) follow ups to earn the sale. Once you find potential customers who are genuinely interested, make sure you stay consistent and follow up. Follow up, follow up, follow through…  

If they want more information, send them a link to this page and tell them you will follow up with them in a couple days…

http://www.MobileWebMDs.com/why_mobile (For Mobile Web sites)
Go through the Resources section to find advanced calling scripts and other information that will help you succeed!
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