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o Set Monthly Goals With Weekly Accountability.

Since time frames get stretched out during the warm summer months, use the time to set long-term
goals and a plan for accomplishing them. Revisit your goals weekly to check on your progress.

o Work on Goal Time, Not Clock Time.

Schedules tend to change this time of year, which can affect your workday. So work
accordingly. Allow for some flexibility in your schedule during these months and focus on
accomplishing tasks rather than simply filling the hours from 8 to 5.

o Use the Extra Daylight to Invest in Yourself.

You spend nine months a year hyper focused on hitting sales goals. When summer comes,
take the longer days and focus on your physical and mental health so you can come into
the fall at full speed. Read industry publications, for example. Also use your time to study,
practice, work with your coach or watch Sandler Online® videos for tips on improving your
sales process.

° Use LinkedIn® InMail to Connect With Vacationing Prospects.

When high-level executives go on summer vacation, they take their social media accounts
with them on their smartphones and check in regularly. Linkedin InMail is great for staying
in touch since a LinkedIin message is read about ten times more often than a traditional
email. Be sure to keep your message brief and focused on a topic of genuine mutual
benefit. (Remember, the recipient will likely be reading your message on a tiny screen.)

e Plan Ahead and Use Up-Front Contracts to Work Around Vacation Schedules,
Both Yours and Your Prospect’s.

Up-Front Contracts (UFC) — a foundational Sandler® principle — are verbal agreements
between you and your prospect. They're designed to set expectations and lay out exactly
what happens next in the sales process. If you're going on vacation, use a UFC to avoid
major decisions during this window of time. Alternately, you can specify that the process
can and should move ahead while you and/or your prospect vacation by naming
replacements tasked with driving the process forward.
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https:// www.sandler.com/resources/video-library

Use the Extra Time to Work on Your “30-Second Commercial”
or Hone Your Selling System.

Remember, the summer is a good time for picking up an extra Sandler training class. Also
use this time to craft a powerful “30-second commercial.” Have it polished and ready for
any encounter with a prospect, whether it's in an elevator, at a business pitch or cocktail
party. Make sure it tells them exactly what you do and answers an important question:
“Who is this person and how are they relevant to my business?”

a Automate Email Blasts and Social Media to Stay in Touch With Prospects
While You're Away.

Create email blasts on topics of interest to your prospects and automate them so that they
get sent out while you're away. You can also get attention by trading your run-of-the-mill,
out-of-office email notice for one that communicates your “30-second commercial” or
tells an interesting story about what you do. Finally, automate content for Facebook, Twitter
and other social media to post at optimal times with a tool such as Hootsuite.

o Use the Extra Time to Connect With Referral Partners.

Referrals are the hottest kind of lead, since somebody else has already prequalified them.
(In fact, research says that sales based on referrals are eight to ten times more likely to
close than sales based on other leads.) So use the summer to build relationships with
existing clients who have the power to refer you all year long.
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o Run a “Summer Motivation” Contest With Yourself or Your Team.

Help your team stay motivated by offering sales incentives such as a weekend getaway or
a meal at a favorite upscale restaurant. You can even do this for yourself with a promise
that if you hit your sales numbers, you can buy a new TV or car stereo. Make sure to have
somebody else such as spouse or coworker to hold you accountable. You can write the
check and give it to them, for instance, promising to cash it only if you make your goals.

@ Create Marketing Content That Will Make Your Business Look Good.

Use this time to put together a free talk or seminar. Write a white paper and post it online
to establish yourself as an industry thought leader. Redo your brochure. Clean up your
LinkedIn profile. Do whatever it takes to make your business look good.

o Pay Attention to the Bookkeeping Side of Your Business.

Export contacts from your emails into your contact application. Do some spring-cleaning
on your pipeline. Follow the Sandler rule, “close the sale or close the file” by officially closing
the file on leads that have grown cold.

@ Send Industry-Related Articles to Your Prospects.

Step up your reading of industry publications like “Success” and “Entrepreneur” magazines.
Use an interesting article to make a first contact or reconnect with a prospect by sharing it
with a “this made me think of your business” sentiment. This is really easy to do online since
you can share articles with a single click. It can be even more powerful done offline with

a handwritten note accompanied by the physical article or even a book you've read and
want to pass on.
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About Sandler

Sandler is the worldwide leader in sales, management, and customer service training. We partner
with organizations of all sizes, across all industries, to help them improve their revenue performance.
Sandler not only provides the initial and advanced strategies and tactics needed to excel, but we
also empower your team to develop the attitudes and implement the behavior necessary to reach
the highest levels of success.
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