A Onboarding Process

Even if you hire a quality candidate, ramp up can be much quicker and effective by ensuring
they know your strategy, market, competitors and what'’s expected from them.

CLIENT: Network Steel

SALESPERSON:

Melissa DATE: 18-10-24

Structure your on-boarding over 90 days and follow our top key points.
Add other ones that are important to your company.

Contacts & Support

1. Who can I go to for help? Positions, contacts, a buddy? 5 most important

Position Contact Phone / email Help they provide

Ideal Customer Profile

2. What top 3 outcomes do we help create for our clients? (Customer focused)

3. What makes us stand out from the crowd? What are your prospects/ clients main priorities?

Top on boarding questions to answer for your new team member:

What are the questions | should be asking?

- . 5
4. How do we position ourselves in the marketplace: 5, e @ e
Quality: 1.

Service: 2.

Price: 3.

6. What kind of objections/resistance will | hear? How do | handle them?

1. 1.

2 2

3 3

In less than one year, 80% of new clients should align with your ICP.
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7. Who are our top 3

e AT 8. What do they say about us?

Resellers, Bunnings
1. selling Everhard

ACO
2.

Ausweave /Drain and
3. Grates

9. What are their strengths and weaknesses?

Competitor Strengths Weaknesses Opportunities
1.
2.
3.
10. Top 5 clients in order Top 5 targets in order of potential
1. WHP 1. Plungie Pools
2 2
3 3
4, 4,
5 5

71.1CP 1 - What do they look like?

Industry / Profile Core Market Secondary Location / Region
Civil Infrastructure SEQ

Revenue Head Count Structure Strategy

$40m 100 + Private Growth

Hiring / Roles? Media (Y/N) Share Price Industry Issues?
Y Y N Labour, costs, supply
ICP 2 - What do they look like?

Industry / Profile Core Market Secondary Location / Region
Tiling Commerical Residential SEQ

Revenue Head Count Structure Strategy

$10m + 20 + Private Innovative

Hiring / Roles? Media (Y/N) Share Price Industry Issues?
Y N N
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12. Provide them with a sales playbook

Sales Messaging - What does the first call sound like? Messaging is always “outcome focused”.

Elevator
pitch

Value
proposition

Tip: Make sure you provide positioning statements for use in calling prospects, then debrief after calls and review success.
Continue working on your Value Proposition and sales messaging. This helps with conversations, presentations, proposals and objections.

13. What is our sales process? Explain to each new salesperson your company's sales best practices.

Sit inside sales team that handles the front end of the sales process, to learn how to effectively qualify an opportunity,
before learning how to close one. What tools are available to support us to move opportunities through the pipeline?

14. Sales meetings / weekly 1:1's / metrics

Day Time Notes
Territory planners due

Calls logged into CRM
Call reportin CRM
Pipeline maintenance
Weekly coaching 1:1

Sales meeting

15. Do this at the start to
understand metrics

*Request your link to
the Sales Calculator.

\->

Do this at the end
before KPI Activity

-

16. Expectations for leading activities / accountability / goals

Beiil?n?&llrk BeGnchl\)n&"\)e/\rk Begnocf?nawgrk Salesperson
Your top 5 Metric or KPI Goal  Actual  Goal = Actual  Goal  Actual
1. Phone calls / day Date
2. Meetings /day
3. Prospect meetings / week Manager
4. Proposals presented
5. Deals > Win Date

Your metrics or KPI's should be leading performance indicators that drive revenue.

ONBOARDING TEMPLATE | Most companies unfortunately set people up for failure without realising it.



	Text Field 102: 
	Text Field 159: 
	Text Field 107: 
	Text Field 112: 
	Text Field 103: 
	Text Field 160: 
	Text Field 108: 
	Text Field 113: 
	Text Field 104: 
	Text Field 161: 
	Text Field 109: 
	Text Field 114: 
	Text Field 105: 
	Text Field 162: 
	Text Field 110: 
	Text Field 115: 
	Text Field 106: 
	Text Field 163: 
	Text Field 111: 
	Text Field 116: 
	Text Field 67: 
	Text Field 65: 
	Text Field 66: 
	Text Field 194: 
	Text Field 197: 
	Text Field 195: 
	Text Field 198: 
	Text Field 196: 
	Text Field 199: 
	Text Field 203: 
	Text Field 200: 
	Text Field 204: 
	Text Field 201: 
	Text Field 205: 
	Text Field 202: 
	Text Field 206: Melissa 
	Text Field 207: Network Steel 
	Text Field 208: 18-10-24
	Text Field 117: Resellers, Bunnings selling Everhard
	Text Field 120: 
	Text Field 118: ACO 
	Text Field 121: 
	Text Field 119: Ausweave /Drain and Grates 
	Text Field 122: 
	Text Field 123: 
	Text Field 126: 
	Text Field 180: 
	Text Field 129: 
	Text Field 124: 
	Text Field 127: 
	Text Field 181: 
	Text Field 130: 
	Text Field 125: 
	Text Field 128: 
	Text Field 182: 
	Text Field 131: 
	Text Field 167: WHP 
	Text Field 168: Plungie Pools 
	Text Field 169: 
	Text Field 170: 
	Text Field 171: 
	Text Field 172: 
	Text Field 173: 
	Text Field 174: 
	Text Field 175: 
	Text Field 176: 
	Text Field 41: Civil
	Text Field 42: Infrastructure 
	Text Field 43: 
	Text Field 44: SEQ
	Text Field 45: $40m 
	Text Field 46: 100 + 
	Text Field 47: Private 
	Text Field 48: Growth 
	Text Field 49: Y
	Text Field 50: Y 
	Text Field 51: N 
	Text Field 52: Labour, costs, supply 
	Text Field 53: Tiling 
	Text Field 54: Commerical 
	Text Field 55: Residential 
	Text Field 56: SEQ 
	Text Field 57: $10m + 
	Text Field 58: 20 + 
	Text Field 59: Private 
	Text Field 60: Innovative 
	Text Field 61: Y
	Text Field 62: N
	Text Field 63: N
	Text Field 64: Labour, costs, supply 
	Text Field 145: 
	Text Field 147: 
	Text Field 185: 
	Text Field 146: 
	Text Field 148: 
	Text Field 186: 
	Text Field 190: 
	Text Field 187: 
	Text Field 191: 
	Text Field 188: 
	Text Field 192: 
	Text Field 189: 
	Text Field 193: 
	Text Field 39: 
	Text Field 183: 
	Text Field 184: 
	Text Field 8: 
	Text Field 13: 
	Text Field 18: 
	Text Field 23: 
	Text Field 28: 
	Text Field 33: 
	Text Field 9: 
	Text Field 14: 
	Text Field 19: 
	Text Field 24: 
	Text Field 29: 
	Text Field 34: 
	Text Field 10: 
	Text Field 15: 
	Text Field 20: 
	Text Field 25: 
	Text Field 30: 
	Text Field 35: 
	Text Field 11: 
	Text Field 16: 
	Text Field 21: 
	Text Field 26: 
	Text Field 31: 
	Text Field 36: 
	Text Field 12: 
	Text Field 17: 
	Text Field 22: 
	Text Field 27: 
	Text Field 32: 
	Text Field 37: 
	Text Field 211: 
	Text Field 212: 
	Text Field 250: 
	Text Field 251: 


