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Plan2Close Overview

Plan2Close (P2C) is a methodology for managing major Sales Opportunities,
increasing win rates and delivering value that differentiates you from your
competition.

The objective is to help salespeople win more business by focusing their efforts and
their company’s support resources on the right deals.

The main features of Plan2Close are...

The Question Set

The standard pre-saved P2C Question Set consists of 16 questions, made up of 4
Groups, each consisting of 4 Questions, which is why it's called the 4x4.

The Question Group headers are...

1. Qualification
Justification

Differentiation

H W N

Influence

Objectives and Tasks

Salesforce Objectives and Tasks can be assigned to the Users managing the
Opportunity. These allow you to create a plan of action that is based on the
questions in the P2C Question Set to develop the Opportunity.




What's new in v47?

SalesMethods Lightning Experience

With the Plan2Close fresh, clean and contemporary Lightning look we now offer our
customers a more intuitive experience.

We have also improved and enhanced the workflow, which means less clicks, so you
can see your results with less effort.

We have added some new features that enable your Team to provide evidence and
gain Management approval more rapidly and effectively...

e The Question Chat facility to enable discussion on each Question.
e The Evidence File Attachment to provide proof of the Evidence.
e New Statuses: ‘in Progress’ and ‘Team Member Request’ to complete the process.

e ARisk Chart embedded in the plan provides prompts on the outstanding Questions.

Opportunity

SUMMIT: EnterpriseAccounts: Gold 50 Users + Follow Edt | NewCase | NewNote | v
Account Name Close Date Amount Opportunity Owner
Rapid Biker Insurance Company Ltd 16/09/2021 £150,000.00 5 Mark Mogridge

Prospecting Qualification Needs Analysis Value Proposition Perception Analysis P ice Qu... ati i Closed ' Mark Stage as Complete

Details Plan2Close OrgChartPlus Statistics Coaching Activity Related
é plan2 p— & Plan2Close
close Overview
PURPOSE

Plan Risk To guide you o build a winning saes plan (the Plan2Ciose)

for your sales opportunities.

>

(I I A

| 3

(CJ<J< A

1 Business Drivers 9 Buying Criteria

2 Business Responses 10 Alignment

DESCRIPTION

The 4x4 asks questions focused on the four areas
fundamental to achieving a successful sale - qualification,
justification, differentiation and influence.

3 Purchasing Process 11 Competitive Differentiation

4 Pain or Gain Objective

Justification

5 Client Competency a 13 Visibility / Credibility

12 Strategy

« Four key questions in each of the four categories (the 4x4)
determine whether you have met the criteria for having qualified
the opportunity as genuine so that you do not waste time. You
have justified from your own perspective that it is worth
committing effort, time and resource to win. That you have a well-
constructed and differentiated value proposition to beat the

You may want to consider competition and that you are targeting the right people to

6 Short-term Revenue 14 Personal Insight

7 Ability to Respond 15 Political Insight

(J<J<
(CJJ<L

influence in your sales campaign.( Remember the option for your
8 Strategic Value 16 Positioning 1. Business Drivers prospect to ‘do nothing’ can be considered as a competitor)
5. Client Competency
9. Buying Criteria « Evidence is required that confirms you meet the criteria for

answering each question positively.

« The objective is to answer and satisfy each question with evidence
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What's new in v4 continued...

Question Statuses

You can quickly identify the Status of each Question within a Question Set using the
colours and the icons.

As mentioned above two new Question Statuses have been added, the full list is...

BLACK = Not yet started The Question has not yet been looked
at and there is no information
included in the evidence

RED = E() Cannot satisfy the The Question has been looked at but

Question at this point there /s insufficient evidence to
answer the question. More work needs
to be done.

GREEN = Question satisfied There is sufficient information in the
evidence and have accomplished the
question’s objective.

= In progress The evidence is currently being
collected.

REVIEW =[] Team Member A Team Member has requested further

Request

information on this question. It could
be a request for further evidence or
clarification of the evidence provided.




Getting Started

1. Initiating Plan2Close
To open Plan2Close, in the Opportunity page layout, either scroll down to the
{Plan2Prosper} Section or click on the {Plan2Close} Tab, as shown below.

e Select a Question Set from the picklist and click the [Initiate Plan2Close] button,
in this case the standard 4x4 Plan2Close Question Set.

e And the set will be displayed.

Opportunity
SUMMIT: EnterpriseAccounts: Platinum 30 Users

Account Name Close Date Amount Opportunity Owner
Rapid Biker Insurance Company Ltd 17/09/2021 £220,000.00 #3 Mark Mogridge

Qualification Needs Analysis Value Proposition Perception Analysis Id. Decision Makers Proposal/Price Qu...
Details Plan2Close OrgChartPlus

A Plan2Close process has not been started for this opportunity.
Select the question set to use:

* Question Set

Plan2Close v

| Initiate Plan2Close

/

Opportunity
SUMMIT: EnterpriseAcgounts: Platinum 30 Users

Close Date Amount Opportunity Owner
17/09/2021 £220,000.00 r_\ Mark Mogridge

Account Name
Rapid Biker Insurance Company Ltd

Prospecting Qualification Needs Analysis Value Proposition Perception Analysis Id. Decision Makers Proposal/Price Qu...

Details Plan2Close OrgChartPlus
'J planz Closing Plan
D close
1 Business Drivers 9 Buying Criteria
2 Business Responses 10 Alignment
3 Purchasing Process 11 Competitive Differentiation 0%
4 Pain or Gain Objective 12 Strategy
5 Client Competency 13 Visibility / Credibility
6 Short-term Revenue 14 Personal Insight
7 Ability to Respond 15 Political Insight You may want to consider

8 Strategic Value 16 Positioning 1. Business Drivers
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2. Providing Evidence: Text

When you click on a Question in the Question Set, you are taken to a page that
allows you to enter evidence which supports that question.

Qualification Differentiation
1 Business Drivers 9 Buying Criteria
2 Riicinace Dacnnncac / AN _Alinnman +

1 Business Drivers

Status

Ol VI[=

Evidence

We understand that RapidBiker have a goal of growing their Corporate B2B
business by 10% YoY for the next 3 years .

1 Business Drivers

2 Rici Dacn. 10 _Ali

f—

Click on the Question you wish to answer in the Question Set
Enter the Evidence
Click [Savel]

Click on the Status that reflects the completion of the criteria

a b e DN

Click on [Back] button to see the result in the Question Set.




3. Providing Evidence: Team Member Requests

The Question Chat feature allows you interact with your Team on each question.

Perhaps your Manager would like to see more evidence to support your evidence
statement, so he could request it as follows...

Do we have any written proof of this goal?

=3

Question Chat /

> E Do we have any written proof of this goal? o

| Richard Gilder / 2021/06/25 03:49:59

@ 2 OR

Qualification Differentiation
1 Business Drivers m 9—Buying Criteria

2 Riicinace Dacnnncac A0 _Ali

Status

p—

Click on the Question in the Question Set

Type in your Question in the Post area

Click [Post]

And the Question Post is added to the Chat area

Click on the purple {Review} icon to alert your team of your request

oA W N

Click on [Back] button to see the result in the Question Set.




4. Providing Evidence: Attachments

The Evidence File Attachment feature allows you to provide proof of the Evidence as
well as any supporting documentation. You can upload any document type; Excel,
Word, Powerpoint, images, etc.

Evidence Attachments

Filename Created

Evidence_QO01_BD_Listing 2021/06/25 04:19:28 v

2, Upload Files Or drop files

D
Status 4/
o[VIER=

9 Mutual Business Value

10 Dalatinnchin Dian

Click on the Question in the Question Set
Click [Upload Files] and select your attachment file
Click on the Status that reflects the completion of the criteria

W

Click on [Back] button to see the result in the Question Set.




5. Providing Evidence: Question Groups

You can view and edit the Questions within their Question Groups which makes the
process faster and provides you with a clearer overview of Evidence provided.

Qualification

1 Business Drivers

2 Busjness Responses

3 Purg¢hasing Process

4 Pain or Gain Objective

lan?2
Close

Qualification | Justification  Differentiation  Influence

Question Evidence
1. Business Drivers We understand that RapidBiker have a goal of growing their Corporate B28
business by 10% YoY for the next 3 years .

2. Business Responses

3. Purchasing Process RFP issued, 2 weeks toespond, shortlist of 3 suppliers, suppliers invited to
present within 1 week, decision made in 1 week subject to T's and C's

4. Pain or Gain Objective Have to reduce operating
product seen as the solution

2. Business Responses

~>

Status

BMEQ

Evidence

1. Click on a Question Group header in the
Question Set

Evaluating MIS systems in support of business processes

2. The Tab bar allows you to navigate between
the different Question Groups

3. Click on any part of a Question to directly edit
that Question

Click [Savel
Click [Back] to return to the Question Set
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6.Providing Evidence: Tasks & Events

Using the native Salesforce Tasks & Events will help you to create an action plan for
the Opportunity you are working on. These activities will be related to the current
[Opportunity] record as well as the current User and any allocated [Contact].

To add a TaSk... Statistics Coaching Related

Log a Call New Task New Event Email

a. Go to the {Activity} Lightning Component
b_ Cl|ck on ‘the {New Task} tab TASK: QO3: Evaluate RFP and allocate resources Q

Due Date

e Enter a Subject 26/06/2021 "
e Select a Due-Date e
Mark Mogridge b
e Select a [Contact], if required e
° Assign to a User E] v search contacts
Related To
° The TaSk IS related to the Opportunlty SUMMIT: EnterpriseAccounts: Platinum 30 Users X

c. Click [Savel =2

To add an Event... Statistis Cosching Related
Log a Call New Task New Event Email

a. Go to the {Activity} Lightning Component Subiect
EVENT: Q06: Short Term Revenue evaluation Q
b. Click on the {New Event} tab » »0

® E nt e r a S U bJ e Ct We need to discuss the true potential short term budget - Clifford will

head discussion.

e Enter a Description

* Start

e Select Start Date/Time o = =
e Select End Date/Time
e Select a [Contact] o e =

e The Eventis related to the Opportunity

Name

c. Click [Savel [5] ciifford McNeil X

Related To

SUMMIT: EnterpriseAccounts: Platinum 30 Users

=
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/. Providing Evidence: Guidelines & Coaching

The Coaching guidelines are there to help you know the different aims and
objectives of each Question, as well as the criteria to turn the Question ‘green’.

The content in the Coaching component starts with an Overview on how to use
Plan2Close, and also synchronises with the current Question you are viewing in the
Question Set.

Details Plan2Close OrgChartPlus Statistics Coaching Activity Related
1 Business Drivers | Back ; 6 Que_suon 1 1
| Business Drivers
QUESTION
Status Question Chat What are the business reasons driving the prospect to act?
E(] m > B 0o we have any written proof o this goal? 8

Mark Mogridge 2021/06/25 03:49:59 OBJECTIVE

Evidence To identify the tangible reasons (business drivers) why the

prospect needs your products/services?
We understand that RapidBiker have a goal of growing their Corporate B28

business by 10% YoY for the next 3 years . « external forces on their business (.g., Market/Competition).

« internal forces on their business (e.g., Operational/Financial).

CRITERIA
1. Evidence that the business drivers have a fundamental effect on
the success of the organization

2. Evidence the business drivers are acknowledged by the prospect

3. Evidence your products/services address these drivers
quantifiably.

EXAMPLES
Post a new comment regarding the evidenc
Evidence Attachments External
« Market declining due to economic factors causing a sales decline.
Filename Created
« New competition with new technology/service is taking market
Evidence_QU1_BO_Listing 2021/06/25 04:19:28 v

share.

« Arecent merger or acquisition has presented new and differing
market

&, Upload Files  Or drop files

A guideline on the best approach to answering a Question Set...

1. There is no correct place to start working through the Questions, the idea is to
get as much information down as possibly so that you are in the best place to
move the Opportunity forward.

2. The questions do not have to be ‘green’ straight away, they are designed to
prompt you to find the key information that will allow you to further the
Account.

3. As the plan is being completed, you will start to move from a Question Set of
all black icons to a Question Set populated with a range of icon colours;
indicating the progression of the Opportunity.




8. Providing Evidence: Risk Analysis

The Risk Analysis is designed to give you an indication of whether it is sensible to
progress the Opportunity to the next stage.

The Risk Score parameters are set for each Plan2Close Question Set by your
Salesforce Administrator.

Prospecting Qualification Needs Analysis Value Proposition Perception Analysis Id. Decision Makers Proposal/Price Qu...

Details Plan2Close OrgChartPlus
'/ p la n 2 Closing Plan
9 close
Plan Risk

1 Business Drivers 9 Buying Criteria

2 Business Responses 10 Alignment

<<

11 Competitive Differentiation

>

| 3 Purchasing Process
25%

| 12 Strategy

£

4 Pain or Gain Objective

13 Visibility / Credibility

5 Client Competency

<

6 Short-term Revenue 14 Personal Insight

7 Ability to Respond 15 Political Insight You may want to consider

NRAN

8 Strategic Value 16 Positioning 3. Purchasing Process

12. Strategy

Using the example above...

e Question 3: Purchasing Process was scheduled to have been answered during
the ‘Qualification’ Stage, which was 3 Stages prior. So, this carries a Risk Score of
25% and displays a warning icon against the question.

e Question 12: Strategy is scheduled to be answered in the current Stage of
‘Perception Analysis’ so it does not carry any Risk Score. But should you move
the ‘Stage to ID Decision Makers' it will carry a Risk Score of 15%, which would
bring the total Risk to 40%.




Closing Plan

The Closing Plan allows you to present the overall Plan2Close strategy which
consists of 3 sections...

1. The Overview
2. The Question Groups
3. Task & Events

The Closing Plan can be viewed, printed or exported in PDF format by clicking on
the [Closing Plan] button in the Plan2Close header.

plan2
close

Closing Plan Back
Plan2Close Overview
[ SUMMIT: EnterpriseAccounts: Platinum 30 Users
Stage: Perception Analysis
8 Strategic Value This could take us into 2 new market - InSuance|  Ciose Date: 17/09/2021
Status Plan Risk: 25%
Account: Rapid Biker Insurance Company Ltd
Mark Mogridge
mark.mogridge@salesmethods.com
25/06/2021,17:54
Differentiation
Question Siionen = | ==
P P 2
9 Buying Criteria ‘They are looking for a vanilla out of the box solu ying v
st 2 s respones —
3 Purchasing Process 11 Competitive Diferentiation
10 Alignment ‘We have a ‘proven’ - they really like that and nes
z « PinorGinOvecthe — [
Status
5 Client Competency 13 Visibility / Credibility
11 Competitive Differentiation _ We have our differences to the competition but
Status. 6 Short-term Revenue 14 Personal Insight
12 Strategy Yes, we talk the same language and our product 8 Strategic Value 16 Positioning
Status m
Qualification
Influence i
Qusstion Evidence
Question Evidence 1 Business Drivers We understand that RapidBiker have a o3l of growing their Corporate B2B.
business by 10% Yo for the next 3 years
13 Visibility / Credibility We have worked with the full tearm already - they Status
Status
2 Business Responses Evaluating MIS systems in support of business processes
14 Personal Insight Status
Status
3 Purchasing Process RFP issued, 2 weeks to respond, shortlist of 3 suppliers, suppliers invited to
present within 1 week, decision made in 1 week subject to T's and C's
15 Political Insight Status
Status
4 Pain or Gain Objective Have to reduce operating costs by 10% by end of year or obs wil g0 our
product seen as the solution to this pain
16 Positioning Status
Status
Justification
Tasks "
Question Evidence
Due Date Subject Assigned| 5 Client Competency ‘Complex solution - PROSPECT has limited intermal resource - require project
6/28/21 TASK: QO3: Evaluate RFP and allocate resources Sisin management support - can we sell this in?
Events
Due Date Subject Assigned To| 6 Short-term Revenue ‘Short term additional revenue of £1,500,000 will be realised in 3 months,
6/30/21 EVENT: Q06: Short Term Revenue evaluation Clifford McN Status
7 Ability to Respond We have confirmation from all those needed to answer that they can respond
on time
Status




Thank you for reading this

For any questions or further support on
using Plan2Close please go to

https://salesmethods.com/support/ and
complete the form.

0000

sales
methods




