
Sales Training

Presenter
Presentation Notes
Hi –Thanks for attending the Triple S Partners in Protection Program training. Our goal is to try help you Better understand the Triple S partners in protection programProvide you a sales playbook & tools to help you in the field and be prepared to close more sales



Agenda
PiP Objectives
PiP Tools
Collaborative Cleaning
Cold Calling
The Sales Process
Gaining Agreement



Let’s Get To 
Know Each 
Other!

•Who are you?

•What is your position?

•How long have you 
been in the industry 
(sales) ?

Presenter
Presentation Notes
So real quickly, lets take about 15min to get to know each other.



Objective
Establish and provide a road map 
for the development of an 
effective cleaning/infection 
control program that meets 
needs in post COVID-19 
environment.  Such program 
needs to be based on best 
practices and geared toward truly 
delivering a clean, safe and 
healthy indoor environment that 
meets occupant expectations and 
instills confidence.

Presenter
Presentation Notes
PIP Objectives –READ



WIIFM 
•Creating a stronger strategic 
relationship with your customer

•Sales & Margin Growth

•Develop & Improve relationships at all 
levels (higher) of your customers 
organization

•Become an indispensable supplier –
Trusted Advisor

•Helping your customer succeed

•??????

Presenter
Presentation Notes
SO WIIFM!  What does this program provide you as a DSR, Owner or Triple S Member?



Presenter
Presentation Notes
www.kahoot.it      Lets learn how to play this simple program called Kahoot.Intro game and quiz on how to play. 
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Establish for Protection

Train for Protection

Inspect for Protection

Partners in Protection

Establish for Protection

Educate for Protection

Inspect for Protection

Presenter
Presentation Notes
The first step – “Establish for Protection” - involves making a commitment to a heightened level of cleanliness and establishing protocols to ensure the standard can be met.  During this step, we need to outline the specific cleaning and disinfection tasks that will be performed, the frequency at which they will be performed, and the specific individual(s) who will perform them.  The ultimate goal is to arm the school with a comprehensive scope of work that lays out the full plan. Specifying the tasks to be performed necessitates going through the different room types and identifying the various items, surfaces and areas that will need to be serviced, highlighting the high touch and high-risk items/ surfaces.  This enables us to set priorities in terms of which items, surfaces and areas require more frequent servicing, and which absolutely must be taken care of.  Examples of high touch surfaces/ items include light switches, doorknobs and handles, handrails, shared desks, toilet and sink handles, and water fountain buttons.   Once the specific items and surfaces have been identified, we need to establish how often they will be cleaned, sanitized and/or disinfected and by whom.  High touch points will likely need to be serviced multiple times per day, possibly even after each use.  This is where the new concept of “Collaborative Cleaning” plays such a huge role.  We know we simply cannot hire a team of new custodians or cleaning service professionals and we have yet to figure out a way to clone the workers we do have.  Operating under a “we all must take responsibility and work together” philosophy, will help ensure that the work is completed.  Ultimately, the new scope of work will provide a roadmap that specifies all elements of the program. Train, Train, Train (And When You are Done…Train Again) The second step is “Educate for Protection.”  Under this step, we must do everything necessary to make sure our custodians or cleaning service professionals, teachers, staff and students are in the best position to succeed.  Everyone must be educated and trained on their specific responsibilities, including why the task is so important, how to perform the task, and what safety measures need to be taken.   There are a myriad of training and education programs available, but we need to make sure the program is specific to the products that will be used and the activities that will be performed.  Once again, your cleaning products distributor partner should be able to provide you with the necessary training and the expertise necessary to ensure all aspects are covered. Inspect for Success As we seek to meet the heightened expectations and instill confidence in stakeholders, we need to make sure we are successfully providing a clean, healthy and safe school environment.  And this necessitates monitoring and inspections.  As part of the third step – “Inspect for Protection” – we must make sure we have established a Quality Plan which sets forth an assessment schedule. Fortunately, there are a variety of inspection tools that make the job easy.  Many companies offer inspection software that allows monitoring to be performed on a phone or tablet and, of course, there are always good old-fashioned paper checklists.  The key is to make sure your inspections are customized to your exact program so you can ensure you are gathering the most useful data and information.  We as your supplier can offer a custom solution. Inspections and monitoring also serves as an effective accountability tool.  We all recognize there are practical considerations when it comes to documenting worker performance but making sure we are  actually providing a clean and healthy school environment is the most important outcome.  Further, it is absolutely necessary to hold third party cleaning service providers accountable and make sure they are living up to their contract.  Finally, keep in mind that the exclusive goal of inspections should not be to catch poor performance and instill discipline.  Rather, inspections are a great way of identifying outstanding performance and we must always remember to highlight and celebrate success. Shout It Out Loud! Step Three and the performance of inspections will also provide us with the information we need to report on our success (or failure).  And we should not be shy to boast about what we have done.  Remember, we are facing heightened expectations and need to instill confidence.  What better way than to let school stakeholders know what we are doing to protect their health and safety? Establish transparency by letting parents, teachers, staff and students know about the program you have implemented. Write a letter to increase their comfort level.  Post signage to make sure everyone is constantly reminded about the program.  Celebrate success by honoring the hard working cleaning professionals and by highlighting the efforts of everyone as part of the Collaborative Cleaning concept.  Make sure everyone knows you are doing whatever it takes to provide a clean and healthy learning and teaching environment! 



Tools and Resources

• Cleanliness Standards

• Best Practice Cleaning Protocols for K-12 and LTC Healthcare

• Sample Scopes of Work & Cleaning Plans

• Products Suggestions

• Training Plans & Programs

• Inspection Checklists

• Gateway Mobile Platform

•Academy of Cleaning Excellence

Presenter
Presentation Notes
Get into TOOLS later  (When do we show samples)The tools and resources that will be available for you are:Cleanliness standards Best Practices cleaning protocols for K-12 and LTC HealthcareSamples scopes of work & Cleaning plansProduct SuggestionsTraining Plans & ProgramsInspection checklistsGateway Mobile PlatformOptional tools – ATP, CleanspecASBO ArticleLetter to School Families



ENVIROX – Clean Disinfect 
Sanitize PIC

Presenter
Presentation Notes
Now one of the biggest things we ALL Need to understand and communicate is the differencesBetween, Cleaning, sanitizing and disinfecting and the importance of CLEANING Properly BEFORE DisinfectingCleaning – The removal of soils and dirtSanitize – Reduce the number of bacteriaDisinfect – Kills Fungi, Bacteria and VirusesVirucide – Kills VirusesSterliant – Eliminates all Fungi, Bacteria, Viruses, Spores



Cleaning

Presenter
Presentation Notes
We are also focused on a COLLABORATIVE CLEANING EFFORT.  That means, not only will the custodians or cleaning staff,But ALL Occupants, teachers, students, parents etc. in Schools.In Long Term Healthcare – we need make sure that staff, physicians, nurses and visitors are part of the collaborative cleaning program



Presenter
Presentation Notes
So what are the 3 aspect of Partners in Protection?What is it called when all participants will work together to clean?What’s in it for me? Is the PIP Program is good for you?



1. Discover

2. Diagnose

3. Design

4. Deliver 

• Planning,
• Fact Finding
• Fact Based & Data Driven 
• Analysis
• What is Strategy

• Understand the players
• Openers
• Qualifying Questions
• Find the Problem and Causes
• Ask Great Questions & Learn
• Consequences / Quantify Value

• Closing/ Ask for Commitment
• Sign Agreement
• Implementation
• Education & Training
• Measurement of Results

Handling Objections
• Acknowledge
• Probe
• Answer
• Concern

SALES PROCESS

SALES PROCESS

• Solution Development
• Criteria/Concept Validation
• Design Presentation
• Measurements

Presenter
Presentation Notes
Let’s take a look at the sales process. Now there are many sales processes out there. Most of them are called different names or word, but most are very similar in total concept. Whether it be PSS Professional Sales Skills, LAER – Carew Intl.  The 4 D’s – DISCOVER, DIAGNOSE, DESIGN, DELIVERDISCOVERY – Pre PlanningFact FindingFact Based & Data Driven AnalysisWhat is StrategyDIAGNOSE – Understand the playersOpenersQualifying QuestionsFind the Problem and CausesAsk Great Questions & LearnConsequences / Quantify ValueDESIGN – Solution DevelopmentCriteria/Concept ValidationDesign PresentationMeasurementsDELIVER – Closing/ Ask for CommitmentSign AgreementImplementationEducation & TrainingMeasurement of Results 



Pre Planning &
Qualification of 
Account

• Who is account?

• What is your current sales volume from this account?

• What is the overall sales opportunity from this account?

• What are the conversion opportunities in this account?

• How much current Triple S Sales do you have in this account?

• What specific Triple S products do you sell in this account?

• Who are the decision makers in this account?

• What are the current processes in this account?

Discover

Presenter
Presentation Notes
So to begin, it’s very important that we do some Pre Planning and Qualification of the Account.The main reason is we need to understand what the total opportunity is so to help you determineWhat volume you can grow with based upon the account and also with all the value you will bring to yourAccount, you need to make sure you are getting your fair share and growth of supplies will be.Your target should be 75-80% of the supply volume.



Prospecting



Client Profile & Facility Data Survey
Our goal is the assist you in identifying and implementing 
"Lowest Total Cost" cleaning and maintenance solutions.
Working together we can create a cleaner and healthier environment 
 for all building occupants.

 Establish and provide a road map for the 
development of an effective 
cleaning/infection control program that 
meets needs in post COVID-19 
environment.  Such program needs to be 
based on best practices and geared 
toward truly delivering a clean, safe and 
healthy indoor environment that meets 
occupant expectations and instills 
confidence.

Client Profile and Contact Information CODE
Market Segment Codes:                               
1= Healthcare, 2 = Education,                      
3= Industry, 4=BSC, 5= Retail,                     
6= Gov/Munincipality,                                  
7= Religious

8=Hospitality,                                                         
9 Leisure/Recreation                                          
10= Transportation,                                             
11= Commercial/Office Bldg                              
12= Property Management

Entity Name Date Street Address City or Town State
Contact Name
Title
e-mail
Phone Number
Alternate Phone Number

Alternate Contact Name Street Address City or Town State
Title
e-mail
Phone Number

Presenter
Presentation Notes
You may want to or decide to utilize a customer Profile to gain information about the account.To keep track of your conversations and better understand all the info the account has to offer orNeed that is important to them.



Who to call on –
K-12 Titles

•Department of Education

•District Superintendent

•Chief Financial Officer

•Chief Administration Officer

•Director of Business/Manager

•Business Administrator

•Director of School Facilities

•Director of Safety 

•Director of Health Services

•Principals

Discover

Presenter
Presentation Notes
SO Who are the Titles or Decision Makers you will be calling on in the K-12 education sector?



Who to call on –
Healthcare LTC Titles

• Owner
• Business Administrator 
• Environmental Services 

Director
• Housekeeping Director
• Director of Operations
• Supervisor/Manager
• Infection Control Practitioner

Discover

Presenter
Presentation Notes
For Long Term Health Care-What are other titles you can think of?





Initial Teaser Email

Presenter
Presentation Notes
So to start off, if you need to gain the attention of your account or higher level decision makers, we have included a sample of a TEASER Email.Not everything or email is perfect, but you can write your own also. But you need to try and grab the attention so you can tell your story.



Teaser Email # 2 & Video

Presenter
Presentation Notes
This is another Teaser Email that will include the PIP video.





Cold Calling Script- K-12
K

San Juan School District office, this is Katie, How can I help you?

Hi Katie, This is Sam from XYZ Distribution. I was wondering if you could help me? I am trying to contact (Name from research) the Superintendent, 
District Business Administrator, Director of Planning,  Who would that be please?

I’m sorry, who are you and who are you looking for?

Katie, I’m Sam from XYZ Distribution. I am trying to contact (Name if you have), The Superintendent, Business Administrator,***.

Can I tell him what this is about?

Sure, Katie, we have a program to help you prepare your schools for a healthy and safe opening. Our goal is to help you instill confidence in your staff, 
teachers, parents and students that you have a specific comprehensive solution for the future and immediate protocols for a safe and healthy 
environment.

Katie, we’d like to share our Partners in Protection program helping your facilities create a  clean and healthy safe reopening . Do you think that would be 
important to your district?

Oh.. Well you should probably talk to John Smith.

And what is John Smith’s title please?   He is Business Administrator.   Thanks Katie.  Would he happen to be available for me to introduce myself?

What is the best way to contact him? Well his email is JSMith@SJSD.edu and phone contact is 916 777-8888.   Is there a good time to call on him?

Thank you Katie. 

I was just curious, do you know what your current supplier is doing to help you guys establish protocols for your business? And who is that supplier? 

Thanks again Katie.

Diagnose

Presenter
Presentation Notes
So if you do not have a relationship with the DM or even the School district or Long Term Care facility.So you have to do a “Cold Call” Lets review

mailto:JSMith@SJSD.edu


Cold Calling Script- LTC
K

Good Haven Health care, this is Katie, How can I help you?

Hi Katie, This is Sam from XYZ Distribution. I was wondering if you could help me? I am trying to contact (Name from research) the Business Administrator, 
Who would that be please?

I’m sorry, who are you and who are you looking for?

Katie, I’m Sam from XYZ Distribution. I am trying to contact (Name if you have),Business Administrator, who would that be please?

Can I tell him what this is about?

Through our research since COVID, We have seen a disconnection of a comprehensive programs helping LTC . Our goal is to help you instill confidence in 
you the staff, Dr.s, patients and their families to feel safe walking into LTC health business. 

Katie, we’d like to share our Partners in Protection program helping your facilities develop the correct safe, clean and healthy programs to keep patients 
and occupants safe . Do you think that would be important to the business?

Oh.. Well I guess you should talk with John Smith.

And what is John Smith’s title please?   He is Business Administrator.   Thanks Katie.  Would he happen to be available for me to introduce myself?

What is the best way to contact him? Well his email is JSMith@SJSD.edu and phone contact is 916 777-8888.   Is there a good time to call on him?

Thank you Katie. 

I was just curious, do you know what your current supplier is doing to help you guys establish protocols for your business? And who is that supplier?

Diagnose

mailto:JSMith@SJSD.edu


Exercise

•Create your own TEASER 
EMAILS

•Write your own COLD 
CALL Script!







Leading the Witness



Diagnose

Presenter
Presentation Notes
Write Examples



Cold Call
Hi  (Name of DM) –

This is Kevin from XYZ Distributor. I’d like to share 
with you a defined program with detailed products, 
processes / protocols to properly clean and disinfect 
your school district in preparation for opening.

Along with that, this collaborative process will work 
within your budgets and will provide your staff, 
teachers, students and parents a safe clean indoor 
environment for them to return to.

What would be a good time for us to meet in person 
or on zoom?

I’d like to make sure we have the proper decision 
makers at this meeting.

1. Superintendent   2. Business Manager   3. Head 
Custodial team and anyone you feel necessary.

Presenter
Presentation Notes
“Each school district must develop a procedure manual to establish cleaning/disinfecting schedules, targeted areas to be cleaned, and methods and materials to be used.”  The PiP protocols give them everything they need to create the manual.  Save time!  Save effort!  Save money!  Rely on the experts who are giving you the keys to the kingdom!!! “School districts must also develop a schedule for increased routine cleaning and disinfecting, especially of frequently touched surfaces and objects, and sanitize bathrooms daily and between use as much as possible.”  What an amazing concept!  And looky here…the PiP sets forth the schedule.  Save time!  Save effort!  Save money!  Rely on the experts who are giving you the keys to the kingdom!!! “Provide EPA-registered disposable wipes to teachers and staff so that commonly used surfaces (e.g., keyboards, desks, remote controls) can be wiped down before use.”  Well, wouldn’t you know it…the PiP protocols recommend this precise process.  Save time!  Save effort!  Save money!  Rely on the experts who are giving you the keys to the kingdom!!! From a news story about the NJ Plan – “All these changes will not come cheaply. One analysis estimated that the average district may need to spend an additional $490 per student on safety equipment, cleaning supplies, and additional custodians and nurses.”  Whoa!  That is a lot of money.  If only there was a program that helped the schools save time, effort and MONEY!!! 



– We know you need to implement a comprehensive cleaning and disinfection program that will protect 
the health and safety of students, teachers and guests. We can help you implement a series of best 
practice cleaning protocols that are specifically designed to meet your needs…

The Triple S Partners in Protection Program-

Will offer a comprehensive solution that will be the goal for the future while highlighting the immediate 
protocols that can/should be implemented to deal with present and immediate concerns.” 

Our goal is to provide you with the right products + processes to = clean, healthy & most importantly safe 
environment. We help you accomplish this with a 3 steps

1. Establish for Protection- Meaning establishing the right products and processes for protection

2. Educate for Protection - Meaning training your team, teachers, staff and students specific responsibilities 
and how to perform the right steps to clean and disinfect in a collaborative cleaning process.

And where we differentiate and most importantly we

3. Inspect to protect – meaning, we will track, inspect and evaluate the results for protection to determine 
opportunities for improvement



Close

I understand Mr. Customer you’re seeing this for 
the first time. Here’s what I think we should do 
…. The range of PiP services we offer thru our 
Members ranges from simply providing the info 
(DIY) to manage it for your organization (full 
service). The question to consider is where do 
you see yourself on the scale.

Once we understand your expectations we can 
put together a proposal we believe will fit your 
needs.



Diagnose / Openers
Meeting with DM

Hi John, Thanks for seeing me. I’m Sam from XYZ Distribution. Katie advised 
me, you were the Business Administrator, is that correct? Great. 
Thanks for your time. The main reason I’m here is to keep your staff and 
students safe. We would like to share our “Partner in Protection” program 
designed specifically for schools like yours? What are your plans to reopen 
your schools and trying to keep everyone safe?

Due to Covid, what we see in the marketplace is a shift in 
expectations from consumers/endusers and parents/employees. 
66% want to better understand if the building they will be 
occupying is clean, disinfected and safe. What are the 
guidelines or protocols you are following?

We are not sure. 
We have been 
waiting for the 

Dept of Ed.

Well we are getting 
as much wipes and 
sanitizers as 
possible, not sure if 
I’m interested

Presenter
Presentation Notes
Write your own



Qualifying
1. Problem Recognition

a. Set an agenda
b. Ask Provocative Questions
c. More Probing Questions

2. Identify Decision Makers Role
a. Who are the players
b. What are their roles
c. What is the decision making process

3. Uncover Hot Buttons/Criteria
a. Ask about supplier selection process
b. What is the criteria they use that is important 
c. How do they make quantify value other than                                         

price

4. Handle Objections
a. Listen
b. Acknowledge
c. Ask specific questions about objection
d. Review back and provide

5. Quantify your Value

6. Check Point/ Transition / Close

Diagnose



(ST

We recently talked to some school districts, and the challenge 
that we hear is there is no true direction from the Dept or Ed, 

State/Fed Govt, etc. with exact protocols for cleaning & 
disinfecting. We have a program called “Partners in Protection” 

that will provide you and your teams specific products + 
processes that will provide positive outcomes to a clean, 

disinfected and healthier environment. Would it be ok if I share 
it with you? 

Quick Pitch
I can understand. Gaining product is going to be a 
challenge in itself due to MFG allocations. Would you 
mind if I ask a few questions to learn more? What are 
your plans for re opening to keep your folks safe?  (STOP 
&  LISTEN, ask more questions based upon their 
responses)  2Diamonds

Sure.

I’m not sure I 
understand

Presenter
Presentation Notes
Write your own



And this is pretty common. Many of us have not been fully 
educated on the correct processes. FYI, IF we do not properly 
clean the surfaces prior to disinfecting, the disinfection process 
will be barriered to work from the dust and dirt and cannot do its 
job. So all the effort goes to waste. Let me share this slide with 
you about the differences.

Quick Pitch
John, Do you mind if I ask you a silly question? We find most people 
struggle understanding the differences of Cleaning, disinfecting and 
sanitizing.  Do you believe your team truly understands the difference?

So what are these 
about?

I believe so. We take the 
disinfecting wipes and 

chemicals over the desk 
and high touch areas

Presenter
Presentation Notes
Write your own



ENVIROX – Clean Disinfect 
Sanitize PIC



Cleaning at night will be a differentiator for parents that you can share. But there are 
many who truly do not understand the correct products and processes. COVID has 
made more people aware of the importance of cleaning for health. Our goal is to 
provide you with the right products + processes to = clean, healthy & most importantly 
safe environment. We help you accomplish this with a 3 step program. PiP
1. Establish for Protection 
2. Educate for Protection
3. Inspect for Protection

Quick Pitch
I share this with you, because, this is a big part of our PARTNERS in PROTECTION 
program and we would like to become your strategic supplier.  We help educate you 
and your staff with the right products and processes.  What does that mean? We will 
offer a comprehensive solution that will be the goal for the future while highlighting 
immediate protocols that can/should be implemented to deal with present & 
immediate concerns. Most organizations do not understand the proper steps to 
Establish a clean, safe and healthy environment for their occupants.

We’ve considered cleaning and 
disinfecting at night so when student 
come in, the environment is safe

Presenter
Presentation Notes
Write your own



Exercise

•Create your own 
OPENERS

•Write your own QUICK 
PITCH
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Establish for Protection

Train for Protection

Inspect for Protection

Partners in Protection

Establish for Protection

Educate for Protection

Inspect for Protection

Presenter
Presentation Notes
Partners in Protection.  I like the sound of that.  So what is it all about and what does it include?



We now have to clean for HEALTH and not just appearance.
Not properly cleaning a surface before you disinfect does not provide the 
safety people expect or need. Not knowing the right products and 
processes leaves your facilities unprotected and what could that cost you 
and your district? Businesses were closed due to risk and the cost of a  
someone getting COVID is high. And it’s not just COVID, Influenza, 
SARS, MRSA and more.
Would the PiP program be something you would like to learn more about?

Quick Pitch
1. Establish for Protection means establishing the right products and 

processes for protection
2. Educate for protection means training your team, teachers, staff and 

students specific responsibilities and how to perform the right task and 
measures need to be taken

3. Finally Inspect to protect to track, inspect and evaluate the results for 
protection

Interesting, These are good 
things to learn

Presenter
Presentation Notes
Write your own







Great question. Step #2 is about Educate for Protection. We would establish 
training and education for your cleaning staff, detailed instructions for 
teachers, students and parents. We can also guide your cleaning staff to an 
accredited course on infection prevention. But it will also mean a strong 
communication plan to educate parents/students on the importance of 
cleaning for health. 

Quick Pitch
John, let me share with you more details of our Partners in Protection 
Program protocols. (Show Protocols)  #1 Establish for Protection - The great 
thing is you can customize and utilize what you believe is going to be the 
most effective and safe for your situation.  You can see each room, or school 
location prioritizes the type of surface, the priority, the process, frequency 
and responsibility. 
We believe that this must be a COLLABORATIVE approach that includes, 
staff, teachers, students and others.

So how would we get our staff 
and students to understand all of 

this?

Presenter
Presentation Notes
Write your own





Exercise

•Describe the PIP Program

•What questions might 
your customer ask so I 
can be prepared

•What objections will 
they have?



If we could develop the products and processes that will provide you a safe 
environment, yet in step with your current manpower FTEs, how would you 
like to move forward on our PIP Program?

Quick Pitch
John, what are your thoughts about the detailed level of protocols and 
processes that can be implemented to cover all your locations so your 
team knows exactly what to do?

The good part is you can customize it based upon the level you decide that 
is safe or reduces risk for your occupants.

So what would be 
our next steps?

Wow! Very extensive, 
which is good but 

almost overwhelming

Presenter
Presentation Notes
Write your own



What do you believe the value of this program would be to your organization?

John, We want to be your strategic partner/supplier. And this is a value added 
service we provide as long as you purchase 75-80% of your supplies from us.

What would be a good date to meet with you and your staff? Once we 
complete a site inspection, we can develop our customized plan for you and 
share with you our tools to track and monitor our success. 

Quick Pitch
How about we meet with you and your team so we could review your 
current products and processes?
We can then we can come up with the process custom to your district. We 
can them develop an educational calendar to train your team to learn 
along with track the results to see how they are doing?

So what does this 
cost? How long 

does it take?

Presenter
Presentation Notes
Stop and Listen!



#3 Inspect for Protection means, Cleanspec, the ATP monitoring system and 
the Triple S Gateway program can help your team monitor the job they are 
doing to be able to communicate the steps the district is taking. ATP 
Measures the effectiveness of your cleaning. Triple S Gateway tracks all the 
data and steps. It will actually audit the steps or “missions” of your staff. It 
provides an accountability also for your team in a positive way.

Quick Pitch
John, I also want to share with you, how we differentiate ourselves. If you 
cannot see the virus, how do you know you are properly cleaning and 
disinfecting. So our 3rd level is Inspect for Protection. 
We suggest having different tools to take care of this.
1. ATP Monitoring System
2. Cleanspec Inspect System
3. Triple S Gateway Program

So what are these 
about?

Presenter
Presentation Notes
Write your own



#3 Inspect for protection is up to you and your team. You could also consider 
contracting with a 3rd party or us to review your program on a monthly or 
quarterly basis as an outside consultant.
But it will also be important to develop a communication plan to those who 
need to know.

Quick Pitch
John, what really differentiates our program is  #3  INSPECT for Protection 
- the tracking, monitoring and comparing results. This is the only way to 
determine if your teams are taking the appropriate actions and improving 
as they progress. The key is to make sure your inspections are customized 
to your exact programs so you can ensure you are gathering the most 
useful data and information. Its also an effective accountability tool.

Who is responsible for 
this?

Presenter
Presentation Notes
Write your own



Exercise

•What are the monitoring 
systems?

•How will you 
compensate the value 
you will bring to your 
customers?

•Why does Step 3 
differentiate your 
program?





ATP Monitoring Systems 





The last but not least part of this program, would be a communication plan to 
your staff, teachers and most important your parents. Telling the and keeping 
them informed of the best practices your district is taking to keep them safe. 
We have a prepared letter to help you communicate to your parents.

So what are the 
next steps we would 

take?

How about we schedule a time to meet with the team to review your current 
program and processes. We can also look at your product list and begin 
scheduling the training and education.
We can set up the list of products on your order pad, and then review your 
other product lines to see what we might be able to convert to streamline 
your program. We also can provide you the agreement for you to review.

I’m not sure I’m 
ready to sign an 
agreement yet.



Exercise

•How will SSS GATEWAY 
Program help your customers?

•What will your 
communications plan work?

•What are some objections will 
they have?







So how will we be able 
to complete all this 
stuff?  We don’t have 
enough manpower? 
And, I’m not sure I am 
ready to sign an 
agreement.

Handling Objections I can understand, it can seem 
very overwhelming.

Tell me more about your biggest 
concerns?

When was the last time you 
reviewed your processes?

Can you tell us what you think 
might work?

Once we review your current program, we can 
review which steps in the protocols we 

prioritize, and develop a new standardized 
process. We can then provide training, 

education and monitoring for results , What are 
your thoughts?

Could you share with me what 
your main concerns about an 

agreement is?

Presenter
Presentation Notes
Add info on COLLABORATIVE CLEANING



Exercise

•How will you handle those 
objections?

•What are the four phases of 
Handling Objections?



Presenter
Presentation Notes
Your Turn



Qualifying Questions
Problem Recognition

John, Have you had any conversations with the Dept of 
Ed, PTA, Parents to gain any feedback about their 
expectations?

Do you see any obstacles do you see in implementing 
the Partners in Protection Program?

Problem Recognition

Presenter
Presentation Notes
Write your own



Qualifying
ID Decision Makers Role

John, Can you share with me your responsibilities? Do 
you have the ability to select your supplier programs?

Can you tell me more about how you track your results 
of your cleaning program?
What results are you looking for? Or Believe they are 
adequate?

Problem Recognition

Presenter
Presentation Notes
Write your own



Quantify your Value

John,  What is your current enrollment in the district, I think I saw 
2700? And your current absenteeism rate?
With the PIP Program, if we could provide you the program to 
support the recent COVID issue, but also improve your absenteeism 
because of the new processes and protocols. How could that affect 
the districts bottom line?   (Allow customer to calculate themselves 
and provide so they see financial impact beyond price)

John, when we look at the actual “Cost” of acquiring supplies, we see 
that 10% is the actual price of the products, but 90% is in labor or 

processing cost”
Based upon the last year, our tracking shows, we saved about $1000-

in the cost of products, but where we were able to make an impact 
were in the following areas.  (Go to quantifying slide)



Quantify on Value

Your Annual Budget $50,000

Total Spend $49,000 ($1,000)

Productivity Improvements  
◦ Labor Time Savings  - 10 FTE / Wk @ $15-/hr ($7,800)
◦ Training – 5 Hrs/wk @ $15-/hr ($3,900)

Absenteeism Improvements ($432,000)
◦ 90% to 95%
◦ 100  to 50 students out
◦ 50 x $48-/stu x 180 days

◦ TOTAL COST SAVINGS ($444,700)



Qualifying
1. Problem Recognition

a. Set an agenda
b. Ask Provocative Questions
c. More Probing Questions

2. Identify Decision Makers Role
a. Who are the players
b. What are their roles
c. What is the decision making process

3. Uncover Hot Buttons/Criteria
a. Ask about supplier selection process
b. What is the criteria they use that is important 
c. How do they make quantify value other than                                         

price

4. Handle Objections
a. Listen
b. Acknowledge
c. Ask specific questions about objection
d. Review back and provide

5. Qualify on Value

6. Check Point/ Transition / Close



Exercise

•What are some of the 
Diagnoses/Probing Questions 
you need to ask?

•How do you uncover the HOT 
BUTTONS/Criteria?

•How will I quantify my value?



Check Point and Transition 
Reconfirm Criteria

•Review the criteria and present 
solution

•Ask for the opportunity or move to 
next steps

•Quantify your value

•Gain agreement



C;oCLosing

So let’s review what the issues are and how we can help provide you a solution 
to help keep your staff, teachers and students safe. 
1. We need to help your team to clean for health not just appearance
2. Provide a specific products + process to provide a clean, healthy safe 

environment
3. Educate & train staff the differences between cleaning, disinfecting and 

sanitizing
4. Have the ability to track, monitor and review data to see how your team is 

improving your processes
5. Develop a communication plan for your parents & staff

So what are you thoughts about moving forward?
We can schedule meetings with you and your team to determine the best products 
and processes for your facilities and look at dates for education and training.
As we stated earlier, with your agreement XYZ Distribution becoming your strategic 
partner and procure 75-80% of your JS supplies from us, there is no cost as this will be 
an additional value added service we provide. We want to partner with you over  the 
next 3 years so we can help us review and track the results. Is that ok with you?

What is the cost 
and commitment 

again?

Closing



Value Proposition 
Statement-example
“We will offer a comprehensive 
solution that will be the goal 
for the future while highlighting 
the immediate protocols that 
can/should be implemented to 
deal with present and 
immediate concerns.”



Gaining the 
agreement

•Be prepared of what 
agreement you want

•What % of overall spend 
do you believe is fair for 
the value you bring?

•75-80% of overall spend?

•Ask for the opportunity

•Have an agreement 
signed

Presenter
Presentation Notes
Ask for an agreement and have one signed.



1. Discover

2. Diagnose

3. Design

4. Deliver 

• Planning,
• Fact Finding
• Fact Based & Data Driven 
• Analysis
• What is Strategy

• Understand the players
• Openers
• Qualifying Questions
• Find the Problem and Causes
• Ask Great Questions & Learn
• Consequences / Quantify Value

• Closing/ Ask for Commitment
• Sign Agreement
• Implementation
• Education & Training
• Measurement of Results

Handling Objections
• Acknowledge
• Probe
• Answer
• Concern

SALES PROCESS

SALES PROCESS

• Solution Development
• Criteria/Concept Validation
• Design Presentation
• Measurements

Presenter
Presentation Notes
Just a quick Review on the 4DsThe 4 D’s – DISCOVER, DIAGNOSE, DESIGN, DELIVERDISCOVERY – Pre PlanningFact FindingFact Based & Data Driven AnalysisWhat is StrategyDIAGNOSE – Understand the playersOpenersQualifying QuestionsFind the Problem and CausesAsk Great Questions & LearnConsequences / Quantify ValueDESIGN – Solution DevelopmentCriteria/Concept ValidationDesign PresentationMeasurementsDELIVER – Closing/ Ask for CommitmentSign AgreementImplementationEducation & TrainingMeasurement of Results 



Presenter
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JUNE 2020 AUGUST 2020
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Example-Playbook Schedule 
2020

S M T W T F S

1 2 3 4 5 6 1

7 8 9 10 11 12 13 2 3 4 5 6 7 8

14 15 16 17 18 19 20 9 10 11 12 13 14 15

21 22 23 24 25 26 27 16 17 18 19 20 21 22

28 29 30 23 24 25 26 27 28 29

30 31

Sunday Monday Tuesday Wednesday Thursday Friday Saturday

28 29 30 1 2 3 4

Initial Email
Independence 
Day Holiday

Independen
ce Day

5 6 7 8 9 10 11
Send Email with 
Video Email; Follow up call Meet with 

Superintendent

12 13 14 15 16 17 18
Meet with School 
Team and DMs

19 20 21 22 23 24 25
Introduce Program 
to Team and 
schedule training

Team Training

26 27 28 29 30 31 1

Presenter
Presentation Notes
List of your Targets/ Districts targets – Calendar it!
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