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Top 10 Sales Behaviors
1. Business development/lead generation
2. Building relationships (KARE)
3. Qualifying the opportunity
4. Making presentations/closing sales
5. Servicing customers *
6. Account management
7. Territory development
8. Demonstrating a behavior plan
9. Continuous education
10. Executing a sales methodology
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KARE
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1
KARE 

Introduction

What’s In It For Me:
By the end of this lesson, you will have defined KARE attributes for your 
organization and a list of engagement strategies for each segment of 

KARE.

2
Activity: 

Identifying KARE 
Attributes

3
Activity: 

Engaging Your 
KARE Accounts
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KARE: Common Attributes
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• Current maintenance client
• Acceptable profitability
• Minimal growth potential
• Low level of vulnerability
• Acceptable relationships
• Minimal Investment
• Managed service costs

• New business target
• Profile match
• Low level of vulnerability
• Projected acceptable growth 

potential
• Acceptable pursuit investment
• Natural relationships

• Inactive previous client
• Low level of vulnerability
• Variable growth potential
• Acceptable profitability
• Variable relationships
• Variable pursuit investment

• Current major client
• High profitability
• Strong growth potential
• High level of vulnerability
• Significant relationships
• Investment target for growth



©2014 – 2017, 2024 Sandler Systems, LLC. All rights reserved.

Understanding Your Market:
KARE 
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Small Groups: 

1. Review the common attributes 
listed. 

2. Identify the attributes for each 
KARE category specific to your 
organization's selling model.

3. Be prepared to share with the 
large group. 

Time: 12 minutes  

Identifying KARE Attributes
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Small Groups: 

1. Create a list of activities for 
engaging with your KARE 
accounts.

2. Be prepared to share with the 
large group. 

Time: 10 minutes 

Engaging Your KARE 
Accounts
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Can you tell me more about that?

Can you give me an example?

How long have you had this problem?

What have you tried to do to solve your problem? 
Did it work?

What do you think the financial impact is?

Do you think that you have under invested to solve 
the problem?

Who else is aware of this problem, is affected by it, 
and wants a solution to it?

How is this affecting you personally?

• Poor customer service

• Delivery delays and missed delivery times

• Inventory levels are inconsistent 

• Bad experience with AR/Operations

• Lack of support to help grow business

• Lack of staff knowledge

• Ordering difficulties

• Poor follow up

• Or – things are good! But always looking to do better…







Thanks for setting up 
the time to talk. As you 
know... to chat about 
______to see how or 
if we might be able to 
help you.

Does the 30 
minutes we 
had planned 
still work for 
you?

If we were to build an 
agenda for this 
meeting, and it were to 
turn out to be an ideal 
discussion, what 
would you want to 
make sure we cover? 
(Play back) Got it. 
What else?

My goal is to learn a lot 
more about your 
business and I expect 
that I'll be asking a lot 
of questions, for 
example…… Does that 
make sense? Are you 
OK with that?

Typically, I find that we 
can decide together if 
there's a possible fit or 
not. If not, no problem. 
You'll let me know if you 
feel that way?
On the other hand, if it 
looks like there might be 
a potential fit, we'll take 
the last few minutes to 
set up next steps.  Fair?

Components of an Up-Front Contract

Appreciation/
Purpose

Confirm
Time

Expected 
Outcome

Agendas:
Yours & Buyers



Open Agenda



© 2023 Sandler Systems, Inc. All rights reserved. Sandler (stylized) is a service mark of Sandler Systems, Inc. 

Share your Actions and 
Commitments and your Feedback!

Thank you for coming!
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