












CCSD
Cold Closing Sales Development Training provides results based 
sales training services to assist organizations build sustainable 
sales development strategies and best practices. Utilizing a Six 
Sigma methodology for sales process improvement, Cold Closers 
will help your organization identify and develop standards to drive 
accelerated revenue growth, expand market share and reduce sales 
waste. Cold Closers uses a 10 step process to develop an effective 
sales training program for your organization: 

Analysis1.	

Assessment2.	

Diagnosis3.	

Recommendation4.	

Design5.	

Implementation6.	

Execution7.	

Results8.	

Measurement9.	

Systemization10.	

How well is your sales team performing? Do you have hunters, 
harvesters or both? To schedule a comprehensive assessment of 
your sales organization give us a call at 800 372 7992 or find us on 
the web at www.coldclosers.com/assessment.html.





Sales Process Improvement
Cold Closers uses the Six Sigma DMAIC Model to develop sales process 
improvement standards which increase sales efficiency and effectiveness 
while eliminating waste within your organization. (For detailed information 
on how Cold Closers can assist your organizational sales process improvement 
needs, complete our company profile at www.coldclosers.com/sixsigma.html).

Define the Customer, their Critical to Quality (CTQ) 
issues, and the Core Business Process involved. 

Define who customers are, what their requirements are for •	
products and services, and what their expectations are 
Define project boundaries  the stop and start of the process •	
Define the process to be improved by mapping the process flow •	

Measure the performance of the Core Business Process involved.

Develop a data collection plan for the process •	
Collect data from many sources to determine types of defects and metrics •	
Compare to customer survey results to determine shortfall•	

Analyze the data collected and process map to determine root 
causes of defects and opportunities for improvement. 

Identify gaps between current performance and goal performance •	
Prioritize opportunities to improve •	
Identify sources of variation •	

Improve the target process by designing creative 
solutions to fix and prevent problems. 

Create innovate solutions using technology and discipline •	
Develop and deploy implementation plan •	

Control the improvements to keep the process on the new course. 

Prevent reverting back to the “old way” •	
Require the development, documentation and implementation of an •	
ongoing monitoring plan 
Institutionalize the improvements through the modification of systems •	
and structures (staffing, training, incentives)

How well is your sales team performing? Do you 
have hunters, harvesters or both? To schedule a 
comprehensive assessment of your sales organization 
give us a call at 800 372 7992 or find us on the web at 
www.coldclosers.com/assessment.html.



To schedule a complimentary assessment please call Sales at  800 372 7992 x200 or find us on the web at www.coldclosers.com


