
Ready, Set, Sell: Sales Success Strategies for the New Year

Description

Thereâ??s something very powerful about a fresh start. Whether itâ??s January or simply the
beginning of a new quarter, the start of any new sales cycle offers a chance to reset, refocus and
reignite your motivation and momentum. Itâ??s a great opportunity to leave behind what didnâ??t work
in the past and double down on what truly drives your results.

Are you ready to make this your strongest sales year yet? Weâ??ve got you! Below are seven proven
sales success strategies for the new year that top performers use to start strong â?? and stay strong
â?? all year long.

1. Reflect and Reset: Learn from Last Year

Before you move forward, take a deep, thoughtful look back and ask yourself:

What worked?
What didnâ??t work?
What patterns can I see in my wins and losses?

Sales success isnâ??t just about activity. Itâ??s also about awareness. If you had a great year, reflect
on what made it successful and how you can replicate that. If it was a difficult one, itâ??s time to leave
the past behind and use those lessons as fuel for this yearâ??s success.

And itâ??s a great time to adopt a mindset of kaizen, the Japanese philosophy of continuous
improvement. Every setback is an opportunity to fine-tune your approach and grow even stronger.

Quick Tip: Perform a stop/start/continue analysis by writing down three things youâ??ll START doing
this year, three things youâ??ll STOP doing and three that youâ??ll CONTINUE to do.

 2. Create a Clear 30-60-90 Day Sales Game Plan
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Donâ??t keep your goals in your head. Build a real â?? and written â?? plan that breaks them down
into focused blocks of time:

30 days: Immediate targets and habits to establish
60 days: Mid-range progress and process improvements
90 days: Bigger-picture wins and momentum checkpoints

Creating this kind of structure for yourself will help you stay proactive, not reactive, and makes success
feel even more attainable.

Need help getting organized? Download BDUâ??s Goal Tracking Form from our BDUtensils library to
map out your goals and track your progress throughout the quarter.

3. Strategically Increase Sales Activity

Itâ??s no secret: activity drives results. The more quality outreach you do â?? prospecting calls,
emails, meetings, networking â?? the more opportunities youâ??ll create.

If your numbers werenâ??t where you wanted them to be last year, ask yourself:

Am I doing enough?
Am I doing the right things?

And even a small increase in daily effort can have a huge impact. For example, just increasing your
prospecting calls from 10 to 15 per day can lead to significantly more appointments and ultimately more
closed deals.

Donâ??t wait for momentum to just happen â?? create it!

4. Improve the Quality of Your Sales Activities

Working harder is great â?? but working smarter is even better. Ask yourself:

Am I having the right conversations?
Are my COI (Centers of Influence) meetings resulting in quality referrals?
Are my discovery calls uncovering real pain points?

If your activity level is high but your results are flat, itâ??s time to fine-tune your technique. Consider:

Better preparing for meetings
Clarifying your referral asks
Personalizing outreach messages more effectively
Practicing active listening and deeper questioning

When you combine volume with effort, youâ??ll see your results multiply.

5. Revisit and Refine Your Sales Process
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Processes arenâ??t â??set it and forget it.â?• Take a close look at each stage of your sales cycle and
ask yourself:

Where do my leads tend to stall?
Whatâ??s my average close time?
Are there any steps that could be streamlined or improved?

Use data from the past year to identify any areas of opportunity, then update your process accordingly.

Reminder: Review your biggest wins and most painful losses to figure out what they can teach you. And
remember, every â??noâ?• you hear is one step closer to your next â??yes!â?•

6. Focus on High-Impact, â??Heavy Hitterâ?• Targets

Donâ??t just chase any lead. Chase the right leads.

At BDU, we refer to large, ideal prospects as â??heavy hitterâ?• accounts. These are high-value
opportunities that, if landed, can make your quarter or even your entire year.

Take time now to build your Top 50 Heavy Hitter list. Start by asking yourself:

Who are my dream clients?
What industries, company sizes or titles should I be targeting?
How can I begin building relationships with these accounts today?

With a long-game mindset and a well-defined outreach plan, you can make real progress with even the
biggest prospects.

Learn more: How to Land Big Accounts in Sales â?? Closing Heavy Hitters

7. Commit to Continuous Learning and Self-Development

The best sales professionals never stop improving. Whether itâ??s attending training sessions, reading
sales books, listening to podcasts or working with a coach, this new year is a great time to make
intentional learning part of your routine.

Ask yourself:

Whatâ??s one sales skill I want to master this quarter?
How will I learn it?
How will I measure my progress?

Remember, just a small daily improvement can lead to massive long-term gains.

Next Steps: Keep the Momentum Going

Youâ??ve got a plan and itâ??s time to put it into action! Here are the three simplest ways to take that
next step:
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1. Download Tools from our BDUtensils Library
Explore free resources to help you track your goals, plan your outreach and stay on target all year
long.

2. Register for an Upcoming Sales Success Training
Sharpen your skills and gain new strategies you can put to work immediately. Check out our
upcoming sessions!

3. Book a Free 30-Minute Consultation
Letâ??s talk! Schedule a quick call to discuss some ideas to help you â??squeeze the lemonâ?•
and find more success this year (and beyond).

Final Thoughts: Your Strong Start Starts Now!

Getting off to a strong start isnâ??t about perfection; itâ??s about intention. Reflect, plan, act and
improve. Do more of whatâ??s working and change whatâ??s not.

Whether youâ??re a seasoned sales professional or someone just getting started, these seven
strategies will help you build momentum that lasts not just in Q1 but all year long!
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