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Manuals kvalitates nodrosinasanas process
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Automatisks kvalitates nodrosinasanas process
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Laba saruna, bet japagaida kamer atbild
klients. Ka veidojam pauzes?

Janis Ozols, 1023222

This call might be important
for learning. Please check it out
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leguvumi klientam menesi

Pirms:

Zvanu centrs: 50 agenti

Manualas kvalitates kontroles sistemas, piemeram, QEval: 30 EUR * 50 = 1500 EUR
2 X Pilna laika kvalitates apdrosinasanas personals, bruto: 4000 EUR * 2 = 8000 EUR
Konversija B2C pardosanas zvanos: 5%

Pardosanas darijjuma apmers: 500 EUR * 50 * 10 * 0.05 = 12500 EUR

Pec:

Zvanu centrs: 50 agenti

pitchpatterns.com: 60 EUR * 50 = 3000 EUR

1 x Pilna laika kvalitates apdrosinasanas personals, bruto: 4000 EUR * 1 = 4000 EUR
Konversija B2C pardosanas zvanos: 15%

Pardosanas darijuma apmers: 500 EUR * 50 * 10 * 0.15 = 37500 EUR

Uzlabojums, menesi: 44500 - 22000 = 22500 EUR (200%)
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43% improvement in closed sales
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Case study #1

The debt collector company discovered that it is possible to increase the Inkasso
conversion rate by by applying the following strategies:

1. Start the conversation with kind words and official greeting

2. Ensure that the client himself says what and when the or
will be.
3. , If client Is sad then agent should also adapt.
4. If the client says he has * " 24% more likely to pay the debt, those who

have time to talk are less likely to pay the debt.
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Case study #1
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“Increasing the
prospect’s talk time
from 22% to 33%
significantly boosts
opportunity win
rates”



Case study #1

Ask the right amount of questions
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Case study #2

The customer service company (Locksmith) discovered that it is possible to
iIncrease the conversion rate by by applying the following strategies:

1. It is more likely to close the deal if the agent gives “ or
! " about materials, methods, etc. rather than give price straight away
2. More likely to close deal if prolong conversation and

3. If you client is objecting the price, ask for the and, iIf possible, offer a
discount.

4. If cancelation, then , In 3% cases using questions possible to win
back deal

5. It is more likely to close deal when , If client is sad then

agent also should adapt.
6. It is more likely to close deal when using
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Case study #2
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Case study #2

Successful reps “pause” 5x longer after objections
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Integrations with video
and telephony services

+ 10 more Iintegrations...



Integrations with CRMs

salesforce

+ 10 more Iintegrations...
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