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SO, WE ALL KNOW THIS – SO WHY AREN’T WE DOING IT?

As the Director of Top Achievers Sales Training Ltd, one of the issues that I address on a depressingly regular basis, is the large number of companies that are facing a shortage of good, skilled  work force in the Sales Arena.

I believe that concentrating more on the recruitment process will help build good Sales People in the work force.
.

1. The recruitment advertisement needs to be very specific as to the personality, expertise, qualifications, any specific languages required, previous job experience, specialist skills and any other requirements or more specifically, looking at the type of Sales Person that you don’t want.

2. Person to be interviewed by a direct manager,  a team member that he/she will work with, Human Resources and any other appropriate management personnel.

3. Check all references – no repeats of the Maori television CEO fiasco.

4. Do Personality Profiling and Job profiling. These tests normally have a success rate of over 80% in the successful appointment of a staff member. Additional fees involved for these services far outweigh the cost of replacing a staff member that does not work out.
5. The employment contract must be as tight and specific as possible, eg: dress code, acceptable behaviour for the particular position, conferences, meetings, groups or committees that the successful person may be required to attend and on what basis, lunch times and tea times, and in the case of a sales person, areas, territory, accounts, number of calls, appointments, number of quotes and how to reach required targets and budgets.

6. Induction Training has to cover product, systems, reports, territories, call to sale ratios, dress code, company culture and ethics, staff reporting structures, what the job entails in terms of how to do the job and job expectations. Remuneration, including commissions, bonuses, and incentives work, how and when they would be payable.

7. All reporting structures should be robust and adhered to by each and every staff member.

8. Your CRM – (Customer Reporting Management Tool) that supports your Data Base  - should hold All Client Intellectual property.  All Intellectual property should not leave with the employee when they leave the company. Employees should be logging into the CRM system on a daily basis, and updating client details to ensure currency. 
9. The data base should be robust, and each person in the sales division should have dedicated clients so that each client is contacted on a cycle. This helps Territory  and Account Management.
10. Staff evaluations executed regularly assist in staff motivation and morale, and  ensure staff issues are dealt with timeously.

11. Ongoing Sales and Product Training. 

12. Allowing employees to understand and buy into the Company Mission Statement, Vision and goals helps build a strong, sustainable company.
13. Know your target market, your optimum client, your opposition and your point of difference. This makes for strong leadership.
All the points mentioned should be part of every company structure. Company culture and leadership starts at the top.
I believe, that by paying to attention to the above points we will have a sustainable, skilled work force and allow us to keep a step ahead of the competition.

If you would like me to assist with the process or with any of your sales Training. Please call me. My name is Jean Barr, and I am the Director of Top Achievers Sales Training. We specialize in Sales Training, Presentations, Leadership Training, Contract Sales Management, and Conference Speaking.

Our point of difference is that we specialize in half day training, we come to you, we offer tailored training for your staff, your company and your industry. We change mind sets and behavioural patterns. We specialize in follow ups with course participants and management.
I have 30 years of Sales and Sales Training experience in top 500 companies behind me. I am absolutely committed to Companies and Sales People understanding that Sales People are professionals, and are the window to the companies that they represent, as well as representing the Company Brand Image.

