sales performance

e Accountability

e Recruiting

e Growing.

To extract such information on your
existing sales force would be vital and
valuable information that you could action.
As Jim Collins bluntly says in his book ‘From
Good to Great’, such information would
enable you to get the right people on the bus
in the right seats, and the wrong people off
the bus! Now, that’s a value proposition.

Taking it a stage further. Imagine for a
moment, if you will, a tool that would tell
you in advance, with 95% accuracy, which
candidates for sales a/nd sales manager
positions would succeed in delivering
your sales strategy and revenue targets,
one that will take the inherent risks out of
sales force recruitment.

Now stepping it up again. If as a VP or
CEO you could have information at your
fingertips that gave you a ‘radar screen
image’ in a variety of flexible custom-
designed graphics that portray exactly
the state of your sales pipeline in terms of
orders pending, probability rating of likely
outcomes, value by person, by team, overall,
by segment etc., wouldn’t that be vital and
valuable management data for taking timely
action? This science is neither a Customer
Relationship Management nor Sales Force
Automation application but a tool that helps
sales people sell more, prospect better,
communicate better and make data entry
more efficient and effective. It’s designed by
sales people for sales people.

By now | am sure you would have
realised these tools exist today providing
exactly the sort of insights referred to above.

What other information do these tools
provide? Based on 340,000 sales people and
sales managers covering 8,500+ sales forces
evaluated globally:
® Approx 40% of existing sales people in a

team cannot sell!

* Most sales force teams do not have
enough new business seekers i.e.
hunters.

There is also evidence that the best
sales person on paper isn’t necessarily

THE VALUE OF A SALES FORCE EVALUATION

Sales Manager’s priorities targeted

Effectiveness of the
sales pipeline

Projected business
improvement forecast
when issues fixed

What price level will a sales
person not sell beyond

21 Competency Measures

Who will sell and
who will not

Who is trainable and
who is not

Specific training needs identified
- no more guessing

the strongest sales person after all — why?
Because they have been ‘too busy’ looking
after existing accounts with little or no
time to prospect. It may be that your
product or service is currently in demand,
so maybe the sales people do not have to
work too hard!

MANY SELL AS THEY BUY

It may surprise you to know that some

sales people in a team will sell in the

same way that they buy, meaning, if

they ‘think about it’ when making their

own purchases they will readily accept
that from a buyer and not challenge it
because “hey that’s exactly what | do and
it’s ok”. Only it isn’t ok because the deal
goes to a competitor.

Other key insights look at a sales
person’s ability to do the following:

e Recover from rejection.

e Change their negative habits and limiting
self beliefs.

e Overcome difficulties that sales people
have discussing money with clients.
The data collected reveals that 92.4%

of sales people hired, using the specific

sales recruitment tool, outsell the sales
people who were hired using traditional
methods. That is an impressive figure.

It gets better. For the CEO, VP Sales or
VP Finance, there is a projected increased
revenue figure per person when the issues
identified with these tools are fixed, thereby
providing a concrete ROI.

So, in summary, the need to ensure
that your Sales Force can and will deliver
your sales strategy and revenues is, | would
suggest, paramount. However good the
figures are now it is almost guaranteed your
revenue is vulnerable in a number of areas. |
Waiting until those figures actually go south
is too little, too late — think about it.

| observe that companies are quick to
hire consulting services for finance, law,
business development, training, mergers and
the like, but not so eager for the very specific
of sales performance. | graciously suggest I
that it is because ‘sales’ is regarded as a
‘people thing’ with uncontrollable variables.
My profession challenges you to think
differently. The message is — use science in

sales — the rewards are huge. ® "

Ray Bigger
consults in Singapore and indonesia.
He may be contacted at: ray@think8.net
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