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Quote of the Month

 

'You miss 100% of the shots you don't take'
Wayne Gretzky 
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Why is hiring great salespeople so hard?
  

Salespeople, by their nature, are chameleons.  They are superior communicators, they're convincing  and...well, they just sell themselves well. Putting aside the great presentation, the question we all try to answer when evaluating a good salesperson is twofold...can they bring passion and energy to our clients and will they be committed to us, and to our product?

  

Clearly, previous performance is an excellent indicator of future productivity so you can ask questions about meeting quota, their sales process, the type of activities used to generate meetings, sales planning, etc.  However, just as important as the salesperson's ability to meet quota is how their inner instinctive drivers match with your company, your product and your type of sale.  

 

Ask yourself the following questions and make sure there is a natural connection with the needs and the expectations of your salespeople.  Without that match, getting out of bed in the morning will be a hard slog for them each and every day.

 

Who do you sell to?
Some sales are directed to C-level individuals in an organization while others are made to purchasing departments. Some sales entail long- term relationships that are built up over many years, and others are transactional where you fill out an RFP and deliver the products as required.  Each of these sales has a different rhythm and a different 'high' that has to synch with the salesperson's inner needs.  

 

How are leads generated?
Are you hiring salespeople to catch the overflow of new business from an already busy salesforce or are you hiring them to increase market share at the expense of the competition? Maybe it's a combination. 

 

The sales rep who is successful with cold-calling and lead generation may have very different skills from the sales rep who excels at sustaining client relationships. The former views prospects as people they simply haven't met yet and welcomes the opportunity to make a connection. The relationship builder, on the other hand, may not be comfortable working with strangers.

  

Is this a channel or a direct model?
Channel managers need to understand how their client's sales methodology works and are often involved in their channel partner's sales opportunities. They need to be able to qualify and forecast opportunities in their channel partner's sales pipeline. They do NOT, however, control their channel partners or their sales opportunities as their channel partners will do things for their own reasons not because they have been told to do so.  Successful Channel Management is about influencing channel partners and involves a completely different stimulus-response than does a direct sale.

  

Is there much networking involved?
Do you expect sales staff to network? Personality plays a huge role in determining when people will network and their degree of success. If your business culture assumes salespeople will attend large events and expos to generate leads, hire people who are outgoing and group-oriented...they love that stuff. Hire a more reserved individual and you may be disappointed by that person's performance in the large group settings but thrilled with how they make everyone comfortable in small groups and one-on-one presentations.

 
How sophisticated is your product or service?
Different sales complexities demand different sales skills. When selling commodity-like items the make-or-break sales skills came down to persuasiveness and negotiation. When selling services, you need to have bone deep product knowledge, listening and analtyical skills and a keen ability to learn and think on the fly. The more sophisticated the sale, and client, the greater the intelligence needed by your salespeople.

  

How long is your sales cycle?
Consider the length and complexity of your selling cycle. Sales for big-ticket capital items often take a year or more to close. Industries such as health care and government may have longer sales cycles. 

Salespeople skilled with transactional sales and shorter sales cycles - the rabbits - become impatient when results are not immediate. On the other hand, relationship builders and consultative sales reps, the tortoises, become frustrated with what they perceive as the micromanagement of monthly sales quotas.

 

Remember, the sales person who ascends gloriously in one environment can fall precipitously in another. So it pays for you, the employer, to match the personality with your culture, clients, and incentive package.

 
BTW, if you're struggling with your hiring process for salespople, feel free to give me a call. I have a list of excellent questions as well as an interviewing process and guideline that you'll find invaluable. 
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The 18 minute presentation
  

Less is more, especially when it comes to presentations.  Here is a link to a Globe and Mail article on making enlightening presentations based on the TED Conference format of 18 minutes.  That 18 minutes is long enough to be taken seriously and short enough to keep the attention of listeners.

.
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Set yourself free!
 
I love my motorcycle for a bunch of reasons.  It's the exact right size, it has classic lines, its comfortable and best of all my wife, Nicki, bought it for me for my last birthday. When I'm on it, I'm 20 years younger and don't have a care in the world.

Take a look at this great ad to taste your own bit of freedom.
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Brightlights recruits executives for small and  

mid-sized technology firms  

and helps these companies make the best of  

their people.
 

Feel free to contact us about: 

Recruiting Services
Consulting to reduce costs and increase recruiting effectiveness 
Employee assessment
Monthly industry highlights
 

 

Email mfox@brightlightsinc.com
Website www.brightlightsinc.com
Tel. 416-406-1777 




