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Build a Great Sales Team

by Mel Payne

Sales is a skilled profession. And like other skilled professions from sports to medicine, sales has distinct positions within the profession that require different skills. Matching the right person with the appropriate skills to the sales function they are asked to perform is the foundation for building a great sales team. In the sales profession, as in all professions, success is achieved by satisfying customer needs. Matching the right salesperson to customer needs, then, requires an understanding of the four types of salespeople: closing, consultive, relationship and display.

A Closing Salesperson is required if a product is new and truly unique based on state-of-the-art technology, or otherwise unfamiliar to the prospect. Customers are completely inexperienced in product usage. However, a decision to buy is fairly simple because it must be more intuitive and it's usually only the top corporate executive or someone with total authority who is able to buy. The primary needs driving customer interest are the desire for a unique competitive advantage, and that the buyer is innovative and a trendsetter.

A Consultive Salesperson is required if a product is an advanced, high-tech "system" that must be integrated into the customer's present operation. These systems often replace older, established systems. They provide more cost effectiveness or expanded capacity. Customers are typically inexperienced in the new technology. The purchase decision is complex, since it represents a change from current operations and involves multiple decision-makers who must decide on different feature and option alternatives. Customer needs include design assistance, basic use and benefit education, installation, employee user training, and service support throughout implementation.

A Relationship Salesperson is required if the products are component parts or subassemblies to be used in larger systems. The component technologies are well understood by the customer but features and options typically change with different customers and orders. Customers, themselves, are experienced with the products. However, the decision to change suppliers is complex, involving multiple people and trust in the new supplier's service capability and commitment. Customers need assurance that product specifications can be met and capabilities exist to respond to variations in product specifications and their delivery needs. Supplier loyalty will guarantee a long-term relationship.

A Display Salesperson is required if products are standardized, commodity products or services. Customer companies are completely experienced in the product's uses and applications. Decision complexity is low since only one or two administrative or purchasing buyers make the decision, and features and options are standard. Only two needs typically impact decisions: price and convenience (of orders and deliveries).

The most successful sales managers recognize that all good salespeople must have certain vital skills and motivations. The degree and type required, however, will vary according to what customers need in order to use the product or service. The best strategy is achieved by matching salesperson skills, focus, and motivation to best serve these needs.

Knowledge & Success, Inc is an assessment, training and development company that assist clients with building successful organizations using World Class standards and tools. We provide pre-employment and career development assessments, organizational development and succession planning tools, sales and management training; and mentoring services.  

Mel will present the following workshop as part of the Kutztown SBDC Business Skills for Success Series.

Making Of a Great Sales Team

· Understand what customers really want from their supplier

· Learn the critical skills that the salesperson needs to satisfy clients

· You can become a preferred outsourcer for your customer

· Get ready and sell successfully in the 21st century 

The small business owner will learn what it takes to become a preferred product or service provider.  Topics include cultural trends that affect sales teams, how the roles of sales supervisors are evolving, and review of the eight “World Class Sales” benchmarks successful sales organizations use to create great sales environments.

Mel Payne, president of Knowledge & Success, Inc., is an experienced sales leader, certified compensation professional, and business coach.  Mel’s experience includes launching products and managing incentive compensation design teams.  He has delivered sales presentations to executives at AT&T, ICI Americas, Verizon, Astra Zeneca, and Harvard Business School.
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