ikee i5 a bright gy,

his cusloiners and
co-wotkers  alike.
Mike won tup han-
ors i l'us sales diztzict cvery year and
whs i the kap five in the country:
bikc's former sales managers godd
ea-watkers give him glowing mlec
ences and they all agree they "would
hire it back in & heatrtbeat,” So why
i5 il that 3 manlhs ko his new joh,
Mike still has yet to close 2 sale?

Eesearch indicates Lbat i takes a
specifie group of competencies bo pro-
duce superdar perforames in most
posilichs. The [osearch of Danicl
Caleman lus gona 20 far as bo attrib-
ule the sucoess of managers and pro-
fessionals to peatly 81 o 90 percent
suft skills, Follskill compoloncies,
howgeer, are many times overlooked
because they are moee difficule o
evaluate or assnss lechnical skills
ar experivivce,

With  the high r:ust_ af
reeruilment, lost opponmunilics ond
failure - o retain cuslamuors,
successiul cumpanies have Lugon b
look  Deyond  expericnee  and
prisdaict knowledpe, Fueusing on the
seft skills required in the jol» and [he

behavipes, allilvdes and motivations
peapie bring to the job is the

] Ho b well lked 1y

“SELL T!

What the saie*aperson needs to have. WhaL a company can prowdi
How to create a match that lets sellers sell. This series will i unprm
every sales furcc, Every one!

Ty Tra Waliu

© Let's take a few ninubes and dpsk

" at Mike's stary wlike wis the classic
- glesperso. Mver sinee he was a kid,

vvervene [eld hime e was a-nalweal
salesporson, in fact, Mike's philosos
iy was that lhene aee oo stranpe s,
jusl preuple he badin'l gt yet. He
always had a [ull plate of actlvitics
and seemed to hive more gty
than anyone vlwe, Dangle a bonus in
front of Mike ond lonk ot He Lked
meney aful savored every toment he
wad  pecopnized as  numler e
salesprcson.

50 why couldn't Mike sell? Mike
always soldl peoducts, Suee he sold
sorvice coattracts and add-s, buk his

Ceustamners wnderstood wihat he sold.
- Competition was stiff, bur il was

nelatively easy to compare applus to

. apples, Mike was alse an excellent

relatipnship Buildern but most of lis
Lusiness came  fropl customer
teferrals or responses to direct mail

. sentout by Lhe eampany,

Mike's new  cmpioyer  sold
consulling suovices in & high-prowth
market. Yeg, Hiwe indusicy was the
mame pul thie wees ne products,
And  dhese  were  few  eaisting

vwilomors. Wike was hived 1o il .

L terribory, Yes, Mike was sucomss-
ful in the pasl bt in a different Lime, 2
diffeveat place, with a  differen:
campany Dut Mike was accostomed
to 2 fast pace seld stop by an affics, do
& quick dema, and send a quate, I Lhe
quete was oo bigh, Mike schmaooesd
a hit, pffered b throw in a free feeture
ur disoaunt, inviled Lis cient [or a
gune af gall, and anele the sale,
bfeke now hacl to inbroduce
bimecH, bis cornay and hiy services
Lo clitsils who didn't keow hios, his
cempany ot wial the company il
Mike had ne problein pelting apooiod-
ments. 1L wag ab e opprinteient that
Mike hil 4 brick wall. Mike's goo! for
each appoinlmest was e pet the

- to sending & pruposal,

The problon was that afley 4
wnonths, Mike had a wero acceniaer

rate, and il was costing the company a

foctuing. You see, Mike swould Jeave
the customer, call -his ctfice and 101l
e technieal leam Lo propare the
praposal, Blike, however, had only
the mosl basie of infermation brcaose

willy [iis old company, he was twoght

b ltis manager to gt e customer on
Ihe hook and then oegotiate, The
projaezals, however wrere cookiecul-

- berlike and rapely custemized. Many

of them wene even evmploted by
Mikar's ad mingslrative dssistant

The mnﬁu]th\g prupusals, on the
alher hand, were afl custemized and
tok sesreral haucs to cm plede, even o
day or two, depending on the
cowpiexity, Many of lhese proposals
inclucled proprictary Inforotion and
knowledge that the custamer shauld
have been paying fac. blany times U

-techuivians ygave Mike bluepdnt that

allgwed his clients o g0 oul and get
comyrelitive bids.
Al each weekly sales mmecting,

Mike veported that his pipeline was

full and seveeal clients ready to “pop”
far the iy g Buat cach weck seeined
ta be lhe smme story Mike pepocted
thal ene costumer just lost o majur
clicnt and put Ehe profect on hold,
Adwther manager was oo vacalion
and eouldn't meel until the npexl
menth, Anolber propozal went [o 4
compelitor who turned gul W by the
piesiclent's brother-in-law, And il
anather client didn't realizo i would
cost 5o muwch so decided w0 2o the
work in-housa,

Sollieg,  bdoy s complu_x
Whether you are sellicg high magin,
custimized sofutions or high valume,
bser marging peoducts, selling eoquine
speial skills, The skilks can be urdaue
for 4 product, a neion, an iudustry, a
niche marckot and owen ~specific

custornized solulious, s hike capa
wt selling coneeppls and nen tanpihl
Of course. L il won't be that eam
Mike veos -bired based on
autpoing, cuthusiastic behavio
style and expericnce alene, What
mingees failed 1o identify befone
hire was what ather competene
were coglaired b sell for el oo
ng blibe's now managers assum
Whivt 4 salesperson 5 4 sibesporson i

- HRUS PO,

Sa what are ilwe competencies
high-perfonuers? A competency
whabever top pardormecs do b g
Detter results more often: than avers
peddarmers. Specific competencies ©
vasunbial b pecform a job a
differentiate top pecforets [mm t

average.  Competencies  inclu
ehaviors, sttieudes, motivalors, sh
And kngneded e

Subsequent arlicles in fubu
issues will explove bow managers @
successfully matching and manag
salespeople with the eight sellh
skills, behaviors, aditwdes  ar
molivazicens kx the right job, a
golecting and retaining the o
pecple for their business {heeegh B
use of Urhaviaral  inleeviewin
asseszments and training, Specilical
we will louk at identifying e
pricvitizitg swit skill commelencic
skills [the abidity 1o perform a spegil
wr moental task), kbewledre [usef
information in a particular are:

Cltaits (how a person esponds

nrobleins, peopls, pace and prog
dures), ancl Matives {the hings th
cause el o take action lu arluiin
a  cectain cesulE).

And low o yuu measyre lhl_s
cempetengies? Tl journoy boging |
the April 2001 Business2l usiess,
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