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FOR SALES MANAGEMENT

Beveriay Jones coplains how new profiing softwars is allowing companies 1o effectively “eray’ candidates ang

existing sales teams o maxirmese sakes growth,

n 2005 Australian busines ses ane fimding it harder 10 recruit and

nri.'ul sabes talemt thamn st Irl:rn-lhrll.ml imi thee prast 300 years. For

such as Sk g agencies and their cionis, whose

growth depencds on high calibre sales teama, this shorlage may

have 4 significant impact om the way they idemtily and develop

sl tallewi. Giiven the vagaries of available talent, forwand - focused com-

panses are taking sbock of their cxisting sales force by turniag w powerfisl

mirw assrasrnent toals that effectively x-ray their sales organisation and
deeliver & bluepring for developent to fieel sales growak.

SALES — THE SKILLS SHORTAGE THAT
DIDN'T MAKE THE HEADLINES.
The challemge of sales recruitment and reention for Australian businoses
is haghlighted n 3 mational quarterly survey from The Executive
Comnection | TEC), an orgenisstion with & meeberdhip of 800 chaef exec-
utives i Awmsiralia, TEC first- qatrver 2005 srport revraled that although
ome-third of thase surveyed 6 e ic condilions in
the next year, 74 percent predicied imoreased H]ﬂ reveniss, Vet (e CEDs
ranked sales and marketing people, those they reed s help sttain the pro-
jctind daalis growth, as the seconsd hardest pemonned i recruit and eetain.
Several faciors conspired to create ioday’s problem. Back in the
19704, sales was comsbdered & solid career choice with excellent prospects
fat climbing the corporate Ladder 1o the top job. By the mid-1980s, a
beasimess degree was the new passpont 10 senlor management and sales
continsed 1o fall From fevour in i 19905 a5 companies [ailed w develop
a career path o retain talent. Consequently, salespecple jump ship or opt
fior @ role in markening with beiter perceived chances of ads

auesspe] over 200,000 salespeople between 1994 and 2005 acnms the U
Canads and Ausiralia - reveal only 36 percent of salespeople surveyet
coild be consdered good to great. In short, aroird three-quanen o
salesprople, the study suthorn conduded, rated as sverape to weak.

X-RAY YOUR ENTIRE SALES OPERATION,
Grivim thw shortage of available tabemd, enployers are aking a bard ook 8
thedr imcambent sales weam. In am emploves drives market your bed
ulﬂpm*hnn. b Frore candy enticed away. M;ﬂin. their career and
financial expectations is bess costly than Losing them in the long-term
Traditiomally, evalusting the sabes orgenisation wis the province of oo
il il laie; however, il prosess was costly and sk,

Mew {ools for analysing an arganisstion’s sales operation ane som
emerging that take advantage of ioduy’s onlline enviromment 1o delivg
P, conit -el¥ective Mll_ll'lll ol the mrlyl'hr'i nalen .ﬂm‘lh Kev amoey
these is the anline ssscssment that profiles an organisation's entine s
force. sales procesaes and systema, measuring md vidsal and team find:
ings against what it talies 10 be ssccessiial in sales in your business. (0wl
absir pinpaint oppartunatiss for develgpmaend.

This tonl, which is increasingly gaining traciion in the Ausirakis
enarket, ehe saibgectivity of the Ip wlhl.e:u.dn'
anakbpin mare aflordsble and wery fast. How 1o choose the right el foi
yoar company? While you can ‘Google up’ any sumbser of opisons, the
key is 10 choose ane that can be taikored to vour product and cestoma
prafile. Bryond that, ether tips om the iop 10 check-list mchde asseny
!he 1nnh.|:|px|rr ¥ pinpsning comaman weaknesies in the sbes wam s

In 2005 there i still no degree coarse in sales and, in more than 23
yoars of working in evaluating and developing peaple. I've rarely come
across @ career counsellor who suggested a sales career o am asplring
hussiness gradusts,

Farther compoundimg the ladk of sales tabend is that, as & consequenor
nl' fewer talented people emtering sales, there sre fewer oulitandang pee-

for jumler sal phe 1o comialate. In fact, matistics gathered by
the Dsjective Manageme Group in Massachusets, US - whose iools

T apparturities linked vo the fndings.

TOP 10 CHECKLIST = SELECTING THE BEST
SALES ORGANISATION ASSESSMENT.

|. Arr by managers includeed in the assesementf

1. Is the assessment Enked 10 your prodisct and cestomer profile?

1. Ivics o exaniing the wate ol woar sdles ppelie?

4. Will & identify the capability of the team o support your stratogies!
3. Will  umcover commen weaknesses in the ieans!
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& Cany it icdentify wivd on thie eam should be performing bener?
1. Does it recomemend changes 1o pour sysiems and procranst

L Will it eheck o your hising criverial

B Mot importamtly, b it chiective, comphias, affordable and fasi?

CASE STUDY SNAPSHOT:
DEXION LIMITED.
Demion Limived, which delivers woeld-class siorege systens for retail
paris Coles Myer and Bunnings, gained poweriul new intelligence on iis
wiler nrganmation by putting its enline nalsonal sl leans thrsugh an
onbize mles force evaluation.

Girahany Fastick, Dexbon's exccutive GM - key accounts, explai

Today's employers ane goimg onling for smarter recrudting amd 1esting
toale. Companies wer moving Wwands sxpert ondise systema in 2000,
It with the dotcom fallout confidence wamed. These online tests elimi-
nate many time-consuming sbeps in ibe recruitment proces, including
wading 1hrough the résumés and initlal Interviews of 1hose applicants
umsuitable for the pob in quistion,

The most effective screenimg tonls for sales are those that have been
developed specifically for, rather than adepted to, sabes. To screen candi-
dates apourarely, the voold showld be customisable o your unique product
andd nsarkat prodile. The key hie s that you, thi cmploye, provide th g
rﬁp’uﬁ.l:tl.rﬂml.rhfpnﬂnwhd is them added to the backdrop of

ies and @ st of elements corsidersd orucial 1o sakes succes.

“Thi sesult is a0 cea) Essessmem u!’tnh TR & the by, gl the

mnﬂhlnﬂncm-ﬂoﬂpnmdrmhjubmw e Rl

wme criteria. The repart | s
enmm shant Basidw’s besers pingointed in any previous ses lld that wdd e
remained hidden.., all arems for imp i Far our s le”

Hir adds, = Inaividuals received their own repan ull|l.|1ll||_ their par-
ticular strengihs and weaknesse arsl wlimdslying thaid prtirieal for
st From a macroe perspective, Eastick comments, “It's grwen us a
fmewnrk i address our leng-term traning evpesditure, and we're pow
il fo b hnsark <abes pef ala [ lewel”

ADDING NEW BLOOD TO YOUR SALES TEAM.
M ompanics nosd 1 plan for edding new blood i the sales effor.
Whiatiever four busines, i1 viral po hire correctly. There are obvious costs
mscianed with any mie-hire, but in sabes the greatest hidden cos nclude
aggruvation of an existing customer and boss of polential new basiness o
e tume ol potestially nedlions of dollars.

S how dhor yous track down the sabies saperstars your business needs.
when you're freling the pressare from comprtitian, have hullish wabs
tuegris o et andd the interview is the salesperson’s stage?

WHAT PSYEHDLDG]CAH PERSONALITY,
%TWDUR AND APTI E TESTS WON'T

Candidanes rypically do the st bn 20 10 30 neirutes and seults ase
emnailed to you within mi of weat pletion. Omly thoee candid
identified as buving wisat it takes to sell your product or service progress
o an kmerview,

Thet bt vits g s far ad enaking 4 hirlng recomenendation with &
full explanation of the candidate’s gths that support selling, their
learned skills, the hidder wesknesses ithat could meatrelise their
stremgihs, their self-limiring heliefs, compatibility with your organisa-
wor's prafile in specific aress and whether ar not the individual will
benefit fram training. Al before you've even read a révamd or been sub-
jocted 1o their indmitahle chamm.

1f the primary benefit of online veating lies in reducing the risk inher-
n:hhrum.dﬂrﬁlthhd:hﬁlmuﬂhmfhhmmh
objective and adheres to EED roqui mp may br
exposing themselves to legal liabdity with more subjective hiring proce-
dures, If your sales Force bs spread across several states |0 also ensbles you
1o establish & usiform appaoach o hiring,

CASE STUDY SNAPSHOT:

FORTYTWO INTERNATIONAL.

Ume compary embracing the online apprasch ta hiring is Swlney-
h.lud email markreting specialist Forty Two Internatinngl, o wtradily

Bfacser b the s of orling pre-haneg ioalks ks iheir ahility io feee
lbom s levgehy and confusing process of irying io make an assessment —
lbsed on rémumis amd traditiona] sorening teds — of the ight hier,
Sorvering teats are widely used with 41 peroent of CEOs (TEC surery
05 (1) reportlng they are part of their compasy’s hirimg prooess. ['ve
[evirwndl and warked with coumtliess penmastations of paychological, per-
nﬁpbdnimr-ﬂqﬁ-ﬂru.-rﬂ:llﬂw wiidud informatson,
Depending om ihe test, they will tell you bow balanced a candidabe is,
H!M-I‘q'w'bulkl relativnships, whether they will comply with your
Fﬂdummmudmwmmmmm
Wit thary et tell yon s whsrthir the person in frost of you will sl
prodiact or service in any economic climate, mgainst any amount af
jmmpetition. Herein lies a potemtial danger when HR is managing the ini-
il servening for sabes amd refies beavily on o candidare’s past experience
imd traditional tests, resulting in sabes talest falling thraugh the crackse.
)

ICAL CHANGE AHEAD — REVERSING
THE SALES SELECTION PROCESS.
| predict that within the next e years you willl e few companies rely-
i on risemds or conducting initial screening interviews b select

v organisalion thai looks for “hunier’ type sabapeople. Lee
I!lwklk-r sales and marketing director for FertyTwo, says, 1 tend 1
recruil people with far i much relkance on gut feel. Salespropls are
urllent performers in interview siluations, but the Exprea Soreen
pre-hiring tool we pow use cuts through sny performance and vou get
the real answer.”

Hawhoadey adds, "I uncevers bellel sysems people haold that are daffi-
cult io get b0 in a traditional mierview Staation.., and allows ws o pet
the real heart of issues wory quickly in the interview proces”

Al anline tests are nob created coual, Lee cautions. “We leoked an
beasic pmline tests, banr wht really sppeaked 1o us wes an online reso
backed by the persomal servier al an expert 1o help us mterpred the
resulls_. much more useful than a report that’s just a Josd off words frons
& wrlwie”

GOOD NEWS FOR SALES PROFESSIONALS?
Should sales professionals be worried abowt the anrival of these toals in
the Australian market? Mo [1's @ two-way street and 25 much as compa-
nies need 1o ldentify and keep the right sales talent, salespeople want
land the right pob with developrsent apportenitse to fulfil theis carver
anpirations, potentially re-opening the gates 1o snior managoment. M



