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Comtfort at the Desk

the Summit 2009.3

s owners or managers, we often wonder
Awhy salespeople aren’t out making more

sales calls. But we see them scurrying
around at the office — to the copy machine, get-
ting supplies, doing what appears to be research.
It seems every time we go by their desks they are
burning up the keyboards. But the bottom line —
actual sales — seems to be lacking, even with all
that activity. So what’s up?

First, let’s realize that sales is not as easy as
many people think. The sales process requires a
lot of work. But the big word—FEAR—is some-
thing that affects many salespeople. And sitting
at a desk is one of the best ways to handle that
gut-wrenching feeling. It’s safe. It’s comfortable.
It's warm and fuzzy.

Asmanagers we must understand that not ev-
ery salesperson gets up in the morning and says,
“I can’t wait to prospect today!” Even the best
sales people have down days. It’s important to be
understanding, not just critical and demanding.

So what can you do? There is no simple an-
swer, but here are some suggestions.

First, if you have a sales manager, discuss what
you perceive. The sales manager may have an en-
tirely different view, and might just be right. Re-
member, communication is something that few of
us do well. You may find out that the sales manager
and the salesperson are working on a plan that has
been discussed and laid out with specific goals.
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On the other hand, in your discussion with
the sales manager, you may find a mutual feeling.
The sales manager may have noticed the same
thing, but hasn't been able to address it with the
salesperson. Your conversation may be just what
is needed to motivate the sales manager to take
action.

If you don’t have a sales manager, it’s up to
you. Focus on getting up to speed on their activi-
ties so you can help them. Have a conversation. Try
to keep it focused on their activities and their plans
with each prospect. Ask many questions — and not
just “How soon will you get a signed contract?”

You may find out they are well organized and
actually are doing positive things moving toward
sales. An organized salesperson will enjoy this
type of interaction. They will enjoy showing the
boss how well their plans are laid out. Ask what
you can do to help them. Show support and ap-
proval if warranted.

If your salesperson is suffering from fear,
frustration, or inability to focus that will quickly
come on in the conversation. There is really only
one suggestion at this point: ask them what you
can do to help them. Hopefully you have a good
enough relationship that they will be honest.

Moving forward, a seasoned sales manager
will tell you there are only a couple of ways to
help an underperforming salesperson. First, if it’s
obvious the salesperson is simply disorganized,



set up a structured meeting time with
them one, two, or three times a week.
Make that time golden (no changing the
time) between the two of you. Make it
short and productive, focused on activi-
ties, process, and progress.

Sometimes reality strikes. You may
realize that this person simply is not what
you need. If your first meeting leaves you
with a feeling that the person is simply in
over his/her head, it’s time for YOU to take
some action. Keeping a salesperson on just
for activity is a poor decision. You need
someone who makes good use of time and
knows when to drop a suspect and move
on to the next one.

So, as an owner or manager, don't go
home at night with a knot in the pit of your
stomach because you're frustrated with a
salesperson and what you think may be
unproductive activity. Deal with it. Start a
dialogue and get to the bottom of it. Re-
member, sales drive our businesses, and
without good salespeople we have gray
days ahead. Knowing what your salespeo-
ple are doing will enlighten you and help
you be a better manager.
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Welcome to the
team, Mark!

Summit Group Software is happy
to announce the most recent addition
to our Fargo location. Mark Hanson
hasjoined our staff as a Business Man-
agement Consultant. Mark’s most
recent experience includes working
at ControlTec LLC as a Certified En-
ergy Manager and previously, Cass
County Electric Cooperative.

Mark is a current member of
Fargo Moorhead Chamber of Com-
merce and serves on the Board of Di-
rectors. In his spare time, he enjoys

golfing, spending time at the lake,

and attending his sons’ activities.
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>Beating the Recession, continued from page 12

Simply put, you want to spend your time hunting where there are plenty of targets
to shoot, you can use Microsoft Dynamics CRM information to determine where a lead
is in the buy cycle. You can then target your efforts on the potential customers who are
closest to making the buying decision to reap more immediate results.

Drive customer loyalty. In a recession, existing customers are gold and keeping them
satisfied is vital. Customer satisfaction can mean a lot of different things, but basically it
involves keeping your promises to customers by meeting their needs. Microsoft Dynamics
CRM can help you do both.

The most common reason for not keeping promises is forgetting they were made. If
you stress to your sales force and service team the importance of entering all agreements,
cases, or projects with customers into your CRM system, it’s easier for your organization
to execute on these promises.

In an economic recession working smarter is, not harder, is important. Microsoft Dy-
namics CRM lets your sales and customer support reps work smarter. With richer and better
information at everyone’s finger tips and a solution that can support your business, you can
optimize sales performance and customer service allowing you to maximize revenue.

>Must Have, continued from page 9

Offline Clients. The configuration of specific organization is done with a separate client
making all necessary changes to successfully run the product. It imports and publishes the
required custom entities, adds entries to the sitemap and the ISV Config, creates a special
security role and assigns it to the CRM users. A detailed help file explains the installation,
configuration and customization of the product and also contains samples to get started
quickly.

The Filtered Lookup for Microsoft Dynamics CRM 4.0 is used by more than 50,000
users worldwide and runs on Windows Server 2003 and Windows Server 2008. Supported
clients are Windows XP, Windows Vista and Windows 7 as well as the x64 platform on
both the server and the client.
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when sales strategy,
brand strategy, and compelling
marketing work in unison to hit your
target audience.

like shortened sales
cycles, sales and marketing
accountability, and that thing
called customer loyalty.
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