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Message from the iCN Division Head
Happy New Year! Let us welcome 2015 with another exciting edition of the International 
Coaching News (iCN) online magazine! For our 9th edition our theme is Sales Coaching, 
LQVSLUHG�E\�WKH�VLJQL¿FDQW�FKDOOHQJHV�DQG�WKH�QHHG�IRU�VHOOLQJ�LQ�WKH�FRDFKLQJ�FRPPXQLW\��

This edition is loaded with content on a variety of relevant topics such as developing sales 
DSSURDFKHV�DQG�WHFKQLTXHV�WKDW�DUH�VXLWHG�WR�LQGLYLGXDO¶V�SHUVRQDOLW\�W\SHV�

The ICN is proud to have collaborated with several renowned international columnists, 
H[SHUW�FRDFKHV�DQG�EHVW�VHOOLQJ�DXWKRUV�WR�SURYLGH�LQVLJKWV�RQ�VDOHV�FRDFKLQJ��,Q�WKLV�HGLWLRQ�LW�
FRQWDLQV�VRPH�FRQWHQW�GH¿QLWHO\�ZRUWK�D�UHDG��IRU�H[DPSOH�D�Case Study – Coaching in the 
Workplace by Malcolm Nicholson from United Kindgom, taken from an interview between 
Malcolm and Martin Brommell, Sales Excellence Coach, where he provides an excellent sales 
programme to help people achieve their full potential and be the best they can be in order to win 
LQ�WKH�PDUNHWSODFH��,Q�Developing your Sales Skills by Laureen Quick from United States, 
Laureen, reminds us about the three foundational skills required in sales, which are: the ability 
to bounce back from rejections, the personal connection with not only the people we are selling 
WR�EXW�ZLWK�RXU�FROOHDJXHV�WRR��DQG�ODVWO\�WKH�DELOLW\�WR�WKLQN�RQ�RXU�IHHW��$QRWKHU�QRWHZRUWK\�
article is When the selling gets tough, the tough get selling where Silvia Bailes from South 
$IULFD��JLYHV�XV�LQVLJKWV�RQ�HQULFKLQJ�RXU�VRIW�VNLOOV�LQ�WKH�VHOOLQJ�MRXUQH\�DQG�RSWLPL]LQJ�RXU�
SHUVRQDO�EUDQGV�DV�ZHOO�DV�WKH�VHUYLFHV�RU�SURGXFWV�ZH�SURYLGH��You’re a Matchmaker NOT 
a Sales Person! Soft Selling Skills for Coaches by Patti Pokorchak from Canada, draws on 
WKH�VWHSV�WR�HIIHFWLYH�IDFH�WR�IDFH�PHHWLQJV�IRU�FRDFKHV��)URP�RXU�L&1�-RXUQDOLVW�LQ�5RPDQLD�
Nicoleta Cristina Burca “Yes, we can!” Market Trends of Female Leaders in Romania 
- An Interview with Bianca Corau, who believes that ambition, energy and passion are the 
three attributes that one should posses in order to be successful both in career and personal 
OLIH��(DFK�RI� RXU� FROXPQLVWV�� WRR�QXPHURXV� WR�PHQWLRQ�� KDYH� WDNHQ� VRPH� UHDOO\� LQWHUHVWLQJ�
SHUVSHFWLYHV��DQG�,�ZRXOG�HQFRXUDJH�D�WKRURXJK�UHDG�WKURXJK�WKLV�HGLWLRQ�

-XVW�OLNH�DOO�RXU�RWKHU�HGLWLRQV��WKLV�HGLWLRQ�LV�QRW�MXVW�DQ�LQWHUHVWLQJ�UHDG��EXW�LW�SURYLGHV��\RX�ZLWK�
helpful coaching  tools, personal development ideas and professional development techniques 
WR�JURZ�\RXU�EXVLQHVV��

We hope you enjoy this edition and I look forward to receiving  
your feedback!

Best wishes,

Leeann
/HHDQQ�&��1DLGRR
iCN Division Head
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CASE STUDY

The following article is taken from an interview 
between vv Nicholson and Martin Brommell, Sales 
Excellence Coach with BT in the UK. Martin 
was previously a sales manager in BT, an ideal 
background for his current role.

7KH�ZRUOG�LV�EHLQJ�WUDQVIRUPHG�E\�FRPPXQLFDWLRQV��
BT is a communications company and their purpose 
is to use the power of communications to make a 
EHWWHU� ZRUOG�� 7KHVH� GD\V�� OLIH� DQG� ZRUN� LV� EXLOW�
DURXQG� FRQQHFWLYLW\�� 7KURXJK� %7�� PLOOLRQV� RI�
individuals connect to friends and family, and have 
a wealth of information and entertainment at their 
¿QJHUWLSV��)URP�VPDOO�ORFDO�EXVLQHVVHV�ULJKW�WKURXJK�
to large multinationals, BT helps companies to 
ZRUN�VPDUWHU�DQG�FRPSHWH�LQ�JOREDO�PDUNHWV��7KH\�
also enable essential public services to be delivered, 
and underpin the growth of national and regional 
HFRQRPLHV�

Growing People and Businesses

$W�%7��WKH\�EHOLHYH�WKDW�SHRSOH�ZDQW�WR�ZRUN�ZLWK�D�
company that supports an individual’s ability to grow 

and is a positive force in the communities where 
LW� RSHUDWHV�� :KHWKHU� LW¶V� E\� PDNLQJ� FRQQHFWLYLW\�
accessible wherever it’s needed, helping customers 
WR� EHFRPH� PRUH� HQHUJ\�HI¿FLHQW� RU� ORRNLQJ� IRU�
new ways to make healthcare or education more 
effective, BT is committed to growing a successful 
business and delivering to their shareholders by 
EHLQJ� YDOXDEOH� WR� FXVWRPHUV� DQG� VRFLHW\�� 7KHVH�
beliefs are what drive BT as a company and that 
extends into the way in which they support the 
GHYHORSPHQW�RI�WKHLU�SHRSOH��

Sales Excellence Programme

During the past 3 years BT has made a major 
investment in training and development for its 
sales community, delivering a programme called 
Sales Excellence with the aim of improving sales 
HI¿FLHQF\�

6SHFL¿F� DLPV�RI� WKH�6DOHV�([FHOOHQFH�3URJUDPPH�
are to provide experienced sales people in the 
company with the level of advanced skills and 
knowledge that is required to differentiate BT when 
SXUVXLQJ�PDMRU�,&7�WUDQVIRUPDWLRQDO�GHDOV��

How does it work?

7KH�¿UVW�VWHS�LQ�WKH�SURJUDPPH�LV�WR�FRQGXFW�D�IXOO�
evaluation of each sales person to establish base 
FRPSHWHQFLHV�DQG�FDSDELOLWLHV��7KLV�LV�IROORZHG�E\�
an extensive training programme which helps to 
up-skill the sales people and their managers to use 
tried and tested tools and techniques during sales 
QHJRWLDWLRQV�RU�FRDFKLQJ�VHVVLRQV��

Coaching in the
WORKPLACE

by Malcolm Nicholson
(United Kingdom)

Case Study
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Following the initial training, BT has implemented a programme of sales coaching, delivered by a team of 
highly trained coaching specialists who work with the frontline sales managers and their teams to ensure 
WKH�OHDUQLQJ�LV�HPEHGGHG�XQWLO�LW�EHFRPHV�D�KDELW��

“Having the  coaches go through the same training streams as the sales managers and sales people has 
really helped them to understand the whole experience and to support embedding of a coaching culture 
ZLWKLQ�WKH�VDOHV�FRPPXQLW\´�´�VDLG�0DUWLQ�%URPPHOO��RQH�RI�WKH�6DOHV�([FHOOHQFH�&RDFKHV�

Better, however you measure it

%URPPHOO�FRQWLQXHG�³6RPHWLPHV�LW� LV�GLI¿FXOW� WR�PHDVXUH�WKH�LPSDFW�WKDW�D�FKDQJH�SURJUDPPH�KDV�RQ�
D�EXVLQHVV��EXW� LQ� WKLV�FDVH�ZH�DUH�ORRNLQJ�DW�D�VDOHV�IXQFWLRQ�RQ�D�\HDU�RQ�\HDU�EDVLV��,I�DQ\WKLQJ�� WKH�
ICT and telecommunications markets are becoming tougher, customers are becoming more demanding 
DQG�SURGXFWV�DUH� OHVV�PDUJLQ� ULFK�DV�ZH�PRYH�DZD\�IURP�WUDGLWLRQDO� WHFKQRORJLHV��+RZHYHU�� VLQFH� WKH�
introduction of the Sales Excellence programme, we are in better shape than we were last year across our 
IXOO�UDQJH�RI�PHWULFV�UHODWLQJ�WR�WKH�VDOHV�H[SHULHQFH��LQFOXGLQJ�SURGXFWLYLW\�DQG�FXVWRPHU�VDWLVIDFWLRQ��)RU�
example, our sales pipeline has grown by 15%, sales conversion rates have increased by 8% and there 
KDV�DOVR�EHHQ�D�SRVLWLYH�LQFUHDVH�RI������LQ�HPSOR\HH�HQJDJHPHQW�VFRUHV�DV�PHDVXUHG�E\�DQ�LQWHUQDOO\�
FRQGXFWHG�HPSOR\HH�VDWLVIDFWLRQ�VXUYH\�FDOOHG�&$5(�´�

The coaching and learning focuses on 4 key themes:

�� Establishing trust, rapport, a common agenda and credibility with strategic 
C-level client personnel by applying proven consultative selling, analytical 
and inter-personal skills 

�� Developing and delivering strategic solutions for competitive advantage  
�� Sharing learning and leveraging the collective expertise of other colleagues
�� Driving a greater awareness of the key sales skills that differentiate top 

performers 
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The Sales Excellence Coaches

Brommell and his peers, of which there are 5 in the UK, work predominantly with the sales managers as 
WKH�SULPDU\�SRLQW�RI�LQWHUYHQWLRQ��7KH�6DOHV�([FHOOHQFH�FRDFKHV�KHOS�VDOHV�PDQDJHUV�WR�XQGHUVWDQG�KRZ�
EHVW�WR�FRDFK�DQG�PRWLYDWH�WKHLU�VDOHV�SHRSOH�DQG�KRZ�WR�UHFHLYH�IHHGEDFN�WKHPVHOYHV��7KLV�DSSURDFK�LV�
PDNLQJ�D�VLJQL¿FDQW�LPSDFW�RQ�WKH�EXVLQHVV��

The coaches are acknowledged by the sales teams as adding value by bringing together their experience 
DQG�XQGHUVWDQGLQJ�RI�WKH�VDOHV�SURFHVV�ZLWK�ZKDW�ZDV�UHTXLUHG�WR�FKDQJH�EHKDYLRXUV��:LWK�WKH�SURJUDPPH�
now in its fourth year, Brommell reports that the majority of sales managers and sales people regularly 
DSSURDFK�KLP�DVNLQJ�IRU�LGHDV�RU�IXUWKHU�KHOS�ZKLFK�LV�UHDOO\�HQFRXUDJLQJ�

“In today’s marketplace, everyone in the sales process needs to develop quality relationships with 
FXVWRPHUV�EXW�DOVR�EH�DEOH�WR�PDQDJH�D�YLUWXDO�WHDP�ZLWKLQ�WKHLU�RUJDQLVDWLRQ��7KH�DSSOLFDWLRQ�IRU�H[DPSOH�
of Tuckman’s  “4 Stage Model” has helped considerably in the sales teams understanding how to get the 
EHVW�RXW�RI�D�YLUWXDO��SURMHFW�EDVHG�DQG�WLPH�GH¿QHG�WHDP�ZKR�GRQ¶W�UHSRUW�GLUHFWO\�WR�WKHP�´
7KH�VDOHV�WHDPV�DUH�HQFRXUDJHG�WR�GHYHORS�DQ�HOHYDWRU�SLWFK�XVLQJ�D�PRGHO�NQRZQ�DV�693�RU�6DOHV�9DOXH�
3URSRVLWLRQ�� 7KH\� DUH� FRQVWDQWO\� UHPLQGHG� RI� &RYH\¶V�PDQWUD� WKDW� VNLOOV�� NQRZOHGJH� DQG� DWWLWXGH� DUH�
UHTXLUHG� WR�FUHDWH�D�KDELW�DV�GHVFULEHG�E\�6WHSKHQ�5�&RYH\� LQ�KLV�ERRN�³7KH�6HYHQ�+DELWV�RI�+LJKO\�
(IIHFWLYH�3HRSOH´�

Sales Excellence is the glue…

The Sales Excellence Programme has given the sales community a common language, consistent 
PHWKRGRORJ\�DQG�D�FRDFKLQJ�FXOWXUH�ZKLFK�LV�GULYLQJ�EHQH¿WV�ERWK�IRU�WKH�LQGLYLGXDO�DQG�IRU�%7�
“BT makes sure that the coaches are kept up to date with the latest thinking from external sources as well 
as encouraging the team to bring their own experience and knowledge to drive a culture of continuous 
LPSURYHPHQW�³�VDLG�%URPPHOO��)RU�H[DPSOH��KH� LV�ZRUNLQJ�ZLWK�FROOHDJXHV� WR�GHYHORS�D�µ'LUHFWLRQ�RI�
Travel’ tool, which pulls together the sales journey into a coaching road map looking at the entire end to 
HQG�VDOHV�LQFOXGLQJ�FXVWRPHU�VDWLVIDFWLRQ���

“The Sales Excellence programme is all about helping people to achieve their full potential and be the best 
WKH\�FDQ�EH�LQ�RUGHU�WR�ZLQ�LQ�WKH�PDUNHWSODFH��7KH�FRPELQDWLRQ�RI�PHDQLQJIXO�WUDLQLQJ�DQG�HPEHGGLQJ�
the learning through a sustained coaching programme is ensuring that BT meets those aims and continues 
WR�GHOLYHU�IRU�LWV¶�FXVWRPHUV�´

The interview was conducted by Malcolm Nicholson, Coaching Director of Aspecture (see 
www.aspecture.com). He can be contacted at malcolmnicholson@aspecture.com or on +44 1932 267597.
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SALES COACHING:

Cometh the Hour, 
Cometh the Coach

by Malcolm Nicholson
  (United Kingdom)

7KH�HFRQRPLHV�RI�PRVW�RI�WKH�ZHVWHUQ�ZRUOG�DUH�QRZ�¿UPO\�
RQ�WKH�URDG�WR�UHFRYHU\��6DOHV�SURIHVVLRQDOV�QHHG�WR�DGDSW�
to cope with the volatile circumstances that their customers 
DUH�IDFLQJ��+RZ�GRHV�FRDFKLQJ�¿W�LQ�ZLWK�WKLV"�6XFFHVVIXO�
businesses the need to develop sales professionals who are 
WUXVWHG�DGYLVRUV�DQG�NQRZOHGJHDEOH�FRQVXOWDQWV�

%XVLQHVVHV� DUH� IDFLQJ� D� *OREDO� 98&$� IXWXUH� �9RODWLOH��
8QFHUWDLQ��&RPSOH[�	�$PELJXRXV���7KHLU� UHTXLUHPHQWV�
will consequently change – and pretty rapidly compared 
WR�WKH�UHFHQW�SDVW��,QWHUFRQQHFWHGQHVV�DIIHFWV�XV�DOO�

Let’s start by looking at the challenges facing sales 
RUJDQLVDWLRQV� FXUUHQWO\�� 5LJKW� QRZ� WKH� VWDQGDUG� PRGHO�
is to service larger organizations through face-to-face 
sales channels whilst small companies and repeat orders 
DUH� KDQGOHG� WKURXJK� WHOHVDOHV��7KHVH� VDOHV� UHVRXUFHV� DUH�
expensive and are custodians of a critical relationship with 
WKH� RUJDQLVDWLRQ¶V� FXVWRPHUV��+RZ� WKH\� EHKDYH�� RSHUDWH�
DQG�SHUIRUP�GLUHFWO\�LPSDFWV�WKH�EXVLQHVV�VXFFHVV��$V�WKH�
PDUNHW� FKDQJHV� VR�0867� WKH� VDOHV� WHDP�� 7KH� EDQNLQJ�
crisis of 2009-2010 acted as a catalyst to accelerate a 
number of changes that were already underway:-

&XVWRPHUV� ZDQW� PRUH� IRU� OHVV�� $QG� WKLV� LV� DW� D� WLPH�
ZKHQ�PDQ\� UDZ�PDWHULDOV�DUH�EHFRPLQJ�PRUH�¿QLWH�DQG�
therefore expensive, or demand from developing nations 
LV�LQFUHDVLQJ�WKH�SULFH�

THE INTERNET IS IMPACTING 
THREE MAIN AREAS WITHIN THE 
SALES FUNCTION. 

FIRSTLY, customers will have researched the 
PDUNHWSODFH�� 7KH\� ZLOO� KDYH� DQ� RSLQLRQ�� 7KLV�
may not be accurate or correct, however they have 
DQ� RSLQLRQ�� VWURQJHU� WKDQ� WKH\� GLG� SUHYLRXVO\��
This could include the price for which they are 
SUHSDUHG�WR�SD\�

SECONDLY, customers want the revolution 
that has been brought about by 1-Click online 
shopping in consumer sales replicated in the 
business to business sales environment for simple 
RU�UHSHDW�RUGHUV�

THIRDLY, customers are more aware of and 
FRPIRUWDEOH� KDYLQJ� YLUWXDO� LQWHUDFWLRQV�� :HE�
or video conferences can pull together product 
expertise from around the world at short 
QRWLFH��(DVH�RI�GRLQJ�EXVLQHVV�ZLOO�EH�D�FULWLFDO�
GLIIHUHQWLDWRU�

Organisations are experiencing greater 
legislation.� :LWKLQ� ¿QDQFLDO� VHUYLFHV� DQG� WKH�
public sector, there is a major drive towards 
OHJLVODWLRQ� LQ� FRPSOLDQFH�� $OO� FRPSDQLHV� QRZ�
have to work within some form of bribery and anti-
corruption legislation and are criminally culpable 
for acts committed without their knowledge 
E\� HPSOR\HHV� RU� FRPSDQ\� UHSUHVHQWDWLYHV��
This becomes especially complex in emerging 
markets where non- western business norms 
DSSO\� WR� ³RSHQLQJ� GRRUV´�� $GGLWLRQDOO\�� PDQ\�
organizations are aware of the need to display 
HWKLFDO� VHOOLQJ� SUDFWLFHV�� 7KHUH� LV� D� FUHDWLYH�
tension caused by the need to operate within a 
regulated environment whilst not removing the 
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HQWUHSUHQHXULDO�HOHPHQW�

:KDW� GR� WKH� 6DOHV� 'LUHFWRU� DQG� +5� 'LUHFWRU� RI�
today need to change to deal with this landscape? 

2OG� IDVKLRQHG� +LUH� DQG� ¿UH� SHUIRUPDQFH�
management doesn’t work, as it is expensive, 
destabilising and damages relationships that 
PD\�KDYH� WDNHQ� \HDUV� RI� LQYHVWPHQW� WR� HVWDEOLVK��
Therefore, sales leaders need to understand their 
role is to help their teams evolve to where the 
market and the company needs them performing 
as trusted advisors, knowledgeable consultants and 
WKH�¿UVW�FDOO�WKH�FXVWRPHU�PDNHV�

Whilst potential or existing customers have access 
to more than 20% more information about your 
business than they did 5 years ago, what they don’t 
necessarily have is the contextual information 
DURXQG�D�SURGXFW�RU�VHUYLFH��6R�WKH�µKRZ�WR�DSSO\¶�
information around best practices, the trends in 
the industry and creative solutions - maybe even 
involving third party organizations - is becoming 
more valued by customers and is the differentiator 
RYHU�FRPSHWLWRUV�DQG�VLPSOH�ZHE�VDOHV�

Consequently, there is a need to make sure that 
the sales team’s knowledge is greater than the 
FXVWRPHU¶V� LQ� WKLV� FRQWH[W�� 7KH� WUDGLWLRQDO� µORQH�
wolf’ salesperson needs to develop the ability to 
PDQDJH�D�YLUWXDO�WHDP�RI�UHVRXUFH�IURP�WKHLU�RI¿FHV�
to make sure they have appropriate sources of up to 
date data as well as pull together complex bids in 
RUGHU�WR�EHFRPH�YDOXH�DGG�6XEMHFW�0DWWHU�([SHUWV�

Implementation of technology to enable one click 
RUGHULQJ���DV�ZLWK�DQ�$PD]RQ�SXUFKDVH����IRU�VLPSOH�
or repeat orders will also be a key differentiator, 
which will also have an impact on the sales 
SURIHVVLRQDO¶V�UROH�

6RXQGV� FRPSOH["� ,W� LV��$QG� RI� FRXUVH� LW�ZLOO� JHW�
PRUH�VR��

So how do leaders meld the entrepreneurial 
DQG� ÀH[LEOH� ZLWK� WKH� IUDPHZRUN� RI� SURFHVV� DQG�
legislation, when 70% of change initiatives fail? 

&RPHWK�WKH�KRXU��FRPHWK�WKH�DSSURDFK��&RDFKLQJ�
may not scream out bottom line but it certainly 
GHOLYHUV� LW�� ³&RDFKLQJ� DW� LWV� EHVW�� LQIRUPHG� E\�
good theory and practices and case studies around 
…business, is brilliant and uniquely placed to 
encourage people into new kinds of conversations 
that deepen and build their cognitive capacity and 
enable them to make sense out of circumstances 
WKDW�DUH�H[WUHPHO\�FRPSOH[�´��'U�*HRIIUH\�$EERWW��
from interview with the author, ICN, 2nd edition)

Not all team members will or can make the journey 
so the sales director’s role and competency set 
must now include coaching, mentoring and change 
PDQDJHPHQW�� 7KHVH� DUH� QRW� DOZD\V� WKH� VNLOOV� RU�
traits that these leaders have honed over many 
years as they built their careers, but they are now at 
WKH�FRUH�RI�WKHLU�FDUHHU�VXFFHVV�IRU�WKH�IXWXUH�

$� ÀH[LEOH�� SURELQJ� DSSURDFK� LV� UHTXLUHG� WR� UHDFW�
WR� PDUNHW� YLFLVVLWXGHV�� ([HFXWLYH� FRDFKLQJ�
methodologies can promote the cognitive 
complexity needed in executives, consequently 
EHWWHU�HTXLSSLQJ�WKHP�WR�WDFNOH�XQFHUWDLQW\��,W�FDQ�
provide an avenue for people to explore the inter 
relationships with the different forces that are going 
on at the moment, and to deal with the changing 
HQYLURQPHQW�LQ�D�YHU\�EURDG�ZD\��

There is a growing body of empirical evidence on 
WKH�LPSDFW�RI�FRDFKLQJ�RQ�VDOHV��$QHFGRWDO�H[DPSOHV�
FDQ�EH�WDNHQ�IURP�P\�RZQ�SUDFWLFH��$�SURSRVDO�,�
submitted to a capital equipment business required 
D��������LQFUHDVH�LQ�UHYHQXH�SHUIRUPDQFH�WR�SD\�
IRU�LWVHOI��$�VDOHV�GLUHFWRU�FUHGLWHG�PH�ZLWK�KDYLQJ�
been the catalyst to changing the business from a 
����0�WR�D�����0�WXUQRYHU�EXVLQHVV�

So executive coaching at a leadership level will 
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provide the space to develop cognitively complex 
VWUDWHJLF� DSSURDFKHV��1RZ�� LI�ZH� JR� GRZQ� D� OD\HU�
in the organisation, we get to the space that should 
EH�RFFXSLHG�E\�7KH�0DQDJHU�DV�&RDFK��5HVHDUFK�E\�
CEB (a leading member-based advisory company), 
shows that sales professionals with highly effective 
coaches had on average 20% higher goal attainment 
WKDQ� WKRVH�ZLWK� OHVV�HIIHFWLYH�FRDFKHV��7KH\� IRXQG�
WKHUH�DUH�VSHFL¿F�VNLOOV�WKDW�VHW�WKHVH�KLJKO\�HIIHFWLYH�
coaches apart, including their ability to prepare for 
the coaching conversation, observe and pinpoint 
VSHFL¿F�EHKDYLRXUV�WR�GHYHORS��DQG�HPEHG�WKH�QHZ�
EHKDYLRXUV�XVLQJ�DFWLRQDEOH�IHHGEDFN�

Continuously developing the ability of the sales team 

LV�D�NH\�HQDEOHU�IRU�EXVLQHVV�JURZWK��7KH�DELOLW\�WR�
develop the Industry expert, who is able to prove the 
insights a web based sale can’t, will be accelerated by 
the manager understanding the individual, tailoring 
an approach to that person based on feedback and 
KDYLQJ�JUHDW�FRQYHUVDWLRQV�WR�GHOLYHU�JUHDW�UHVXOWV��

Going forward, the value that coaching can bring to 
a discipline that is in change, in industries that are in 
change, in economies that are in change cannot be 
XQGHUHVWLPDWHG�� &RPELQHG� ZLWK� RQJRLQJ� IHHGEDFN�
it will continuously change behaviour and so 
strengthen relationships with the sales team, virtual 
WHDP�DQG�FXVWRPHUV��,W�FRXOG�DFWXDOO\�SURYH�WR�EH�WKH�
PRVW�FULWLFDO�VNLOO�WKH�EXVLQHVV�FDQ�KDYH�

Recommended Reading
6DOHV� &RDFKLQJ�� 0DNLQJ� WKH� *UHDW� /HDS� IURP� 6DOHV� 0DQDJHU� WR� 6DOHV� &RDFK�� /LQGD� 5LFKDUGVRQ� 0F*UDZ�+LOO�
3URIHVVLRQDO���QG�HGLWLRQ����-DQ������
7KH�&KDOOHQJHU�6DOH��7DNLQJ�&RQWURO� RI� WKH�&XVWRPHU�&RQYHUVDWLRQ��0DWWKHZ�'L[RQ� DQG�%UHQW�$GDPVRQ��3RUWIROLR�
3HQJXLQ����)HE������
µ6DOHV�&RDFKLQJ�DW�:RUN¶�0DOFROP�1LFKROVRQ��LELG�
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