











058 STAFFING

INVEST IN YOUR PEOPLE
There’s little future in signing on a
salesperson, handing over a phone,

a computer and a contact list and
then walking away. Investing in
development and training is a
fantastic show of support for a sales
department, and a way in which both
the organization and the individual
can benefit for the long term. When
weighing up the costs of outsourcing
staff training, consider the alternative
— that is, the cost of losing staff,
hiring and training new staff, plus
the potential lost clientele due to the
turnover.

Sales is a difficult business — direct
media sales is certainly no easy task,
and training with professionals who
implement innovative and exciting
programs can be an extraordinary
motivator. Good salespeople are
competitive by nature, and presenting
a means for them to become even
better at their role is a certain way to

BECOME AN EMPLOYER OF CHOICE

“If you build it, he will come.” The eery voice from above featured in
the movie Field of Dreams rings true for media organizations looking
to establish themselves as elite employers. Here are some tips for
building a successful employer brand:

W Build a great identity: Making money is only one part of a salesperson’s

encourage retention. Plus, the right
training program can foster tighter
bonding within the sales department,
and a more cohesive, strategic
approach to generating revenue.

Training is also a great way to
break up the monotony of sales day
in and day out.

KEEPING POACHERS AT BAY
There’s only one sure way to ensure
your best staff are immune to being
picked off by your competitors,

and that is to engender a true

sense of value from the day they
arrive. Investing in training works,
but developing incentives and
encouraging team building initiatives
will provide your staff with a greater
feeling of worth.

When a salesperson feels like
they’re part of a family, the temptation
to stray is diminished, even if a rival
organization offers more money.
Focusing on ‘other-than-cash’ benefits
of employment, such as rewards
schemes, health care, flexibility, family
time and so on will make an employer
far more appreciated.

Regular consultation between
management and members of the
sales team is vital — encouraging
open and honest discussion can ward
off disgruntlement early, and you
can potentially adapt measures to
improve a valued employee’s situation
before he or she decides to jump ship.
Social clubs and regular staff events

motivation. Creating a unified identity across the company and a mission
all staff believe in gives employees a unique sense of belonging, and a

beneficial understandings.

revenues.

surefire way to spread discord.

are an important part of building a
strong sense of community, and that
will form the fabric of a tight-knit
organization with everyone pulling in
the same direction.

From the most successful
companies in the world to fledgling
businesses, people are the most
critical element for success.

The effectiveness of internal
communication, the extent to which
employees are motivated to perform
well, and the quality of the leadership

greater willingness to uphold the company’s values.

B Know your staff: Regular face-to-face talks demonstrate to staff you
listen, care about and value them. Treat relationships with staff the same
as you would relationships outside the workplace, building mutually

B Show them the way: Make sure you have a career path mapped out
that sales staff can strive for, and set benchmarks and key performance
indicators to ensure they know what they’re working towards.

Il Recognize effort: Make sure great sales performances are appropriately
rewarded and recognized. Not only does this do wonders for the particular
achiever, but others will strive harder to emulate that performance.

B Communicate both ways: Undertaking regular internal surveys will
provide valuable feedback on issues that may affect productivity and

B Actions speak louder than words: If there’s a consistent problem or
underlying current of discontent affecting staff morale, act on it quickly.
Not every decision will be accepted favourably, but ignoring issues is a

given by management, all play an
important role in retaining staff. All
of these factors relate to the strength
of the organisation's employer brand
and the way it is perceived internally
by current employees, and externally
by potential future recruits.

The message is clear — create
an environment where top salespeople
will want to come and work for
you, and you won’t need to worry
about finding quality staff. They’ll
find you. B
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