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Welcome
• No depressing economic statistics
• Focus on improving sales in tough times, and 

beyond
• Objectives:

- Provide ideas and stimulate thought for 
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- Provide ideas and stimulate thought for 
the short term

- Demonstrate a new way of improving
sales productivity and performance over
the medium to long term



Agenda

• Introduction
• A view from the trenches – Brian Sellers
• Managing sales in a recession – Chris Howells
• Break
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• Break
• A new look at improving sales productivity          

- Steve Rowe
• Open Forum
• Lunch
• Depart



About us

“We help our customers maximise the return on 
their investment in sales”

• Key Account Management
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• Key Account Management
• Sales Productivity
• CRM
• Outsourced sales and sales management

“Sell More, Sell Better and Sell Faster”



Some of our clients
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Why invest now?

• Cost reduction is finite
• Your best salespeople are at risk
• Total cost of loss is much greater than the 

recruitment cost
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recruitment cost
• Will your competitors invest?
• Selling is a source of sustainable 

competitive advantage



Some stark facts

• 80% of orders come from 20% of the people 
(Source Keith Eades Author The New Solution Selling)

• 43% of salespeople fail to make target
• 52% of forecasted orders are lost or result in no 
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decision (Source CSO Insights 2007)

• 18% of sales peoples’ time is spent on customer 
facing activities (Source SiriusDecisions)

• 40% of employees are looking to change job 
(YouGov for Investors in People)



The Impact on People and Results ... 
A View from the Trenches
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Brian Sellers
Vice President, Sales



What The Logic Group does  
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• 40 years in IT sales
• 30+ years in Sales Management
• UK / Europe / Middle East
• Client experience:

– Retailers; Financial Services; Manufacturing & 

Brian Sellers: Credentials
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– Retailers; Financial Services; Manufacturing & 
Distribution; Energy & Utilities; Transport  & 
Telecoms; Public Services – Local & Central

• Direct / Partner / Marketing led
• Hardware / Software / Services

‘Solutions to Business Problems’
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A Quiz

How many of you here sell?
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How many of you here sell?



The Alphabet of Sales

F is for …

Fun
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Forecast
Frustration



The Alphabet of Sales

A is for …

Analysis
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Attitude
Action



The Alphabet of Sales

M is for …

Management

the sales improvement peoplewww.korusales.com

Marketing
Money



The Alphabet of Sales

I is for …

Initiative
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Innovation
Irritation



The Alphabet of Sales

L is for …

Leadership
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Learning
Love



The Alphabet of Sales

Y is for …

You 
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Yen
Yield



FAMILY
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All good families 
need planning!



... and finally

The three Cs …

Customers
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Clients
Commitment



Managing sales in a recession
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Chris Howells



Where do you find sales?

• Opportunities from strategic plan
• Problems
• People
• Legislation/regulation
• Mergers, acquisitions and joint ventures
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• Mergers, acquisitions and joint ventures
• Failing/weak competitors
• Innovation

- Product/service
- Marketing
- Pricing/terms of business
- Channel



No Silver bullet

• Focus
• Fundamentals
• Fun
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• Fun



Planning

• Understand your customers business, 
needs and imperatives better than they do

• Plan
"If you have accomplished all that you have 
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"If you have accomplished all that you have 
planned for yourself, you have not planned 
enough."

Edward Everett Hale (1822-1909)



Proactivity

• Your customers may not be buying but 
some one else’s may be

• Try cold calling
• Concept papers
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• Concept papers
• Unsolicited proposals



People 

• Manage non performers
• One poor performer costs a lot more than 

a good one
• Inspire your best performers
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• Inspire your best performers
• Don’t cut back on learning or                

lead generation
• Recruit only the best
• Grow your own



Participation

Everyone sells! 
• Give every manager a sales objective

(When did your FD last give you a lead?)
• Get them in front of customers
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• Get them in front of customers
• Recognise exceptional customer service
• Teamwork
• Worry about the customer,  the numbers 

will follow



Premeditation

• Qualify hard!
• Ask them to come to you
• People buy from people
• Use e-techniques
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• Use e-techniques
- Webinars
- On line meetings
- Podcasts



Pay and Performance...

.......is measured against targets

• Are they appropriate?
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• Are they appropriate?
• Are they achievable?
• Are the incentives motivational?



Perseverance

• High proportion of sales campaigns end 
with no decision

• Circumstances change
• People change
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• People change
• Find more value



Provide support

“When times get tough reviewing increases”
• Counterproductive 
• Good people manage reviews
• Mutually exclusive objectives
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• Mutually exclusive objectives
• Stop reviewing........



......start helping

“Don’t ask when, ask how?”
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Party!

“Nothing succeeds like success”

Learn
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Learn

Recognise



COFFEE
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Korure™
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A question

If I said that I could deliver 20% more sales 
capacity, a sales team that was highly 

motivated, better than your competitors and 
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motivated, better than your competitors and 
cost you no more than today, would you be 

interested?



A few more questions

• Do you know the return on your sales training 
investment?

• Do your sales team offer true competitive 
advantage?

• Do you know the lost opportunity value caused by 
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• Do you know the lost opportunity value caused by 
sales vacancies?

• Do you know how much time your people spend 
selling?

• Do you know exactly what your sales managers do?



Issues Facing Sales Directors

1. Recruiting and retaining quality people

2. Sustainability of appropriate training
3. Not enough customer time 
4. Need to make sales capability a USP
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4. Need to make sales capability a USP
5. More business, better margins, lower sales cost 
6. Inconsistent/unequal performance
7. Sales management time and overhead



Sales – the least understood 
profession!
Some UK Statistics ���������	�	
���
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• 766,000 sales people
• 545,000 marketers
• 300 HND or degree level business courses 
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• 300 HND or degree level business courses 
• 200+ have marketing modules, yet
• 3  (yes that’s 3!) have sales modules 
• Maybe this is why ����������	��
����
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Why good sales people fail

• Unachievable targets
• Reality gaps
• Lack of trust and 

understanding

• Lead Management
• Numbers focus
• Sales learning
• Value proposition
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understanding
• Cost not investment

• Value proposition
• Bureaucracy/lack of 

sales time



Uses of sales time
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Uses of sales time

• GOOD
- Anything that has the customer’s
business at it’s core and improves
your capability to help them
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your capability to help them



Uses of sales time

• GOOD
- Anything that has the customer’s
business at its core and improves
your capability to help them
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your capability to help them
• BAD

- Anything else



What can you do?

• Marketing Initiatives
• Pay and bonus
• Club trips
• Training
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• Training
• Re-organise

or
DO SOMETHING COMPLETELY DIFFERENT!



Why Change?

Increase sales capacity 
+ Increase capability 
+ People satisfaction 
+ Sales cost management 
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+ Sales cost management 
+ Sales becomes a differentiator 

=

Sustainable competitive advantage



The Old Way                 The New Way

Failure to sustain
performance

Ongoing 

Korure™
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Time

Ongoing 
improvement

Training

Incentives

Structure



Korure™ Guiding Principle

� Strive for perfection in everything. Take the 
best that exists and make it better. If it 

doesn't exist, create it. Accept nothing nearly 
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doesn't exist, create it. Accept nothing nearly 
right or good enough."

Henry Royce



Korure™ Key Principles

• Get the basics of selling right
• Sales leadership
• Create a learning and improvement culture
• Address destabilising issues
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• Address destabilising issues
• Use the people who do the work….
• Not an initiative
• Ongoing improvement in the return on your 

investment in sales



Korure™

Discovery

Sales Leadership

Understand what the people really do.
Create a vision and measures

Change behaviour
from counting to coaching
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Capacity
Building

Capability and
Competitive
Advantage

Best practice 
Sales process improvement

Customer facing

Sales learning and ongoing improvement
Role model behaviour
Personal development



Making the change

“Leadership is the engine of change. The 
leader who spends time with people who 
do the work, asking questions, exploring 
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do the work, asking questions, exploring 
the ‘what and why’ of current performance, 

is leading learning – and if the leader is 
learning, so does everybody else”



Summary

• Increased sales capacity and capability
• Measurable sales productivity benefits
• Not an initiative
• Competitive advantage through sales
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• Competitive advantage through sales
• Self funding
• Think and act



DIALOGUE
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