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Employ an effective sales team – but only when you need to

A new approach to sales can help small businesses find the resources they need, when they need them.

Most people, understandably, start their own business based on a specific skill or talent they have. A talent for design, a flair for computers, a head for numbers – these things will dictate the area of business you might go into.

But there are many different aspects of running a small business, and it’s unlikely that you’re an expert at all of them. Finance, payroll, tax, and administration - many business owners will choose to outsource at least some of these areas so that they can focus their time and energies on what they’re good at.

But sales is also a specialist area, so when it comes to outsourcing your sales requirements, who can you turn to?

Whatever industry you’re in, you’ll need to sell your services in order to stay in business. But getting sales through the door is one of the hardest tasks of all. If you baulk at picking up the phone and contacting potential customers, if the thought of cold-calling leaves you… well, cold, then now you’ve got a new option. Simply employ a temporary team of trained sales consultants to do it for you.

Suppose you’ve carefully constructed an email shot or a piece of direct mail. You’ve paid for the design, you’ve sourced the database of potential new customers, it says just what you want it to say - and it looks great. Send it out and don’t follow it up with a call, and the chances are you’ll get an extremely small percentage of those recipients actually contacting you. Follow it up with a call, and you’ll get a far greater response. 

“In an ideal world, any new business initiative or marketing activity should be followed up by someone who works within your office, understands your business and is focused on what you’re trying to achieve,” says Nadine Wynter, Managing Director of Jools Consulting, a specialist sales recruitment company.

“And if you use the right recruitment consultancy, that’s exactly what you can have. At Jools Consulting, we visit our clients’ businesses, learn about their industries and requirements - and any consultants we place will receive formal sales training before they even meet the client.”

“We provide sales people who can start to sell your business effectively from the moment they sit in your office and pick up the phone.”

Every small business’s needs are different. One may need a telesales person for short bursts of cold-calling, another might want a temporary sales team to recruit delegates for a training course or seminar. Whatever the situation, if you need to see results, and you simply haven’t got the resource or skills within your own small team, then employing a temporary, fully trained sales consultant is likely to be the most effective and affordable option.

Nadine Wynter believes that this method is “more personal than a call centre, more efficient than using someone with no experience, and far cheaper than going through the whole recruitment process to employ someone you may only need now and then. And because that sales person is based on site, you’ll be able to retain full control over the process without having to pick up the phone yourself!”
This new approach to sales might be just the solution for small businesses with an ongoing need for a sales team.

For more information visit www.joolsconsulting.com , or call 01635 250878. Jools Consulting also offers bespoke and effective permanent recruitment solutions.
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