Getting on board with your salesforce

Engaging the salesforce in SFA is about winning their hearts and minds, not just getting the behavior you’re looking for.  And it certainly isn’t about just getting everyone to do whatever it is they do, only on a computer.  Then what is this all about?

Have compelling answers to this and the following questions and they will take you a long way down the tracks to successful SFA implementation.  Be unclear on the project purpose and it will only get murkier once you pull away from the station.  This is a test.  

Answer these question from the sales reps’ point of view.

1. Why are we doing what we’re doing?

2. How much more work will I have to do for how long before I see any personal payoff?

3. What will that payoff look like?

4. How exactly do you (my manager/management) define increased productivity for me/my position?

5. If introducing technology to sales means sharing information I’ve developed over the years, and Teleselling (or other indirect channels) will be taking over routine sales work (renewals, upgrades, etc), what will I be doing?

6. Do you see automation reducing the need for/number of people like me?

7. What will be the criteria here by which future reps are deemed successful?

8. Can the Company win and I lose?  Can I win and the Company lose?  How do we all win?

9. What is your (Mr/Ms Manager) personal commitment to this project’s success?  How do you lose if the project is unsuccessful?

10. Who will train/support/coach me through this process?  What is their plan for doing so?

Tips for getting there: Be honest/pragmatic.  You can do it.

Finally, be specific.  These are essay questions, but don’t rely on dazzling them with footwork or baffling them with you know what.  Sales reps want to believe, but they have b.s. detectors far more sensitive than your high school history teacher ever had.  Wing it here and you’ll crater later.
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