THE EXTRA POINT

BY JERRY ROBERTS

#19 The High Risk Way to Choose a Sales Manager

Your sales manager has resigned and you
need a replacement. Coming up and for your
entertainment, maybe the worst way to do it.
I’m Jerry Roberts and that’s right now on The
Extra Point.

| need a new sales manager. What are my
options?

A. Advertise for a budding supervisory star
who can’t break through in their current
situation.

B. Bring someone in with a successful track
record in sales management from outside of
my industry.

C.Steal away a competitor’'s manager.

D.Wait! | can take my top salesperson who
has no previous managerial experience, pull
them out of the field and make them the new
sales manager. Sheer brilliance, no wonder
they pay me the big bucks.

Absolutely, let’s go for D. What could possibly
go wrong?

Well, let’s start with this. the skillsets for a top
notch salesperson and a successful sales
manager are vastly different.

Just because Mary is a fabulous presenter and
her clients love her, it doesn’t mean she’ll be
able to teach others to do the same, or manage
all the personalities in your sales department.

Good salespeople are often aggressive and
highly competitive. Mary has likely crunched a
few toes under her pumps along the way, and
it’s almost a guarantee that there are some
issues between her and at least somebody on
the team. Now you’ve made Mary their boss.
I’ve seen the number two sales leader resign
shortly after such a hiring.
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Mary can sell but can she grow talent? Can
she nurture it? Will she grit her teeth and put
up with people pulling some of the power trips
and mind games that she herself may have
pulled over the years?

And how much time will Mary have for
developing the team anyway? In many
situations like this, the former-sales-star-
rainmaker-turned-manager is going to be
expected to continue selling her account list
— except now she’ll get a guaranteed salary
and not a commission.

She’ll be doing two jobs for the price of one,
and on the surface this looks like economic
genius to senior managers.

Sorry to break the news, this arrangement fails
more often than it succeeds. Yes, I’'ve seen it
work, but for the reasons already given it’s a
longshot. And if it fails and Mary walks away,
now you have to find two key players. If you
still want to try this, | suggest you budget for
the sales manager’s salary and get Mary some
supervisory training, then bring on an
experienced salesperson to take over her
accounts. It costs more but you’ll have a much
better chance to succeed.

Think really hard before you take a great
salesperson away from what they do best —
feeding your organization.

That’s The Extra Point. Get out there and
make something good happen today. For
93.3, I’'m Jerry Roberts.
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For information on training and consulting
services from Jerry Roberts, please click this
link: guamtraining.com

GUAM TRAINING

Listen to The Extra Point at 7:15 a.m. on The Ray Gibson Show — 93.3 fm ThePoint.qu
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