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Consalia leads debate on an innovative

values-based approach to sales
London, xx May 2010: Training and development consultancy Consalia led debate on the need for a new paradigm for sales executives and their clients at a conference at the London Stock Exchange in April.

Over 80 delegates including sales professionals, procurement leaders, HR executives, business developers and academics attended the event to discuss sales transformation for improved performance and to consider how to raise standards of professionalism in sales.

Philip Squire, chief executive and founder of Consalia, kicked off the conference, ‘Sales Transformation: Changing Mindsets’,  pointing out that global research by the company found that less than 10% of sales people meet customer expectations. Recognising this shortfall in traditional sales techniques, Squire presented the findings of further research into sales completed as part of a doctoral degree at Middlesex University – a co-sponsor of the conference alongside Consalia and recruitment company Digby Morgan.

The research led to a values-based framework for sales that acknowledges what customers value in salespeople and suggests a change of mindsets in sales. Squire explained: “Customers report that salespeople are often manipulative, selfish, controlling, arrogant and supplier centric, when what they want are salespeople who are passionate, collaborative, authentic, challenging, creative, communicative and client centric.

“Training people in traditional sales competencies and processes is no longer enough to improve sales performance. Instead, new sales mindsets must be developed based on four values identified by our research – client centricity, authenticity, proactive creativity and tactful audacity.”

Chris Burke, an executive board member of a number of companies and formerly managing director of Research in Motion and chief technology officer of Vodafone UK, said: “The sales process should consist of three stages: preparation for the meeting; the meeting; and follow-up. My experience is that 80% of meeting execution and 95% of follow-up is fundamentally flawed. But if sales people exercise the three stages well their chances of sales improvement grow exponentially.”

Proving Consalia’s ground-breaking research in commercial markets, companies including HP, Santander, Air Canada and business analytics firm PRGX provided case studies on their work in procurement or sales. 

On the procurement side, Jeffrey Kastner, general manager of strategic purchasing at Air Canada, said: “What do I want in a sales person? Someone who is attentive, anticipates my needs and doesn’t waste my time, someone who is patient but not passive as I may have internal stakeholder issues to resolve, and someone who is authentic, creative and provides tactful audacity in the sense of constructive feedback.”

On the sales side, Mike Hurley, vice president and global corporate business manager at BT, described the success of working with Consalia to change the mindset of sales people through training and action at his former employer, HP. “We went for a $500 million outsourcing deal at Anglo American. IBM and EDS were the favoured contract contestants, but by looking into Anglo’s business we could not only meet the contract requirements, but also offer the company more, such as huge cost savings and greater efficiency by using an HP developed RFID and wireless solution to track assets and people in its mines.”

Hurley reported that by the end of 2007, a values-based sales approach to outsourcing clients delivered a 500% gain in sales and a 400% reduction in the cost of sales. 

Adding an academic view to the debate, Lynette Ryals, professor of sales and key account management at Cranfield School of Management, argued for traditional top-line sales targets to be abandoned in favour of the pursuit of profitability delivered by value-based propositions and best practice in areas such as cost to serve, customer profiling and customer prioritisation. 
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