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Show us a successful sales team in
hard times and you can guarantee that
outstanding sales management and
leadership is a major contributor to that
team's success.

This is the view of well respacted
business consutant John Morrell, who s
taking up the challenge to stimulate the
New Zealand economy by encouraging
sales managers 1o provide a strong.
leadership role, and create proactive sales
campaigns designed to offset the impact of
tough times.

Morrell, known as ‘The Referral Guru'
has a reputation based on his simple yet
effoctive coaching method focused on
gaining top quality referrals from existing
clionts.

“During the past ten years or so,
many sales people and sales managers
have fallen nto the trap of becoming
reactive to their customers' needs. This.
has come about by having itie or no
time to carry out on-going marketing and
proactive contact with existing customers,
building advocates and leveraging the:

relationships for referrals,” reports
Morrel.

“The old saying ‘if you don't
use it you lose It is very relevant
in this situation. Quaity new
business is inevitably linked o
satisfied customers returning
and teling their respective
relationships about their positive
‘experiences. Yet it is surprising
how fow sales teams know how
aasy tis 1o gain these referrals if
they are armed with an effective
strategy for doing s0."

Morrell has had a positive
impact on some 35,000
businesses though his company
New Zealand Business Forums.
Last year his work was recognised
s being world class when he took
out the 2008 Vero Excellence in Business.
Support Award for creating private-public
partnerships.

Being a sales manager s a tough
job, and budget constraints hinder the
majority of businesses from keoping their

teams adequately armed with effective
market tactics. To combat this, New
Zealand Business Forums has designed an
affordable four hour workshop, to be run
throughout the regions over the next few
months.

For details visit www.busforums.co.nz




