
was t o Duch to do, too msry densrds.
Her lerfona@ showed too. 1ko move
ins Id lrmth t(y]:@ the non, md
her admi strator msnt nuch heb
either "ItB a rcry competiti@ mYi-
rcmed dght now. 'lko hudred
ha1€ opened new assist€d-living
uits in off narket ar€a in the
last U nofth3," she Nlained

But like tmiry on a switcl!
the neu' marketing direct r
knew just whai to do. Her
cal-baclis produced resulis, her
seling shategies led to new
delosits ad the revival of
old l€ds long forgotten. The
biseest ditrercnce was the fact

he ditrerene w6 like nisht dd day
The hst ma*etins diector slrDssled
t keep her head above water. There

st€rted to urderstard selling Stop the
one'tine-a-year lales-trainins pmglu. It
doe$'t wo* at the carlorate level m the

cormDity level. Wlen was the last tiru
you @Dmitt€d to haviry a oukider

audit ]our int€n l sales efidts at the
coryomte level ud audited the
sales etrorts at the coml[unity
leveP How about coulse trainiDg
onjNt 6ening?

q csn't do it but I sule .fu
t€ach it." Because oul indush't
is so young ard boildin$ have
fiIed at a relatively fsst cli!,
sal$ has been a secondary
thooght llffess. However, not
for Peg ThomFon and her
Alalit@-}sed assisi€d'livins
company. In ny otinion,
Thompson G the t6t in the
tu€iness at co €yins the Baleg
proc4s! i, her people. She krws

it, denoNtrat€s it ad b success-
fin at ir Seling isn't a dirty word in

her conray, md it is successfin s

Lving

ns

$il1""iilT1ffi"ffiffi, Q,ssi
Conpani€s old dd nm in the

assist€d-tiving ildllshf, Bhow rne
day in and day out that the dolars
won't be ryed wha it cmes to the
isht inese. they lay for nice colateml
baterials, farcy adverUsing md a great
loso d6isn, but when it comes io fiDding a
gmd sales progr'an, there's little rnoney and
even l$ lnderstanding of what it takes to
make the mosi imprtdt @g in the mdket-

Ihe Seven Deadly Sins ol Sales
ABBisted-Uvitrg @Dpmies ar€ looki4g for

corporate ed rcgional brrketiDg people sI
the time. Just recendy, a rccruiter told ne of
ffve r€sionar sabs positions ne€dins to be
filled ]y five difi'erent crropanies. Ii wasnl
the tusi tine those poBitioN have ter oteo,
nm wil ii ]e ihe last. Wh/ Because tie first
deailly sin is that these companies and many
othen ar€ biriq ploduct traircrs, not

Sals traircn how how to ask for ihe
sele, snd how to tlain people to do the sde.
UDforturately when )ou €sk soneole who

By Stephen P. Wright,
Wrioht l\,,lature Markei Services

I couldrt belie1€ ny ears one day
who I heard the retiMent couffelor

at a sooD-t -be-olened ormuity t€I the
prcspect, 'Youd better nale ul iour mind
about this decision to nove h." I r:ould hea
the pmslect rerb "Well, 

]€s, I do med to
nake up my nind, }ut you old-fa€hioned
way of se ing is a real tm otr" Outdat€d
6ale€ tecbniques cBt nore leople in trcuble
when it comes t seling. Ifs iile wediry
plaid panis everlme s€€s you conilg, ed
you les the sincere styie ft a real loBei We
eI how how snarl the pnslect add her
fsmily is. they have heerd it alt. Dont let
your sales leople put our industry oru step
abov€ the ployel}i'l wd-car inage. Teach
then todaYs seling strat€gies.

Tll take ]'ou just q! you re." Dor't ]e

knows advertisins or pdlic rclatioN io
become a ssles trairur or a Bal6po$n, they
iDvdiably md up seling pnducts-'sticks
and bvicls' as we say in the luiN$. You
lDow you've eot e nal sales traiftr when
you hed thd talking about Bale8 techuque,
sdlils sb?tegies md relation€hip seling.

The ODe-Shot Cour€e or Selling i3
dother deadly sh that companies rDale:
"Tble a @use,lem sone of this stuff and
inpart it to our people." Ihe tust 15 ]€m
I was in this business, I thor€ht I hm
sonething aboui se ing. It wasnt mtil I
staded leming from sorne of the pos, imide
and outside this business, that I realy

like n yoursef-that's $ne ofthe best
give a $les !a8m. Let then

own style ed personality. Too
leasoned sales people att€npins

sal$ peopie into a certah style.


