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By Nancy Martini

he pressure is really on. It's not enough to just sell
the product—it’s important to give your sales team
the tools they need to succeed. And the key to
doing that successfully is understanding that ev-
ery physician, pharmacist and salesperson need
slightly different tools. Targeted development can create im-
mediate improvement in sales performance on an individu-
al, group and organizational basis. How to do that? Know
your team—each individual’s strengths and natural behav-
iors—and use that data to target training and coaching.

There are unique challenges to making pharma sales.
For example, your reps have only a few minutes to get
their message across and gain credibility with doctors to
establish a basis for the sale. It is easy to forget that you are
not selling to an organization; you are selling to a person.
You want your sales people to be equipped to build the
relationships that will differentiate themselves and, there-
fore, the brand.

To drive consistent sales results requires knowing your
sales people’s selling strengths and weaknesses. Who will
be successful at initiating contact with a new client, asking
the investigative questions to build the relationship, pre-
senting the product or dealing with objections? Give your
sales team the knowledge they need to succeed and help
them develop to the best of their abilities. What are their
skills, abilities and drives?

Highly Customized Training
Most companies continue to invest in sales training, but
gone are the days when companies conduct training as part
of routine sales development. Today, there is a strong trend
toward the evaluation of the money invested in sales train-
ing. Sales managers are responding to today’s challenging
business environment by asking more rigorous questions
about how to evaluate the current and future potential of
their sales reps.

To meet increased global demands, pharmaceutical com-
panies are focused on achieving maximum performance
from their sales teams to get their products to physicians

Sales managers need to refocus efforts on making their reps more successful than ever

and hospitals as quickly as possible, and to im-
prove productivity across all levels of their
organization.

Scientifically proven data-based as-
sessment tools can provide a very
specific overview to determine
each representative’s current
strengths and areas of growth,
which are then addressed with
customized training,

Most importantly, sales manag-
ers can learn to better address ar-
eas where sales representatives need
specific help in the various stages of
positioning for the sale,

Assessment tools can help a sales team to look in the mirror
and challenge traditional thinking. It can improve their ap-
proach to prospective clients, how they interact with them
and how that gain consensus to finalize the sale.

Customer Focused Selling

Building relationships and approaching selling from the
customer’s perspective is the best way to stay competitive.
In most presentations, the sales team needs to shift the em-
phasis away from enumerating the various products and
features and instead begin the discussion with what the cli-
ent needs, and how they can help.

A leading bioscience company realized the enormous
market potential of their breakthrough medical procedure,
and decided to launch a commercial division to market it to
patients nationwide through referrals from physicians, hos-
pitals and clinics.

After using assessment tools to determine where the
team’s selling skills’ strengths and weaknesses were, com-
bined with customized sales training based on those assess-
ments, the company had a 44 percent increase in sales dol-
lars and a 38 percent increase in patient enrollment,

Teach teams to ask the investigative questions—what fea-
tures are the doctors’ patients most interested in? What do




they really want from the company, aside from just the
drugs? And did the salespeople provide those things? Know-
ing why they make the sale is just as important as making the
sale because that is how they will be able to repeat success.

Sales managers are the number-one leverage point that
an organization has to turn the insight and value of assess-
ments and sales training into actual sales results. Compa-
nies that excel invest in their sales leaders. Along with
data and sales training, a trend we are seeing is an in-
crease in equipping sales managers with more effective
coaching skills.

Building a Competitive Advantage

The reinforcement and relationship building and coaching
that a sales rep receives from their manager may be the
number-one competitive edge a sales organization has for
attracting and retaining top talent, which translates directly
into better performance and stronger sales results. Custom-
ized coaching programs designed for sales managers can
help them improve their use of data, as well as hone their
own coaching, managing and leadership skills.
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Pharma and biotech companies
need to utilize the tools and resourc-
es available to accomplish results
immediately. Today, that means le-
veraging the data in sales assess-
ments; providing sales training
that is relevant and has immedi-
ate impact; and equipping sales
managers with the coaching
skills to maximize the sales
performance of the entire

\ team.

\ It’s not just about hit-
~ ting the numbers this
)\ quarter or even this
$. year. Now is the best

time to strategically
develop a sales force
that consistently will hit
sales goals into the future.

From a customer relation-

ship perspective, it makes a differ-
ence to be able to say objectively
that, based on this person’s natural
behaviors, he might be best at working
with a certain client portfolio and building

a certain type of relationship. However,
in this economy, it is also imperative to

think about retention, to plan for the fu-

ture and set benchmarks for ideal candidates
down the road.

Getting Ready for the Future

As with many other industries, pharmaceuticals will
face a wave of retiring professionals, along with the loss

of their knowledge and experience, over the course of the
next several years. This represents a challenge and an opportu-
nity for companies. By identifying the ideal types of candidates
that companies will need in the future, sales managers have a
unique opportunity to build a path to future sales success and to
take advantage of a wealth of shared wisdom that the company
already possesses.

Individual needs and personal style are the most underes-
timated and most important dimensions of the selling pro-
cess. The ability to interpret a prospect’s or current client’s
needs and behaviors and adapt the selling approach is cru-
cial, especially in the face of increasing competition and
€COonomic pressures.

Each sales prospect has unique motivations, and the chal-
lenge for pharma companies is to understand those motiva-
tions and take advantage of them, When sales managers
help their team understand their natural behaviors with cli-
ents, this in turn allows managers to better manage and
place people in positions to drive sales success, identify the
ideal recruits, and improve retention and motivation
through individualized coaching and incentives.

Nancy Martinl is president and CEO of P| Worldwide. For more information,
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