
80%……….Of all sales are made after the fifth call
48%……….Of all salespeople call once and quit
25%……….Call twice and quit
10%……….Keep on calling

These statistics are pretty close to the mark in all forms of selling and ring especially true in
media sales.

I think that we all know SALES DON’T JUST HAPPEN.

Why do many of the great media salespeople thrive when others do not?
Here are some ongoing practices I observe every day.

1. Always add to your pipeline.

Always add to your pipeline. This is often a mistake that media salespeople make once they
have established a strong ongoing funnel. If you continue to add to your pipeline then if that
long-established client decides that this month they will not buy, it does not matter because
you have potential opportunities in your pipeline.

If you are always taking the position of helping and assisting your client, then your pipeline
will increase. If you are only filling up your pipeline when you are desperate then many
clients will sense that, and you will come across as desperate.

2. Never assume they need you.

I have noticed that many salespeople leave a message with a client or a voicemail and they
think it ends there. They think that they have done what they had to do and then move on.

Depending on the relationship you have with that client, they may or may not call you back.

If you do want to do business with them, you have to plan that call and decide the ongoing
strategy to get the person to respond.



Create a proactive message for them to call you back.

3. Sales potty training.

For those that may have had young children there was a time when you had to train them to
go to the toilet. In my experience (a while ago) I always used to say, “Pee or get off the pot”
In other words, make a decision.

Therefore, there will be times when you have to make a decision to get off the pot, some
clients need to be let go, you need to figure out if a prospect is serious about working with
you or not. A good pipeline is full of qualified prospects and not “tyre kickers”

Whatever career you decide to take in sales, it’s always good to get some help.

That’s why you can get FREE in your inbox every morning for 7 days; the 7 Day Sale
Challenge.

Hop on over here and subscribe.

For more content like this, please make sure to subscribe to my YouTube channel.

 

Mike Brunel started mikebrunel.com after being a successful entrepreneur and founder of
NRS Media.  He co-founded NRS Media in Wellington, New Zealand, expanded it into a global
powerhouse in media sales and training, and was eventually responsible for opening offices
in London, Atlanta, Toronto, Sydney, Capetown, and Bogota. He has hired hundreds of
salespeople around the world.
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He made a lot of mistakes when it came to hiring his superstars. Check out his How to Hire A
Super Salesperson Each and Every time – It’s packed with tips and ideas on how to hire great
salespeople. Don’t ever Hire Bad Salespeople Ever Again. Promise!
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