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Your Biggest Account – Sales Managers quite often make the mistake of looking after the companies biggest business account themselves, believing that they have the skill, expertise and time to focus on all the issues of the customer.

This can be a mistake because as a Sales Manager you really need to be working with your sales team, training them, motivating them, encouraging them and keeping their focus.  This also requires you to do a lot of planning, checking, budget reviews, analysis and background work all of which interferes with the servicing  of a key customer.

Frequently the key customer serviced by the sales manager gets squeezed into time available instead of proactively working the potential within the client.

 A better option is to allocate your key account customer to your best sales rep and then the sales manager works with the sales rep to develop the client’s potential.  This has the advantage of giving the client the focus they deserve, rewarding a very good sales rep, and making sure that the company’s revenue is maintained and even grown.

Sometimes that hardest thing is to let go and a good sales manager will consider the effectiveness of the call cycle on the client base including their own client responsibilities.

Sometimes the most difficult situation is to convince the managing director that this form of management is actually going to produce a better result.

Remember the sales manager who works the team to achieve the result can then always add the extra special bits on top because they have the time to invest in the right areas.

Awards Winners – At the recent Sales & Marketing Institute of New Zealand recognition Awards of outstanding people the following successful sales & marketing people received awards.
The Supreme Award – Sales & Marketing Professional of the Year went to Colin Campbell, Station Manager of Sunshine FM. The judges praised Colin’s passion and success in leading a local station to market dominance against much wealthier national radio networks. 

Colin wins a trip to attend the 2007 American Marketing Association conference.

7 Category Winners were announced as follows:

Marketing Manager – Corporate: Brett Miller, Frucor Beverages

Marketing Manager – SME: Colin Campbell, Sunshine FM

Sales Manager – Corporate: Rene Bros, 42 Below

Sales Manager – SME: Chris Weaver, Auckland Racing Club

Sales Person – Products: Michelle Reid, Nobilo Wines

Sales Person – Services: Rashmi Gupte, David Forman

Entrepreneur Marketer: Leslie Preston, Bachcare

Congratulations from the whole Geewiz network to these outstanding examples of success.

For more details about the Sales & Marketing Institute check out www.salesmarketing.org.nz.

The Rule of Three – Often when we consider a marketing campaigns we look at the promotional aspects and the advertising aspects and we wonder why it did not seem to be as effective as we had planned.

This is often the result of lack of frequency of the message, we seem to have this incredible belief as marketing people that because we out all this creative energy in to the communication advertisement or promotional piece that the customer or client will immediately respond to it on immediately seeing it for the first time or receiving the first copy.

This just does not happen, the rule of three is a proven practice that says that the potential client will react on the third copy or viewing or listening to your promotional communication message.

Typically with an advertisement the first time the advertisement is seen it is probably notice because it is creative but little action is taken unless there is an immediate need, the second time that it is seen there is a reminder which says you have to investigate the details further on this, and the third time it is seen a decision to purchase, dig further, or get a face to face interview is generally set up or the decision definitely not to go ahead.

In planning your promotional campaigns, advertising campaigns make sure that there is enough frequency so that the rule of three happens within a very short time frame to maximize the impact of your advertising promotional campaign.
Examples could be :

3 news letters within months

3 radio advertisements likely to be heard on the same day

3 television advertisements seen in the first week.

3 magazine advertisements over 3 months

A piece of direct mail, a telephone call for an interview and a visit.

Direct marketing letter, package, follow up letter, follow up invite.

Store visit 1, discussion & visit number 2, purchase decision visit.

If you use the rule of three as a guide then you can ensure that the frequency of your communication message to its target segment is going to work, there are even some good direct marketing percentages that indicate up to 43% of the target market will respond after the 3rd hit, but of course this will depend upon the creative, the offer, and the media that you are choosing.  Make sure that you get your message across often enough so that the buyer has a chance of making a decision.

Two New Books -  Two exciting new publications that I have created are:

Creating a Strategic Marketing Plan – a step by step approach to help you identify exactly where you are now, set some objectives for achievement, and then detail your strategies for success.  This is a question & answer type book, fill in the blanks, that not only helps you create it but gives you ideas and examples of what may work for you and best of all in addition to the purchase of the book which retails at NZ$30, then you can have an email review of your plan by myself.

How to do Practical Marketing Audits – is a step by step approach to undertaking a marketing audit of your organization completely reviewing all of the points of customer contact both internal and external measuring the effectiveness and then detailing the actions you need to take to ensure that your marketing is delivering more that its expectation.  Included in this is a brand audit that encourages you to have a look at the effectiveness of your brand and what is the consumer promise that you are delivering.  This is ideal for well established companies that want to have a look at the overall marketing effort via undertaking a marketing audit, and is exactly the same marketing audit plan that I have successfully used on a number of well known organizations and multi national clients.  It also has the opportunity from completion to receive an email review to see if we can add some extra strategies.  This book will retail at NZ$30.
Both the books are available on the website and you can order online and they will be available from selected top retail book stores.

The business publications that I have written to help you be successful include:

Practical Marketing in New Zealand – ideal for business owners to understand marketing anywhere in the world

New Zealand Sales Management – ideal for running a sales team for achieving effectiveness.

Marketing and the Law – an overview of the 28 laws applicable in New Zealand to Sales & Marketing

And there are another 2 more titles coming soon-

Handling the Difficult Bits – a sales skills book

Choosing the Right Media – an overview of the media communications options available and strengths & weaknesses.

Non-Profit Organisations are welcome to invite me to speak (for no Fee) at Fundraising Organisations or Fundraising Events or Charity Auctions, all you have to do is send me an email or check out the offer details on the website.
Recent non-profit organizations I have assisted are The Salvation Army Family Stores Retail Group, Panacea Arts Trust, Rotary International Youth Exchange, and Sales & Marketing Institute.

Remember, you have to give to get and the success in our society of Volunteers and Charitable Organisations and the non profit sector helps us all have balance.
So Many Places, So Many People – what an exciting couple of months it has been and heading to continue to be.  I have visited some fabulously positive people in Seminars, Conference Speaking in such places as Monganui, Doubtless Bay, Kerikeri, Whangarei, Kawakawa, Mangawhai, Auckland, Hamilton, Wellington, Nelson, Blenheim, Christchurch, Timaru, Manilla in the Phillippines, Singapore, Brisbane, Sydney, Melbourne & Perth.  My special thanks to all of you who participate and shared your contributions and to those of you who I will be visiting shortly lets all do something better than yesterday.

Old & New – My partnership with Trainingpoint.net to present seminars for Chamber Training in Auckland has ceased after 7 years and I will be revamping how we present training courses, seminars & events for my Auckland Chamber members, I have added a new alliance with Business Seminars Australia who you have seen promoting SELL 2006 around Australia and in 2007 we will be bringing Business Seminars Australia seminars to New Zealand and you will get an opportunity to get a introduction taste in November 2006 to some of the great speakers are coming to Sales & Marketing Institute of New Zealand 2 day Conference, and in 2007 I will be working with Madhav Mohan to present seminars in India and to bring Madhav and top Indian speakers to New Zealand, so there are lots of changes and developments happening.
Coming Seminars include:book on my website.
Sept  20/21  Marketing Audit   
      Knowledge group Manila Phillipines

Sept 23         Telesales


      Knowledge Group  Singapore

Sept  25       Sell 2006


      Business seminars   Brisbane

Sept 26        Sell  2006

      Business  Seminars  Sydney

Sept 27        Sell  2006

      Business  Seminars  Melbourne

Sept 28        Sell 2006


      Business  Seminars  Perth

Oct 3
        Sell Professional  services     Chamber   Rotorua

Oct 3           Marketing Services                Chamber  Rotorua

Oct  4          Sales basics                            Chamber  Rotorua

Oct 5           Project managers  Conference  Christchurch

Oct 6           SWAP  Conference                   Queenstown

Oct  10        Closing sales

     Chamber  Tauranga

Oct 10          Selling skills                        Chamber  Tauranga

Oct 10          Networking skills                Chamber Tauranga

Oct  11         Understanding advertising  Chamber Tauranga
Oct   11        Email & web sites                Chamber  Tauranga

Oct  16         Sales basics                           Chamber Auckland

Oct 24          Collect Your debts              Chamber  Auckland

Oct 26          Business Leadership            Quest Wellington

Nov 1st         Sales management
      Chamber  Auckland

Nov 6/7        Strategic key Accounts        Auckland University 

Nov  9           Time


      Hamilton

Dec 8             Sales  basics                        Chamber Auckland

Special offer for friends of Geewiz   : Sponsor  offer: 

Why stay at Quest on Queen? Here are just 10 reasons why!

We are located in the Heart of Auckland’s Business, Entertainment & Retail Precinct

The closest Quest property to the Viaduct Harbour

A Brand New building with large balconies on each apartment

A Hotel  that offers all the benefits of apartment living whether it be overnight, a week, a month or longer

Apartment Living – Gives you space & lifestyle

Cook at your own leisure & convenience in our fully equipped kitchen facilities

No need to worry about transport, everything is within walking distance

The washing machine & dryer in each apartment giver our guests the ease of doing their own laundry.

If that’s not suitable, our same-day dry-cleaning service can take that hassle away.

Keep in touch with the office or home via our FREE Broadband Internet Access

These are just some of the great reasons why Quest on Queen is a place to stay.
Well here is another!

 Especially for GEEWIZ network…
Book a 1-Bedroom Apartment and receive a 10% Discount off our corporate room rate.

Not only that, we will include FREE Continental Breakfast Pack!

Contact any of the Quest on Queen Team via Email on reservations@questonqueen.co.nz or by Phone: 3002500 for 10 more great reasons or to answer any queries you may have.

Check out our website: www.questonqueen.co.nz
New Additions to the Website: www.geewiz.co.nz or www.richardgeewiz.com
The latest photos from seminars and conferences

News & free downloads on motivation, attitude, customer service, sales, the internet and the web.

Details about the new books’

The latest testimonials

Some recommendations and referrals.

Lets all remember the saying about change :”If we always do things the way we did in the past or the present, we may miss the future”.

Go and enjoy yourselves and help make some successful strategies.

Kind regards

Richard P Gee

Geewiz news is  read by 15000 + people in New Zealand, Australia, Singapore, Malaysia, Vietnam, India, Philippines, Tonga, Samoa, Fiji, New Caledonia, USA, Germany, Canada, United Kingdom, South Africa, Dubai, France, Germany, Sweden, Norway, Finland, Brazil, Chile, Mexico, Japan, Korea, Taiwan, China, by over 15000 readers, Please enjoy and your feedback is always  welcome.

As a member of the GEEWIZ knowledge information network please is assured that your email contact details remain confidential to GEEWIZ news .If at any time you wish to change details, or stop receiving Geewiz news, send me an email quoting your email address this is being sent to, currently richard@geewiz.co.nz.

