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SO WHAT’S GOING ON WITH YOUR SALES STAFF? 

Bill Eckstrom, President of The EcSELL Institute, wrote a letter to his 

subscribers with the headline “The Role of a Sales Manager”. In the letter he quoted 

Curt Coffman, co-author of “First Break All the rules: What the Worlds Greatest 

Managers Do Differently”, and he said: “The ability to build organic growth and the 

future viability of any organization will be in the hands of their sales managers” 

That’s a real truth that so many of our property owners and managers probably do 

not believe. After all, it has often been said: “Nothing Happens Until Someone Sells 

Something.”. And, don’t we all really believe that it cannot fall to the bottom line 

until it comes in on the top line”.  Sales are where it’s at folks! Ya gotta believe it. 

If ever the time was to believe this, it is right now. Even with everyone 

talking doom and gloom, with lower occupancies, lower revenues, we really do have 

a bright side.  There is recovery with sales. Let’s get busy and talk sales. What’s 

going on with your sales staff? Who is managing the sales effort? How about the 

General Manager of a property doing the job in hiring the right people in sales, then 

providing the proper orientation and training? Following that, sales people need to 

have direction, supervision and motivation.  What are we doing about that? What is 

being done to provide the resources to get all this done, particularly the training. 

Sales staffers need to be able to participate in professional development 

opportunities via their membership in organizations like HSMAI (Hospitality Sales 

and Marketing Association International) and MPI (Meeting Professionals 

International), and be able to attend their meetings and conventions. This is where 

they get their professional development to be able to do a better job in developing 

their opportunities to improve their productivity. Of course, there are other 

organizations to which they could belong that would provide similar opportunities. 

Resources must be made available to assist the sales effort in this manner. 



 Just recently I received an email message from a sales person who was told 

by her General Manager that business was very bad and she needs to go out and 

make some cold calls. Ugh! What a way to treat a sales person; now is that really 

providing direction?  Further, where is there motivation any more on the part of a 

company to help a sales person achieve production goals? Other than a monetary 

incentive, which is a good idea, how about providing the opportunity for a sales 

person to attend a training workshop to learn skill improvement and techniques 

that would work to bring in more business? Or provide the opportunity to attend 

conferences and conventions where prospective buyers may be met. We need to do 

things to help sales staffers get excited about their jobs, and motivated to bring in 

more business so we can all make it through these somewhat difficult times. We just 

gotta remember that Sales is where it’s at. 
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