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SALES PEOPLE SHOUD BE HEARD……..AND SEEN! 
 
 We have to wonder, these days, if sales people are being seen by their 

prospects rather being contacted electronically via email, and the various social 

networks out there. Do we do a better job face to face in making a sale or do we 

think we can do better by just being in touch by other means? Hey, maybe not 

even face to face, but maybe even voice to voice could work better; like using the 

old fashioned telephone, perhaps? 

 Anyway, new electronic devices keep coming up that try to do the work for 

sales people, in making contact with prospects for business. How much 

difference is there between personal contact and electronic contact, in the 

business of effective selling? Some research has actually been done in this area 

by Albert Mehrabion, a pioneer research of communication in the mid 20th century. 

He found that in any fact-to-face communication the components of the 

communicated message are: 

 7% words 

 38% tone of voice 

 55% body language 

In the email driven society of today, tone and body language are entirely stripped 

from communication. Using video to communicate adds back the ability to use 

intonation, expressions and gestures to communicate a personalized message. 

Professor Frank Bernieri, while at the University of Toledo studied first 

impressions and how it can affect a candidate applying for a job. The results of 

his study showed that observing a short video of a candidate provides a view to 

the candidate akin to interviewing them in person. His study reflected that a 15 

second video being observed was nearly identical to a 20 minutes, in person, 

interview. This has got to tell us something about the value, in sales, of getting a 

prospect to see and hear a sales person rather than reading an email or website 

message. 

 With all this research behind it, a few years ago, a Stanford University 

graduate put together a program for the recruiting industry to help recruiters do a 



better job in the interviewing process.  The product, that was developed in called 

“Vipe”, and of course, looked like something that should work as well for the hotel 

industry, and it does. From a sales standpoint, Vipe, which is a video presentation, 

allows a sales person to interact with prospects as if the person was there in front 

of them.  It works on an email message to a prospect…once the email is opened, 

the prospect sees the sales person delivering a short message who asks for some 

interaction, the recipient can then respond via email or link to more information 

and, or a website. To see the science behind using Vipe,or a demo of Vipe, 

readers can go to www.vipepower.com , or contact: Bruce Pressman, Senior 

Account Manager, Vipe, Inc., Hospitality Division, phone: 650-333-1241 

 We all need to remember that the key to making more sales during this 

period of somewhat of a down market is to just make more sales calls, in person, 

by vipe, by telephone; whatever it takes, just keep making those contacts on all 

prospects, old and new.  That’s what works; we used to call it “Knocking on 

Doors” 
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