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--Midtec Associates--


Responsibilities of 


Outside Sales


(in order)





Maintain a high level of visibility with all important people at all important principals.  “High level of visibility” means, on a regular basis, carrying out and making the principal aware of activities that give the  perception that you and Midtec are working hard on their behalf and the commissions they send us is money well spent.  “Important people” are those at a principal that have the authority to terminate us or are in a position to strongly influence someone who has this authority.  “Important principal” is any principal that currently contributes at least one percent of our income or will probably do so in the near future.   The best (but not only) way to accomplish high visibility is CALL REPORTS.  They can be done quickly and can be based on a  phone call (or an outside sales call that might take all day – the principal doesn’t know the difference).  Ten or fifteen call reports a month spread across all our lines is not enough and four or five is clearly unacceptable.  Periodic phone calls to the “important people” are a good idea too and, better yet, follow-up each such phone call with a call report or confirming memo!





Make yourself well-known at all major customers.  Sell by “walking around”.  This means spend marketing time visiting your customers learning who they are, what they do, what they buy (and from whom), what they plan to buy in the future and, from this, what opportunities there are for Midtec (for our current lines or opportunities for lines we could represent).  Become a walking encyclopedia on the important customers in your area.  This can’t be done with just phone calls.    “Major customers” are those that buy at least $50K per year from us now or could with our current lines (or could  if we knew about then took on one, or more, of their  major suppliers).  





Make yourself and Midtec well-known among area reps, distributors and direct salespeople.  By doing so the competitor reps are more likely to be helpful to us or, at the least, think twice about going after our lines by seeing Midtec as a highly visible and strong rep firm who could easily return such negative favors.  The distributors and direct salespeople are more likely to recommend us to prospective principals.  This means involvement in industry organizations such as ERA and ISA, participation in area trade shows, participation in distribution and other such events and so on.  





Manage your territory and customers.  This means keeping track of and holding onto current business while, at the same time, looking for new business.  Stay organized by keeping and using a to-do list and review monthly sales history reports noting and working on problems.  Manage your time and workload and set priorities.  Maintain Quality Sales by always completing what you agree to do for others in Midtec, our principals or our customers.  Why isn’t “Manage your territory and customers”  number one?  If you don’t do the first three we won’t have a territory and customers to manage!  




















