Little
wipe
knev

geniy

needze

As we go forward, I hope we're going to continue

_to use technology to make really big
erences in how people live and work.

i

TECH TOOLS

CONNECT YOUR TEAM

MOST BUSINESS PEOPLE ARE CAGED BY THEIR WIRELESS
phones, typically standing off to the side of a sidewalk, a
café, or an airport, one finger in their free ear to block
noise from the passing world. They are also found hunched
over smartphones, texting and e-mailing, sure that they are
maxing out the use of their wireless investment.

In reality, the business person is working hard, but the
cell phone is not. Here are some tips for using those wire-
less gadgets to their full potential.

MAKE YOUR SALES SOAR. Studies show that in general, sales
teams close most of their deals during client meetings, not
on follow-up calls. That means it makes sense to fully arm
your reps to make their sales on the spot.

“A field sales force needs an unobtrusive means to
communicate and an unobstructed view of the company’s
capabilities,” says Gartner Re:
“They need immediate access to incoming messages from
their company and other clients—without interrupting the
synergy of the meeting they are currently in. They also
ccess to company data so they can immediately

reh Analyst Michael King.
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answer any questions the
customer may have during
the meeting.”

A sales rep may need to
know how much product
inventory is on hand in the
warehouse, the status of a
customer’s previous order,
or the availability of instal-
lation technicians. Text,
e-mail, and voice service
capabilities on phones
and other devices are
essential. The Blackberry,
in particular, is useful in
such situations; a savvy rep
can check the expected
delivery date for a potential
order while conversing
with the client, allowing the
sales process to move for-
ward without a major break
in the flow.

If your sales team works
primarily from inside your
facility rather than out in
the field, the best strategy
may be a bit different. “If
you have a large virtual
sales force or a large num-
ber of employees who are
inside company buildings
but not often actually at
their desks, a client-based
technology that links cell
phones to your company’s
internal phone system is a
relatively inexpensive way
for your roaming reps to
stay in touch with
customers,” says King.

SIMPLIFY YOUR SERVICE WORK. A
field service force has vastly
different needs than a field
sales force. “You need to be
able to reach your service
people fast, reroute them
quickly, and deal with
scheduling problems and
needs as they come up on
the job site,” says King. “Cell
phones with push-to-talk
functionality; software, for

THE RIGHT
SOFTWARE

CAN EVEN TURN
YOUR SERVICE
REPS INTO
SALES

PEOPLE BY
PROMPTING
THEM TO PUSH
SERVICE
CONTRACTS,
EXTENDED WAR-
RANTIES, AND
BETTER PARTS.

inventory management (in
the warehouse and on the
ice rep’s truck); and
GPS with routing and
tracking and real-time
scheduling functions make
a very useful package for
field service reps.” King sug-
gests looking into packages
from @Road and Vettro,
who are leading vendors in
this area.

The right software can
even turn your service reps
into sales people by
prompting them to push
service contracts, extended
warranties, better parts,
and additional products.

CONNECT WITHLESS. John
Duffey, executive director
and co-owner of Joint
Military Development
Services, has over 300
employees spread over
thousands of miles who :
train U.S. military and law §
enforcement to detect and
disarm the IEDs (impro-
vised explosive devices)

responsible for killing thou-88
sands of soldiers and citizeni¥
in Iraq and Afghanistan,
Duffey’s work takes him
and his people to places
with few cell phone towers:







