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PARTNERS AND ASSOCIATES




The Following Questions Were Asked or Emailed in Conjunction with Our Onsite Conference Presentation on August 24, 2006. 

Please feel free to contact us for further information or to arrange a demonstration.  Here are some additional useful links: 

Beacon Partners and Associates Web Site
A PDF of Our Company Brochure
Q. What’s Beacon’s Sales Management Process?

A. We created Beacon Meetings-in-a-Box (MIBs) to offer our clients on-line sales management support that is available 24/7.

We have developed more than 50 meetings that address timely topics and issues like acquisition, cross-sell and retention. The meetings reinforce our clients’ coaching initiatives and traditional programs to give them maximum effectiveness. 

Because the meetings are available on-line, they can be customized so that managers can select the best topics to help their teams deal with market opportunities and competitive threats.

The MIBs are based on industry-wide best practices and on our own management experience. They help provide consistent, effective sales and service delivery with a process that’s easy to use for both managers and staff.  Meetings-in-a-Box can be covered in just 20 minutes or less, so they fit perfectly into the agenda of the weekly staff meeting. 

We’d be happy to arrange a demonstration at your convenience.

Q. You mentioned that the process is effective in integrating different cultures in the bank.  What suggestions do you have to make this happen?

A. Many times when companies are acquired, employees are asked to change the way they’ve done business and adopt the policies and procedures of the new organization. In addition to having to relearn the way they do their jobs, employees may feel that their skills and contributions are less valued than they were before.

The process we recommend draws on the knowledge and expertise of each person. The manager can take advantage of it to quickly build effective teams that take advantage of the talents and experiences of employees from the acquirer bank and the acquiree bank.

This method goes a long way to creating a new culture with people coming together more quickly and performing as a cohesive team.
Q. Our bank already has a strong sales culture.  Why would this process make any difference in our results?

A. The key to the process is consistency.  Creating and implementing a process that, on a weekly basis, ensures constant reinforcement of sales skills and results will help elevate the performance of all staff members.

Consistent sales meetings, along with a systematic approach to coaching, will bring more effective responses to opportunities and challenges, even where a strong sales culture exists.

Isn’t this process geared more to smaller banks?  Most large banks already have a lot of sales support.

We developed the MIBs to be effective for every bank and credit union so that they can improve their client acquisition, build relationships and cross-sell, and increase retention.  There are universal topics, including “Asking Open-ended Questions”, “Asking for Customer Referrals”, “Identifying Needs at the Teller Line”, and “Uncovering Future Needs”, to name a few.

You said that this would help eliminate the “fear factor” around selling.  How would it do this?

The process we recommend incorporates a wide variety of training topics that focus on improving sales and service skills.  It also incorporates many opportunities to “role-play” or practice skills with various customer and prospect scenarios, including working in teams in a very non-threatening environment, building the confidence of the entire staff.

You talked a lot about “investing in coaching” for managers.  Could you be more specific?  What types of investments and how often?

Most branch managers have participated in sales, operations and compliance training throughout their careers.  However, few have been given the opportunity to hone their sales leadership and coaching skills, which are critical. We recommend investing in this type of training.  We recommend coaching and leadership workshops for our clients, and then provide annual refreshers.  We also provide on-line coaching resources to our clients’ managers that are available whenever needed.

You said that the process can leverage regular training courses.  How?

The process we recommend incorporates weekly sales meetings that can easily be adapted to provide great reinforcement of the concepts and skills presented in more formal training sessions. 

By focusing on a very specific skill, or on a critical piece of knowledge – perhaps about a product or competitor – the meetings will broaden and deepen the sales and service skills and product knowledge covered in traditional training that usually takes place no more than once a year.
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