PROFESSIONAL SALES ASSOCIATION

SELLING TODAY
CAMPAIGNING AND SUPPORT FOR SALES PEOPLE

Welco me to our first newsletter to
our members for so me time

T

he aim of the newsletter is to both
inform and, hopefully, entertain
our members.
We have a new Committee which
comprises the following ofﬁcers:

Cliff Jackson, Chair, 0794 6434 999
Hamish Campbell, Branch Secretary,
07901 635054
Barry Nunn, Treasurer, 07540 977414
Eamon Furey, Communications
Ofﬁcer, 07513 762928
Elizebeth Gunner, Equalities Ofﬁcer,
07928 593183
Derek Clarke, 07910 659219
Alan Brimson, Employed Sales
Members, 0117 957 2030
Peter Moss, 01953 859961
Tony Downing, 07939 137273
Derek Naylor, 0115 925 0496
An overview of where we are at the
moment is as follows:
• Membership is around the 1000
mark - with numbers decreasing
due to retirement and Ill heath.
• We have sufﬁcient funds to organise
Legal Seminars, attend relevant
exhibitions relating to sales and use
various means of communications
to contact members.
• We meet 4 times a year.

 WhatsApp

W

e have now set up a What’s App
Group for members to exchange
ideas and information quickly via this
medium. If you wish to be added to
the group - please send a text to 0794
6434 999 with your name, membership
number and mobile number and we will
add you to the group. All you need is a
‘Smart Phone’ with the free WhatsApp.
PSA What’s App Group Rules:
The purpose of the group is to give a
platform for members of the PSA to

• 5 members are needed for the

meeting to be quorate - we
normally have 8 to 10 members
present.
• In the Sales Profession we have
3 members who are full time
involved with sales (who are the
current ofﬁcers) with the other
members being part-time sales
or retired.
With regards to self employed
sales agents we are fully committed
to supporting them to achieve their
potential with their Principals whilst
also providing legal assistance
through Unite’s Solicitors with regards
to disputes.
As a committee we are also
committed to supporting salaried
salespeople who have different
concerns with their employers
such as imposition of employment
contracts, Telematics etc. We
are currently working with a
large group (80+) in setting up a
Bargaining Committee, within Unite,
to negotiate with their employer
with regards to the imposition of a
Telematic system against the wishes
of our members.

PSA Group
post comments, advice, ask questions
with regards to any aspects of the
profession we are in - SALES!
Please note that any comments
or advice given in this group does
not represent the views of the PSA or
Unite and that we recommend that,
in all instances, legal advice should
be obtained prior to any actions.
Please keep all posts related to
Sales only. Thank you. PSA
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Sales Agent
Grievance
Procedure

I

f you have a dispute with your
Principal that you are unable to
resolve by yourself - please send an
email to psa@unitetheunion.org and
state you are an Agent and you
have a dispute with your Principal.
A form will be sent back to
you which will ask for your name,
membership number and details
of any contract, commission levels,
days of week working on the
agency and other information.
This is to be returned to
psa@unitetheunion.org and after
it has been conﬁrmed you are a
paid up member of Unite it will
be sent to the solicitors who are
located nearest to you. After
looking at the information you
have sent them - they will contact
you to conﬁrm if you have a
case according to the current
regulations. Please note the
solicitors will only act on your behalf
if the claim for compensation is in
excess of £10,000. For claims below
this amount you will have claim via
the Small Claims Court.

 Advice
Got a problem?
Need to just talk it through
with someone to get a
different perspective?
Please ring any of the committee
starting from the top of the list and
we’ll try and help you.
The PSA Committee

www.unitetheunion.org email: psa@unitetheunion.org
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Favourite Closing
Technique
In this section we are looking for contributions from members who wish to help other
sales people with the benefit of their experience with regards to closing the sale

I

personally use a combination of
Assumption and Objection closing
techniques when selling (helping to
customers to purchase) the correct
equipment for their factory.
In a survey of ‘buyers’ the No 1
priority that they look for in sales
people is product knowledge. So
with regards to Objection Close - you
need to know your product in order
to be able to answer any objections
as to why they shouldn’t purchase
your solution to their problem.
It costs anything between £250£600 to visit a client (divide your
annual sales by the number of calls

you make - see what ﬁgure you get).
So when visiting potential customers
I spend a considerable amount of
time trying to understand exactly
what their problem is and how I can
provide the necessary equipment
to solve that problem. The longer
the visit/call the better: detailed
sketches of their current installation;
detailed analysis of their operation
all help with this and, hopefully, the
competition will not spend as much
time as myself. People buy from
people and through the amount of
effort you put into the call will result
in more sales.

2019

LEGAL SEMINAR DATES
The PSA will, subject to sufﬁcient
numbers, will be holding Legal
Seminars at the following locations:
• GLASGOW
• MANCHESTER
• LEEDS
• NEWCASTLE
• BIRMINGHAM
• BRISTOL
• LONDON

 Website

S

ome of you might have noticed
that we do not have a section on
the Unite Website and that the Unite
Website changes on a regular basis.
The PSA is in the process of
designing our own website
dedicated purely to salespeople
and we will let you know when
the website will be launched via
Selling Today.

WE NEED YOU!...

A Newsletter is o nly as good as the articles in it and we
are looking fo r co ntributio ns, here are so me ideas:

1

We are hoping to have section
in the Newsletter where legal
questions relating to sales for both
Salaried and Self Employed Agents
can be answered by a Solicitor.

2

We would like a section
dedicated to reader’s questions/
letters (or email in this modern age) please let’s hear your views.

3

Anecdotal stories of some of the
experiences you have had in sales
that you think might entertain and
inform our readership.

6

How do you store information
regarding customers? Is there
a particular system (CRM) that you
would recommend? Do you subscribe
to cloud computing? Do you use an
IPad or Laptop?

7

Cars. What car do you you
drive and why? What cars are
acceptable to customers? What is
the balance between looking
successful i.e. having a ‘nice’ car
and having a car that says ‘I make
a lot of money’?

4

8

5

9

Are there golden rules of selling?
If so, do you have any that you
would like to share?
Dress Code. How it has changed
over the years and how do your
customers expect you to dress?

Do customers still want paper
brochures or leaﬂets, or are
PDF electronic leaﬂets only now
acceptable?
Any funny cartoons and/or stories
relating to Sales?

10

Have you read a particular
book on Sales that you would
recommend? Would you like to
review the book?

11

Favourite piece of advice you
have received from a more
experienced salesman that you
would like to share with us.

12
13
14
15

So how did YOU get involved in
Sales - what’s your story?
How has the Professional Sales
Association helped you?
How do you think we can
improve?
What would you like to see in
this Newsletter?

Please send your articles, questions
by email to PSA@unitetheunion.org

www.unitetheunion.org email: psa@unitetheunion.org
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Small Claims Courts
Most of us are aware that the Small Claims Limit has been
increased from £5,000 to £10,000 and might even rise higher
in the future. A significant number of claims are below the
£10,000 threshold.

U

nite solicitors can only handle compensation claims that are in excess
of the small claims limit. The Professional Sales Association is looking to
help our members with examples and experiences of using the small claim
court system.
If you have had experiences, either good or bad, we would be grateful if
you would allow us to share these with our members through Selling Today.
Please send details to psa@unitetheunion.org
Thank you - the PSA committee

New
National
Officer
W

e are pleased to announce
that from January 2019
we have a new National Ofﬁcer,
Louisa Bull.
Louisa has worked for Unite for
over 30 years and we look forward
to working with her closely to
promote the support for all sales
people.
Our previous National Ofﬁcer
Rhys McCarthy is now responsible
for the Shipbuilders - we wish him
well in his new position.

Contract or No contract and
last communication rules!
Some years ago I was approached by a large Silo Manufacturing company based in Bristol to
represent them in the North of England. The Sales and Marketing Director said you will have an
exclusive area, less about 8 house accounts and you will be paid 7.5% commission on all sales and
he will send me a contract for me to sign. After many verbal conversations about this ‘contract’
being supplied nevertheless to say it never turned up.

S

omeone who had been on
a very expensive day
course on Legal Contracts
said to me that the last
letter/communication is
always the one that the
court will take notice of
in the ﬁnal analysis.
So, armed with this
nugget of information
I sent an email to the
Sales Director thanking him
for his kind comments with regards
to the last order I obtained and I
took the opportunity to conﬁrm ‘my
understanding’ of our relationship.
I then proceeded to conﬁrm that I
had an exclusive area (less House
Accounts), my commission level and
payment terms etc.
This email was not replied to and
subsequently when I found out that
the company were selling silos in

my area for which I was
receiving any commission
I asked for a meeting
with the Sales Director.
Needless to say
the meeting was
quite acrimonious
and after following
the procedure with
the PSA and numerous
letters to the Principal the
dispute was then elevated
to the Managing Director. As soon
as he was made aware of the email
regarding our ‘understanding’ - I
was awarded commission on all the
orders supplied in my area and also
compensation.

the Principal. The four constituent
parts of a contact are: Offer,
Acceptance, the intention to create
a legal contract and consideration.
The ﬁrst two parts are obvious, the
third part is simply that if you have
conducted business on behalf of a
Principal i.e. obtained orders and
received commission then you have
a legal contract. The fourth part
‘consideration’ for the purpose of
Agency work is simply getting paid
by money for the work that you do. In
Law a verbal contract has the same
legal standing as a written contract no difference.
A verbal contract is preferable to a
badly written contract.

What can you learn from the above?
Even though you do not have a
written contract is does not mean
that you do not have a contract with

■ As with all articles in this Newsletters you

“A VERBAL
CONTRACT IS
PREFERABLE TO
A BADLY WRITTEN
CONTRACT.”

are strongly advised to seek legal advice
from a Solicitor who is knowledgeable with
regards to current Agency Law.

www.unitetheunion.org email: psa@unitetheunion.org
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Book Review
■ COMBO PROSPECTING
by Tony J Hughes

T

his book, in the humble opinion of
the writer, is a must read for anyone
working at the coal face of
sales in the early 21st century.
Combo Prospecting is
a step by step guide to a
prospecting strategy for the
sales professional in 2018 and
beyond.
We can all get a little
stale and especially as sales
agents working alone this
can be especially the case.
Don’t get stale try something
new!
With over 30 years post graduate
experience in front line sales I can

testify to this. But the 15 odd quid I
spent on this book was the best £15 in
the month that I spent outside of my
PSA subs!
Prospecting and maintaining
a pipeline of quality sales
opportunities is surely one of
the most challenging aspects
of the role of the sales
professional.
Combo Prospecting
provides a lucid yet succinct
methodology drawing on
time served methodologies
and blending them with
modern media including
that often spoken about but
seldom mastered tool Linkedin. It will
guide the reader in how to maintain
a quality pipeline.

Whether your problem is
maintaining a pipeline of quality
opportunities or making contact with
decision makers in target companies
or building and maintaining
relationships in key accounts/key
contacts then this is the book for you.
Written from the perspective of a
seasoned sales professional with a
sound academic pedigree the book
backs every assertion with a detailed
bibliography.
If you only read one book on the
profession of sales in the next year
make sure it is Combo Prospecting by
Tony J Hughes.
REVIEW BY:
Hamish Campbell
National Branch Secretary

We are exhibiting at the above exhibition on Stand 2682. Tickets are free via Sales Innovation website at:

www.salesinnovationexpo.co.uk.

This is Europe’s leading sales event, the only show of its kind to provide thousands of the most proactive sales
professionals, with the tips, tricks and techniques they need to transform themselves, and their companies, into the
biggest names within the world of sales. Please come and visit us.
Featuring Keynotes from the likes of:

Daniel
Disney

Seema
Menon

Gavin
Ingham

David
Beard

Rita
Mokbel

Founder - The
Daily Sales

Director of
Sales for
Sony Pictures
Networks

Gavin Ingham
Ltd

Sage

Global Sales
Manager for
Ericsson

LIVE AWARDS
AREA

VIP LOUNGE

NETWORKING
AREA

DESIGN: PJG Creative | www.pjgcreativedesign.co.uk
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