


















Yet whilst salespeople usually command good
salaries for their work, the complexity and status of
their role is rarely recognised. Salespeople are
often regarded as the sweetener in the coffee – the
product is there, the difficult work has been done,
and it’s the salesperson’s job to convince the
customer that they should buy this particular
product rather than a competitor’s.   

Of course, the reality is that there’s far more to
being a good salesperson than that. A better
analogy would be to say that the salesperson is like
a swan – smooth, serene and unflappable on the
surface, but paddling away furiously beneath. With
any complex sales agreement there’s always more
frantic political ‘selling’ completed internally than
externally – often over resource, stock and supply!

There is a lot more to a good sales team than
initially appears to be the case. Increasingly, the
academic community is recognising this fact, and
more and more sales courses are being offered at
university level intended to develop and improve
the skills needed to excel as a salesperson. The
inevitable consequence of this is that as
salespeople become more developed and
knowledgeable, so companies become more
choosy about who they take on board – they 
want salespeople with qualifications as well 
as experience.

The reason for this is that great salespeople are
made not born. Nurturing a good sales team means
creating a mix of on-the-job skills, developing in-
depth understanding of the particular company the
salesperson is working for, and supplying sound
theoretical knowledge as well. The good
salesperson is one who wants to continue doing
their homework – your learning and training
doesn’t stop when you get your first proper sales
job, it continues throughout your career. 

ADVANCING CAREER PROSPECTS

Better skills training at junctures throughout your
professional life also means you vastly increase
your job prospects for the future. For instance, a
good salesperson doesn’t automatically make a
good sales manager as the skill sets needed are
entirely different. Yet if you have had a sound sales
training experience, you will be in a far better
position to understand what’s needed to move up
to management level and even to become in the
fullness of time that rarest of all salespeople – one
who can make it onto the board. 

As Christopher K. Lemley, of Georgia State
University’s Center for Business and Industrial
Marketing in the J. Mack Robinson College of
Business points out, “The executive’s ability to
advance within an organisation depends upon
strategic thinking skills. By engaging in high-level
adult education,” Lemley adds, “salespeople 
can develop the knowledge base and skill 
sets necessary to eventually move into the 
C-level suite.”

RETENTION RATES

One perennial problem companies have is retaining
their good salespeople. For every 10 people you
hire, you are likely to lose three or four of them
within a year. What can companies do about this?

Looking at how sales teams are motivated and
rewarded is the answer. And by rewarded, we are
not talking simply about financial increases. Whilst
pay is undoubtedly an important factor in any
salesperson’s decision to leave the company,
looking at other ways of persuading them to stay is
the way to hold on to your good people. 

Again, offering training as part of a continuing
professional development scheme is a powerful

strategy for keeping those salespeople you don’t
want to lose, without making your salary budget
burst at the seams. Talk to your sales team about
how they want to develop their careers – you might
be surprised at what some of them say. Some will
want to learn more about the creative aspect of
their job. Others will want training in metrics or
financial matters, so they can help the company
more in its strategic development and look towards
climbing inside the organisation. If you are
proactive in offering such training, it is of benefit to
the company as a whole and it could make all the
difference between the salesperson seeing you as a
good company to stay with, or merely a
springboard to their next salary hike. 

That in itself is a powerful incentive to retain 
key staff as well – because if your sales staff are
motivated, happy and stable, the positive 
effects reverberate audibly through the rest of 
the company. 

ATTRACTING AND RETAINING THE BEST
PEOPLE:

TOP TIPS 

• Show vision: Why is your company the best to
work for?

• Motivate and reward: Why should this
salesperson stay with you? 

• Offer more than financial remuneration:
Salespeople have an appetite to learn. Get your
HR department to work proactively with them
about training and learning possibilities – don’t
assume the only improvements they want are to
increase quotas and make more money. 

• Align your sales strategy with the broader
organisational strategy: Otherwise the sales
team can’t do its job to the best of its abilities.
If you give your salespeople training in other
aspects of management, they will be able to
contribute to your strategic development. 

• Remember that salespeople are made, not born:
they need nurturing and encouragement. 

• Don’t assume a good salesperson makes a good
manager: They need further training for that, to
learn new management skills. Consider offering
that training to your existing staff, rather than
recruiting from outside, as internal people know
your company better. 

To help give companies a competitive edge,
The Chartered Institute of Marketing offers
sales qualifications at Certificate, Advanced
Certificate and Diploma level, and also offers
an extensive portfolio of sales courses –
please contact 01628 427 200 for more
details, or visit www.cim.co.uk/0809.

THERE’S NO SUCH THING
AS A NATURAL... 
NURTURING THE PERFECT
SALES FORCE

A good salesperson is in many ways one of the most important members of the organisation, for several reasons.
Often, the salesperson is the only contact the customer has with the company and with the product. The
salesperson’s behaviour can be the most important element of service the customer receives. And as a business can
only survive and prosper if it’s making a profit, the final sale is a key differentiator between success and failure.

DAVID THORP, DIRECTOR OF RESEARCH AND INFORMATION – THE CHARTERED INSTITUTE OF MARKETING
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EUROPEAN EXPANSION

Nigel Wright’s European expansion continues at
pace. The company now serves all of Western
Europe and has regional offices in Copenhagen,
Paris and Brussels. With a fluent linguistic capability
of 17 languages, the company has an extensive
international database of blue-chip clients, who
value the company’s ability to work in an integrated
way throughout Europe, without having the
‘branch’ mentality other consultancies sometimes
have. A consistent flow of top-level assignments
with major blue-chip companies and privately
owned sector specialists ensures that the company
also attracts the cream of the industry’s talent on to
its books.

“Europe is such an exciting place for us,” says Jon
McNeish, Director of International Business. “There
are many under-developed markets that are
awakening to international recruitment; each has its
own sectors, products and brands which we can
work with. Our preferred route is to have a mix of
local talented individuals working alongside
recruiters from the UK. This way we can combine
the entrepreneurial flair and fresh perspective of
our newly acquired consultants, with the
experience of our existing team to move quickly
and effectively so that clients get the very best
consultative solutions.” 

Jon believes that an ever-increasing number of
employers are looking for more than just
contingency recruitment: “Clients are seeking to
develop their own talent pools, sourcing people
from around the world, and the best
recruiters will be invited to work on
that process. We are looking to
continue the development of our
recruitment offering across
Europe, and naturally we 
keep a close
watch on the
opportunities 
that arise
beyond 
our
current
markets.”

With continued growth both nationally and
internationally, the company considered feedback
from clients and candidates to create the improved
interface, which makes navigation of the site easier.
The website also contains a wealth of useful
information on industry sectors and disciplines. 
The impressive new look of the website has been
developed internally by the company’s in-house 
IS and marketing departments. The UK’s site
launch was followed shortly afterwards by new
international sites, which benefit from the 
same functionality. 

Alongside the changes to the structure of the
website, the company has also updated its
corporate appearance, to appeal to a wider
geographical audience. The company
commissioned Newcastle-based, but internationally
renowned, photographer Alex Telfer to create new
imagery to represent what Nigel Wright
Recruitment is all about.  

Alex is well known for producing stunning, and
often rather unusual portraits and he has created a
series of portraits for the company, which will be
added to as the company continues to grow. 
The photographs celebrate individuality, and
capture Nigel Wright’s revised strap line – ‘it’s all
about the people’.   

Commenting on the project, Alex Telfer said: “Nigel
Wright Recruitment approached me with a brief to
create a brand new look for their company,
something that would become synonymous with
their brand. After trialling a few different looks, 

I arrived at something that I’ve
never done before, and I haven’t
seen elsewhere. The images are lit
in a very distinctive way, and as the
company continues to grow, we 
will add to this expanding portfolio
of people.”

Commenting on the new site, Ian
Scott-Bell, Head of Business
Development and Marketing at
Nigel Wright Recruitment added:
“For any company, the usability and
look of their website is important,
but in recruitment it is especially so.
Our website is not just a marketing
tool, it also provides a vital service
for both our clients and candidates,
allowing them to search for jobs
and submit CVs or register
assignments. We wanted to make it
easier for them to find what they
are looking for. 

“The improvements to the
site allow clients to take
advantage of a new
section ‘looking to hire’,
which provides valuable
information about the
recruitment process and
the services Nigel Wright Recruitment can offer.
Candidates are not forgotten, with a new ‘looking
for a job’ section which outlines the forms of
employment open to them and what we can 

handle. However the improved job search facility
still continues to be the main focus for candidates,
along with our popular job alerts facility.”
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Nigel Wright recently unveiled its newly re-developed UK website, and a whole new look, providing visitors with a
more user-friendly interface and improved search options.

Nigel Wright has continued to grow rapidly in recent years and is recognised as an
industry-leading international recruitment consultancy. Now with a headcount of over 
130 employees, the company has developed a reputation for delivering bespoke
campaigns for its clients, which include some of the best-known international names 
in the consumer sector

It is an exciting period for the company, with international expansion continuing to gather
pace. In this section we hope to give our readers an insight into the other activities that
take place at Nigel Wright.

DEVELOPMENTS AT
NIGEL WRIGHT FOCUS ON NIGEL WRIGHT’S

INTERNATIONAL DIVISION

IT’S ALL ABOUT THE PEOPLE…

INTERNATIONAL DIVISION – KEY PEOPLE

LARS HERREM
MANAGING CONSULTANT – CONSUMER NORDIC

Lars is a Managing Consultant within the International Consumer division and recruits sector
professionals throughout the Nordic market. Throughout the markets he has led several large
projects building commercial teams for existing and new clients, from middle through to senior
management. Prior to joining Nigel Wright, Lars worked as a Recruitment Consultant for Sitel UK
where he was responsible for talent acquisition into Sitel’s largest UK site with over 500 employees,
from junior to senior management. 

HARRY BARSK
MANAGING CONSULTANT – CONSUMER NORDIC

Harry is a Managing Consultant within the International Consumer division and recruits sector
professionals throughout the Nordic market. Prior to joining Nigel Wright he was a Director at 
Penn Fabrication, heading up the group’s global purchasing and communications strategies. 
Harry has recently extended his skills by completing an Executive MBA at Newcastle University 
Business School.

ALEXANDRA BAYOL
MANAGING CONSULTANT – CONSUMER FRANCE

Alexandra is a Managing Consultant in the International Consumer Division. She brings a host of
experience from her previous roles in supplies and production management. Alexandra holds a
degree from Durham University in Japanese and Management studies, thus her broad industry
experience and qualifications makes her a valued member of the International Consumer Division.
Alexandra’s mother tongue is French, but she is also fluent in both English and Japanese.

ANDREW MEARS
MANAGING CONSULTANT – CONSUMER BENELUX

Andrew is a Managing Consultant in the International Consumer Division leading the Benelux team
and undertaking executive board level recruitment projects. Since joining Nigel Wright in 2005,
Andrew has successfully led a wide variety of recruitment and talent acquisition projects at senior
management and executive board level, working with blue-chip multinationals and growing SMEs.
He has been involved with a number of client rebranding programmes in support of recruitment
activities to improve profile and candidate attraction strategies. Prior to joining Nigel Wright,
Andrew gained valuable experience as a Human Resources Manager in professional services, retail
and automotive manufacturing with Ernst & Young, ScS Upholstery plc and the Magna Corporation
respectively. He holds a degree in Business Management from Newcastle University and a
Postgraduate Diploma in Human Resources Management. ESPAÑA 
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Ian Lewis joined Nigel Wright soon after the
company was founded, and has now been
appointed Chief Operating Officer (COO) UK. Ian’s
remit is to continue building on the success of the
company’s UK divisions, whilst also overseeing the
company’s support functions. Previously, Ian was
responsible for director level appointments for food
and drink and consumer products companies across
the UK for over eight years. Prior to joining the
company, Ian spent six years building a commercial
management career with Grand Metropolitan Plc.  

Jon McNeish recruits sector professionals
throughout international markets at executive board
level and has now been appointed Director of
International Business. Prior to this Jon set up the
UK Food and Drink and Consumer Products
divisions within Nigel Wright after joining in 2001.
Jon has specialised within executive search and
selection for a number of years. He has worked with
not only public listed and privately owned
companies, but also a portfolio of leading dedicated
FMCG venture capitalists and corporate finance
houses, building teams for ‘management buy in' and
‘institutional buy outs'.

After joining the company in 2000, Mark Simpson
has been promoted to Director and is now

responsible for the North East, Non Permanent and
the national Consumer Operations businesses.
Geographically, Mark has recruited in the North
East, UK-wide and in Europe and he handles the
recruitment of chairmen, chief executive officers,
managing directors and non executive directors
with salaries above £100,000.

Further promotions include John Huggins,
appointed to Head of IS and Operations, who will
review and develop the operations strategies and
logistics for the company, whilst still overseeing 
the IS department. Lars Herrem and Harry Barsk
have appointed to Managing Consultant, both
overseeing the Nordic region from Nigel Wright’s
Copenhagen office.

Lucy Hatt, HR Manager at Nigel Wright comments:
“These promotions recognise the contributions of
some key individuals and are a really positive sign of
how successful the business continues to be. It’s
critical for us to support the career aspirations of all
our employees and we are committed to developing
the potential of everyone who works here. 

“We would like to congratulate everyone in their
new roles. The future looks very exciting with our
aggressive plans for growth providing many further

opportunities both in terms of new roles and career
development for existing employees.”

If you are interested in joining Nigel Wright at
any level from graduate through to
management, please visit our website at
www.keepanopenmind.com for further
information about working for us.

PROMOTIONS IN LINE
WITH COMPANY’S
CONTINUING EXPANSION
Nigel Wright has grown dramatically in recent years, with continuing expansion nationally and internationally. In step
with this, the company's headcount has also risen significantly, and the company recently announced a series of
internal promotions.

‘We are
committed to
developing the
potential of
everyone who
works here’
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“
www.nigelwright.com

IT’S ALL ABOUT THE PEOPLE.

Nigel Wright Recruitment is currently looking for talented people to enable us to meet our ambitious growth
plans. We have positions for national and international consultants at all levels across the business.

The opportunities available will attract individuals with commercial experience from various industry sectors
including manufacturing, business support and professional services, consumer and the public sector.  
A career in recruitment with Nigel Wright will give you the opportunity to improve your earning potential,
rise fast in a meritocratic and entrepreneurial environment and achieve your career ambitions.

To discuss these opportunities please call Lucy Hatt or Claire Rubin on 0191 222 0770 or visit www.keepanopenmind.com.



We would be delighted to receive your comments on 
this edition of CONSUMER FOCUS.

Alternatively if you would like to contribute to the next
edition please contact the Marketing Department at
design@nigelwright.com or on +44 (0)191 222 0770

LET US KNOW WHAT YOU THINK...
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