Creating a Culture of
Accountability

Danita had developed a keen appreciation of sales
management processes and the disciplined environment that
she thrived in at Xerox. Her success prompted her to build on
those processes to drive Micro-Tech'’s growth.

“All of our sales management systems — commission
structure, recognition, reporting, collaborative quota setting —
were aligned to create a disciplined, high-performance sales
organization,” Danita says.

Sales representatives developed monthly and quarterly
business sales plans that documented account strategies and
tactics to achieve quotas and forecasted results of
implementation. This account planning was the foundation for
personal accountability and company growth. One of the earliest
evidence of progress was the increase in sales contacts with
decision-makers from 5 to 20 per day.

She believes that the sales organization’s success was a
direct result of the empowerment created by these systems.

Sales Management Systems
Drive Growth

In addition to creating a culture of accountability, Danita
developed a new business-development process that included
prescribed call timing, direct mail and follow-up. This was a
sophisticated sales approach that was far ahead of its time.

In fact, Micro-Tech was the only hearing-instrument company
conducting telesales at the time. And it worked to their
advantage. Micro-Tech was able to catapult sales of one new
product to 30 percent of total sales over a six-week period, while
the company’s technology partner in Canada, relying on face-to-
face sales, was at two to three percent in just six months.

There was more. Danita refined the company’s recruiting
system by creating scorecards for assessing resumes, telephone
screenings, and in-person interviews. She not only demanded a
college degree because target buyers held masters degrees, but
she also instituted an assessment tool that ensured a person’s
belief system supported sales success.

Once hired, Danita’s coaching process was designed to
improve the performance of good people. Through evaluating
performance by comparing business plans with reports and
monitoring telephone calls, Danita was able to help each
representative personally in a positive, supportive manner.
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Louder than Ever

Micro-Tech continues to use the systems that Danita
developed more than 10 years ago. “In fact,” according to Larry,
“other companies have tried to mimic our systems, a testimonial
to our industry leadership.”

A stickler for systems, he adds, “Re-engineering Micro-Tech
taught me that there are three departments that a business like
ours should focus on: R&D, manufacturing and sales/marketing.
It's imperative that each of these functions develop and work
within systems.”

Danita’s successor, Lisa Kagel, credits her predecessor with
providing her a solid foundation for her first sales position with
Micro-Tech. “I joined the company fresh out of college with no
sales experience. The disciplined structure that Danita created
provided outstanding training in all aspects of the selling
process.”

In her current position as national sales manager, Lisa has
adopted some of Danita’s disciplined sales management
processes and continues to appreciate her assistance with
training new sales people, troubleshooting with sales
representatives, and brainstorming about hiring, coaching, new
product launches, and other sales management challenges.

"Re-engineering Micro-Tech

taught me that there are three

departments that a business like

ours should focus on: R&D,
manufacturing and
sales/marketing. It's imperative
that each of these functions
develop and work within systems."
-- Larry Hagen,

CEO and Founder, MicroTech
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