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  Telephone sales is the process of trying to sell a product or service over the telephone. The telephone is what the salesperson use in approaching his/her target customers. It is also known as telephone selling or telemarketing. They also use it to advertise what they are selling. It is a direct marketing strategy aiming to reach their customers with the use of the telephone.




   




   




   




   




   




   




  Top recruitment tips in telephone sales




  

    


  




  Recruiting the right sales representative can definitely be hard especially if there are tons of people who are very much willing to do the job. The recruitment agency should have a definite list on the things and qualities that they are looking for in a sales representative. That way, they can avoid frustrating and the feeling of wasted money, effort and time.




  As selling over the phone is definitely tough, they need to hire only the qualified ones for it to be successful. The most important thing that they should do is to have a proper selection process and remove all the unqualified one during every process. By doing that, they could save theirselves from headaches, stress and hassle. Here are the things that they should definitely do:




  





  





  





  





  [image: JobDesc]1. Create a job description




  The job description should not be a general one. Instead, it should be a specific and accurate one. What some companies involved in the telephone sales industry lacks is the proper and accurate job description for the job of sales representative. All the tasks and responsibilities of the sales representative should be included in the job description. That way, they would have a clear understanding on what they are getting into.




  A job description is important for it lets the interested persons know what they would be doing and what entails the job. This helps build the profile of a telephone sales representative. Another reason why a job description is important because it is what the company can use in order to either disqualify or qualify a candidate. The company should be honest, detailed and thorough about it for they would be the ones who would benefit the most from it.




  





  





  





  





  2. Build the profile for the job




  [image: job_profile]This is a simple step but most companies ignore this one. The first they need to do is to think about the products and services they would sell to their customers. They should also think about the job description and then they should ask themselves as to what kind of person is needed for the job or what kind of persons fits the job best. This step can help 




  the companies determine what level of thinking and what qualities does the person should possess in order to hire him/her. They should choose the one that can appeal best to their target customers.




  





  





  3. Give it a title that is more appealing and attractive.




  [image: PropertyOfMacapper]In order to gain the interest of possible candidates, the company should make the title look attractive. For example, they could use marketing consultant, business rep or anything that they like as long as it is appealing and something that people would want to get involved into. However, the title should not be misleading or else, it may lead to a misunderstanding, discouragement and even frustration. It should be stated that the job requires the use of the telephone as the means of initiating a contact with the prospect customers.




  [image: hire_me_icon_256]4. Review and Cull resumes




  





  Each company has their own way of culling and reviewing the resume of the candidates for the job. The methods may be by knowing the candidate’s past experience when it comes to sales especially selling over the telephone, education, past jobs and others. Then, the company needs to compare it with the profile they have created. If it fits the profile, then it would be better to hire the candidate.
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