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ue to rapid coomomic growth, the
D demand for talented white-callar staffin

China oxeeds the supply. The result s
that many maltinationals arc forced to hire and
train undes-qualified workers. Once you snag
{or train) 2 winning employee how can be oc she
be retained in such 2 compesitive environment?
Morry Margan zells us how o rethink manage-
ment strategies and motivaze 2 Chinese sales
teamn, while global comsultancy Booz and Com-
pany offers advice on retaining good employees
amid an emizonment of short-term tenuses,

Accoeding to Booe and Company, the short-
age of white-callar workers is dentifiable, and
50 creating steps to counsesing what they have
termed “the China Syndrome™ of middle man-
agement disloyalty is possible. They suggest
pushing em by offering more challeng-
ing rales and continually adapting the employec’s
rales to indhude more responsibilatics,

But Marry Morgan, co-founder of Clark-
Morgan Corporate Traiming and suthor of Seiling
Big o Chine maid that, *We the cxpatriates arc
pasz of the peoblem. This is mostly due 0 con-
ditioning abour what qualities are important in 2
leades” in the Western world. Those nosions doat
necessaridly hold true in Chima. ClarkMoegan
surveyed 206 white-collar workers across China’s
fisst-ticr citics and discovered that the ten traits
they look foe in a leader fly in the face of West-
em leadership practices and education, Toss our
your MBA and rethink (wrythinkv you know
about management, leadenhip and motivating
2 sales team, and reprogram your brain with the
Chinese methedology in ceder to be successful,
Morgan advises.

ClarkMorgans research revealed that the
two ot ’o,l:jhl-aftcr leadership traits were
compassion and authority. “In mary ways, these
are bi-polar qualitios,” sid Mosgan, “Chinese
look to their leaders to be a kind of teacher -
tw%‘l and caring a2 the same time.”

forgan said that Wessemn leaders are not
necessaridy expected to be the smartest in the
roam, which Is why so much emphasis is placed
on hising experts to surround decision makess. In
coezrast, the Chinese leader is cted to be the
most intelfigent, which means Western methaods
of voting, group discussions or suggestion baxes
aze uncomtartable for many Chinese employees,
who may foel that such methods reflect incom-

ent leadenshi

e Rethinking iﬁdmhip in Chira is essenzial
for Western managers, and ks oce of the first
things that need to be addressed when motivat-
ing any Chinese sales team. Firsz, become the
kind cr; leader your team will respect and follow

Rethinking leadership
in China is essential for
Western managers,
and is one of the first
things that need to be
addressed with
motivating any
Chinese sales team

Moegan points out that ome of the key
problems in motivating sales teams s 2 lack of
engagement by employees. In terms of employes
engagement, China ranks very low compared to
other countries in the woeld. This means laborens
are Joss kely to manage themechves or be creative
in terms of problem-sahving,

“This 3s particalarly troc for the 8Os and 90s
genezation, who bave had life peesty hunky-dory,
many with three sets of caregivers (four -
parenzs and two parents), and an education sys-
tem that encourages rote learning, rather than
independens thought,” sald Morgan. You can't
redy an the same style of employee as you'd find
in the West, and good leadess will adapt to moti-
vating a team of rote learners who need micro-
maATging

outbned how their frm  trains
other Western managens to motivate Chinese
sales teams through 2 combinaticn of Chinese
leadership tactics and the five principles of sales
motivation.

Flirsz, product knowledge & key 20 2 success-
ful sales teamn, “T am amaend at how little some

salespeople know about the products and services that they
wll," says Mosgan, who surprises his team with pop quizees on
their products from time to time to keep them on their toes,

Scoond & goodwill, Mosgan bebeves chasisema can be
feasned by mirnoring good siles poople. A shy salesman isn't as
profitable as an energetic, charismarx one. Good leaders sezan
example and then pair shy salespeople with charismazic ones
so they have an example to fallow. Be compassionaze sbout the
shy pesson’s discomfort, bus authoritative sbout their pazh to
bailding a charismatic sales persona.

Third, an effective sales tewm noeds to uncover the needs
of the buyee. This it an casy task becuse most Chinese sales
people are taught to hammer in their ideas (rote memoriza-
tion) rather than listen for openings,

Fourth, Morgan his sades team on thes toes by
clearly defiring success. Fie requizes 2 certain number of paints
per manth and then awasds points for each bit of legwork his
salespeople do, for example five polnts for 2 cold call, or 20
rmn for a face-z0-face meeting. In this way, he is challenging

is coployees, motivating them with awards for achicvement
and roquiring & minimum amount of work from them,

Finally, where many companies in China count on new
customness instead of repeat business, Morgan stresaes follow-
wp as a key point for any successful salespersan, *Tt costs five to

times more to secure new business than simply maintain-
ing 2 poal of delighzed custamess,” he said. And this is true of
retzining and training new employees as well.

A recent study conducred by Booz and Company showed
that 68% of employees interviewed left their last poskica
becruse of & kack of promational oppoctunity and carver devel-
opment. Once you hire, train and build up yous sades team,
how do you keep them interested? Creating & seall business
feel, even within mega companics, satisfies the entreprencurial
sparit of most job-hopping warkens, while creating dear-cut
meriz-based evaluations at all levels of the company creates 2
clear path for saccess. Tackling the peoblems of poar prome-
ticeal opportanities and career development are key to retzin-
ing good workess, so your investment in hiring and training
oo (mpluytxs st a ’qu.”dmf One. « Lauren Johnson



