
 

 
 

 

 

 

 

 

 

Sales Solves Problems 
Prepared by Dr. Chris Alexander, PE | July 21, 2018 
 
I once heard a statistic that 2% of the population are naturally-gifted salespeople. I’m not sure where the 
“purveyor” of this statistic arrived at this number; however, based on my interaction with the general 
population I’m inclined to believe this number can’t be far off from reality. Even among the professional 
salespeople I know (which is probably 1 person for every 20 people I know), I would argue that 1 in 5 of 
these salespeople are extremely effective. So, my informal survey results arrive at 1%. 
 
Assuming my assumed “2% statistic” is not far off, there is a good chance that the top leadership in many 
organizations is comprised of either some or all who are not effective at sales. If you work for a company 
where all of the top leadership either do not value sales or are ineffective at sales, your organization is 
likely in trouble. Many companies that go out of business do so because the company is unable to 
articulate the value its goods and services bring to the marketplace; this is something naturally-gifted 
salespeople are extremely effective in doing. 
 
My purpose in writing this article is simple – to communicate the extremely important role that sales 
play in every organization. One of my business mentors told me years ago, “Chris, sales solves problems.” 
By that point he had been in business for almost 50 years and he knew from experience that when goods 
were being sold he was making money. He also happened to be an extremely effective salesman! 
 
I’ve developed six suggestions for ensuring that selling receives the attention it deserves in your 
organization. Although selling plays an essential role in technology and service companies who depend on 
sales to stay in business, I would argue that even within large organizations (e.g., the oil and gas 
companies), sales is critical in terms of knowledge transfer, influencing the direction of the company, and 
the ever-important ability to secure internal funding for projects. 
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1. Be leery of putting people in positions of authority who tend to have animosity towards selling or 
salespeople. When people don’t value the importance of sales, they will often either consciously or 
subconsciously undermine people and efforts involved in this activity. It has been my observation that 
these people can be very destructive to a company and given enough authority they eventually ruin 
the company and its culture.  

2. Place a high value on sales within the organization. If your company wants to grow, communicate to 
every person in the company they are involved in the process of selling. For many companies the 
receptionist plays a critically-important role in people’s first impression of the company and in that 
regard, they are “selling” for the company. Make sure the first impression your company makes is a 
good one. 

3. Reward effective sales people. I have a friend who at one point was selling 25% of the revenue for 
the company for which he was working, yet his employer cut his salary by more than half due to poor 
business practices in other parts of the company. After several years of frustration, he eventually gave 
up and left to start his own company. As a result, he went on to make millions of dollars. Not only did 
his leaving financially hurt his former employer, it communicated to other parts of the company that 
sales was not valued. Also, it seemed to me his former employer was not really interested in being 
profitable (which seems crazy!). 

4. Teach young people how to sell. While not everyone is going to be a “top seller”, anyone can learn 
the basic principles behind selling and learn to appreciate the critically-important role sales plays in 
the health and well-being of a company. You might be surprised that among your current work staff 
you have employees who can be extremely effective in selling your goods and services, even though 
they are not currently employed in that capacity.  

5. Sales involves helping people. For many people their first thought regarding “sales” is a fast-talking, 
dishonest used car salesman or the fictional character, Willy Loman, in Arthur Miller’s Death of a 
Salesman. This is unfortunate. Many of the most important problems in the world are solved by 
salespeople who effectively connect people with a problem to someone who can help them solve that 
problem. At its core sales is relatively simple - find someone who needs something and sell it to them. 

6. And last, but certainly not least – sales solves problems! No amount of cost cutting, office politics, or 
improvements in processes or quality control will ever offset the need for sales. Sales has a direct 
impact on the bottom line and when businesses or divisions within a company are failing to grow, you 
can bet there are problems. Hold people accountable within your organization to be successful 
(whatever the metrics), including salespeople. If a group within your company continues to be 
outperformed by other groups within the organization, it is likely run by someone who does not 
appreciate the role of sales. 

 
My purpose in writing this article was not to encourage every company to place salespeople as CEOs. 
However, every CEO and member of the senior leadership team needs to have an appreciation for sales. 
Companies that place a high value on sales help more people, engage more staff members in the process 
of growing the company, have more fun, and are more success financially. Who can argue with that?! 

 


