Call: 028 90 32 00 39
Email: info@dntca.com
www.dntca.com

“a DNT .05

Monthly Newswire

Welcome to our monthly newswire. We hope you enjoy reading this newsletter and find it useful.
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Returning From
Furlough

Bringing your employees back from
furlough is not a straightforward
process.

As furloughed employees begin to
return to work, business owners and
managers need to consider both the
practical and emotional aspects of
returning to “normal”. The impact of
the Covid-19 pandemic has been
unprecedented. After several weeks of
lockdown and social distancing, some
employees may be fearful of
commuting or sharing an office space
with other people. Others may be
living with a vulnerable or high-risk
individual.

Managers need to talk to their team
members before they return to work
to understand their personal situation
and to allay any concerns. The key to
successfully returning furloughed
employees to work is listening to them
and communicating with them.

Action plans should be put in place
before furloughed employees return to
work. Employees should be engaged
and the management team should
involve them in creating plans to get
everyone back up and running in the
new normal. Return to work plans
should include practical aspects such
as how social distancing can continue
to be observed as well as logistical
and operational requirements.

Employers should also check any
agreements they have with trade
unions or employee representatives,
to see if they need to enter into any
formal consultation.

In some cases, employees may not
want to return to work because they
are worried about catching
Coronavirus or perhaps they have
issues around childcare etc.

If this happens, take the time to listen
to the concerns of the particular
employee(s) and take reasonable
steps such as offering flexible working
arrangements or agreeing some
temporary leave if the individual(s) are
unable to work for a period of time.

If the employee(s) still do not want to
go back to work, they may be able to
take some time off as holiday or
unpaid leave, although the employer
doesn’t have to agree to this.
Guidance on how to manage this type
of situation is freely available on
www.acas.org.uk

Returning to work after furlough is
going to be a sensitive time for
everyone involved. Employees are
likely to be nervous but if managers
take the right steps and communicate
regularly with their teams, things
should go smoothly.

Improving Your Sales
Strategy

In today’s challenging trading
environment, a good sales strategy
is essential.

Talk to existing customers

Your current customers are one of
your best sources of information. Your
existing client base can provide you
with valuable feedback about what
worked and didn’t work for them
during the sales process. Similarly,
current customers are an excellent
source of additional revenue.

You've already converted them once.
It's easier to cross sell to an existing

customer than it is a new one as you
have already won their trust.

Seek feedback from customers who
went elsewhere

Take the time to ask those who went
elsewhere for feedback. Ask them
why they chose to go with another
product or service provider and what
you could do better. Any feedback
they provide can help you to improve
and refine your current sales process.
In some cases, speaking to failed
customers may give you a second
chance to pitch to them for their next
purchase.

Listen to your prospects

This is straightforward but it is often
overlooked. Before trying to sell to a
client take the time to listen to them, to
understand their needs, then offer
them a solution. Train your sales team
to actively listen and encourage them
to ask the right questions in order to
get more information from potential
buyers.

The best sales teams are solution
oriented — they focus on why a
customer needs to buy a product or
service and then help them to choose
the right solution for their needs.

Understand the competition

Take the time to understand your
competitors, their offerings and their
sales strategies. Ensure that your
sales team know what sets your
product or service apart so that they
can handle objections from potential
clients. Perhaps the products are
similar but your firm offers better
service, better back-up or more
flexibility.

Please contact a member of our team if you would like to
discuss any of the issues raised.
Call: 028 90 32 00 39 Email: info@dntca.com
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Referrals

Encourage your sales team to ask
existing clients for referrals. Your
current clients are a great asset in that
they can provide you with referral
opportunities.

If you know that a particular client is
happy with your product or service,
ask them if they know anyone else
who may be interested in your current
offerings.

If a customer sends you a referral,
make sure to get in touch to say thank
you. If you successfully win a new
piece of business, then go the extra
mile and send a thank you gift to your
client for the referral. Not only will they
think your firm is great, they will
probably tell some of their friends too!

Instagram Stories
Functionality as a
Marketing Tool

Today’s customers are making
purchase decisions based on
the story behind a particular
brand. Instagram’s “Stories”
functionality can allow you to
harness this.

Instagram Stories allows you to post
photos and videos in chronological
order to tell a “story”. These posts do
not appear in your regular collection of
Instagram posts: instead, they
disappear after a 24-hour period. This
means that users don’t have to worry
about over posting - they can share as
many updates as they like throughout
the day, without clogging their online
follower’s news feeds.

Instagram is a useful tool for small
and medium sized businesses. The
app is free to use and provides an
opportunity to showcase products and
services in action. This can help your
customers and potential future clients
understand the value that your
products or services offer. As
customers are becoming increasingly
engaged with the story behind a
particular brand, Instagram can offer
businesses an opportunity to share
some behind the scenes insights with
customers.

Instagram Stories also works with
Shopify. This tool allows businesses
to tag products in a post so that users
can click to buy directly via Instagram.
Instagram Stories is designed to be
used differently than standard
Instagram posts. Regular Instagram
posts are best used for product
updates, company news, announcing
something like an online sale, etc.
Instagram Stories is better suited to
real time “live” news updates from a
business. For example, the build up
towards a new product launch,
culminating in the actual reveal of the
new product/service can be streamed
as a series of live updates using
Instagram Stories. This can help boost
engagement between your target
audience and your brand.
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Instagram Stories can also boost
engagement by allowing firms to ask
questions, run online competitions,
publish a countdown to the launch of
something new, etc. All of this activity
can help to get people talking and
encourage them to interact with your
brand more consistently.

Cultivating Creativity

Creative businesses tend to be
successful — just look at
Google, Netflix or Amazon. So
how do you cultivate creativity
in your business?

You can’t force creativity, but the right
environment will enable your team to
work in new and innovative ways in
order to generate imaginative
solutions. Business is all about
people. Hiring talented people is the
first step in cultivating an innovative
and creative business. Look for team
members who understand your vision
and align with your culture.

Having a team that shares one vision
and works together will help the firm
run smoothly. This doesn’t mean only
hiring people who always agree with
you - encourage different perspectives
as this could generate creative new
ideas.

Businesses are becoming more
focused on diversity and this can
really help to drive creativity. People
from different backgrounds may have
experience that allows them to come
up with new and innovative solutions.
The most creative businesses know
this, and put together teams of people
with different capabilities,
backgrounds and interests in order to
encourage different approaches to
problem solving. In order to become
more creative, your business should
celebrate new ideas, encourage
different approaches and try thinking
outside the box.

Creative businesses tend to have a
more flexible approach to work. Some
of the most successful businesses
have moved away from the traditional
9-5 working day and allow employees
to work whenever suits them best.
After all, some people are night owls
and others are early risers.

Allowing staff to choose to work when
they are well rested and performing at
their best can only be a good thing. If
you show your team that you trust
them to work flexibly, they are more
likely to feel empowered and this
tends to drive employees to perform at
a higher level.

Finally, make sure you encourage
your people to take regular time off.
Nobody can work at 100% all the time.
Worn down workaholics don’t produce
high quality, creative ideas.
Communicate with your people and
convey how important it is to get some
rest and have time off throughout the
year. Make it non-negotiable. Giving
your people time to switch off
completely will help them to be more
creative when they return. After all,
some of the best ideas are generated
away from work, when thinking about
something else entirely.

Please contact a member of our team if you would like to

discuss any of the issues raised.
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