Paul Smith writes….

It was Bozo Customers who came under attack from me last month. In the interest of journalistic balance, this month, Bozo Account Managers. I’ll put my hand up. Occasionally I cock up. You may get USB instead of parallel port or two metres instead of three. I don’t do it often and when I do I sort it out. Fairs fair. Sometimes it’s even to my customers’ benefit, like the time I quoted my cost price by accident and made £2 on the carriage of what should have been a £200 margin deal. Bah! Still, I shrug my shoulders and remind myself that some you win, some you lose. 

However, that’s little league compared to an old colleague we shall refer to as Mr. B*. Some years ago when he was young and reckless, through the medium of miss-typing, he pulled-off a remarkable deal. They had to book a 7½ ton truck to deliver the 73 monitors he’d sold. Dispatch had got as far as loading the lorry when a sharp-eyed someone said, “These monitors, should they really be £3 each?” To which the answer is ‘no’. Three monitors at £73 a-piece were later sent out, while Mr. B was taken around the back of the building and playfully birched.     

I ashamed to say I’ve had five minute pally conversations with someone I couldn’t remember which ended with: “…and can I have that stuff for tomorrow?” 

   “Ah, yes, sure…. One little question?…” It’s embarrassing but it has to be done. The only other option is to take an educated guess at which customer you’re talking to and hope for the best. I don’t favour this route because I’ve seen too many past colleagues fluck up massively and send orders to the wrong account, thus compounding their mistake and ultimate discomfiture. That way not only does one customer have to wait for their goodies, another innocent bystander is drawn into the stew with a box of unwanted stuff that will have to be collected and redirected at our expense. Verdict: Not good.    

A) The reasons for mistakes are as varied as the bozo account managers who make them. Pressure has to be my main one. I only get fluffy when urgency is the word and I’m running around like a headless chicken. Other peoples may include:

B) Alcopops, i.e. “It got cocked-up because I’m pished.”  

C) Idleness, i.e. “It got cocked-up because I just couldn’t be arsed.” 

D) Traditional incompetence, i.e. “It got cocked-up because I’m stupid”

All of these are bad but someone I once worked with (I guess he’s stacking shelves at Tesco now) would send out random shipments at the end of the month to hit target, a routine which won him few friends. 

This months plea.  Forgive we sales people our mistakes, for we are only human. However, if it happens a lot it might be because we’re drunk, lazy, dumb or scamming. Telling the difference isn’t always easy but it is important to try.   

*Although his real name is Chris Bottomley. 
504 words Dale, I hope it’s ok.

Paul.

P.S. Chris ok’d me to use his name in connection with his true story.
