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Flux
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ed everything was the energy cri-
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showed that most [lighting] recom-
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mendations were inflated. It impacts
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Meanwhile, Nancy Clanton, presi-

the lighting design immediately. This

dent of Clanton & Associates, puts a

leads to solutions that are less care-

premium on communication skills,

fully or creatively considered and

pointing out that “95 percent of what

more reactionary in nature.”

Designers should not underesti-

we do is directly related to communi-

Designer Paresh Shah mentions

mate the role of simple salesmanship,

cations—verbal, written and non-ver-

another unintended consequence of

says Howard Brandston, founder

bal. Clients want constant and truth-

automation. “Designers are being

and senior partner of the Brandston

ful communication, even if things are

asked to perform peripheral roles like

Partnership. “The lighting designer of

not going well. Listening is the most

purchasing and manufacturing engi-

2010 will have to be a better salesman

important skill. This includes ask-

neer besides doing their own work.”

or saleswoman than the designer of

ing questions, especially about the

1990. There is so much more com-

client’s expectations. Written com-

petition and more awareness of light

munication is important; following

and lighting. You will have to be a bet-

up with a phone message, memo,

access to product data will continue

ter salesman/woman because you’re

action item list and meeting min-

to shape the job description of the

selling a product that the client has a

utes will show your understanding

sales professional. “Product informa-

hard time seeing. How many people

of what you heard.”

tion is available to customers 24/7

SALES PROFESSIONALS
The

Internet

and
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24

change in this industry that impact-
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to-date with the latest technologies to

able period of time. However, as a
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satisfy current and future legislation
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facturing, to the general ‘flattening
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years to come. Exciting times, indeed.
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