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Sales professionals – the front-line first responders who carry the future
profits of the company on their backs – with an economy that is constantly in
flux, changing market factors, and with more educated buyers and clients
than ever before, it has never been more challenging to sell – also a reason
why an emphasis on sales performance is at an all-time high.
Where does the sales professional turn to for direction, motivation, and
performance support in the middle of such challenging times?
The answer, of course, is the Sales Manager, who is charged with providing
the insights, resources, accountability, and coaching the sales professional
needs to succeed.
Getting the most out of your sales team is essential. It’s a prime focus for sales
leaders and managers. The better they perform, the more sales, and the
better the organization will perform.
While we can all stand to make improvements, getting your sales team to
maximize their performance is challenging.
Wouldn’t it be great if there were a silver bullet that would make your sales
team’s performance more successful? One thing you could do to really boost
your team’s sales success?
I hate to disappoint, but the reality is, there is no silver bullet. Sales success
takes hard work and commitment along with skill and savvy.
While there is no one thing that will work for you, there are a number of
things you can do to help boost your overall success.
You can start by following these 10 tips.
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1. Build credibility from repetition
Leaders are agents of action – they want to achieve, and to be seen to achieve. As
an effective leader you must learn very rapidly that a key instrument in
communicating your ambitions, for them to be heard by the crowd and for them
to win the hearts and minds, is repetition. Constant acts of reinforcement serve
two purposes:
They grab mindshare and attention - your messages are heard;
They win credibility – you are so often that you are taken seriously.
As a leader you must exceed every expectation you have about communicating
your key messages – you will not begin to communicate enough until you feel
you are doing too much.

2. Lead from within
Too many sales teams are over-managed and under-led. That is to say that many
sales managers rely too much on metrics and deadlines to drive performance.
Highly effective sales managers find numerous ways to come alongside team
members to motivate and reward them in a social format that brings out the best
in them in a way that inspires everyone.

3. Recruit Talent
Effective sales managers are committed to hiring the best talent available. If you
want the best, hire the best, and save loads of time and money on training while
protecting yourself from failure six months down the road. It costs more up
front, but it definitely pays off over time. Look for individuals with social goals
that are already more aligned with your organizational goals.

4. KPI’s - The glue of your communication strategy
An integral part of a consistent winning cadence is the tone and the topics of
your communications with your sales team. Nothing is more important to sales
makers than knowing what is expected of them and when it is expected. Effective
sales managers keep their communication clear and their expectations well
defined, so that team members know what to aim for, and understand what will
happen if they hit it (or not).
3

5. Sales Coaching is a Priority
Coaching is the responsibility most neglected by sales managers, because it
requires them to borrow time from their already busy day. Highly effective
sales managers realize that placing a high priority on coaching will build
confidence and drive production for their team better and faster than any
other single practice. Therefore, they take advantage of every opportunity,
scheduled or unscheduled, to provide feedback that will make their sales
professionals perform better.

6. Be Aware of Leading Indicators
Effective sales managers are always thinking ahead; they can recognize what
small trends indicate before they become big problems. By noticing small
changes in a sales rep’s performance in what otherwise might look like still
“reasonably” good numbers, the sales manager can be proactive by coaching
reps as they perform. In doing so, the manager helps prevent weaker
performances from becoming anchored as bad habits that sap overall
productivity and sales.

7. There is no one-size-fits-all solution
You have lots of different personalities working for you. Your role is one of
mentor and enabler. You want to shield your team from internal politics,
make it easy for them to focus on the job at hand and be more successful.
Different people need to be managed differently – Figure out what motivates
each of them and push those buttons to develop better sales people overall.

8. Use the volume-versus-value ratio
Your highest value people (most expensive) should be spending time on the
lowest volume (but highest importance) activities – like building
relationships, securing referrals and partnerships. Your lower value people
should focus on higher volume activities, like turning prospects into leads.
This holds true for leads, too. Go after fewer, but better prospects.
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9. Protect Time
Highly effective sales managers practice good time management habits, and
they enable their sales teams to make the most of their time by eliminating
demands on their time that don’t directly help drive revenue. With clearly
aligned goals, all activities can be quickly evaluated. activities that don’t
support these goals can be eliminated or updated to bring them into
alignment.

10. Celebrate the Wins
This ought to be self-explanatory, but some sales managers wait too long
and then don’t celebrate enough. Effective sales managers understand that
the best way to dispel some of the pressure is to reward wins – even small
ones – as often as possible and use it as an opportunity to give everyone a
little boost. A little celebration creates motivation and that goes a long way.

What Should I Do Next?
For many sales managers and small business owners, having the right sales
strategy plan in place and operating as efficiently and effectively as it can, will
not only ensure greater profits, but also growth and a secure future for your
business.
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