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Set Clear Expectations and Goals

« All team meetings:

SALES | Sales Management

How to Build a Sales Team

Your rhythm will need to include:

» Team performance & metrics

* Trends
» Campaigns & Offers

» One-on-one team meetings:
« Sales quota attainment
(ability to meet targets)

 Conversion rate
« Average deal size

« Sales cycle length (time to close)
 Customer satisfaction
» Feedback on performance

Always be ready challenges, share
best practices & celebrate successes
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Many sales teams use only the basic features of
their CRM. Explore your CRM thoroughly to
discover the many features that can help you.
Train your team to use the features that work
well for your business. Don't let bad habits rule!

Capture data that will show how well the team
is performing. Highlight the positives & work on
the negatives. Take care to emphasise the
shared performance and avoid creating 'stars'.

L Leverage Sales Technology

Use all the features
of your CRM

Leverage sales

=7 tools that work

effectiveness.

« Present an enthusiastic,
motivated and support attitude

» Walk the talk — demonstrate the
sales techniques & strategies
you expect your team to use

Lead by Example

Set & present a
positive tone

Model effective _
sales behaviours =

Coach & mentor
your team

!

Your Sales
Team Is Ready

for Action

Be prepared to explore new tools outside your comfort zone.
Remember the initial comments on Al? Now Al is a great tool that can
help leverage a massive amount of collective wisdom for your benefit

New tools appear almost daily. Carefully review the 'winners' and
choose those tools that can be demonstrated to grow your sales

Look for opportunities
to provide guidance &
support to help your
team members grow
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