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Sales Management Philosophy

Salespeople Profiles
In your sales management career, you will encounter three types of salespeople.  Each type is uniquely different and requiring uniquely different sales management strategies and techniques.
The three types of salespeople are:



1) Under-Achievers




2) Safe-Zoners




3) Over-Achievers

Of these, three types of salespeople:



10% - are Under-Achievers




80% - are Safe-Zoners




10% - are Over-Achievers

Your responsibility as a sales manager is:
1) To move the under-achievers to the next level or replace them.

2) To increase the productivity of the safe-zoner.


3) To keep the over-achiever operating at a high level of peak performance.

The number one thing that people want out of their jobs is the ability to be and/or feel successful!

In order to fulfill your responsibilities as a sales manager you must:

Provide the leadership, knowledge, training, consequences and incentives to develop recruit, hire develop and maintain successful salespeople.

Your company and your people are looking to you to be the leader in your workplace.  The only way to successfully answer questions is to have the knowledge yourself and to have walked in their shoes. 

The Use Of Knowledge Is Power!

In addition, you have to provide the vision of the big picture to your staff and be the person that is the progressive thinker.  You have to have the new ideas, be aware of the competition, and be willing to take risks for what you know and believe. 

Your business is in a constant state of change - If you stand still and wait for things to happen the competition will pass you by.

In setting up a productivity improvement program what comes first sales training or accountability?  They both have to occur at the same time.

People will improve what you inspect not necessarily what you expect!

Sales Training Does Not Work – If it’s only an event, not a process.

Sales Training must be an ongoing process in the store!

A successful sales staff is: 

Completely trained, working toward objectives, held accountable for performance, and rewarded based on results.

In order to instill change in an organization 

three things must happen!

Policy

Training

Incentive
Five Silver Bullets for 

Productivity Improvement:

· Training & Coaching (Training Checklists & Reviews)

· Non-Negotiable Sales & Customer Service Standards

· Goals

· Accountability

· A Sales Training Process

Training

As a sales manager, you must provide training for your sales staff in four distinct areas.  You have a responsibility to your people to provide them with all the tools that they need in order to be successful.  Remember, the most dominant reason that salespeople leave their position is that they aren't, or don't feel successful.  Through training, you are providing the tools that they will need.

The four areas are: 




1) Sales Techniques    




2) Product Knowledge
         
3) Operations                


4) Customer Service

The keys to effective training are:

1) Training must be done from the beginning of employment.












 



2) Your training must be consistent.




















3) Your training must be done in a specific order.












 





4) You must provide a checklist of all items in which they need training.












 


5. Your training must be fun and not boring.












 






6. Training must be completed in phases.

























 






7. The trainee must understand the philosophy behind the information that is taught.

























8. The trainee must complete written understanding of what is taught.

























 

9. The trainee must role-play his/her understanding of what is taught.

























 

10. The sales manager must observe and give coaching on live demonstrations.












 


11. You cannot with certainty hold your people accountable until you have provided the training they need to complete their job responsibilities.












 
















12. After training, you at least know that they possess the knowledge necessary to complete their job responsibilities.












 



















13. Once you have a complete training checklist done, it then becomes the salesperson's job evaluation form. 












 





















14. Your consistent coaching after training will insure that the information taught will become their standard operating procedure.












 


















15. Re-training on weaknesses and new information will be always and forever.

























 

16. The job of training your salespeople is never done.












 
















In Other Words In Order To Complete Training The Salesperson Must:

· Hear the information
· Read the Information
· Write the information – Testing
· Role-play understanding of the information
· Do it in real live situations
Setting your Sales and Customer Service Standards

As an effective sales manager, you must have standards for both sales and customer service.  These standards you must not allow to be compromised.  One reason you may not be as effective as you could be is that you allow your people to strike or boycott against what you know must be done. 
Sales Standards

As an effective sales manager, you must have minimum levels of sales performance that your salespeople must live up to.  In every sales position, there are certain areas that each and every member of your sales staff has to perform at least the minimum in order to remain employed.  You have to establish and instill these standards in your salespeople.

In what areas should you have minimum sales standards?

Customer Service Standards

As with sales standards, you must have a set of customer service standards that cannot be compromised.  Customer service standards are those things, which you provide to your customers that will insure that they receive either exchange in abundance or complete customer satisfaction. 

What are your customer service standards?



















Sales and Customer Service Standards are those things that will have a direct effect on sales.
























Your salespeople must understand the philosophy behind the standards you have set.

























Your standards must be written and posted.



















Sales and customer service standards will take constant reinforcement on your part.












 
You must be willing to write-up and eventually terminate people for violations of the standards.











Install a few of each, sales and customer service, drive them in, and then install a few more.
























Don't give up on your standards - you have the right to have things done your way.
























 

Sales Goals

As a sales manager, you must have specific goals that you want achieved in sales.  You cannot be an effective sales manager without having goals set for both your operation and each individual member of your sales staff. 

Goals must be set for the month and the year.

















 

Daily and weekly numbers are targets not goals.






 











Sales goals must be realistic and attainable, based on current running rate.















Goals must be written and posted.








 











Individual goals must be set depending upon history.

















You must set three levels of Goals: Minimum - Goal - and Stretch Goal



 











Allow for handicapping.









 











Constantly talk numbers - targets and goals.







 











The final numbers are a result - Work on the actions that got the result.















Goals must be set for both total sales and add-on %.


















Adjust your goals according to current information.



















Accountability

As a sales manager, you must hold your salespeople accountable for specific sales numbers.  The accountability numbers that you track must measure both the quantity and the quality of the sales operation.  Without holding your people accountable to real numbers how could you possibly know where they stand and how specifically to help them get better?

What numbers should you track?



















 

Total Sales is the result of other actions. 




















Closing Ratio Average -Your most important number in sales.















 

Accountability numbers must be tracked daily and totaled on a weekly and monthly basis. 






















 

The individual salespeople must calculate their individual numbers.














 

As the sales manager, you accumulate the totals for the group by week and month.












 













Total Sales and Closing Ratio Average are the primary numbers.















 

The numbers eliminate subjective reviews of performance.
















 

The daily, weekly, and monthly numbers must be posted where all the salespeople can review them.
























Unless you react to the numbers that are posted they will become wallpaper.



























A Sales Training Process
I recommend IAS Training’s Sales Training & Sales Management Training Programs, Tests for Aptitude & Proficiency, Sales Management Accountability Process, and the Weekly Sales Training Process.

If we can create an environment of personal growth and development, our people, and thus our stores will be successful.

Create an environment of personal 

growth & development and then

our people and thus our stores will be successful!

FINAO

BOOKS
I’m a Salesman, Not a Ph.D. - $19.95 Plus $5.00 Shipping & Handling


____   Please send me 
 book(s) at $19.95 each plus $5.00 shipping/handling.

Munchies For Salespeople - $24.95 Plus $5.00 Shipping & Handling


____   Please send me 
 book(s) at $24.95 each plus $5.00 shipping/handling.

____   Please contact me regarding quantity book discounts.

IAS TRAINING APTITUDE TEST (: For New Hires

Take the guesswork out of hiring!

____  Please send me _____ package/s of 10 Salesperson and 2 Sales Manager Aptitude Tests for $149.00 per package. Plus $10.00 shipping per package.

IAS TRAINING PROFICIENCY EXAM (: For Existing Staff

Determine your Staffs strengths & weaknesses so you can train them where they need help!

____  Please send me _____ package/s of 10 Salesperson and 2 Sales Manager Proficiency Exams for $199.00 per package. Plus $10.00 shipping per package.

MYSTERY SHOPPERS KIT

Solve the Service Problems that Are Eating at Your Bottom Line!

____   Please send me 
_ kit(s) at $49.95 each plus $5.00 shipping/handling.

EMPLOYEE HANDBOOK & POLICY AND PROCEDURES MANUAL KIT

Provide Discipline & Structure Within Your Organization!


____   Please send me 
_ kit(s) at $149.95 each plus $10.00 shipping/handling.
AUDIO TAPES

Each tape set consists of four audio tapes and a workbook.

PMSA Relationship Selling Program


____   Please send me 
_ set(s) at $149.00 each plus $10.00 shipping/handling.

Professional Sales Management Course


____   Please send me       set(s) at $149.00 each plus $10.00 shipping/handling.

Combination Package --- Both Audio Tape Sets


____   Please send me 
_set(s) at $249.00 each plus $15.00 shipping/handling

VIDEO TAPES

Each video set consists of four video tapes and five workbooks.

PMSA Relationship Selling Program


____   Please send me 
_ set(s) at $495.00 each plus $20.00 shipping/handling.

Weekly Sales Training Meeting Video Series, Jewelry Specific.


____   Please send me one set at $3000.00  for the 52 week (video) series.

INFORMATION

____  Please call me about In-House Sales and Sales Management Consulting / Seminars


____  Please call me about In-House One-Day seminar --- PMSA Relationship Selling Seminar


____  Please call me about In-House One-Day Seminar --- Professional Sales Management Course


____  Please call me about In-House Combination both --- Sales and Sales Management Seminars


____  Please call me about the Weekly Sales Training Meeting Video Series, a 52 week subscription
SALES INSIGHT


___  Yes, start sending me your FREE weekly newsletter “SALES INSIGHT”

Name






Title






Company





#Stores/Employees




Address













City






State

Zip




Phone



Fax


email






___Check Enclosed made payable to IAS Training.


___Visa / MC / Amex # 





Exp Date




         Name on Card











         Signature
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