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Sales Leadership
• Beliefs and Convictions
• Management Practices/Style
• Sales Strategy and Process
• Policies and Procedures

Communication
• Chain-of-Command
• Defining Expectations
• Reporting System
• Meeting Types/Frequency
• Creating Accountability

Staffing
• Size of Salesforce
• Salesforce Alignment
• Roles and Responsibilities
• Recruiting, Hiring and Firing
• Compensation
• Administration and Support

Staff Development
• Performance Standards
• Goal Setting
• Training
• Coaching
• Motivating

Customer Management
• Relationship Building Strategy
• Customer Database System
• Territory/Account Mgt. Process
• Team Selling
• Customer Service Plan

Fiscal Responsibility
• Revenue $ and Growth
• Margin %/$
• Budgets/Expenses
• Resource Allocation

Sales Management
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““Some of us will do our jobs well Some of us will do our jobs well 

and some will not, but we will and some will not, but we will 

all be judged by only one thing all be judged by only one thing 

-- the result.the result.””

––Vince LombardiVince Lombardi
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