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Section 1: Fundamentals of a Sales Team

« |dentifying what a successful sales team looks like - productivity, skills, and output.
e Assessing what factors can influence a sales team's performance.
e Explaining the skills that lead to success within a sales team and for a sales manager.

e The concept and purpose of sales management and a sales management team.

Section 2: Establishing a Team

¢ Analysing and creating a person specification for the sales team, listing skills and
expected experience.

e Setting the expectations for the position.

¢ Undergoing the recruitment and induction process - vetting the perfect candidate.
e Ideal methods of leadership - leading by example.

¢ Creating plans detailing short-term and long-term goals and discussing objectives to



help meet these goals.

Section 3: Building Relationships

» The vitality of building positive and workplace-appropriate relationships.

e Engaging in group activities to encourage openness and bonding.

e Exploring employee’s personalities and identifying any potential conflict.

e Analysing each team member’s personality, likes, dislikes, and motivations.
¢ Offering coaching and full training to increase employee’s capabilities.

Section 4: Motivating a Team

e Exploring the concepts of Herzberg’'s theory of motivation.

e Methods of motivating team members.
¢ Implement incentives relating to employees' personal motivations to encourage harder
work.

¢ Finding the correct motivational approach depends on the individual.

e Encountering participation in test challenges to improve knowledge and relationships.

Section 5: Running a Sales team

e Measuring and monitoring performance - KPIs.

e Steps to prepare for an effective sales meeting.

e Creating an action plan for long-term projects and the smaller tasks at hand.

e Communicating effectively with the team to ensure all expectations are understood.

¢ Pushing employees to go the extra mile to achieve team goals.
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UNDERSTANDING THE DISTINCTIVENESS OF
INNOVATIVE TEAMS

Guiding Principles for Leading Innovative Teams

Discover how innovative teams drive growth and adaptability. Learn leadership rules to

.foster creativity, overcome challenges, and inspire innovation

YouTube Video

https://www.youtube.com/embed/S7wXITw3u-Y?si=pPsinjtayz-uAYXR
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