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Introductions
N
am

e

Com
pany

Country

Job	Title

Biggest	Challenge



Form
at

Rapid	Fire	Topics	-1	per	15	m
inute	block	

◦
Concept

◦
Exam

ples	D
iscussion

◦
Interactive	session

Coffee	Break	10:30	–
11:00

Lessons	Learned	&
	W

rap-up	at	12:20



Recruiting



W
hat	is	your	ultim

ate	goal	w
hen	

hiring	a	sales	rep?



Recruiting
H
ow

	are	you	finding	the	best	candidates?

D
o	you	have	a	referral	bonus	in	place?
◦
If	so,	how

	m
uch?

◦
If	no,	w

hy	not?

D
o	you	do	any	testing?
◦
Personality

◦
Problem

	solving	ability



M
illennials

A
re	you	targeting	M

illennials
◦
H
ow

◦
W
hat	has	w

orked
◦
Referrals

◦
Job	/	Recruiting	Fairs

◦
U
niversities

Q
uestion	–

Is	it	reasonable	to	expect	them
	to	stay	long?

A
re	M

illennials	current	users	of	your	product?
◦
If	not,	how

	do	you	get	them
	excited



Recruiting
W
hat’s	your	interview

ing	process?
◦
W
ho	interview

s?
◦
O
ne	person

◦
Team

◦
Carw

ash

◦
W
hat’s	the	process?

◦
H
ow

	long	does	it	take?



Recruiting
H
ire	for	quality

A’s	hire	A’s,	B’s	hire	C
’s,	C

’s	hire	D
’s	&

	F’s

Test	for	(com
pany)	cultural	fit

Trust	your	gut

D
O
	TH

E	W
O
RK!!



Training	and	
O
nboarding



Training	and	O
nboarding

The	cost	of	replacing	a	rep
◦
U
S	$	20000	-$	30000

◦
U
K	£	25700

◦
Tim

e	to	reach	optim
al	productivity	is	20-30	w

eeks

1	lost	em
ployee	=	½

	year	of	lost	productivity



Training	and	O
nboarding

Training	&
	O
nboarding

◦
H
ow

	do	you	train?
◦
H
ow

	m
any	at	a	tim

e?
◦
H
ow

	long	is	your	training?
◦
W
ho	conducts	your	training?

◦
D
o	you	let	m

em
bers	of	your	Team

	M
em

bers	do	som
e	training

◦
Follow

	up	training?



Training	and	O
nboarding

H
ow

	long	do	you	w
ait	to	see	if	you	have	m

ade	the	right	hire?

D
o	you	do	exit	interview

s	w
hen	som

eone	leaves?



Challenge
Find	one	thing	you	can	change	w

ith	your	training	that	w
ill	im

prove	
retention



Sales	Structure



Sales	Structure
Inside

O
utside

H
ybrid

Rep	to	M
anager	ratio



Sales	Structure	Topics
Service	vs	Sales
◦
Retention	of	custom

ers

Field	Sales	/	Telesales	/	H
ybrid

◦
Leverage	technology	to	im

prove	efficiency
◦
W
hat	are	you	doing	today	that’s	outdated?



W
hat	is	the	value	of	a	Sales	Rep?

H
O
W
	D
O
	YO

U
	M

E
A
SU

R
E
	/	Q

U
A
N
T
IFY	IT

?



The	Value	of	a	Sales	Rep
Self	Serve	vs	Sales	People
◦
H
ow

	to	m
onetise

the	value	that	salespeople	bring

Education	of	the	custom
er	by	the	rep



The	Value	of	a	Sales	Rep
Sales	vs.	Service
◦
A
re	you	using	self-service	effectively	as	a	lead-generation	tool?

◦
H
ow

	do	you	follow
	up	w

ith	self-service	Custom
ers?

Custom
er	Relationship	M

anagem
ent

◦
N
ot	the	system

,	but	the	actual	concept	&
	process



M
etrics



M
etrics

You	can	EXPECT	w
hat	you	IN

SPECT

If	you	aim
	at	nothing,	you’ll	hit	it	every	tim

e.	–
Zig	Ziglar



5	Q
uestions	for	all	Team

	M
em

bers
1.

D
o	you	understand	w

hat
is	expected?

2.
D
o	you	understand	w

hy
it	is	expected?

3.
D
o	you	know

	how
to	do	w

hat	is	expected?

4.
D
o	you	w

antto	do	and	w
ill	you	do	w

hat	is	expected?

5.
D
o	you	have	the	support,	resources	and	freedom

	to	do	w
hat	is	

expected?



M
etrics

W
hat	do	you	m

easure	today?

H
ow

	do	you	m
easure	it?

W
hat	defines	success	for

◦
Your	reps

◦
Your	team



Challenge
A
sk	each	of	your	reps	the	5	questions



System
s	and	Processes



CRM
T
H
E
	G
O
O
D
,	T

H
E
	B
A
D
	&
	T
H
E
	U
G
LY



CRM
	Statistics

O
dds	of	selling	a	new

	prospect
◦
5%

	-20%

Probability	of	selling	to	an	existing	custom
er?

◦
60%

	-70%

73%
	of	com

panies	have	no	process	for	re-engaging	and	nurturing	
leads	after	sales

(Base	CRM
	survey)



CRM
	Statistics

Businesses	see	a	451%
	increase	

in	qualified	leads	w
hen	CRM

	is	
used	to	segm

ent	&
	nurture	

prospects		(Annutus.com
)

451%



CRM
W
hat	system

	do	you	use	now
?

H
ow

	long	have	you	used	it?

W
hat	has	been	the	biggest	success	or	benefit	from

	your	CRM
?



CRM
	Frustrations



CRM
	Statistics

58%
	of	businesses	say	the	num

ber	
one	cause	of	CRM

	pain	is	adoption		
(Softw

are	A
dvice	Survey)

63%
	of	businesses	say	new

	
technology	is	overw

helm
ing	

U
p	to	60%

	of	CRM
	projects	failed	to	

m
eet	expectations	over	the	last	

decade

(Sm
all	B

usiness	Com
puting)



CRM
W
here	have	your	CRM

	plans	failed?

W
hat	has	been	the	biggest	negative	surprise?

W
hat	is	keeping	your	team

	from
	using	CRM

	effectively?
◦
H
ow

	w
ill	you	address	this?



CRM
	Im

provem
ents

U
sers	w

ant	to	pull	data	/	get	leads	from
	social	m

edia
◦
O
ver	50%

	of	m
arketers	found	a	custom

er	on	Facebook	in	the	last	year
◦
Sam

e	for	Linked	In

◦
A
re	you	doing	this	today?

◦
H
ow

?

◦
W
hat	has	w

orked?



System
s

O
ptim

ize	things	for	your	team
◦
A
utom

ate	w
hat	you	can

◦
Free	up	tim

e	for	the	m
ost	im

portant	and	m
ost	profitable	interaction

H
ave	good	system

s
◦
CRM

◦
O
ther	call	tracking

G
ood	tools	that

are	not	too	m
uch	w

ork	for	the	reps
◦
Start	w

ith	the	end	in	m
ind	(Covey)



G
ood	H

abits,	M
ethods	&

	Processes
W
hat	do	you	hire	your	reps	to	do?

W
hat	don’t	you	hire	them

	to	do?



Elim
inate

A
utom

ate
D
elegate

T
IM

	FE
R
R
ISS



G
ood	H

abits,	M
ethods	&

	Processes

Create	repeatable	processes	and	tem
plates

◦
For	your	business

◦
For	your	team

H
ow

	to	handle	the	necessary	non-selling	tasks?
◦
G
ood	for	variety

◦
D
on’t	w

ant	them
	to	get	caught	up	in	busy	w

ork
◦
Adding	value	w

ithout	taking	aw
ay	from

	sales



Challenges
Find	one	thing	you	can	ELIM

IN
ATE	for	your	reps	/	team

Find	one	thing	you	can	A
U
TO

M
ATE	for	your	reps	/	team

Find	one	thing	you	can	D
ELEG

ATE	for	your	reps	/	team



Stop	feeding	the	Call	Reluctance	M
onster!!



System
s

H
ow

	are	you	com
m
unicating	internally?

◦Still	using	em
ail?

◦Chatter
◦Slack?

W
hat’s	w

orking?



Com
pensation

“YO
U
R
	R
A
ISE

	IS	E
FFE

C
T
IV
E
	W

H
E
N
	YO

U
	A
R
E
”		-D

A
V
E
	R
A
M
SE

Y



Com
pensation

Structure
◦Salary
◦Salary	+	Com

m
ission

◦Straight	Com
m
ission

Com
m
ission	&

	Bonuses
◦Average	percentage

O
ther	incentives
◦Car	or	travel	allow

ance
◦M

obile	phone	expense



Contests
W
hat	has	w

orked	best	for	contests?

W
hat’s	the	craziest	contest	you’ve	ever	had?

W
hat	has	been	the	w

orst	contest?



Com
pensation

Com
pensation	is	a	com

m
unications	m

edium

Your	reps	are	going	to	m
axim

ize	their	com
pensation

◦
M
ake	sure	your	plan	is	aligned	w

ith	your	com
pany’s	goals

D
o	you	know

	your	com
pany’s	goals?



D
eveloping	Your	Team





D
eveloping	your	Team

Train	people	w
ell	enough	so	they	can	leave,	treat	them

	w
ell	enough	

so	they	don’t	w
ant	to.	–

Richard	Branson

A
s	a	Leader,	it’s	your	job	to	m

ake	your	team
	better,	not	the	other	

w
ay	around.	–

Chris	LoCurto

D
ate	your	spouse	or	som

eone	else	w
ill.



D
eveloping	your	Team

M
onitoring	/	ride-alongs

Personal	developm
ent

◦
Know

	your	Team
	M

em
bers

◦
W
hat	are	their	goals

Professional	developm
ent

◦
W
hat	is	the	average	tenure	of	a	sales	rep	in	N

orth	A
m
erica?	Europe?

◦
In	the	U

SA,	it’s	4.6	years	(for	regular	em
ployees)

◦
For	M

illennials	the	turnover	is	m
uch	higher	

◦
It’s	better	to	keep	good	ones	than	to	have	high	turnover



D
eveloping	your	Team

Involve	your	team
	m

em
bers

H
ow

	can	you	involve	your	Team
?



D
eveloping	your	Team

Personal	D
evelopm

ent	is	a	retention	tool

People	(especially	M
illennials)	w

ant	som
eplace	w

here
◦
They	can	m

ake	a	difference
◦
A
re	appreciated

◦
Can	grow

Prom
ote	w

ell-engaged	people



Culture



Culture



Culture



Culture
It’s	better	to	have	a	hole	on	your	team

	than	an	asshole	on	your	
team

.	–D
an	Jacobs,	A

pple

3	scenarios	for	Cultural	Cancer
◦
Treat	it

◦
Cut	it	out

◦
D
ie	from

	it



Culture	H
appens



H
aving	a	Strong	Culture

This	is	the	m
ost	im

portant	elem
ent	of	success	

◦
For	you	Team

	and	your	Team
	M

em
bers

◦
H
ire	for	culture	first

◦
H
ire	great	people	and	teach	them

	your	business
◦
This	includes	your	leaders

Everything	you	do	should	tie	into	the	culture	that	you	w
ant

◦
Culture	happens,	w

hether	you	w
ant	it	to	or	not

H
ave	a	culture	that	people	w

ould	m
iss	if	they	left

◦
This	is	another	retention	tool



Recap	of	Your	
Challenges



Your	Challenges
Find	one	thing	to	change	w

ith	your	recruiting	process

Identify	one	thing	in	your	training	that	w
ill	reduce	em

ployee	churn

A
sk	each	rep	the	5	questions

Change	1	thing	in	your	com
pensation	structure	to	better	align	w

ith	
your	com

pany	goals



Your	Challenges
Create	at	least	1	activity	that	w

ill	grow
	your	reps	personally	or	

professionally
◦
Sales	training	does	not	count

Find	things	you	can	ELIM
IN
ATE,	A

U
TO

M
ATE	&

	D
ELEG

ATE

W
hat	is	one	thing	that	you	can	do	to	strengthen	your	Culture?



Lessons	Learned
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