
Sales  
Straight Talk

Sales Management Advice for the Wise



Winning Sales Engine is the 
Sum of Its Parts

A strong sales engine will consist of clear vision (from the leadership 
team), effective sales management, talented sales members, 

compelling product offering and rewarding compensation plan. 
 

There will come a time in the growth of every organization when the owner 
and/or leadership will decide it is time to take the next step and hire a sales 

manager. And that journey begins now. 
 



do not hire your 
top performing 
sales person01



Managing vs. selling require different skill sets and you will regret 
the day you hire your best sales person to manage (because they 
are no longer selling!) 

The sales manager should be able to lead by example to show the 
team how to close deals. 

The sales manager's #1 priority is to communicate and manage 
sales member personalities in order to get them to perform. 

why not?



It takes 
one to 
know one.02



Sales Managers Know Sales Talent

You probably do not... 

(know how to manage, motivate and cultivate sales people) 

Seasoned sales managers will be able to identify individual 

learning traits and preferences and adapt a training style to 

help that sales member produce faster. 



Respect, not fear 
is the secret 
ingredient03



1. GARNER RESPECT 2. DO NOT MANAGE FROM 
A POSITION OF FEAR 

3. KEEP IT SIMPLE 4. TRAIN OFTEN 

The best sales managers are 
able to garner the respect of 
the team, knowing that sales 
people will always go the extra 
mile for someone they respect. 

Top performing sales people 
require positive input and will 
eventually quit a fear-driven 
environment. 

Complexity will kill the 
deal. Sales people are simple. 
They have one goal and that is 
to close the deal. Keep the 
offering simple and sell more.

All sales people need training. 
No exceptions. Provide a 
reasonable amount of training 
time and feedback before you 
see the results you expect to see.

Want to get great results from a sales team?
Of course, you do!



Ce-le-brate 
Success 04



Celebrate Success
Sales people require consistent, steady reinforcement and 

encouragement to stay motivated and accountable for follow-up and 

follow-through. 

Good sales managers know how to track to a quota, celebrate successes 

and continue to challenge the sales person to keep momentum. 

Take the time to... 

 

CELEBRATE!



36 6
SALES TEAMS UNDER 

CONTRACT
SALES MANAGERS 

HIRED

986
SALES TRAINING 

HOURS THIS YEAR

Want to really get the sales results 
you desire?

Work with a team who knows how to get you to your goal



Sales Team 
Hiring

Sales 
Productivity

Sales 
Management 

Consulting

Sales  Consulting

Let us help you reach your 
sales goals. 

 

212.300.3016 

 info@beringmckinley.com 


