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You	may	be	a	newly	hired	or	appointed	sales	executive	charged	with	building	out	a	sales	department	to	further	company	goals,	or	you	may	be	a	sales	manager	looking	for	quick	guidance	on	what	to	hire	for	when	expanding	your	existing	team	with	a	few	new	hires.At	the	core	of	all	this	is	building	a	high-performing	sales	team	that	will	help	you	make	a
strong	impression	straight	out	of	the	gates.No	matter	your	background	or	experience	in	leading	sales	teams;	its	always	good	to	have	a	guide	to	help	you	stay	on	top	of	the	important	elements	of	building	high-performing	sales	teams.	Want	to	learn	how	an	applicant	tracking	system	can	help	you	hire	better,	faster	and	more	cost	efficiently?	Find	out	with
Workable,	the	world's	leading	ATS.Try	our	ATS	A	huge	undertakingLets	cut	to	the	chase:	building	a	sales	team	from	scratch	is	no	small	feat.	Its	a	process	that	requires	careful	planning,	strategic	thinking,	and	a	deep	understanding	of	why	youre	tasked	with	building	that	team	and	what	its	role	is.	The	role	of	a	sales	team	is	multifaceted,	encompassing
everything	from	lead	generation	and	customer	acquisition	through	to	account	management	and	customer	retention.When	youre	building	sales	teams,	its	important	to	consider	the	unique	needs	and	goals	of	your	organization.	What	are	your	company	OKRs	and	how	might	you	and	your	team	contribute	to	that?	Its	no	secret:	sales	is	key	to	business
success.	So,	when	building	your	sales	team,	you	want	to	build	a	clear	strategy,	establish	the	team	KPIs,	and	make	the	right	hiring	choices.So,	lets	get	started.How	to	build	a	high-performing	sales	teamHow	do	you	build	a	high-performing	sales	team	that	delivers	results?	Lets	go	through	the	steps	one	by	one.a.	Define	the	team	structure	and	role(s)The
first	step	is	to	clearly	define	the	sales	team	structure	and	each	of	the	team	member	roles	within	your	organization.	This	involves	outlining	the	sales	team	responsibilities	and	expectations,	from	identifying	and	qualifying	leads	to	closing	deals	and	managing	customer	relationships.Examples	of	sales	team	structures	can	be	seen	in	this	article	from
Hubspot,	which	outlines	teams	across	four	distinct	categories:	geography/territory,	product/service	line,	customer/account	size,	or	industry/vertical	segment.b.	Hire	the	right	peopleOnce	you	have	a	clear	understanding	of	what	a	sales	team	is	and	what	a	sales	team	does,	you	can	start	to	recruit	and	hire	the	right	people.	Look	for	individuals	who	are
not	only	talented	and	experienced	but	also	motivated	and	team-oriented.	Remember,	a	successful	sales	team	is	more	than	just	a	collection	of	high-performing	individuals.	Its	a	cohesive	unit	that	works	together	to	achieve	common	goals.This	in-depth	guide	on	how	to	hire	salespeople	can	get	you	started	in	this	area.c.	Provide	the	right	toolsBuilding	a
sales	organization	also	involves	providing	your	sales	team	members	with	the	tools	and	resources	they	need	to	succeed.	This	could	include	everything	from	sales	training	and	professional	development	opportunities	to	CRM	software	and	other	sales	enablement	tools.This	comprehensive	list	of	sales	tools	from	Crunchbase	is	ideal	for	your	needs.d.
Ensure	an	agile	mindsetAs	you	build	your	sales	team,	keep	in	mind	that	this	is	an	ongoing	process.	The	sales	landscape	is	constantly	evolving,	and	your	sales	team	needs	to	be	able	to	adapt	and	evolve	along	with	it.	This	means	continually	reassessing	and	refining	your	sales	strategies,	processes,	and	team	structure	to	ensure	they	remain	effective	and
aligned	with	your	business	goals.Businesses	can	overcome	uncertain	times	with	an	agile	mindset,	and	so	can	hiring	teams	even	with	leaner	teams	and	budgets.	Theres	no	reason	you	cant	adopt	the	same	approach	in	your	sales	team.The	key	elements	of	a	high-performing	sales	teamLets	delve	deeper	into	the	process	of	building	a	sales	team,	providing
practical	advice	and	insights	to	help	you	create	a	sales	team	thats	not	only	effective	but	also	resilient	and	adaptable.	Whether	youre	just	starting	to	build	a	sales	team	or	looking	to	strengthen	and	expand	your	existing	sales	team,	this	is	for	you.	With	Workables	hiring	plan,	youll	move	out	of	the	spreadsheets	and	into	one	centralized	workspace,	where
info	is	always	current	and	next	steps	are	always	clear.Try	our	hiring	plans	1.	Sales	hiring	data/metrics	to	knowFirst	things	first:	when	building	your	sales	team,	you	need	to	have	realistic	expectations	on	the	challenges	and	opportunities	facing	you	in	other	words,	establishing	benchmarks	for	your	sales	team	building	plan.	And	we	dont	mean	sales
metrics.	Were	talking	about	hiring	benchmarks	here.These	benchmarks	include	typical	timelines	of	the	sales	recruitment	process	(otherwise	known	as	Time	to	Fill),	the	competition	you	might	be	facing	in	your	area	and	industry	when	it	comes	to	attracting	talent	to	your	open	sales	roles	(otherwise	known	as	Total	Job	Openings),	and	the	number	of
candidates	you	might	expect	on	average	for	a	given	sales	role	(also	known	as	Candidates	Per	Hire).Lets	look	at	them	one	by	one:a.	Time	to	FillWorkable	defines	Time	to	Fill	(TTF)	as	the	time	elapsed	between	the	point	when	a	job	is	posted	and	the	point	where	a	job	is	filled.	Its	always	helpful	to	know	what	that	looks	like	for	sales	so	you	know	whats
normal	and	whats	not	in	terms	of	your	own	Time	to	Fill	when	hiring	for	the	sales	function.The	following	graph	provides	an	insight	into	the	TTF	trends	(calculated	by	looking	at	a	months	data	using	the	2019	average	as	a	baseline).	In	this	case,	were	presenting	the	entire	timeline	from	January	2020	to	June	2023	so	you	can	see	how	trendlines	have	risen
and	fallen	over	the	years.	b.	Job	OpeningsJob	openings	are	presented	differently	we	display	here	the	average	sales	job	postings	per	company	per	month	going	back	to	the	start	of	2022,	and	also	segmenting	that	data	into	three	size	buckets	of	less	than	50	full-time	employees,	51-200	FTEs,	and	more	than	200	FTEs.	Weve	also	included	all	companies	as	a
separate	trendline	so	you	can	compare	and	contrast.	c.	Candidates	Per	HireCandidates	Per	Hire	is,	succinctly,	the	number	of	candidates	who	apply	for	a	job	that	youve	posted.	Like	Time	to	Fill,	we	measure	these	data	against	the	average	of	2019	as	a	baseline.	Heres	the	data,	again	contained	within	the	sales	function:	2.	Sales
compensationCompensation	is	a	critical	component	in	the	sales	world,	acting	as	both	a	motivator	and	a	reward	for	hard	work.	Our	recent	surveys	find	that	it	remains	a	top	priority	for	most	jobseekers	and	thats	no	different	in	sales.So,	how	much	do	you	pay	your	salespeople?	That	depends	on	a	number	of	factors	and	you	should	research	this	and	get	a
good	understanding	of	regional	standards	around	compensation.When	doing	so,	consider	the	following	variables:a.	IndustryThe	industry	in	which	the	sales	job	is	located	can	play	a	significant	role	in	determining	the	salary.	Certain	industries,	such	as	technology	or	finance,	tend	to	offer	higher	salaries	to	their	salespeople	due	to	the	complexity	and	high
value	of	the	products	or	services	being	sold.b.	Company	sizeThe	size	of	the	company	can	also	be	a	determining	factor.	Larger	companies	typically	have	more	resources	and	higher	revenue,	which	can	translate	into	higher	salaries	for	their	sales	team.c.	ExperienceThe	amount	of	experience	a	salesperson	has	can	also	impact	their	salary.	Those	with
more	experience	and	a	proven	track	record	of	success	in	sales	are	often	able	to	negotiate	higher	salaries.d.	PerformanceA	salespersons	performance	is	typically	tied	to	their	salary	in	the	form	of	commissions,	bonuses,	or	other	incentives.	High-performing	salespeople	may	be	able	to	earn	significantly	more	than	their	peers	who	struggle	to	meet	their
sales	targets.	More	on	this	below.e.	LocationWe	mentioned	this	above	the	location	of	the	sales	job	plays	a	huge	role	in	determining	salary.	Sales	jobs	in	major	metropolitan	areas	or	regions	with	a	high	cost	of	living	may	offer	higher	salaries	to	compensate	for	the	increased	living	expenses.f.	EducationA	higher	level	of	education,	such	as	a	bachelors	or
masters	degree	in	a	relevant	field,	may	also	lead	to	higher	salaries	for	sales	jobs.g.	Type	of	SalesDifferent	types	of	sales	jobs	have	different	earning	potentials.	For	example,	B2B	(business-to-business)	sales	jobs	may	offer	higher	salaries	than	B2C	(business-to-consumer)	sales	jobs,	while	commission-based	sales	roles	may	offer	the	potential	for	higher
earnings	but	may	also	come	with	more	risk.Lets	look	at	two	salary	examples:	Account	Executive	and	Inside	Sales	Representative.	According	to	Workable	data,	the	median	salary	range	for	an	Account	Executive	in	the	United	States	is	$60,000	to	$75,000.	For	an	Inside	Sales	Representative,	its	$60,000	to	$90,000.However,	in	California,	the	salary	range
for	Account	Executives	increases	to	$70,000	to	$94,000	and,	for	Inside	Sales	Representatives,	its	$60,000	to	$80,000.	As	stated	above,	do	your	just	homework	to	best	understand	what	salary	range	is	a	good	fit	in	the	role	youre	hiring	for.3.	Sales	compensation	structureYou	not	only	want	to	think	about	how	much	you	pay	your	sales	team	members,	but
also	how	that	pay	is	structured.So,	heres	a	breakdown	of	the	various	compensation	structures	for	salespeople:a.	Base	SalaryThis	is	a	fixed	amount	paid	to	salespeople,	regardless	of	their	performance.	It	provides	financial	stability	and	is	often	used	in	industries	where	long	sales	cycles	are	the	norm.b.	Commission	OnlySalespeople	are	paid	solely	based
on	the	sales	they	make.	This	model	can	be	highly	motivating,	as	the	potential	earnings	are	uncapped.	However,	it	might	not	provide	stability,	especially	during	lean	periods.c.	Base	Plus	CommissionA	combination	of	a	fixed	salary	and	a	commission	on	sales.	This	balances	the	stability	of	a	regular	paycheck	with	the	motivation	of	earning	more	through
sales.d.	Base	Plus	BonusSalespeople	receive	a	fixed	salary	and	a	bonus	for	reaching	or	exceeding	specific	targets.	The	bonus	acts	as	an	incentive	to	achieve	higher	sales	goals.e.	Commission	Plus	BonusHere,	salespeople	earn	commissions	on	their	sales	and	bonuses	for	hitting	specific	milestones	or	targets.f.	Tiered	CommissionSalespeople	earn
different	commission	rates	based	on	tiers	of	sales	achieved.	For	instance,	they	might	earn	a	5%	commission	on	the	first	$100,000	in	sales	and	7%	on	everything	above	that.g.	Residual	or	Renewal	CommissionsParticularly	common	in	industries	with	subscription	models,	salespeople	continue	to	earn	a	commission	for	as	long	as	the	customer	remains
with	the	company.h.	Draw	Against	CommissionSalespeople	receive	an	advance	payment,	which	they	then	pay	back	through	earned	commissions.	If	their	commissions	dont	cover	the	draw	amount,	they	might	owe	the	company.i.	Team	CommissionsThe	entire	sales	team	is	compensated	based	on	collective	sales	targets.	This	promotes	teamwork	but	can
sometimes	lead	to	friction	if	team	members	perceive	unequal	effort.j.	Profit	Margin-Based	CommissionSalespeoples	commissions	are	determined	by	the	profit	margins	of	their	sales,	encouraging	them	to	sell	more	profitable	items	or	services.k.	Straight-Line	CommissionSalespeople	earn	a	commission	based	on	every	sale,	with	no	thresholds	or	tiers.l.
Variable	CommissionThe	commission	rate	changes	based	on	different	factors,	such	as	the	type	of	product	sold	or	the	season.Each	compensation	model	has	its	benefits	and	drawbacks,	and	the	best	choice	often	depends	on	the	specific	industry,	company	goals,	and	the	nature	of	the	sales	cycle.	Its	crucial	for	companies	to	choose	a	structure	that	aligns
with	their	objectives	and	adequately	motivates	and	rewards	their	sales	team.4.	Sale	skill	setsSales	can	be	complex.	One	type	of	salesperson	in	a	specific	industry	selling	a	specific	kind	of	product	is	not	the	same	type	of	salesperson	in	another	industry	selling	another	kind	of	product.	There	are	also	hard	skills	actual	knowledge	of	a	product,	the	ability	to
use	Salesforce,	etc.	and	soft	skills	that	focus	more	around	intangibles	such	as	connectivity	to	others.But	there	are	some	fundamental	elements	in	a	salespersons	skill	set.	Easily	collaborate	with	hiring	teams	to	evaluate	applicants,	gather	fair	and	consistent	feedback,	check	for	unconscious	bias,	and	decide	whos	the	best	fit,	all	in	one	system.Start
evaluating	candidates	These	include:a.	Communication	skillsIn	the	realm	of	sales,	communication	is	more	than	just	a	skill	its	an	art.	Salespeople	must	master	the	art	of	conveying	information	in	a	clear,	concise,	and	compelling	manner.This	includes	active	listening,	which	involves	truly	understanding	and	responding	to	the	customers	needs	and
concerns.They	must	also	be	adept	at	persuasive	speaking,	using	their	words	to	influence	and	convince	potential	customers	of	the	value	of	their	product	or	service.Negotiation	is	another	key	aspect	of	communication	in	sales,	requiring	the	ability	to	reach	mutually	beneficial	agreements	with	customers.Use	our	Communications	interview	questions	&
answers	kit	to	analyze	a	sales	candidates	skills	in	this	area.b.	Interpersonal	skillsThe	ability	to	connect	with	people	on	a	personal	level	is	a	cornerstone	of	successful	sales.	Salespeople	should	exude	warmth,	friendliness,	and	approachability,	making	potential	customers	feel	comfortable	and	valued	but	without	coming	off	as	overly	persuasive	or
salesy.Empathy	is	also	crucial,	as	it	allows	salespeople	to	understand	and	respond	to	the	emotions	and	perspectives	of	their	customers.	Moreover,	interpersonal	skills	help	in	building	long-lasting	relationships	that	can	lead	to	repeat	business	and	positive	word-of-mouth	for	the	company.c.	Product	knowledgeA	salespersons	expertise	in	their	product	or
service	is	a	key	determinant	of	their	credibility	and	effectiveness.	They	should	have	a	deep	understanding	of	the	features,	benefits,	and	potential	applications	of	their	product.This	knowledge	enables	them	to	answer	technical	queries,	provide	tailored	recommendations,	and	demonstrate	how	their	product	can	solve	the	customers	problem	or	meet	their
needs	a	fundamental	ingredient	in	successful	sales.d.	Time	management	and	organizationThe	world	of	sales	is	fast-paced	and	often	involves	juggling	multiple	tasks	and	clients.	Salespeople	must	be	proficient	in	prioritizing	tasks,	managing	their	schedules,	and	maintaining	organized	records	of	their	sales	activities.This	ensures	they	can	follow	up	on
leads,	meet	deadlines,	and	keep	track	of	their	progress	towards	sales	targets.e.	Resilience	and	persistenceThe	sales	landscape	is	fraught	with	challenges	and	competition.	Salespeople	must	have	the	mental	fortitude	to	handle	frequent	rejections	and	high-pressure	situations,	learn	from	failures,	and	stay	motivated	despite	setbacks.	Building	a	resilient
team	that	can	handle	these	challenges	without	becoming	discouraged	is	crucial.This	can	involve	providing	support	and	training	in	areas	such	as	stress	management	and	resilience,	and	fostering	a	positive	and	supportive	team	culture.f.	Analytical	and	problem-solving	skillsSales	is	not	just	about	selling;	its	about	solving	problems.	Salespeople	must	be
able	to	analyze	customer	needs,	identify	their	pain	points,	and	devise	solutions	that	address	these	issues.This	requires	a	blend	of	analytical	thinking,	creativity,	and	practical	problem-solving	skills.Evaluate	a	candidate	in	this	area	with	this	analytical	interview	questions	&	answers	kit	and	this	problem-solving	interview	questions	&	answers	kit.g.
Adaptability	and	flexibilityThe	sales	environment	is	dynamic	and	ever-changing.	Salespeople	must	be	agile,	ready	to	adapt	their	strategies	in	response	to	market	trends,	customer	feedback,	or	changes	in	company	policies.They	should	also	be	open	to	continuous	learning,	seeking	out	new	sales	techniques	and	strategies	to	stay	ahead	of	the
competition.Use	this	adaptability	interview	questions	&	answers	kit	to	determine	a	candidates	skill	in	this	area.h.	Self-motivation	and	initiativeSuccessful	salespeople	are	self-starters	who	take	the	initiative	to	seek	out	new	leads,	learn	about	new	products,	and	set	challenging	goals	for	themselves.	They	dont	wait	for	opportunities	to	come	to	them;	they
go	out	and	create	them.i.	Digital	literacyIn	todays	digital	age,	salespeople	need	to	be	comfortable	using	a	range	of	technologies,	from	CRM	systems	to	social	media	platforms.	They	should	be	able	to	leverage	these	tools	to	track	sales	activities,	engage	with	customers,	and	research	market	trends.j.	Cultural	sensitivityWith	the	global	nature	of	business
today,	salespeople	often	interact	with	customers	from	diverse	cultural	backgrounds.	Understanding	and	respecting	these	cultural	differences	can	help	build	stronger,	more	trusting	relationships	with	customers.k.	Cultural	fitWhile	skills	and	experience	are	important,	its	also	crucial	to	consider	cultural	fit	when	building	your	sales	team.This	involves
hiring	people	who	share	your	companys	values	and	vision,	and	who	will	contribute	to	a	positive	and	productive	team	culture.Read	our	interview	with	a	client	on	a	successful	cultural	fit	strategy	which	prioritizes	cultural	integration	in	recruitment,	creating	a	dynamic	workplace	that	motivates	employees	and	drives	business	growth.l.	Customer-centric
approachA	successful	sales	team	needs	to	be	focused	on	the	customer.	This	involves	understanding	the	customers	needs	and	preferences,	and	striving	to	provide	the	best	possible	service.	This	is	a	key	part	of	the	sales	skills	bucket.	A	customer-centric	approach	can	lead	to	higher	customer	satisfaction	and	loyalty,	and	ultimately	to	increased	sales.For
something	more	high	level	when	evaluating	sales	candidates,	check	out	our	article	on	sales	skills	assessment.5.	Sales	KPIsIf	you	dont	have	KPIs,	you	dont	have	quotas,	and	you	dont	have	goals.	You	absolutely	need	to	identify	clear	KPIs	for	your	sales	team	to	pursue	if	you	want	them	to	succeed.	When	you	have	a	KPI	or	KPIs	for	your	team	and	team
members,	they	know	what	they	need	to	attain	in	order	to	be	successful,	and	they	know	what	theyre	being	measured	against.The	good	news	is	that	there	are	numerous	different	sales	KPIs	that	you	can	focus	on.	These	include	but	are	not	limited	to:a.	RevenueThe	cornerstone	of	all	KPIs,	revenue	is	the	ultimate	measure	of	a	sales	teams	performance.	It
quantifies	the	total	income	generated	by	the	team	through	sales	activities.Its	crucial	to	track	revenue	trends	over	time	to	understand	the	growth	trajectory	and	the	effectiveness	of	sales	strategies.b.	Sales	quota	attainmentThis	KPI	gauges	the	effectiveness	of	a	sales	team	by	comparing	the	actual	sales	with	the	predetermined	sales	targets	or	quotas.It
provides	insight	into	how	well	the	team	is	performing	against	expectations	and	helps	identify	any	gaps	that	need	to	be	addressed.c.	Average	deal	sizeThis	KPI	provides	an	average	value	of	the	deals	closed	by	the	sales	team.	Its	a	useful	metric	for	understanding	the	profitability	of	sales	and	can	help	in	strategic	decision-making,	such	as	targeting	larger
deals	or	focusing	on	volume	sales.d.	Win	rateThe	win	rate	is	a	measure	of	the	sales	teams	success	in	closing	deals.	Its	calculated	by	dividing	the	number	of	won	deals	by	the	total	number	of	deals	pursued.A	high	win	rate	indicates	a	successful	sales	strategy	and	effective	sales	skills.e.	Lead-to-customer	conversion	rateThis	KPI	tracks	the	efficiency	of
the	sales	process	by	measuring	the	percentage	of	leads	that	become	paying	customers.It	provides	insights	into	the	effectiveness	of	the	teams	lead	nurturing	and	conversion	strategies.f.	Sales	cycle	lengthThis	KPI	measures	the	average	duration	from	the	initial	contact	with	a	lead	to	closing	the	sale.	A	shorter	sales	cycle	can	indicate	a	more	efficient
sales	process,	while	a	longer	cycle	may	suggest	potential	bottlenecks	that	need	to	be	addressed.g.	Sales	activitiesThis	KPI	tracks	the	number	of	sales-related	activities,	such	as	calls,	meetings,	and	emails,	completed	by	the	sales	team.It	provides	a	measure	of	the	teams	engagement	and	productivity	and	can	help	identify	areas	for	improvement	in	the
sales	process.h.	Sales	by	product,	region,	or	segmentThis	KPI	helps	identify	trends	and	patterns	in	sales	performance	across	different	products,	regions,	or	customer	segments.It	can	guide	strategic	decisions,	such	as	where	to	invest	resources	or	which	markets	to	target.i.	Customer	acquisition	costThis	KPI	measures	the	average	cost	of	acquiring	a
new	customer,	including	marketing	expenses,	sales	team	salaries,	and	other	related	costs.A	lower	CAC	indicates	a	more	cost-effective	sales	process.j.	Customer	lifetime	valueThis	KPI	estimates	the	total	revenue	a	business	can	reasonably	expect	from	a	single	customer	account.	It	helps	businesses	understand	how	much	they	should	be	willing	to	spend
to	acquire	and	retain	customers.k.	Sales	per	repThis	KPI	measures	the	average	revenue	generated	by	each	sales	representative.	It	can	help	identify	high-performing	reps	and	provide	insights	into	the	effectiveness	of	sales	training	and	development	programs.	Track,	share,	and	improve	your	hiring	process	with	real-time	recruiting	analytics	from
Workable.Try	our	reports	6.	Niche	strategies	in	sales	team	buildingOf	course,	every	team-building	strategy	has	niche	elements	to	them.	When	building	your	sales	team,	youre	likely	thinking	about	unique	high-level	priorities	that	are	specific	to	your	organizational	and	team	goals.These	can	include	the	following:a.	SpecializationSpecializing	allows	sales
teams	to	become	experts	in	their	chosen	field,	understanding	the	nuances	and	intricacies	of	the	industry.This	deep	knowledge	can	help	in	identifying	potential	clients	needs	and	providing	tailored	solutions,	leading	to	higher	customer	satisfaction	and	loyalty.b.	PersonalizationPersonalization	goes	beyond	just	knowing	the	customers	name.	It	involves
understanding	their	business,	their	challenges,	and	their	goals.By	offering	personalized	solutions,	sales	teams	can	show	customers	that	they	are	valued	and	understood,	which	can	lead	to	stronger	relationships	and	increased	sales.c.	Digital	marketingThis	ones	plainly	obvious,	but	better	to	have	more	information	than	less	so	that	its	on	the	sales	radar.
As	more	businesses	move	online,	digital	marketing	becomes	increasingly	important.	Sales	teams	can	use	digital	channels	to	reach	a	wider	audience,	engage	with	customers,	and	track	the	effectiveness	of	their	strategies.Digital	marketing	can	include	everything	from	email	campaigns	to	SEO,	content	marketing,	and	social	media	advertising.	This	is
more	in	marketings	realm,	but	sales	teams	will	do	well	to	align	closely	with	the	marketing	department	in	this	area.d.	Cross-selling	and	upsellingLike	digital	marketing,	this	isnt	a	de	facto	property	of	sales	but	rather,	customer	support	or	account	management.	Still,	by	understanding	the	full	range	of	their	companys	offerings,	sales	teams	can	work
closely	with	those	teams	to	identify	opportunities	to	offer	additional	value	to	customers.This	could	be	in	the	form	of	related	products	or	services	(cross-selling),	or	more	premium	versions	of	the	products	or	services	the	customer	is	already	using	(upselling).	This	strategy	can	increase	revenue	and	deepen	customer	relationships	ultimately	boosting
retention.e.	Social	sellingSocial	selling	involves	using	social	media	platforms	to	find	and	engage	with	potential	customers.	This	can	involve	sharing	valuable	content,	participating	in	discussions,	and	building	a	strong	online	presence.Social	selling	can	help	sales	teams	to	reach	a	wider	audience,	build	their	personal	brand,	and	establish	themselves	as
thought	leaders	in	their	industry.f.	CollaborationSales	teams	can	benefit	greatly	from	a	collaborative	approach,	where	members	work	together	to	share	insights,	strategies,	and	resources.	This	can	lead	to	more	innovative	solutions	and	a	more	cohesive	team	dynamic.Collaboration	can	also	extend	beyond	the	sales	team,	with	members	working	closely
with	other	departments	such	as	marketing,	customer	service,	and	product	development	to	ensure	a	unified	approach	to	customer	engagement.g.	Data-driven	decision	makingIn	the	era	of	big	data,	sales	teams	can	leverage	data	analytics	to	inform	their	strategies	and	decisions.	This	can	involve	analyzing	customer	behavior,	market	trends,	and	sales
performance	data	to	identify	opportunities	and	challenges.A	data-driven	approach	can	lead	to	more	targeted	and	effective	sales	strategies,	and	can	help	sales	teams	to	continuously	improve	and	adapt.h.	Customer	retentionWhile	attracting	new	customers	is	important,	retaining	existing	customers	can	often	be	more	cost-effective	and	valuable	in	the
long	run.Sales	teams	can	adopt	strategies	focused	on	customer	retention,	such	as	providing	exceptional	customer	service,	understanding	and	meeting	customer	needs,	and	building	strong,	long-term	relationships	with	customers.	This	can	lead	to	increased	customer	loyalty	and	repeat	business.7.	Additional	priorities	in	team	buildingThere	are	other
goals	you	may	be	thinking	about	when	building	your	sales	team	based	on	your	goals.	While	these	arent	necessarily	focused	on	the	actual	day-to-day	work,	they	are	important	ingredients	when	building	your	sales	team.	These	can	include:a.	Diversity	and	InclusionBuilding	a	diverse	and	inclusive	sales	team	can	bring	a	range	of	perspectives	and
experiences	to	your	business,	which	can	lead	to	more	innovative	solutions	and	better	understanding	of	a	diverse	customer	base.This	can	involve	hiring	people	of	different	genders,	races,	ages,	and	backgrounds,	and	fostering	an	inclusive	culture	where	everyone	feels	valued	and	respected.Read	more:	Learn	about	how	one-time	Workable	sales	leader
Rachel	Bates	established	gender	diversity	in	her	sales	team	in	Bostons	male-dominated	tech	sales	sector.b.	Training	and	developmentInvesting	in	ongoing	training	and	development	can	help	your	sales	team	to	continuously	improve	and	adapt	to	changing	market	conditions.This	can	involve	providing	training	in	areas	such	as	product	knowledge,	sales
techniques,	and	customer	service,	as	well	as	offering	opportunities	for	professional	development	and	career	progression.d.	Team	structureThe	structure	of	your	sales	team	can	have	a	significant	impact	on	its	effectiveness.	This	can	involve	decisions	about	the	size	of	the	team,	the	roles	and	responsibilities	of	different	team	members,	and	the	way	the
team	is	organized.For	example,	you	might	choose	to	have	separate	teams	for	different	stages	of	the	sales	process,	or	for	different	market	segments.	Or	you	might	have	full-cycle	sales	processes,	where	prospects	stay	with	the	same	sales	representative	through	the	entire	experience	with	a	company.d.	CommunicationGood	communication	is	crucial	for	a
successful	sales	team.	This	involves	ensuring	that	all	team	members	are	kept	informed	about	company	news,	product	updates,	and	sales	targets,	and	that	they	feel	comfortable	sharing	their	ideas	and	concerns.Regular	team	meetings,	one-on-one	check-ins,	and	effective	use	of	communication	tools	can	all	contribute	to	good	communication	within	the
team.8.	Additional	resourcesAdditional	reading	is	always	helpful.	Check	out	these	resources	for	a	deeper	dive	in	different	areas	of	sales	team	building.Building	a	sales	team	globally:	Do	it	right	with	these	6	easy	stepsIf	youre	entering	different	markets	around	the	world	or	your	company	is	already	positioned	that	way	this	article	bolsters	the	value	of
standardized	processes	when	building	a	global	sales	team.How	to	hire	a	sales	team:	5	tips	to	attract	talentThis	one	shares	tips	on	how	to	source	and	attract	the	right	talent	to	your	sales	teams,	including	utilizing	personal	networks,	encouraging	employee	referrals,	employing	efficient	evaluation	tools,	and	providing	competitive	compensation.How	to
hire	salespeoplePacked	with	actionable	tips,	this	in-depth	guide	gives	you	everything	you	need	to	know	about	hiring	salespeople,	including	sourcing	top	talent	via	referrals,	niche	job	boards,	and	social	media.	It	stresses	the	importance	of	clear	job	descriptions,	transparency,	and	evaluating	candidates	qualities	and	interest	in	the	job.Hiring	a	sales
team?	Avoid	these	4	candidatesJust	as	important	in	sales	team-building	success	is	who	not	to	hire.	This	article	identifies	four	types	of	candidates	to	be	cautious	of	during	the	recruitment	process.	It	offers	insights	into	potential	red	flags	and	pitfalls	to	avoid,	ensuring	you	hire	the	most	effective	salespeople	for	your	team.Inside	Workable:	Scaling	a	sales
team	successfullyWant	to	know	how	its	done	behind	the	scenes	at	Workable?	Were	happy	to	share	our	own	story	about	how	our	sales	leaders	doubled	its	sales	team	within	a	month	by	implementing	a	strategic	hiring	process.	The	importance	of	planning,	team	alignment,	and	quality	control	in	rapid	scaling	are	all	emphasized	here.Sales	career	path:	A
way	to	attract	and	retain	salespeopleHigh	turnover	rates	in	the	sales	industry	can	be	mitigated	by	investing	in	career	development.	Workables	one-time	sales	and	business	development	manager,	Paul	Mathieson,	and	former	account	executive	Olivia	Spector	discuss	the	importance	of	career	progression	for	a	happy	and	productive	sales	team	based	on
their	own	unique	career	trajectories.Behind	the	scenes	with	3	members	of	Workables	sales	teamThree	members	of	Workables	Athens-based	sales	team	share	insights	into	their	roles	and	experiences.	That	team,	consisting	of	Sales	Development	Representatives	(SDRs)	and	managers,	emphasizes	the	importance	of	understanding	the	needs	of	potential
clients	and	offering	tailored	solutions.	Despite	diverse	backgrounds,	the	team	members	highlight	the	value	of	continuous	learning,	adaptability,	and	a	positive	work	environment.And	finally	a	video!	This	panel	discusses	how	the	sales	market	in	Boston	has	evolved	and	how	finding	and	nurturing	talent	can	be	challenging.	They	suggest	building	a
network	and	having	constant	communication	with	recruiters	to	overcome	these	challenges.Does	this	all	seem	like	a	lot?	Sometimes	it	makes	sense	to	hire	a	sales	recruiter	who	can	specialize	in	bringing	the	very	best	salespeople	to	your	organization.	This	sales	recruiter	job	description	can	get	you	started.9.	Tools	to	help	you	get	thereBuilding	a	high-
performing	sales	team	often	goes	beyond	backfill	to	scaled	growth	within	a	short	time	as	you	look	to	capitalize	on	new	markets,	launch	a	new	product,	or	put	a	new	strategy	into	action.This	means	your	hiring	team	will	often	be	hiring	for	multiple	sales	roles	at	one	time	especially	in	the	entry-level	SDR/BDR	positions.	This	will	require	you	to	establish	a
scalable	recruitment	process	free	of	breakdowns.There	are	a	number	of	ways	you	can	establish	a	more	scalable	hiring	process	in	sales.	These	include:a.	Video	InterviewsAsynchronous	or	one-way	video	interviews	will	come	in	incredibly	handy	when	hiring	in	sales.	It	gives	you	an	opportunity	to	screen	numerous	candidates	in	one	sitting.Also,	because
sales	are	by	nature	very	public-facing,	you	will	want	to	be	able	to	assess	a	candidates	ability	to	speak	comfortably	and	at	length	on	an	assigned	topic	video	interviews	also	gives	you	that	opportunity	to	evaluate	a	candidate	in	this	way.Workable	Video	Interviews	is	a	great	tool	to	establish	this	process.b.	Automated	actionsWhen	youre	hiring	12	SDRs	in
a	short	time,	that	will	likely	involve	the	processing	of	hundreds	of	candidates	at	any	given	time.	Automating	parts	of	the	hiring	process	including	emails	that	trigger	when	a	candidate	has	applied	for	a	role	or	is	moved	to	the	next	stage,	for	example.	These	can	come	in	incredibly	handy	when	employer	ghosting	is	one	of	the	major	grievances	that
candidates	have	about	the	recruitment	process.When	you	have	a	lean	hiring	team	often	consisting	of	a	single	recruiter	and	one	or	two	hiring	managers	its	easier	to	manage	the	load	of	candidates	through	the	system	without	breakdown	when	you	have	automated	actions	as	a	feature	in	your	ATS.c.	AI	RecruiterSometimes,	youre	looking	to	hire	a
salesperson	in	a	very	niche	industry	or	youre	in	an	area	that	doesnt	have	the	talent	availability	that	other	areas	have.	This	means	you	might	need	to	do	the	legwork	to	find	the	right	candidates	for	your	roles	whether	thats	finding	and	contacting	passive	candidates	or	just	finding	the	candidates	who	arent	finding	you.That,	of	course,	is	a	tremendous
amount	of	added	work	for	any	recruiter	or	hiring	manager.	Workables	AI-powered	candidate	sourcing	engine	will	take	care	of	all	that	for	you.d.	Recruitment	marketingA	core	tenet	of	marketing	is	awareness.	If	a	sales	candidate	isnt	aware	that	youre	hiring,	they	wont	apply	for	your	job	in	other	words,	you	dont	exist	in	their	world.	Employer	brand
awareness	is	already	nailed	down	for	the	Googles	and	Microsofts	of	this	world,	but	its	a	little	more	challenging	if	youre	one	of	the	thousands	of	startups	in	San	Francisco	or	a	relatively	new	company	building	its	very	first	sales	team.Workables	numerous	tools	help	you	get	your	jobs	in	front	of	the	right	candidates	including	a	careers	page	builder,	one-
click	posting	to	more	than	200	job	sites,	and	even	custom	social	posts	designed	to	appear	in	a	specific	candidates	social	feed.e.	Interview	self-schedulingOne	of	the	most	annoying	elements	of	the	recruitment	process	is	the	back-and-forth	communications	between	sales	candidates,	recruiters,	hiring	managers,	and	executives	when	scheduling	times	for
interviews.Workables	self-scheduling	interview	feature	much	loved	by	recruiters	for	its	time-saving	benefits	will	circumvent	that	challenge	and	free	up	plenty	of	bandwidth	for	your	sales	hiring	teams	to	focus	on	the	important	parts	of	hiring.	For	example,	the	actual	interviewing.Learn	more	about	how	Workables	hiring	software	can	help	you	build	a
high-performing	sales	team	for	your	business.	You	can	also	manage	that	team	with	Workables	HRIS	which	comes	free	with	the	ATS.	Building	a	successful	sales	team	can	be	challenging.	Not	putting	time	and	effort	into	building	a	successful	sales	team	will	affect	all	areas	of	your	business,	especially	when	it	comes	to	meeting	your	business	overall
goals.In	this	post,	discover	expert	insight	from	sales	leaders	on	how	to	build	a	high-performing	sales	team	from	scratch.	1.	Build	a	culture	of	engagement.Anna	Taromchi,	Director	of	Sales	at	PartnerStack,	says	Building	a	successful,	high-growth	sales	team	starts	with	a	culture	that	supports	empathy,	curiosity,	and	the	persistence	to	grow.A	sales
culture	of	engagement	is	so	much	more	than	ping-pong	tables,	nerf	guns,	or	an	endless	number	of	SPIFs.	Employee	engagement	is	how	employees	think	and	feel	about	the	team	theyre	on,	and	how	they	act	(i.e.,	work)	based	on	those	thoughts	and	feelings.Dont	mistake	satisfaction	for	engagement,	though,	as	theyre	not	the	same	thing.	Heres	the
difference	between	a	satisfied	and	engaged	employee:Safety:	I	can	show	my	true	self	at	work	without	fear	of	negative	consequences.Meaning:	I	have	a	personal	why	behind	my	job.Capacity:	I	feel	capable	of	accomplishing	what	is	assigned	to	me.As	sales	leaders,	the	most	important	job	is	engaging	your	teams.	Aim	to	do	your	best	to	maximize	each
team	members	performance	and	motivate	them	every	day.	The	goal	is	to	have	teams	lean	forward	and	think	like	owners,	so	they	can	drive	business.	How	do	you	get	them	there?2.	Identify	the	skills	that	matter	most,	and	hire	for	them.Which	of	your	existing	reps	embody	the	elements	of	the	team	youre	hoping	to	build?	Think	about	the	reps	who
consistently	meet	quotes	and	drive	significant	revenue.	Think	about	the	traits	they	exhibit.	Are	they	coachable?	Ambitious?	Collaborative?	Challenging?	Hungry?Those	are	your	points	of	reference.	Every	leader	will	prioritize	different	traits,	but	make	sure	your	hiring	process	is	focused	on	asking	questions	that	help	you	uncover	candidates	that	possess
those	skills	and	will	help	your	team	go	above	and	beyond.3.	Set	clear	expectations.Knowing	what	is	expected	of	them	is	a	key	motivator	in	employee	engagement,	so	ensuring	your	reps	know	their	priorities	is	critically	important	to	developing	a	sales	team.	Take	the	time	to	set	expectations	for	your	team	based	on	your	overall	sales	goals	so	they	know
exactly	what	they	are	working	towards.One	way	to	do	this,	according	to	Alex	Olley,	co-Founder	and	CRO	of	Reachdesk,	is	to	Help	them	understand	what	quality	work	looks	like.	You	can	give	reps	examples	of	what	it	looks	like	to	succeed,	so	they	have	a	frame	of	reference.	For	example,	maybe	you	periodically	review	extremely	successful	sales	calls	so
reps	can	learn	from	them	and	model	their	behavior	off	of	those	winning	calls.4.	Give	your	teams	everything	they	need	to	succeed.If	you	have	a	sales	rep	that	is	focused	on	outbound	calls	but	you	havent	given	them	any	calls	training,	provided	scripts,	or	done	role-play,	youre	not	setting	that	rep	up	for	success	because	they	are	underprepared.Your	sales
teams	need	to	have	everything	they	need	to	succeed.	Olley	says,	Invest	in	them	[sales	reps].	Give	them	the	right	tools	to	succeed	across	multiple	channels	(email,	phone,	social,	gifting,	chat,	video,	data,	etc.).	Coach	and	develop	them.Championing	this	tip	involves	everything	from	thorough	onboarding	to	on-the-job	training	to	simply	ensuring	every	rep
has	a	place	to	work	that	is	comfortable,	motivating,	and	allows	them	to	meet	their	goals	on	a	day-to-day	basis.Aditya	Mohta,	Platform	and	Partner	Ecosystem	Marketing	at	Webex,	believes	in	this	tip	as	well	Great	team	leaders	focus	on	removing	hurdles	and	empowering	everyone	to	achieve	their	best.5.	Monitor	critical	sales	metrics.Jim	Blackie,	Chief
Revenue	Officer	at	ON24,	says,	You	must	be	clear	on	what	winning	looks	like	by	having	a	set	of	vital	metrics	that	you	manage	and	hold	everyone	accountable	to.	It	is	essential	to	keep	these	metrics	simple,	measurable,	and	visible	so	that	everyone	can	stay	aligned.So,	for	example,	say	you	have	a	yearly	revenue	goal.	A	leader	building	a	winning	sales
team	with	this	goal	in	mind	may	consistently	monitor	the	average	length	of	their	sales	cycle	to	ensure	that	everyone	stays	on	track	and	doesnt	get	stuck	on	unqualified	prospects	that	clog	up	the	pipeline	and	increase	cycle	length.6.	Give	consistent	feedback.Few	leaders	give	it	the	time	it	deserves	but,	if	you	want	your	team	to	get	better,	you	haveto
give	them	feedback.Because,	without	it,	reps	wont	know	what	theyre	doing	wrong,	or	what	theyre	doing	right.	Granted,	if	they	arent	closing	any	deals,	theyll	know	something	is	wrong,	but	they	wont	know	exactly	what	is	wrong.Periodically	taking	the	time	to	review	sales	rep	performance	and	have	conversations	with	them	about	their	performance	can
dramatically	improve	sales	performance.	Reps	will	know	what	behaviors	to	continue	doing,	know	what	needs	improvement,	and,	also,	feel	as	though	you	genuinely	value	them	and	their	position	on	the	team	because	you	take	the	time	to	ensure	they	can	succeed	at	their	jobs.7.	Share	customer	success	storiesBehind	every	cold	call	is	a	prospect	with	a
challenge	that	can	be	solved	and	its	important	to	remember	that	on	days	when	sales	feel	like	a	thankless	grind.Consider	sharing	customer	success	stories	about	how	your	product	or	service	helps	your	customers	and	allows	them	to	meet	their	needs.	It	can	motivate	your	employees	to	push	through	challenges	and	reminds	them,	even	on	the	most
difficult	days,	that	what	they	do	matters.8.	Encourage	reps	to	set	personal	goals.Communicating	sales	expectations	is	important,	but	its	also	critical	for	reps	to	understand	their	path	forward.	Nikita	Zhitkevich,	Director	of	Channel	Partnerships	and	Alliances	at	PartnerStack,	says	Its	critical	to	ensure	your	team	has	clearly	defined	goals	and
expectations	for	mapping	out	growth.Encourage	reps	to	think	about	where	they	want	to	be	and	how	their	current	day-to-day	will	help	them	get	there.	Setting	individual	development	goals	can	help	them	stay	motivated	to	remain	on	track	to	level	up	in	the	future.	Olley	says	allowing	salespeople	to	set	their	path	forward	is	extremely	important	Let	each
individual	find	the	right	path	to	progression	dont	dictate	where	they	will	go.	Not	every	BDR	wants	to	be	an	AE.9.Use	data	to	identify	engagement	issues.Too	often,	sales	leaders	use	gut	feel	to	make	important	decisions	about	the	entire	teams	performance.	No	one	should	do	that	not	even	on	small	teams.Instead,	sales	leaders	should	pay	attention	when
people	at	multiple	levels	of	performance	flag	the	same	issue.	For	example,	if	your	top,	average,	and	low-performing	reps	all	mention	fairness	when	theyre	asked	for	feedback	around	engagement,	you	know	youve	got	a	meaningful	issue	to	tackle.To	identify	your	teams	issues,	you	need	solid	engagement	data.	Otherwise,	youre	just	stabbing	in	the	dark.
Knowing	what	causes	disengagement	lets	you	prioritize	initiatives	that	unlock	performance.10.	Always	solve	for	the	customer.While	the	goal	of	sales	is	to	drive	growth	for	your	business,	it's	also	to	ensure	that	you	find	customers	that	will	succeed	with	the	help	of	your	business	once	you	close	a	sale.	Blackie	says,	To	build	a	winning	culture,	you	need
every	person	on	the	team	leaning	in	and	feeling	they	can	deliver	amazing	results	to	the	customer.Engage	Your	People	NowSales	leaders	want	to	work	with	people	who	lovetheir	jobs	and	welcome	inspiration	and	growth.	You	can	find	those	people,	and	you	can	move	your	whole	team	upward	by	surrounding	them	with	the	safety,	meaning,	and	capacity
they	need	to	excel	at	their	jobs.	Building	a	successful	sales	team	can	be	challenging.	Not	putting	time	and	effort	into	building	a	successful	sales	team	will	affect	all	areas	of	your	business,	especially	when	it	comes	to	meeting	your	business	overall	goals.In	this	post,	discover	expert	insight	from	sales	leaders	on	how	to	build	a	high-performing	sales	team
from	scratch.	1.	Build	a	culture	of	engagement.Anna	Taromchi,	Director	of	Sales	at	PartnerStack,	says	Building	a	successful,	high-growth	sales	team	starts	with	a	culture	that	supports	empathy,	curiosity,	and	the	persistence	to	grow.A	sales	culture	of	engagement	is	so	much	more	than	ping-pong	tables,	nerf	guns,	or	an	endless	number	of	SPIFs.
Employee	engagement	is	how	employees	think	and	feel	about	the	team	theyre	on,	and	how	they	act	(i.e.,	work)	based	on	those	thoughts	and	feelings.Dont	mistake	satisfaction	for	engagement,	though,	as	theyre	not	the	same	thing.	Heres	the	difference	between	a	satisfied	and	engaged	employee:Safety:	I	can	show	my	true	self	at	work	without	fear	of
negative	consequences.Meaning:	I	have	a	personal	why	behind	my	job.Capacity:	I	feel	capable	of	accomplishing	what	is	assigned	to	me.As	sales	leaders,	the	most	important	job	is	engaging	your	teams.	Aim	to	do	your	best	to	maximize	each	team	members	performance	and	motivate	them	every	day.	The	goal	is	to	have	teams	lean	forward	and	think	like
owners,	so	they	can	drive	business.	How	do	you	get	them	there?2.	Identify	the	skills	that	matter	most,	and	hire	for	them.Which	of	your	existing	reps	embody	the	elements	of	the	team	youre	hoping	to	build?	Think	about	the	reps	who	consistently	meet	quotes	and	drive	significant	revenue.	Think	about	the	traits	they	exhibit.	Are	they	coachable?
Ambitious?	Collaborative?	Challenging?	Hungry?Those	are	your	points	of	reference.	Every	leader	will	prioritize	different	traits,	but	make	sure	your	hiring	process	is	focused	on	asking	questions	that	help	you	uncover	candidates	that	possess	those	skills	and	will	help	your	team	go	above	and	beyond.3.	Set	clear	expectations.Knowing	what	is	expected	of
them	is	a	key	motivator	in	employee	engagement,	so	ensuring	your	reps	know	their	priorities	is	critically	important	to	developing	a	sales	team.	Take	the	time	to	set	expectations	for	your	team	based	on	your	overall	sales	goals	so	they	know	exactly	what	they	are	working	towards.One	way	to	do	this,	according	to	Alex	Olley,	co-Founder	and	CRO	of
Reachdesk,	is	to	Help	them	understand	what	quality	work	looks	like.	You	can	give	reps	examples	of	what	it	looks	like	to	succeed,	so	they	have	a	frame	of	reference.	For	example,	maybe	you	periodically	review	extremely	successful	sales	calls	so	reps	can	learn	from	them	and	model	their	behavior	off	of	those	winning	calls.4.	Give	your	teams	everything
they	need	to	succeed.If	you	have	a	sales	rep	that	is	focused	on	outbound	calls	but	you	havent	given	them	any	calls	training,	provided	scripts,	or	done	role-play,	youre	not	setting	that	rep	up	for	success	because	they	are	underprepared.Your	sales	teams	need	to	have	everything	they	need	to	succeed.	Olley	says,	Invest	in	them	[sales	reps].	Give	them	the
right	tools	to	succeed	across	multiple	channels	(email,	phone,	social,	gifting,	chat,	video,	data,	etc.).	Coach	and	develop	them.Championing	this	tip	involves	everything	from	thorough	onboarding	to	on-the-job	training	to	simply	ensuring	every	rep	has	a	place	to	work	that	is	comfortable,	motivating,	and	allows	them	to	meet	their	goals	on	a	day-to-day
basis.Aditya	Mohta,	Platform	and	Partner	Ecosystem	Marketing	at	Webex,	believes	in	this	tip	as	well	Great	team	leaders	focus	on	removing	hurdles	and	empowering	everyone	to	achieve	their	best.5.	Monitor	critical	sales	metrics.Jim	Blackie,	Chief	Revenue	Officer	at	ON24,	says,	You	must	be	clear	on	what	winning	looks	like	by	having	a	set	of	vital
metrics	that	you	manage	and	hold	everyone	accountable	to.	It	is	essential	to	keep	these	metrics	simple,	measurable,	and	visible	so	that	everyone	can	stay	aligned.So,	for	example,	say	you	have	a	yearly	revenue	goal.	A	leader	building	a	winning	sales	team	with	this	goal	in	mind	may	consistently	monitor	the	average	length	of	their	sales	cycle	to	ensure
that	everyone	stays	on	track	and	doesnt	get	stuck	on	unqualified	prospects	that	clog	up	the	pipeline	and	increase	cycle	length.6.	Give	consistent	feedback.Few	leaders	give	it	the	time	it	deserves	but,	if	you	want	your	team	to	get	better,	you	haveto	give	them	feedback.Because,	without	it,	reps	wont	know	what	theyre	doing	wrong,	or	what	theyre	doing
right.	Granted,	if	they	arent	closing	any	deals,	theyll	know	something	is	wrong,	but	they	wont	know	exactly	what	is	wrong.Periodically	taking	the	time	to	review	sales	rep	performance	and	have	conversations	with	them	about	their	performance	can	dramatically	improve	sales	performance.	Reps	will	know	what	behaviors	to	continue	doing,	know	what
needs	improvement,	and,	also,	feel	as	though	you	genuinely	value	them	and	their	position	on	the	team	because	you	take	the	time	to	ensure	they	can	succeed	at	their	jobs.7.	Share	customer	success	storiesBehind	every	cold	call	is	a	prospect	with	a	challenge	that	can	be	solved	and	its	important	to	remember	that	on	days	when	sales	feel	like	a	thankless
grind.Consider	sharing	customer	success	stories	about	how	your	product	or	service	helps	your	customers	and	allows	them	to	meet	their	needs.	It	can	motivate	your	employees	to	push	through	challenges	and	reminds	them,	even	on	the	most	difficult	days,	that	what	they	do	matters.8.	Encourage	reps	to	set	personal	goals.Communicating	sales
expectations	is	important,	but	its	also	critical	for	reps	to	understand	their	path	forward.	Nikita	Zhitkevich,	Director	of	Channel	Partnerships	and	Alliances	at	PartnerStack,	says	Its	critical	to	ensure	your	team	has	clearly	defined	goals	and	expectations	for	mapping	out	growth.Encourage	reps	to	think	about	where	they	want	to	be	and	how	their	current
day-to-day	will	help	them	get	there.	Setting	individual	development	goals	can	help	them	stay	motivated	to	remain	on	track	to	level	up	in	the	future.	Olley	says	allowing	salespeople	to	set	their	path	forward	is	extremely	important	Let	each	individual	find	the	right	path	to	progression	dont	dictate	where	they	will	go.	Not	every	BDR	wants	to	be	an
AE.9.Use	data	to	identify	engagement	issues.Too	often,	sales	leaders	use	gut	feel	to	make	important	decisions	about	the	entire	teams	performance.	No	one	should	do	that	not	even	on	small	teams.Instead,	sales	leaders	should	pay	attention	when	people	at	multiple	levels	of	performance	flag	the	same	issue.	For	example,	if	your	top,	average,	and	low-
performing	reps	all	mention	fairness	when	theyre	asked	for	feedback	around	engagement,	you	know	youve	got	a	meaningful	issue	to	tackle.To	identify	your	teams	issues,	you	need	solid	engagement	data.	Otherwise,	youre	just	stabbing	in	the	dark.	Knowing	what	causes	disengagement	lets	you	prioritize	initiatives	that	unlock	performance.10.	Always
solve	for	the	customer.While	the	goal	of	sales	is	to	drive	growth	for	your	business,	it's	also	to	ensure	that	you	find	customers	that	will	succeed	with	the	help	of	your	business	once	you	close	a	sale.	Blackie	says,	To	build	a	winning	culture,	you	need	every	person	on	the	team	leaning	in	and	feeling	they	can	deliver	amazing	results	to	the	customer.Engage
Your	People	NowSales	leaders	want	to	work	with	people	who	lovetheir	jobs	and	welcome	inspiration	and	growth.	You	can	find	those	people,	and	you	can	move	your	whole	team	upward	by	surrounding	them	with	the	safety,	meaning,	and	capacity	they	need	to	excel	at	their	jobs.	Want	to	do	a	good	job	on	increasing	your	teams	sales?	As	a	sales	manager,
youre	ultimately	responsible	for	hitting	your	companys	monthly	or	quarterly	sales	goals,	but	you	cant	do	it	by	yourself.	Even	if	you	personally	worked	the	phones	all	day	long,	youd	still	need	a	team	of	sales	professionals	and	a	streamlined	system	in	place	to	grow	your	business	and	meet	your	quotas.	For	many	companies,	sales	teams	are	the	ultimate
growth	enginewhich	makes	effective	sales	rep	recruitment	tremendously	important.	Building	a	successful	sales	team	means	hiring	sales	talent	that	synergizes	well	and	providing	your	team	with	all	the	resources	they	need	to	reach	their	goalsfrom	motivation	and	professional	development	to	up-to-date	equipment,	software	tools,	and	rewards.	These
investments	will	help	sales	teams	fill	their	pipelines	and	make	more	sales.	Ack,	that	sounds	like	so	much!	How	can	I	build	a	sales	team?	What	steps	do	I	need	to	take?	Dont	worry,	were	here	to	assist	with	building	your	team.	In	this	guide	well	share	18	tips	for	building	a	sales	team	thats	successful,	reliable	and	enjoys	their	work.	First	things	first,	when
creating	a	sales	team,	you	need	to	hire	your	sales	team	members	strategically.	Figuring	out	the	right	time	to	hire,	nailing	down	the	responsibilities	and	expectations	of	the	sales	role,	and	understanding	how	to	evaluate	and	select	the	best	talent	can	make	or	break	your	business.	And	rightfully	so:	If	you	hire	the	wrong	person	when	creating	a	sales
team,	it	can	end	up	costing	your	company	a	fortune	to	find,	hire,	onboard,	and	train	a	replacement.	Read	on	to	learn	essential	tips	in	the	sales	talent	acquisition	process	when	building	your	team.	Imagine	this	scenario:	You	recently	put	out	a	job	listing	for	a	new	salesperson.	Out	of	the	resumes	you	received,	one	comes	from	an	applicant	who	has	been
in	sales	for	25	years,	and	one	applicant	is	fresh	out	of	college	and	hasnt	held	a	sales	position	yet.	Its	going	to	be	up	to	you	to	decide	not	only	who	you	hire	but	why	you	hire	them.	Its	also	important	to	consider	timing.	Before	you	go	in	search	of	the	perfect	sales	rep,	youll	want	to	make	sure	its	actually	the	right	time	to	hire	one,	whether	youre	just
starting	to	build	out	your	sales	team	or	youre	looking	to	expand	the	one	you	have.	New	hires	should	be	hired	not	only	when	theyre	likely	to	make	a	positive	impact	on	your	business	but	also	when	youre	ready	to	onboard	them	and	provide	training	and	support.	You	will	need	to	take	a	look	at	your	current	sales	environment.	Who	do	you	already	have	on
staff?	What	skills	might	some	of	them	be	lacking	which	could	be	met	with	a	new	hire?	Need	someone	with	experience	who	can	hit	the	ground	running?	Better	hire	the	veteran	with	all	that	experience.	Need	someone	who	may	not	have	any	preconceived	notions	of	what	sales	is	supposed	to	be	but	is	overly	enthusiastic	and	willing	to	try	out	all	sorts	of
tactics?	Make	an	appointment	with	the	newbie	out	of	college.	Dont	just	make	sales	recruitment	decisions	based	on	I	need	a	body	in	that	seat.	Make	the	decision	based	on	who	you	need,	for	what	position,	and	what	role	they	can	play	when	building	your	sales	team.	The	goal	is	to	build	a	successful	team,	not	just	fill	seats	with	any	warm	body.	If	youre
building	a	sales	team	from	scratch,	the	first	thing	to	consider	is	your	customers	buying	process.	How	many	people	need	to	sign	off	on	the	purchase	decision?	Are	there	multiple	friction	points	that	may	prevent	them	from	doing	so?	When	you	have	a	map	of	this	journey,	youre	able	to	see	how	many	sales	team	members	could	make	a	complete	team,	plus
where	they	can	specialize.	This	means	you	have	an	idea	of	the	skills	youll	need	for	each	hire,	making	the	sales	recruitment	process	go	that	much	smoother	for	building	a	new	sales	team.	Every	sales	team	member	has	a	slightly	different	role,	whether	its	simply	a	specialty	with	certain	demographics	or	they	have	entirely	separate	responsibilities.	When
building	your	team,	your	team	might	consist	of:	Sales	managers	Account	executives	Sales	specialists	Customer	service	representatives	Before	you	bring	other	people	into	these	roles,	take	the	time	to	understand	them	yourself.	Youll	know	how	each	role	is	different	but	just	as	essential	for	your	success.	Plus,	youll	be	smarter	about	hiring	the	right
people	for	the	roles	that	fit	their	credentials.	Build	out	as	much	of	a	structure	as	possible	before	your	first	hire,	including	a	playbook,	scripts,	and	an	initial	sales	process	based	on	everything	youve	done	so	far	because	that	will	help	your	first	sales	hires	be	successful	from	the	start.	One	of	the	most	important	things	you	can	do	when	building	a	sales
team	is	to	ensure	you	create	one	that	fits	the	scale	of	your	business.	If	youre	a	smaller	business,	you	dont	need	to	have	a	large,	full-sized	sales	team.	Similarly,	if	youre	a	large	business	with	a	significant	number	of	customers	and	leads,	you	want	to	build	a	sales	team	with	personnel	to	support	that.	If	youre	a	small	business,	your	sales	team	can	grow	as
you	grow.	Consider	starting	with	one	or	two	representatives	who	can	make	sales	calls,	then	hire	for	more	roles	as	your	business	increases	in	size.	As	a	larger	business,	it	might	be	best	to	start	with	hiring	a	sales	manager(s)	as	well	as	sales	representatives.	Another	element	you	have	to	consider	when	recruiting	salespeople	to	build	a	sales	team,	is	your
business	strategy,	particularly	in	relation	to	your	forecasting	for	the	year	ahead.	Consider	your	planned	activity	for	the	coming	year,	quarter	by	quarter,	before	deciding	whether	to	hire	a	new	sales	rep.	Here	are	some	other	signs	that	you	may	be	due	for	a	sales	personnel	increase.	Lead	flow:	An	increase	in	lead	flow	indicates	that	it	may	be	a	good	idea
to	add	new	hires	to	your	sales	team.	If	you	have	the	lead	flow	coming	in	and	can	support	another	person	on	the	team,	its	a	good	sign	to	start	hiring.	New	product	or	service	rollout:	If	youre	rolling	out	new	products	or	services	to	the	market,	it	could	be	another	sign	to	expand	your	sales	team.	The	logic	here	is	simple:	If	you	reassign	your	existing	sales
reps	to	the	new	products,	youll	be	spreading	your	current	team	too	thin,	and	sales	for	your	existing	products	may	suffer	as	a	result.	Targeting	a	new	market	segment:	Its	important	to	hire	new	sales	reps	if	youll	be	targeting	a	different	market	segment.	A	new	product	offering	will	have	a	separate	business	use	case	and	a	unique	value	proposition,	so	it
often	makes	sense	to	expand	your	team	so	that	you	can	segregate	your	sales	efforts	by	product	and	target	market.	Clearly	defined	expectations	make	sales	teams	more	efficient	and	more	motivated	to	do	their	part.	Setting	them	begins	in	the	sales	recruitment	process.	To	bring	in	the	best	talent	for	the	roles	you	have,	start	by	making	detailed,	accurate
job	descriptions.	This	will	let	potential	hires	know	whether	theyll	be	a	good	fit.	Accurate	job	descriptions	also	increase	the	likelihood	of	only	the	most	qualified	candidates	applying,	reducing	your	teams	workload.	Start	by	building	a	job	profile	for	the	salesperson	you	want	to	bring	to	the	team.	A	job	profile	differs	from	a	job	description	because	instead
of	focusing	on	your	companys	culture	or	product,	it	outlines	what	it	will	actually	look	like	to	be	in	the	position.	Include	crucial	information	that	helps	applicants	understand	how	theyll	be	selling.	For	example,	will	it	be	a	six-week	cycle	or	a	two-year	cycle?	What	is	the	price	and	value	of	the	product	or	service?	Who	are	the	decision-makers	they	need	to
call?	Will	they	mainly	be	talking	to	new	prospects	or	upselling	to	established	clients?	Looking	at	a	salespersons	past	experiences	and	successes	is	useful,	but	its	the	job	profile	that	will	uncover	whether	theyre	an	ideal	fit	for	the	role	youre	looking	to	fill.	Now,	its	time	to	build	your	team.	Your	recruitment	team	can	reach	out	to	new	sales	recruits	online,
or	you	can	look	internally	and	see	if	anyone	is	due	for	a	promotion.	This	goes	back	to	knowing	who	you	need	to	hire.	Consider	whether	you	need	someone	who	knows	your	companys	values	or	youd	rather	bring	in	new	ideas	from	outside	representation.	The	traits	you	should	look	for	in	a	perfect	sales	rep	include	a	history	of	measurable	impact	in	a
previous	sales	role,	as	well	as	intangible	attributes	like	soft	skills	and	passion.	Heres	the	thing:	The	role	of	your	sales	team	is	to	demonstrate	how	your	product	or	service	can	improve	their	prospects	lives	and	make	them	more	successful.	To	do	this,	your	sellers	job	goes	beyond	the	words	and	statistics	they	say	and	extends	to	their	tone	and	their	ability
to	tell	stories	that	prospects	can	relate	to.	A	great	rep	in	a	sales	team	truly	understands	the	uniqueness	of	their	challenges	and	goals,	and	finds	a	way	to	communicate	solutions	that	make	prospects	more	successful.	Here	are	some	things	to	keep	in	mind	as	you	qualify	your	initial	applicants	to	progress	to	the	interview	stage.	When	a	new	salesperson
joins	your	team,	youre	not	only	investing	in	their	compensation.	Youre	also	investing	time	and	company	resources	to	hire,	onboard,	and	train	them,	all	with	the	goal	of	increasing	revenue.	If	you	hired	the	wrong	person,	you	didnt	just	lose	the	time	and	money	it	took	you	to	get	that	person	on	board.	You	also	have	severance	costs,	the	lost	sales	they
hadnt	brought	in,	the	reduced	productivity	of	the	rest	of	the	team	operating	in	damage	control	mode,	and	the	opportunity	cost	of	not	hiring	a	better	candidate.	Before	you	get	to	the	hiring	process,	youll	want	to	filter	your	applicants	and	recommended	candidates	based	on	an	ideal	candidate	profile.	This	way,	you	can	quickly	identify	good	matches	for
the	position	and	move	them	to	the	interview	stage.	To	help	this	process	along,	we	suggest	following	an	acronym	called	SEARCH	to	define	the	candidate	profile	and	the	skills,	experiences,	and	results	that	should	match	the	job	profile.	The	acronym	stands	for:	Skills	the	candidate	needs	to	have	to	become	a	top	performer	in	the	role	Experiences	from
their	past	work	Attitude	they	use	when	working	(e.g.,	What	is	their	mindset?	Can	they	demonstrate	a	collaborative	attitude	if	the	role	calls	for	it?)	Results	that	they	bring	from	their	existing	job,	like	the	type	of	prospects	theyre	currently	selling	to	Cognitive	skills	(e.g.	Do	they	do	pre-call	planners?	Are	they	using	a	CRM,	and	if	so,	how?)	Habits	they
need	to	have	Once	you	align	these	traits	with	the	specific	job	profile,	you	will	have	an	easier	time	determining	if	a	person	is	a	match	for	the	role.	After	youve	decided	its	time	to	hire	a	sales	rep	and	you	confidently	know	who	youre	looking	for,	its	time	to	get	to	work.	A	strategic	sales	team	hiring	process	goes	beyond	simply	asking	questions,	accepting
the	answers,	and	settling	on	the	best	candidate	out	of	those	who	applied.	Considering	the	steep	costs	of	a	sales	mis-hire,	a	long-term	approach	is	the	only	right	way	to	look	at	sales	hiring.	It	takes	a	significant	investment	of	time	and	resources	to	get	a	new	hire	from	starting	level	to	a	high	level	of	competency	and	performance.	If	this	investment	results
in	a	lackluster	performance,	it	can	devastate	your	bottom	line.	The	key	is	to	take	your	time.	Dont	rush	things	in	the	sales	hiring	process.	Identify	the	right	person,	and	wait	for	them.	The	biggest	struggle	companies	have	in	sales	recruitment	is	impatience	to	hire	talent	as	soon	as	possible.	But	remember:	If	you	hire	the	right	salespeople,	success	will
come	quickly	and	for	a	long	period	of	time.	If	you	hire	the	wrong	people,	you	have	to	fix	that	mistake,	and	it	may	take	you	a	solid	year	and	a	half	to	do	so.	Instead	of	imposing	a	hard	deadline	on	your	sales	recruitment	process,	its	better	to	wait	for	the	candidate	who	fits	every	element	of	your	job	profile,	even	if	it	takes	months	longer.	This	patience	will
pay	off	for	years.	By	now,	you	have	your	candidate	profile,	and	youve	committed	to	waiting	as	long	as	you	have	to	in	order	to	hire	the	right	person.	So,	how	are	you	going	to	test	your	candidates?	What	are	the	specific	steps	you	can	take	to	discover	and	identify	those	perfect	sales	hires?	Experts	suggest	a	technique	called	reversing.	This	strategy
reverses	the	flow	of	information	from	candidates	to	you	rather	than	from	you	to	the	candidates,	and	its	a	way	to	uncover	the	true	intent	behind	a	response	or	a	question.	For	example,	an	ineffective	interviewer	will	say	something	like,	One	of	the	important	skills	were	looking	for	here	is	prospecting.	How	do	you	feel	about	that?	What	are	your
prospecting	skills	like?	The	candidate	knows	what	you	expect	to	hear,	and	theyll	tell	you	that.	Instead,	reframe	the	questions	so	that	they	require	them	to	speak	about	their	experience	and	provide	real	examples.	This	will	make	it	harder	for	them	to	come	up	with	a	rehearsed	answer.	If	you	ask	them	about	the	ways	they	get	clients	at	their	current	job
and	their	answer	is	From	a	lot	of	different	places,	peel	back	the	onion	and	ask	a	follow-up	question.	You	can	also	use	the	reversing	technique	when	your	candidate	asks	you	a	question.	Lets	say	the	candidate	is	wondering	how	theyll	get	leads	at	your	company.	A	bad	response	would	be	to	explain	a	good	marketing	strategy	you	have	in	place.	Instead,
you	can	say,	Great	question.	How	do	you	get	your	leads	now?	The	candidate	might	say,	I	have	to	get	them	myself,	and	its	harder	since	were	on	commission.	You	can	follow	up	with	How	would	you	like	to	generate	leads?	and	if	the	candidate	responds	with	something	like,	I	think	creating	leads	isnt	the	best	use	of	my	time,	the	company	should	secure
them,	youll	know	how	this	person	feels	about	prospecting,	and	youll	be	able	to	compare	it	with	the	job	requirement.	When	youre	adding	new	members	to	your	sales	team,	its	crucial	to	involve	the	entire	team	in	the	sales	hiring	process.	Have	the	candidate	get	to	know	the	type	of	people	theyd	be	working	withand	vice	versaand	decide	if	it	would	be	a
good	environment	for	them.	If	the	candidate	feels	excited	about	working	with	the	team,	and	can	clearly	articulate	why	theyre	a	good	fit	for	the	company,	then	you	have	a	potential	new	hire	that	is	a	long-term	fit.	Otherwise,	if	your	sales	team	members	take	the	time	to	explain	why	a	candidate	may	not	be	a	good	fit	after	working	with	them,	its	important
to	listen.	Hiring	despite	valid	protests	can	negatively	impact	the	team,	so	its	very	important	to	take	their	feedback	into	consideration.	Related:	Why	Increasing	the	Diversity	of	Your	Sales	Team	Improves	Your	Bottom	Line	The	Sell	to	Win	Playbook	collects	55	of	the	best	expert	sales	tips	weve	ever	published.	Download	it	today!GET	THE	PLAYBOOK
Now	that	youve	found	the	ideal	new	hire,	its	time	to	show	them	the	ropes.	These	tips	will	help	you	make	sure	you	cover	all	your	bases	when	getting	your	sales	rep	acclimated.	Check	out	our	sales	rep	onboarding	guide	for	a	more	detailed	look	into	the	onboarding	process.	Your	training	and	onboarding	process	needs	to	give	your	new	sales	reps
everything	they	need	to	succeed.	During	the	first	few	weeks	of	your	new	hires	employment,	give	them	resources	to	understand	your	companys	goals,	the	average	sales	process,	and	common	troubleshooting	options.	The	onboarding	process	can	be	more	than	reading	articles	and	taking	quizzes,	though,	especially	when	youre	hiring	a	group	of	people	at
once.	Take	them	through	role-play	scenarios	so	they	can	understand	how	to	react	in	real-world	situations.	Assign	your	favorite	books	on	the	sales	process	and	have	discussions	about	the	most	crucial	parts.	The	onboarding	process	lays	the	foundation	for	a	new	hires	entire	career	with	your	company.	Its	up	to	you	to	make	it	comprehensive	enough	to
ensure	success.	If	you	created	the	job	profile	outlined	in	the	previous	section,	the	expectations	conversation	should	go	smoothly.	Otherwise,	it	is	important	to	set	expectations	of	your	new	sales	reps	responsibilities	as	early	as	possible.	Let	your	new	sales	rep	understand	what	their	average	day	should	look	like	and	the	metrics	and	expectations	by	which
they	can	regularly	measure	their	success.	Let	this	be	a	two-way	conversation:	allow	your	new	team	member	to	outline	what	they	expect	they	can	accomplish	and	compare	it	to	what	youd	expect.	Its	important	also	to	give	space,	especially	in	the	first	few	months,	for	trial-and-error	as	your	new	recruit	grows	accustomed	to	their	role.	Of	course,	everyone
on	your	team	wants	to	get	paid.	Its	one	of	the	top	things	your	prospective	hires	will	look	at,	so	be	sure	to	have	clear	guidelines	about	whether	your	compensation	is	based	on:	Salary:Regardless	of	sales,	you	pay	your	reps	the	same	rate,	whether	its	a	yearly	salary	or	hourly	rate.	Commission:Your	reps	payment	is	based	on	how	much	profit	they	can
bring	back	to	your	business.	Commission-based	compensation	often	has	a	low	base	pay	rate	supplemented	by	sales	completed.	Before	you	make	your	decision,	do	some	research	on	your	average	buyers	shopping	habits.	Whats	the	ratio	of	first-time	buyers	to	upsellers?	If	youre	going	with	a	commission-based	strategy,	will	that	change	how	you
compensate	your	team?	You	want	to	maximize	your	bottom	line,	but	you	also	have	to	pay	your	team	enough	to	motivate	them.	By	understanding	how	your	customers	buy	and	the	number	of	sales	you	can	expect	from	any	one	rep,	you	can	get	the	best	of	both	worlds.	DOWNLOADUnsure	which	sales	process	stages	are	right	for	your	company?Our	16
Sales	Process	Templates	for	B2B	Pipelines	provide	top	examples	of	how	companies	just	like	yours	structure	their	sales	processes.DOWNLOAD	THE	FREE	TEMPLATES	Sales	rep	retention	is	important	for	business	growth.	And	making	sure	that	your	team	members	feel	like	theyre	growing	and	learning	in	their	roles	is	critical	to	encouraging	them	to
stay	in	their	position.	Here	are	some	tips	for	nurturing	your	new	hires	and	existing	team	members.	Remember	when	selling	meant	literally	combing	through	the	Yellow	Pages	and	calling	all	the	phone	numbers	in	hopes	of	reaching	a	live	person	willing	to	buy	your	product?	No?	Well,	thats	how	it	was	done!	Now,	imagine	if	you	had	your	team	working
such	an	outdated	technique.	They	wouldnt	be	all	that	successful!	Being	successful	in	sales	today	requires	constant	preparation,	practice,	classes,	and	education.	New	techniques	are	constantly	being	developed	and	optimizedthink	ringless	voicemails,	location-based	text	marketing,	and	advanced	CRM	software	that	automates	data	entry	and	time-
wasting	tasks.	Sales	teams	will	need	consistent	help	staying	up-to-date	with	industry	norms,	best	practices,	new	software,	and	better	sales	techniques.	To	ensure	their	(and	your)	success,	help	them	out	by	offering	education	like	online	classes,	books	on	selling,	attendance	at	sales	seminars,	and	other	learning	opportunities.	Related:	13	Things
Successful	Sales	Reps	Do	Every	Week	In	the	spirit	of	continuous	improvement	and	learning,	you	can	incentivize	and	encourage	your	team	to	develop	skills	that	will	improve	their	sales	performance,	as	well	as	your	revenue.	This	can	look	like:	Notifying	team	members	of	skill-building	seminars/webinars	and	encouraging	them	to	attend	by	providing	paid
leave,	transport,	or	some	other	incentive	for	them	to	attend	and	return	to	relay	what	theyve	learned	to	the	rest	of	the	team.	Keeping	an	online	library	of	resources	for	team	members	to	check	out	and	be	rewarded	for	reading/implementing	Encouraging	mentorship	programs	in	larger	teams,	where	you	can	offer	an	incentive	for	more	experienced	team
members	to	mentor	new	hires.	Steps	such	as	these	help	to	encourage	a	willingness	to	learn	and	a	growth	mindset	in	your	sales	team.	You	wouldnt	set	out	on	a	long	drive	with	the	family	without	any	idea	of	how	to	get	where	youre	going,	would	you?	The	same	should	be	true	for	your	sales	teams	daily	work	life.	Work	with	your	team	to	set	realistic	goals
for	the	group	and	for	individuals.	No	one	understands	your	business,	your	clients	and	customers,	or	your	market	better	than	you	do,	so	it	will	be	up	to	you	to	set	whatever	goals	you	deem	necessary	for	the	team	to	meet.	Make	them	too	unrealistic,	and	motivation	could	fall.	Make	them	too	easy,	and	your	team	will	coast	at	the	end	of	the	month	instead
of	hustling.	Goals	can	be	set	on	a	weekly,	monthly,	or	quarterly	basis,	always	keeping	in	mind	what	you	would	like	your	year-over-year	progress	to	look	like.	For	instance,	last	year,	you	had	10%	more	sales	than	the	previous	year	would	it	be	ok	to	set	a	15%	revenue	increase	goal	for	this	year?	(Btw,	Nutshells	reporting	software	can	help	you	set	sales
targets	that	will	compel	your	team	to	give	their	best	efforts	without	driving	them	insane.)	Whether	these	goals	are	big	and	scary,	Were	never	going	to	get	there,	but	we	might	as	well	try	type	goals,	or	reasonable,	Lets	try	to	set	five	more	appointments	this	month	goals,	teams	thrive	when	they	have	clear,	easy-to-understand	goals	to	shoot	for.	One	of
the	best	ways	people	learn	is	by	receiving	feedback	from	their	peers	and	superiors.	Whether	its	positive	or	negative,	sales	representatives	need	to	know	what	theyre	doing	right	or	wrong	in	order	to	improve.	As	a	manager,	its	your	job	to	stay	in	touch	with	your	sales	team	and	regularly	provide	helpful	feedback	and	encouragement	to	them.	If	you
notice	someone	doing	an	exceptional	job,	let	them	know	so	they	can	continue	to	be	a	positive	influence	on	your	sales.	If	you	notice	a	sales	rep	underperforming,	let	them	know	about	the	situation	and	work	with	them	to	find	solutions	to	the	problem.	Providing	feedback	to	sales	representatives	isnt	simply	pointing	out	what	theyre	doing	wrong;	its	about
helping	them	improve	and	better	themselves	so	everyone	can	work	to	the	best	of	their	ability.	At	the	same	time,	dont	discourage	your	representatives	from	offering	their	own	feedback	as	well.	Just	as	your	team	can	benefit	from	feedback,	so	can	you.	One	of	the	key	tips	for	building	a	successful	sales	team	is	to	listen	to	your	team	and	make	sure	they
know	their	thoughts,	opinions,	and	ideas	matter	to	you.	Your	sales	representatives	are	on	the	front	lines,	so	to	speak.	This	means	they	know	what	systems	and	processes	work	when	it	comes	to	successfully	reeling	in	and	converting	sales	leads.	If	they	come	to	you	about	making	improvements	to	processes	within	the	sales	department,	hear	them	out.	A



good	manager	listens	to	their	team	and	works	with	them	to	help	create	a	work	environment	thats	constantly	improving.	As	a	sales	manager,	you	are	as	much	an	overseer	as	a	solution	provider	for	your	sales	team.	If	you	notice	issues	that	could	be	solved	more	efficiently,	it	would	be	your	responsibility	to	do	so.	Here	are	some	shortand	long-term
solutions	for	empowering	your	sales	team.	As	mentioned	earlier,	salespeople	used	to	have	to	dig	through	the	Yellow	Pages	for	contact	information.	Those	days	are	long	gone,	and	your	team	should	be	set	up	to	take	advantage	of	all	the	amazing	software	available	to	them.	For	example,	a	modern	sales	automation	platform	might	have	features	like
personal	email	sequences,	which	send	an	automated	series	of	templated	emails	to	your	contacts,	or	click-to-call,	which	is	exactly	what	it	sounds	like:	you	click	a	number	in	your	database,	and	the	call	is	automatically	made	and	recorded.	Once	the	call	is	over,	it	is	logged	for	future	reference.	Thanks	to	always-improving	technology,	todays	salespeople
have	access	to	automation	tools,	collaboration	software,	remote	access	to	sales	materials,	and	cloud-based	CRMs	to	make	their	jobs	quicker	and	easier	than	in	the	past.	Be	sure	to	give	them	the	right	tools	for	the	job!	Nutshell	has	what	youre	looking	for.Explore	Nutshells	Features	Sales	can	be	a	difficult	gig,	and	if	you	hadbecome	a	sales	manager	after
being	a	salesperson,	you	know	this	deep	down.	Some	days	are	just	plain	bad,	filled	with	rejection	and	hangups.	So	why	do	people	keep	showing	up	for	work?Why	wouldyoukeep	showing	up	for	work?	Humans	need	the	motivation	to	continue	pushing	uphill,	even	when	faced	with	constant	challenges.	You	can	give	your	sales	team	that	motivation	by
offering	incentives	for	meeting	and	beating	goals,	going	above	and	beyond,	and	finding	new	lead	sources	for	their	pipelines.	Whether	those	incentives	include	money,	days	off,	extra	vacation	time,	flex	time,	or	some	other	form	of	award,	keeping	your	team	motivated	will	pay	off	and	help	you	meet	your	benchmarks.	Related:How	to	Use	Slack	to
Motivate	Your	Sales	Team	How	can	you	know	how	your	sales	team	is	doing	sales-wise	if	you	arent	tracking	progress	and	results?	All	the	calls	in	the	world	wont	result	in	more	sales	if	you	dont	continuously	measure	and	optimize	your	processes.	But	heres	the	kicker:You	need	to	be	measuring	real	numbers	and	not	just	How	many	calls	were	made	today?
Some	things	to	keep	in	mind:	Calls	do	not	create	revenue.If	you	called	1,000	people	and	made	one	sale,	or	called	100	people	and	made	five,	which	is	the	better	measure	of	how	your	salespeople	are	performing?	All	leads	are	not	created	equal.Be	sure	you	are	providing	your	team	with	a	healthy	sales	funnel	full	of	actual	potential	clients,	not	just	a
random	list	of	people.	Spend	money	on	targeted	advertising,	buy	lead	lists	of	contacts	in	your	target	industry,	or	generate	leads	organically	through	aninbound	marketing	campaign.	Existing	clients	can	be	easier	sales.	What	happens	after	a	sale?	Does	the	client	disappear,	never	to	be	heard	from	again?	Or	did	your	salesperson	have	a	good	relationship
with	them,	which	kept	them	coming	back	again	each	time	they	needed	something?	Keeping	track	of	your	client	retention	rate	is	a	valuable	way	to	measure	how	well	your	sales	team	is	performing.	Related:4	steps	to	quality	CRM	data	No	oneOK,almostno	onewants	to	work	in	a	windowless	room,	under	yellow	lighting,	at	desks	they	have	to	share	with
five	other	people,	for	a	miserable	boss,	and	for	less	money	than	they	could	earn	elsewhere.	So,	what	can	you	do	to	create	a	company	culture	that	encourages	your	team	members	to	show	up	and	do	their	best?	You	can	provide	them	with	some	key	things,	including:	Remote	work	opportunities.	Regular	salary	increases.	Professional	development	classes.
A	culture	of	open	communication	between	staff	levels.	Feedback	and	encouragement	Recognition	of	their	achievements.	Company-wide	events,	competitions,	and	games.	Good	company	culture	starts	at	the	top,	and,	well,	thats	you.You	are	the	one	looking	to	create	a	successful	sales	team,	and	youre	going	to	be	the	one	responsible	for	supporting	them.
A	poor	company	culture	could	result	in	higher-than-average	staff	turnover,	which	hurt	your	sales	and	company	dynamic	if	you	have	to	continuallyhire	and	onboard	new	employees.	Creating	a	successful	sales	team	will	take	some	work,	but	the	time	and	effort	you	invest	will	pay	off.	If	you	implement	some	of	these	suggestions,	you	will	be	able	to	build	a
sales	team	with	the	best	people,	meet	and	exceed	your	sales	goals,	and	have	a	happy,	healthy	workforce.	Trust	us,	we	knowwe	live	and	breathe	sales	every	day,	and	if	you	need	some	assistance,Nutshell	is	designed	to	help	you	get	there.	Nutshells	affordable	all-in-one	CRM	software	helps	your	sales	team	organize	and	stay	on	top	of	leads	so	your
company	can	continue	to	convert	leads	into	loyal	customers.	With	pipeline	management	tools,	your	sales	team	can	keep	track	of	where	leads	are	coming	from,	prioritize	them,	and	connect	with	each	of	them	in	a	timely	manner.	Nutshell	takes	the	headaches	out	of	contact	management	and	streamlines	it	into	a	process	that	spells	success	for	you.	Learn
more	about	how	Nutshell	can	round	out	your	sales	team	by	starting	a	free	trial	today	or	attending	a	live	virtual	demo.	You	can	also	speak	to	our	expert	team	about	your	businesss	specific	CRM	needs.	This	article	is	part	of	our	Playbook	for	Managing	a	Sales	Team.	LIVE	DEMOReady	to	see	Nutshell	in	action?	Attend	a	live	guided	tour!SAVE	YOUR	SEAT
BACKTOTOP	In	a	world	where	startups	are	born	and	vanish	at	a	kaleidoscopic	pace,	individuals	who	possess	not	only	vision	but	also	proven	experience	in	building	sustainable	business	structures	attract	special	interest.	Georgii	Dubovyi,	with	over	twenty	years	of	experience	in	leadership	positions	in	international	companies	and	his	current	role	as
Business	Developer	for	Startups,	represents	precisely	such	a	blend	of	experience	and	innovative	thinking.	Georgii,	your	professional	path	impresses	with	its	breadth:	from	an	engineer-electrophysicist	at	the	National	Technical	University	of	Ukraine	to	founder	and	leader	of	companies	in	logistics,	luxury	retail,	and	even	biotech	research	in	Poland.	What
was	the	initial	impulse	for	the	transition	from	the	technical	sphere	to	business,	and	which	milestones	of	your	early	career	do	you	consider	key	to	shaping	your	current	approach	to	business	development?	Thank	you	for	such	an	assessment.	Indeed,	my	path	has	not	been	linear.	My	degree	in	engineering-electrophysics	laid	the	foundation	for	systems
thinking,	the	ability	to	analyse	complex	processes	and	find	non-trivial	solutions	qualities	that	are	invaluable	in	business.	However,	even	during	my	studies,	I	realised	I	was	drawn	to	market	dynamics,	interaction	with	people,	and	building	systems	not	only	technical	but	also	commercial.	My	early	experience	as	a	sales	representative	at	British	American
Tobacco	became	a	real	field	school:	building	a	client	base	from	scratch,	responsibility	for	results,	and	understanding	sales	psychology.	Then	came	an	important	stage	at	IQ	Management	Ukraine,	the	representative	office	of	a	Danish	company,	where	I	built	a	distribution	network	for	dairy	products	across	Ukraine	and	managed	a	team	of	sales
representatives.	This	marked	a	transition	from	individual	performance	to	managing	teams	and	systems.	Studying	marketing	in	Hamburg	and	later	deepening	my	knowledge	of	accounting	and	finance	complemented	practical	experience	with	theoretical	grounding,	allowing	me	to	see	business	as	a	holistic	financial-economic	model.	Each	stage	was	not
just	a	step	but	an	element	forming	a	comprehensive	vision.	You	have	unique	experience	managing	large	teams	over	100	people	in	various	industries,	such	as	international	transportation	(Ukrainian	Transport	Group,	DGF	Group)	and	luxury	goods	distribution	(Jindo	Rus	Ukraine).	What	is	your	philosophy	for	forming,	managing,	and,	importantly,
transforming	teams	capable	of	showing	high	performance	in	such	different	operational	and	cultural	environments?	The	foundation	of	my	philosophy	is	the	synergy	of	a	clear	structure	and	human	potential.	Regardless	of	the	field,	whether	logistics	where	precision,	discipline,	and	coordination	are	crucial	or	luxury	retail	where	client	orientation,	product
knowledge,	and	the	ability	to	create	a	special	atmosphere	come	to	the	forefront	the	key	principles	remain	unchanged.	First	is	clarity	of	goals	and	expectations.	Every	employee,	from	an	international	truck	driver	to	a	sales	consultant	in	a	high-end	boutique,	must	clearly	understand	their	role,	tasks,	and	performance	evaluation	criteria.	Second	is	the
right	selection	of	people.	I	always	looked	for	not	just	performers,	but	people	with	potential	who	shared	the	companys	values.	In	the	luxury	segment,	this	was	especially	critical	to	find	people	capable	of	representing	global	brands.	Third	is	creating	a	motivation	system	both	financial	and	non-financial	that	stimulates	not	only	individual	achievements	but
also	teamwork.	Implementing	incentive	and	sales	stimulation	systems	was	an	important	part	of	my	work	already	at	IQ	Management.	And	finally,	leadership	by	example	and	trust.	Team	transformation	is	only	possible	when	the	leader	is	ready	to	change	themselves,	open	to	feedback,	and	delegates	authority,	giving	people	the	opportunity	to	grow.
Managing	a	team	of	100+	people	requires	building	an	effective	management	hierarchy	and	systematic	reporting,	which	we	successfully	implemented,	for	example,	at	Jindo	Rus	Ukraine	at	the	national	and	regional	levels.	How	do	you	manage	to	develop	and	implement	effective	business	strategies	for	such	diversified	areas,	and	are	there	universal
strategic	principles?	Absolutely,	there	are	universal	principles,	although	tactical	tools	may	differ	drastically.	The	first	principle	is	deep	market	and	customer	understanding.	Before	forming	a	strategy,	its	essential	to	thoroughly	study	the	environment,	competitors,	and	needs	of	the	target	audience	be	it	cargo	shippers	in	logistics	or	potential	biotech
product	consumers.	The	second	principle	is	financial	discipline	and	focus	on	profit	and	loss.	My	background	in	finance	and	accounting	allows	me	to	view	any	business	through	the	lens	of	numbers.	Planning,	cost	control,	and	profitability	management	are	the	foundation	of	any	enterprises	sustainability.	The	third	principle	is	adaptability	and	readiness
for	innovation.	Markets	change,	technologies	evolve.	A	successful	strategy	is	not	a	frozen	dogma	but	a	flexible	plan	ready	for	adjustments.	An	example	is	our	decision	to	diversify	into	biotechnology.	We	saw	a	promising	niche	and	invested	in	developing	a	unique	extraction	technology.	The	fourth	principle	is	building	a	strong	operational	base.	Whether
its	well-tuned	logistics	and	customs	procedures	in	a	transportation	company	or	a	streamlined	lab	and	production	process	in	biotech	without	a	reliable	foundation,	a	strategy	remains	just	words	on	paper.	The	awards	of	the	Ukrainian	Transport	Group	Best	International	Carrier	in	the	CIS	in	2007	are	exactly	the	result	of	synergy	between	strategy	and
operational	efficiency.	Currently,	you	are	actively	developing	as	a	Business	Developer	for	Startups.	Based	on	your	extensive	experience	managing	both	established	companies	and	projects	at	the	formation	stage	(e.g.,	building	distribution	networks	from	scratch),	what	are	the	most	common	mistakes	or	growth	areas	you	observe	in	modern	startups,	and
how	does	your	experience	help	them	avoid	these	pitfalls?	Startups	are	about	energy,	speed,	innovation.	But	they	often	lack	the	systematisation	and	strategic	depth	typical	of	mature	companies.	One	common	mistake	is	underestimating	the	importance	of	financial	planning	and	control.	Enthralled	by	the	product	or	idea,	founders	sometimes	forget	about
unit	economics,	cash	flow,	and	cost	management.	My	knowledge	and	skills	help	startups	build	a	healthy	financial	model.	The	second	problem	is	chaotic	team	and	process	building.	At	the	start,	this	may	work,	but	during	scaling,	it	leads	to	collapse.	My	experience	in	creating	and	transforming	teams	of	over	100	people,	implementing	management
reporting,	and	building	distribution	networks	from	scratch	allows	me	to	help	startups	lay	scalable	organisational	structures	and	processes.	The	third	growth	area	is	an	underdeveloped	go-to-market	strategy.	With	my	experience	forming	markets	for	new	products	and	brands	in	Ukraine,	I	help	startups	more	clearly	define	their	target	audience,
promotion	and	sales	channels,	and	build	partnerships.	Essentially,	I	offer	startups	not	just	advice,	but	practical	tools	and	approaches	from	the	big	business	world,	adapted	to	their	speed	and	flexibility,	helping	them	avoid	costly	mistakes	and	accelerate	their	path	to	success.	If	you	were	to	summarise	the	essence	of	your	approach,	Georgii,	what	three
fundamental	pillars	would	you	highlight	as	the	foundation	for	building	any	successful,	sustainable	business	and	effective	team?	I	would	probably	highlight	three	main	elements.	First	People.	Finding	the	right	people,	creating	conditions	for	their	growth,	motivating	and	uniting	them	with	a	common	goal	this	is	the	absolute	foundation.	Without	a	strong,
engaged	team,	even	the	most	brilliant	strategy	will	remain	unrealised.	Second	System.	A	successful	business	is	a	well-functioning	mechanism.	This	includes	everything:	financial	flows,	operational	processes,	sales,	marketing,	team	management.	A	systematic	approach	based	on	data	and	clear	procedures	ensures	stability	and	scalability.	My
engineering	and	financial	education	are	a	great	help	here.	Third	Vision	and	Adaptability.	One	must	be	a	strategist	to	clearly	understand	where	youre	leading	the	company,	but	also	be	ready	to	respond	flexibly	to	changes	in	the	external	environment,	explore	new	directions,	as	we	did	with	biotechnology.	Stagnation	is	the	beginning	of	the	end.
Continuous	development,	learning	(I	myself	have	gone	through	various	courses	and	trainings	in	Germany	and	Ukraine),	and	openness	to	new	things	are	the	key	to	long-term	success.	Thank	you,	Georgii,	for	such	an	insightful	conversation.	Your	journey	clearly	demonstrates	how	the	synthesis	of	strategic	vision,	a	systematic	approach,	and	a	focus	on
developing	human	capital	makes	it	possible	to	build	successful	companies	across	diverse	industries.	Thank	you.	I	was	glad	to	share	valuable	insights	based	on	my	rich	and	multifaceted	experience!	

How	to	build	a	sales	team.	Building	a	sales	team	from	scratch.	How	to	build	the	best	sales	team.


