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Igniting Your Sales Team’sIgniting Your Sales Team’s
PerformancePerformance
By Lori Turner-Wilson Updated 3:01PM
Print | Front Page | Email this story

Selling is tough. It’s hard on the ego and requires
exceedingly high energy levels. That’s why it takes more
than money to keep salespeople fired up and on target.

When performance falters, managers often struggle with how to proceed.
Many tolerate mediocrity to avoid making waves or having to recruit.

Turning a blind eye to those who aren’t putting in the effort sends a
dangerous message to your top players about your company’s tolerance
for underperformance. It can create a ripple effect of poor performance
throughout your organization, spreading like a virus.

So how do you light a fire under your low performers? First, determine if
the issue is a lack of skills or effort by spending time with them going out
on calls. If the issue is the former, provide the training they need, pronto
– either from a high-performing peer or an external resource.

If the issue is the latter, dig more deeply to understand the underlying
issues. If it’s a lack of motivation, determine why.

Just like with a prospect, conduct a needs assessment with your sales rep,
asking: What do you enjoy most about your job? What else, besides a
bigger paycheck, would make you feel like you’re more successful at work
or in life? What would you like to do more of or less of to make your job
more interesting?

It’s important that each member of your sales team feels valued. Show
them you are as interested in helping them achieve success and reaching
their goals as they are.

Equally vital is understanding what motivates them. It’s not always
about the money. Prestige, peer recognition, job satisfaction, scheduling
flexibility, time off or unique development/exposure opportunities could
also be strong motivators.

Accept that most sales reps need to be on top, feel unique and win. In
many sales organizations, there are a handful of superstars, with the rest
of the pack figuring they can’t compete and simply giving up. Create a
program that allows everyone who puts forth the required effort to win at
some level.

Also consider building winning teams with an incentive for each member
to mentor and encourage others on their team. Frequency of recognition
is also essential. Small but regular tokens of your appreciation, such as
free lunch or the ability to leave early on Friday when targets are met,
will go a long way.

Reinforce positive behavior often, and when you do, slow down, focus on
the conversation, look them in the eye and be specific about what they did

Lori Turner-Wilson

Name

Email

Follow us on Facebook, Twitter & RSS:
  

Sign-Up For Our FREE email edition
Get the news first with our free daily email

 

   
Sign UpSign Up

Get more from The Daily News

St. Jude Shares Pediatric Cancer
Genome Project Breakthroughs
Local CRE Retail Veteran Launches
Blog
More on Team Max
Music festival returns to Memphis
Escape Alley – Sundry Closes

RECORD TOTALS DAY WEEK YEAR
PROPERTY SALES 57 202 533

MORTGAGES 102 352 822
FORECLOSURE
NOTICES 32 100 245

BUILDING PERMITS 126 441 918

BANKRUPTCIES 61 233 520

BUSINESS LICENSES 20 72 188

UTILITY CONNECTIONS 77 296 729

MARRIAGE LICENSES 9 30 101

converted by Web2PDFConvert.com

http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/
http://www.memphisdailynews.com/
http://www.memphisdailynews.com/About.aspx#about
http://www.memphisdailynews.com/Notices.aspx
http://www.memphisdailynews.com/PublicRecords.aspx
http://www.memphisdailynews.com/Help.aspx
http://www.memphisdailynews.com/service/Service.aspx
http://www.memphisdailynews.com/Contact.aspx#contact
http://www.memphisdailynews.com/Login.aspx
http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/Search/Search.aspx
http://www.memphisdailynews.com/Search/Search.aspx
http://www.memphisdailynews.com/lists/ListBuilder.aspx
http://www.memphisdailynews.com/lists/ListBuilder.aspx
http://www.memphisdailynews.com/WatchService.aspx
http://www.memphisdailynews.com/WatchService.aspx
http://www.memphisdailynews.com/DataDirect.aspx
http://www.memphisdailynews.com/DataDirect.aspx
http://www.memphisdailynews.com/Neighborhood.aspx
http://www.memphisdailynews.com/Neighborhood.aspx
http://www.memphisdailynews.com/CrimeReport.aspx
http://www.memphisdailynews.com/CrimeReport.aspx
http://www.memphisdailynews.com/home/2012/jan/11/
http://www.memphisdailynews.com/home/2012/jan/10/
http://www.memphisdailynews.com/home/2012/jan/9/
http://www.memphisdailynews.com/home/2012/jan/6/
http://www.memphisdailynews.com/home/2012/jan/5/
http://www.memphisdailynews.com/home/2012/jan/6/
http://www.memphisdailynews.com/public-records/2012/jan/10/
http://www.memphisdailynews.com/public-records/2012/jan/9/
http://www.memphisdailynews.com/public-records/2012/jan/6/
http://www.memphisdailynews.com/public-records/2012/jan/5/
http://www.memphisdailynews.com/public-records/2012/jan/4/
http://www.memphisdailynews.com/public-records/2012/jan/6/
http://www.memphisdailynews.com/public-records/2012/jan/13/
http://www.memphisdailynews.com/notices/2012/jan/11/
http://www.memphisdailynews.com/notices/2012/jan/10/
http://www.memphisdailynews.com/notices/2012/jan/9/
http://www.memphisdailynews.com/notices/2012/jan/8/
http://www.memphisdailynews.com/notices/2012/jan/7/
http://www.memphisdailynews.com/notices/2012/jan/6/
http://www.memphisdailynews.com/money
http://www.chandlerreports.com
http://www.memphisdailynews.com/
http://www.facebook.com/sharer.php?u=http%3A%2F%2Fwww.memphisdailynews.com%2Fnews%2F2012%2Fjan%2F11%2Figniting-your-sales-teams-performance%2F&t=Igniting Your Sales Team%E2%80%99s Performance - Memphis Daily News&src=sp
http://www.memphisdailynews.com/news/2012/jan/11/igniting-your-sales-teams-performance//print
http://www.memphisdailynews.com/home/2012/jan/11
http://www.facebook.com/pages/Memphis-TN/Memphis-Daily-News/77067817854
http://twitter.com/memphisdaily
http://feeds.feedburner.com/memphisdailynews/bbde
http://blog.memphisdailynews.com
http://blog.memphisdailynews.com/?p=3981
http://blog.memphisdailynews.com/?p=3973
http://blog.memphisdailynews.com/?p=3970
http://blog.memphisdailynews.com/?p=3882
http://blog.memphisdailynews.com/?p=3959
http://www.memphisdailynews.com/lists/HomeSales.aspx
http://www.memphisdailynews.com/lists/Mortgage.aspx
http://www.memphisdailynews.com/lists/Foreclosure.aspx
http://www.memphisdailynews.com/lists/Permits.aspx
http://www.memphisdailynews.com/lists/Bankruptcy.aspx
http://www.memphisdailynews.com/lists/BusLicenses.aspx
http://www.memphisdailynews.com/lists/Newcomers.aspx
http://www.memphisdailynews.com/lists/MarLic.aspx
http://www.web2pdfconvert.com?ref=PDF
http://www.web2pdfconvert.com?ref=PDF


Account InfoAccount Info
Log InLog In
Your AccountYour Account
Create an AccountCreate an Account

SubscribeSubscribe
Subscribe to The Daily Subscribe to The Daily NewsNews
Upgrade Your SubscriptionUpgrade Your Subscription

AboutAbout
About UsAbout Us
Contact UsContact Us
Privacy PolicyPrivacy Policy

HelpHelp
HelpHelp
Customer ServiceCustomer Service

MemphisDailyNews.comMemphisDailyNews.com
HomeHome
BlogBlog
FacebookFacebook
TwitterTwitter
RSSRSS

Our ServicesOur Services
Public NoticesPublic Notices
Public RecordsPublic Records
Name & Property ResearchName & Property Research
Data DirectData Direct
Watch ServiceWatch Service
Custom List BuilderCustom List Builder
Crime ReportsCrime Reports
Neighborhood ReportsNeighborhood Reports

Copyright 1995 - Copyright 1995 - 2012 2012 by The Daily News Publishing Co. Inc. - All Rights Reservedby The Daily News Publishing Co. Inc. - All Rights Reserved

well. Bear in mind that salespeople thrive on public recognition.

At the end of the day, you must lead by example. If you’re down about
the market or company, your team will follow your lead. Walk the talk.

Lori Turner-Wilson is an award-winning columnist and managing
partner of RedRover Sales & Marketing, www.redrovercompany.com.

You can follow RedRover on Twitter (@redrovercompany and
@loriturner) and Facebook (facebook.com/redrovercompany).
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