Great Sales People Aren't Born, They're
Trained: The Ultimate Guide to Hiring

and Developing a Winning Sales Team

Introduction

In today's competitive business environment, it is more
important than ever to have a strong sales team.
Salespeople are the lifeblood of any organization, and
they play a vital role in generating revenue and

building customer relationships.

However, hiring and developing a successful sales team
is not easy. There are many factors to consider, from
finding the right people to providing them with the

training and support they need to succeed.

This book will provide you with everything you need to

know about hiring, developing, and managing a



winning sales team. We will cover all the essential

topics, from setting sales goals to closing the deal.

Whether you are a new sales manager or an
experienced executive, this book will help you take

your sales team to the next level.
In this book, you will learn:

e How to hire the right salespeople

e How to develop a sales training program

e How to motivate and manage your sales team
e How to set sales goals and expectations

e How to forecast sales and create a budget

e How to deliver effective sales presentations

e How to close the sale

e How to build strong customer relationships

e How to wuse sales analytics to improve

performance

With the help of this book, you can create a sales team

that will help you achieve your business goals.
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Book Description

In today's competitive business environment, it is more
important than ever to have a strong sales team.
Salespeople are the lifeblood of any organization, and
they play a vital role in generating revenue and

building customer relationships.

However, hiring and developing a successful sales team
is not easy. There are many factors to consider, from
finding the right people to providing them with the

training and support they need to succeed.

This book will provide you with everything you need to
know about hiring, developing, and managing a
winning sales team. We will cover all the essential

topics, from setting sales goals to closing the deal.

Whether you are a new sales manager or an
experienced executive, this book will help you take

your sales team to the next level.

In this book, you will learn:



e How to hire the right salespeople

e How to develop a sales training program

e How to motivate and manage your sales team
e How to set sales goals and expectations

e How to forecast sales and create a budget

e How to deliver effective sales presentations

e How to close the sale

e How to build strong customer relationships

e How to wuse sales analytics to improve

performance

With the help of this book, you can create a sales team

that will help you achieve your business goals.

This book is packed with practical advice and real-
world examples. It is the perfect resource for anyone
who wants to improve their sales skills or build a more

successful sales team.



Chapter 1: The Importance of Hiring

the Right Salespeople

The cost of hiring the wrong salesperson

The cost of hiring the wrong salesperson can be
significant. In addition to the financial costs of
recruiting, hiring, and training a new salesperson,
there are also the opportunity costs of not having a
salesperson who can generate revenue and build

customer relationships.
Financial costs

The financial costs of hiring the wrong salesperson can

include:

e Recruiting costs: The cost of advertising the
position, screening resumes, and interviewing

candidates.



Hiring costs: The cost of onboarding a new
salesperson, including providing them with
training and equipment.

Training costs: The cost of providing the
salesperson with the training they need to be
successful in their role.

Lost revenue: A salesperson who is not able to
generate revenue can cost the company money.
Damaged customer relationships: A
salesperson who does not have the right skills or
experience can damage customer relationships,

which can lead to lost business.

Opportunity costs

The opportunity costs of hiring the wrong salesperson

can include:

Missed sales opportunities: A salesperson who
is not able to close deals can cost the company

sales opportunities.



e Lost market share: A salesperson who is not
able to compete effectively can lead to the
company losing market share.

e Damaged reputation: A salesperson who does
not behave professionally or ethically can
damage the company's reputation, which can

lead to lost business.
How to avoid hiring the wrong salesperson

There are a number of things that companies can do to

avoid hiring the wrong salesperson. These include:

e Define the role clearly: Before you start
recruiting, it is important to define the role of the
salesperson clearly. This includes identifying the
salesperson's  responsibilities, goals, and
qualifications.

e Use a structured interview process: A
structured interview process can help you to
identify the best candidates for the job. This

process should include a series of questions that
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are designed to assess the candidate's skills,

experience, and motivation.

e Check references: Checking the references of
potential hires can help you to verify their skills
and experience. It is also important to check for
any negative references.

e Make a decision based on data: When you are
making a hiring decision, it is important to base
your decision on data. This includes the results of
the interview process, the reference checks, and

the candidate's overall qualifications.

By following these tips, you can avoid hiring the wrong
salesperson and increase your chances of finding a
successful salesperson who will help you to achieve

your business goals.



Chapter 1: The Importance of Hiring

the Right Salespeople

The benefits of hiring the right salesperson

Hiring the right salesperson can have a major impact
on your bottom line. A good salesperson can help you
increase sales, build customer relationships, and grow

your business.

Here are some of the benefits of hiring the right

salesperson:

e Increased sales: A good salesperson can help
you increase sales by finding new customers,
closing deals, and upselling existing customers.

e Improved customer relationships: A good
salesperson can help you build strong customer
relationships by providing excellent customer
service, resolving complaints, and going the

extra mile.



e Business growth: A good salesperson can help
you grow your business by identifying new
opportunities, developing new markets, and

forming strategic partnerships.

In addition to these benefits, hiring the right
salesperson can also help you save time and money. A
good salesperson will be able to work independently
and will not require a lot of supervision. This can free

up your time to focus on other aspects of your business.

If you are looking to hire a salesperson, it is important
to take the time to find the right person. By following
the tips in this book, you can increase your chances of
finding a salesperson who will help you achieve your

business goals.
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Chapter 1: The Importance of Hiring

the Right Salespeople

How to identify the right sales skills and

experience

Salespeople are the lifeblood of any organization. They
are responsible for generating revenue and building
customer relationships. However, not all salespeople
are created equal. Some salespeople are born with a
natural gift for sales, while others have to work hard to
develop the skills and experience necessary to be

successful.

When hiring salespeople, it is important to look for
individuals who have the right skills and experience.
The following are some of the key skills and experience

that you should look for:

e Communication skills: Salespeople need to be

able to communicate effectively with customers.
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They need to be able to clearly and concisely
explain the benefits of their products or services,
and they need to be able to build rapport with
customers.

Interpersonal skills: Salespeople need to be
able to build relationships with customers. They
need to be able to understand the needs of
customers and develop solutions that meet those

needs.

Negotiation skills: Salespeople need to be able
to negotiate with customers. They need to be able
to get the best possible price for their products or
services, while also maintaining customer

satisfaction.

Closing skills: Salespeople need to be able to
close the sale. They need to be able to persuade
customers to buy their products or services, and
they need to be able to do so in a way that leaves

customers feeling satisfied.



In addition to the above skills, you should also look for
salespeople who have experience in the industry that
you are selling to. This will give them a better
understanding of the needs of your customers and the

competitive landscape.

When interviewing salespeople, be sure to ask
questions that will help you assess their skills and
experience. You should also ask questions that will help
you determine their motivation and their commitment

to your company.

By taking the time to hire the right salespeople, you can
increase your chances of success. Salespeople are the
key to generating revenue and building customer
relationships, so it is important to invest in the best

people you can find.
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This extract presents the opening three

sections of the first chapter.

Discover the complete 10 chapters and
50 sections by purchasing the book,

now available in various formats.
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