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11
Sales 

Management
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11Sales Management Positions (Example)

Vice President Vice President 
of Salesof Sales

Regional Sales Regional Sales 
ManagerManager

Field Sales Field Sales 
ManagerManager

Regional Sales Regional Sales 
ManagerManager

Field Sales Field Sales 
ManagerManager
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Field Sales Field Sales 
ManagerManager

Field Sales Field Sales 
ManagerManager
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11Sales Management Process

Defining the 
Strategic 
Role of the 
Selling 
Function

Developing 
the 

Salesforce

Directing the 
Salesforce

Determining 
Salesforce 

Effectiveness 
and 

Performance
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11

Classification of 

Stage 1: Developing and Implementing
1.1 Effective Sales Strategies

accounts into categories

Type of relationship 
sought for each category 

Develop selling 

©2013 Cengage Learning. All Rights Reserved. May not be scanned, copied or duplicated, or posted to a publicly accessible website, in whole or in part.

approach for each type 
or relationship

ensure each account 
receives the proper 
selling effort and 
coverage
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11Selling and Relationship Strategies
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11
Developing and Implementing

Effective Sales Strategies

Selling Strategy – Involves the planning of sales 
messages and interactions with customers.  
Selling strategy can be defined and executed at 
three levels.

Groups of Groups of 
CustomersCustomers

Individual Individual 
CustomerCustomer

Customer Customer 
EncountersEncounters

Customer Customer 
EncountersEncounters

CustomerCustomer
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Individual Individual 
CustomerCustomer

Customer Customer 
EncountersEncounters

Customer Customer 
EncountersEncounters
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11Sales Channel Strategy

Determination of how the organization will 
reach its customers when executing
the sales effort.  Options include
a company salesforce (individual
or teams), industrial distributors,
independent representatives, 
internet, telemarketing, and so forth.
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111.2 Sales Structure Issues
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SpecializationSpecialization

•• The degree to which each salesperson could perform The degree to which each salesperson could perform 
all the selling tasks. all the selling tasks. 

•• The degree to which each salesperson could perform The degree to which each salesperson could perform 
all the selling tasks. all the selling tasks. 

•• The degree to which authority and responsibility are The degree to which authority and responsibility are 
placed at higher management levels.placed at higher management levels.

•• The degree to which authority and responsibility are The degree to which authority and responsibility are 
placed at higher management levels.placed at higher management levels.

CentralizationCentralization

S f C t lS f C t l
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•• The number of individuals who report to each sales The number of individuals who report to each sales 
managermanager

•• The number of individuals who report to each sales The number of individuals who report to each sales 
managermanager

Span of ControlSpan of Control
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11Sales Organization Alternatives
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11
Stage 2.1: Recruiting and Selecting Sales 

Talent
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11
2.1.1 Recruitment and Selection Process

– Planning –
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11
2.1.2 Recruitment and Selection Process

– Locating –

•• Career/Job FairsCareer/Job Fairs

•• College Career CentersCollege Career Centers

•• OnOn‐‐line Career Sitesline Career Sites
(e.g., Monster.com and Careerbuilder.com)(e.g., Monster.com and Careerbuilder.com)

I t lI t l
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•• Internal Internal (e.g., employee referral)(e.g., employee referral)

•• Employment AgenciesEmployment Agencies
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112.1.3 Recruitment and Selection Process
– Evaluating –

• Resume Screening

• Interviews

• Assessments

– Role Plays

– Written 
Questionnaires
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– Ride‐Alongs

• Background Checks

11
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112.2 Sales Training Process
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11Stage 3: Directing the Salesforce
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11Directing the Salesforce
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11Directing the Salesforce
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11The Role of Power

• Don’t be reluctant to use any form of 
power.

• Be careful not to overuse the power of 
position or punishment.

• Avoid rewarding all desired job 
outcomes or behaviors.

LegitimateLegitimate

CoerciveCoercive

RewardReward
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• Enhance power through learning and 
establishing a good working relationship 
with subordinates.

ExpertExpert

ReferentReferent

11Directing the Salesforce
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11Communication and Coaching

Coaching:Coaching:  
Focus on continual development of salespeople 
through provision of feedback and serving as a 
role model.
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11Communication and Coaching

• Encourage open communication.
• Seek feedback.
• Use persuasion and promises.
• Establish a team approach.
• Encourage self‐evaluation and correction.
• Ensure salespeople diagnose success as
well as failures.

• Recognize salespeople 
are individuals
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are individuals.
• Follow‐up on coaching 
sessions.

• Serve as a role model.
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11
Stage 4: Determining Salesforce 
Effectiveness and Performance
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Sales organization structure, strategies, deployment, management, and 
uncontrollable environmental influences also impact sales organization 
effectiveness.

11Sales Audit

A comprehensiveA comprehensive, 
systematic approach
for evaluating sales
organization 
effectiveness, 
which provides 
management
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management 
with diagnostic
as well as prescriptive 
information.



02/09/56

13

11
Evaluating Sales

Organization Effectiveness
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11
Evaluating Sales

Organization Effectiveness
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11Evaluating Salesperson Performance
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11
Evaluating

Salesperson Performance

Behavior‐Based
Evaluation of the activities salespeople 
perform in the generation of sales and in 
completing non‐selling responsibilities 
(e.g., training, product demonstrations, 
sales calls, etc.).

Outcome‐Based
Evaluation of the actual sales 
results salespeople achieve (e g
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results salespeople achieve (e.g., 
sales quota, market share gain, 
etc.).
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11Criteria for Evaluating
Salesperson Performance

Evaluation Methods Should Possess:  

R li bilit• Reliability

• Validity

• Standardization

• Practicality

• Comparability
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p y

• Discriminability

• Usefulness


