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Adding Value:  
Self‐leadership 
and Teamwork
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10Self‐Leadership

The process of doing the right things and doing them well.  It 
includes the strategic application of effort that is honed and aligned 

with one’s goals.
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105 Sequential Stages of Self‐Leadership

Setting goals & objectivesAssessment & evaluation

Territory analysis & 
account classification

Development & implementation 
of strategies & plans

Tapping technology 
& automation
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10Understanding Goals

Effective goals and objectives must possess 
three fundamental characteristics
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10Common Types of Sales Goals
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10Different Levels & Types of Goals
Desired annual 

income $70,000

11% commission on 
sales $636,364

19 equally‐sized 
accounts $33,493

each account is 
called on twice a 
month  $1396
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10Territory Analysis

The process of 
surveying an area 
to determine 
customers and 
prospects who 
are most likely to 
buy.
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10Stage Two:  Territory Analysis 
and Account Classification

• Who are prospective buyers? 
• Where are they located?
• What and why do they buy?
• Who has the authority to 

buy, who influences the
buying decision?

• What is the probability
of selling this account?

• What is the potential 
share of account that might
be gained?
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10Stage Two:  Territory Analysis 
and Account Classification



©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.

10Account Classification – Single Factor
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10Account Classification ‐ Portfolio
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10Stage 3 – Development &
Implementation of Strategies & Plans

Establish and Implement Selling Task and Activity 
Plans (e.g., sales goals, expense budgets, number of new 
accounts, and so forth)

– Yearly plan (sales goals and expensed budgets)
– Quarterly Plan
– Monthly Plan
– Weekly Plan

Note:  Yearly plan should support
the goals of the organization. 
Quarterly, Monthly, and Weekly
plans should support the yearly
plan.  

Execution of plans should be monitored and 
adjustments made as necessary.
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10

Annual Goal ‐‐ $4,000,000

Quarter 4‐
$1,000,000

Quarter 3‐
$1,000,000

Quarter 2‐
$1,000,000

Quarter 1‐
$1,000,000

Month 1
$333,333

Week 1
$83,334

Day 1
$16,667
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10Establishing Territory Routing Plans

Types of Territory Route Patterns
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10Step 4: Mobile Sales Technology

Portable Computers and Smartphones
– Mobile CRM applications
– Presentation Capabilities
– E‐mail, texting, Social Networking
– Wireless Communications

Deal Analytics
– “Smart” sales force automation 

tools that analyze data on past 
customer behavior, cross‐selling
opportunities, and demographics to identify 
areas of opportunity and high customer interest.
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10Stage 5 – Assessment of 
Performance and Goal Attainment

• Plan for periodic checkpoints. 
• Compare projected performance level 
to actual performance level.

• Evaluate performance 
and make adjustments
as necessary.
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10Exercise

1. What are the characteristics of a “good” group member?
2. What are the characteristics of a “bad” group member?
3. What are some different ways in which group members 

contribute?
4. How should you deal with a “bad” group member?
5.  Is it important that everyone in a group participate and/or 

contribute?
6. Why do some group members not participate and/or 

contribute?
7. How should you encourage/motivate a reluctant group 

member reluctant to participate and/or contribute?
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10Building Teamwork Skills

• Understanding the Other Individuals
• Attending to the Little

Things
• Keeping Commitments
• Clarifying Expectations
• Showing Personal

Integrity
• Apologizing Sincerely When

a Mistake Is Made


