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Personal letter to the CEO

In regards to: Improving the results of your sales team
Dear CEO:
Subject: It is NOT a lack of effort from the VP of Sales
Many people assume that the lack of effective coaching to the sales reps is a result of a leader not doing their job.  This could not be farther from the truth.

In start ups and very small companies, sales people report to the founder/CEO.  For the most part, these people have never received Sales Management Training.  They may be great managers and leaders, but when it comes to sales techniques and sales strategies, they may be at a lost.  They are also extremely busy with many responsibilities and taking the time to effectively coach sales people is not a priority.

If your organization is large enough to have a VP of Sales, it is a very similar issue.  Whether the sales reps report to the VP of Sales, or there is another level of sales management, the issue of time management, “coaching skills,” and importance to the organization begins with you.

If you are satisfied with everything in your sales organization, then congratulations!

If you have a sales strategy of hiring sales people and let them sink or swim, then sales coaching and development is not required.

However, if you are developing a sales team that encourages growth, learning, and meeting goals with help from management, then you must instill a “Coaching Environment!”

The critical level of effective coaching must happen at the first level of management that deals with sales people!  Of course, this level will not change their behaviors or prioritize this work unless their management team encourages effective coaching and development.  Once again, this begins with you!

There are many steps in building a “Coaching Environment.”  Lets discuss how to start!

Regards,
Sales Leadership Consulting
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