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The Sales Managers Role today

There was a time when the pace of a sales organization allowed the sales manager to speak with each sales representative about each call.  My father was a sales manager in the 50’s and with the small number of calls his team made, they were able to “TYPE” a report to him and give him every detail.  He would then schedule time with them to review these “Call Reports” in detail and help them understand where things went well and where there should have been different behavior.

Now, move to today’s sales manager. The pace is at lightning speed.  Usually the number of direct reports is at the high end.  Sales rep need to learn and input into CRM systems. Sales managers need to know that and how to run all the reports available.  They try to make as many calls as possible with their reps, but the number of calls has increased, and the percentage which the manager can join them, has slipped drastically.  

In addition to this information, the sales manager is expected to deliver a significant amount of training.  They need to attend their own sales meetings, the bosses meetings, cross functional meetings, and any sales training (mostly product training) that the reps attend.

The tools have increased significantly, but so has the learning curve for a sales manager.  Particularly if the manager was previously a sales rep or someone hired from the outside for their industry experience.

Finally, every sales manager is trying to keep a team focused and delivering effective messages to win business.  However, they are dealing with an environment where corporate trust and loyalty has severe bruises.  The direction a manager provides is always questioned (wasting sales time),and the “Corporate” messages they deliver are often done with a tongue in cheek approach.  All of this has gotten us to the point where feedback on a reps behavior is looked at as a threat.

For all of these reasons, managers today avoid coaching and the sales strategy becomes ”Sink or swim”: on your own.

All of these influences are costing your company a great deal of money.

Sales Leadership Consulting provides you with a framework on how to improve trust, improve feedback, get sales people more focused on the right behaviors and start the process of creating a high performance sales organization.

