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2011 Sales Management Best Practices Guide

Our 2011 Sales Management Best Practices 

Guide consists of over 150 Proven Sales 

Management Processes and Best Practices.

Each process has been tested in Business-to-

Business Sales Organizations throughout N.A. 

and has proven to be the best in its class.

Over 100 Proven Turn-Key 

Sales Management Processes



16 Sales Management Roles

The 2011 SMBPG is broken into the 16 Roles

of the Sales Management position and includes

every process a Sales Manager needs to execute

these roles in the most effective manner possible.

1.Job Description 5.Hiring
9.Performance 
Goals

13.Performance 
Monitoring

2.Compensation 6.Training
10.Coaching / 
Selling Skills

14.Performance 
Development 

3.Incentives
7.Sales Force 
Sizing

11.Account 
Management

15.Termination

4.Recruiting 8.Sales Leads
12.Account 

Development
16.Account 
Transition

Proven Best Practices for all 16 Roles 

of the Sales Manager Position



Goal of Publishing our 2011 SMBPG

The Sales Management position is one of the 

toughest and most complex positions. Yet the 

vast majority of Sales Managers aren't provided

with a formal training program based on a proven 

scientific methodology.

As a result, organizations struggle to achieve the level of 

performance they are capable of achieving.

Providing Sales Managers the Keys 

to Improving their Sales Teamôs Performance



Outbound Excellence - About Us

For the past 12 years Outbound Excellence has 

trained over 250 Sales Managers in 5 different 

countries.

So we understand the challenges of Sales 

Managers and what it takes to make them and 

their sales teams successful.



Purpose of 2011 SM Best Practices Guide

We have taken the best of over 12 years of 

Knowledge, Skills,  Experience and Proven Best 

Practices and developed our 2011 Sales 

Management Best Practices Guide.



Outbound Excellence

Dave Kalstrom ïCEO

602-770-0012

success@outboundexcellence.com

www.outboundexcellence.com

Here is an Example of Just ñ1ò of Over 150 Proven Best Practices 

included in our 2011 Sales Management Best Practices Guide 

mailto:success@outboundexcellence.com


150 Proven Sales Management Best Practices 

The Sales Management processes you are about to 

view as part of our 2011 Sales Management Best 

Practices Guide are images of over 100 of the most 

effective Sales Management processes ever 

developed. 

Tailored and In Use By Sales Managers In Minutes
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Management Best Practices into our NEW SaaS Sales 

Management Training System. 



Easily Tailored "Plug-N-Play" Modules  

Our NEW! SaaS Sales Management Training System 

provides you with these same proven Sales 

Management  Best Practices in their original MS Office 

format.

Each of these processes is designed into a 

plug-n-play module that can be tailored and 

in use by your Sales Managers in just minutes.



Tailored Training, 1on1 Coaching, Unlimited Support

Along with over 150 proven plug-n-play Sales 

Management Best Practices we provide your Sales 

Managers with a Complete Skills Analysis, Tailored 

1on1 On-Line Training, Monthly Coaching Sessions and 

Unlimited  Consulting and Support Services.  

$795 ïOne Time Fee ïAll Inclusive

Money Back Guarantee



SaaS Sales Management Training - Offering 

Our Sales Management SaaS Sales Management 

Training Solution includes: 

ÅSales Management Skills Analysis

ÅTailored Sales Management Training Program

Å1 on 1 Sales Management Training 

ÅRecording of the Training Session

ÅCustomized Sales Coaching Toolkit

ÅMonthly 1on1 Coaching Sessions 

Å150 Proven ñPlug-N-Playò Sales Mgmt. Processes

ÅUnlimited Sales Management Consulting

ÅUnlimited Telephone and eMail Support 

ÅBundled System as Listed Above$795 



Sales Management SaaS Training ïWebsite

http://salestransformationtoolkit.com/

2011 Sales Management Best Practices - Dashboard Panel 

http://salestransformationtoolkit.com/Top_100_Sales_Growth_Tools.htm

2011 Sales Management Best Practices ïin a PDF

http://bit.ly/2011SalesMgmtBestPractices

Outbound Excellence ïCorporate Website

http://outboundexcellence.com/

Sales Management SaaS Training - System

The following resources include: * Our New! Sales 

Management SaaS Training Website * 2011 Sales 

Management Best Practices Guide (SMBPG) in a 

Dashboard Panel * 2011 SMBPG in a PDF format * 

Outbound Excellence Corporate Website

http://salestransformationtoolkit.com/
http://salestransformationtoolkit.com/Top_100_Sales_Growth_Tools.htm
http://bit.ly/2011SalesMgmtBestPractices
http://outboundexcellence.com/


2011 Sales Management Best Practices Guide

In a moment you will begin to view our 2011 Sales 

Management Best Practices Guide.  Before viewing, 

please note that the guide is categorized by the 

individual roles of the Sales Management Position.

Each category or section of the 2011 Sales 

Management Best Practices Guide includes an 

introduction of Best Practices followed by the actual 

processes used to implement each best practice. 



After viewing the 2011 Sales 

Management Best Practices Guide,

if you have any questions or would 

like to discuss how our New! Sales 

Management SaaS Training can 

Increase your Sales Performance 

*****

Please give us a callé.



Outbound Excellence

Dave Kalstrom ïCEO

602-770-0012

success@outboundexcellence.com

Sales Management SaaS Training ïWebsite

http://bit.ly/SalesMgmtDashboard

mailto:success@outboundexcellence.com
http://bit.ly/SalesMgmtDashboard
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Key Roles and Responsibilities

Sales Management Position

Sales Manager

Roles



Key Roles and Responsibilities

Sales Management Position

Each Process within each Component 

of a Sales Management System 

Influences the Performance and 

Profitability of the Sales Organization 

it is Designed 

to Manage.    





Role #1

of the 

Sales Management 

Position

Job Description



The Cornerstone For

Profitable Sales Growth 

The Cornerstone For Achieving & 

Maintaining Continuous Profitable Sales & 

Customer Growth Performance From Your 

Outbound B2B Telephone Sales 

Organization Is The Development Of An 

Effective Job Description.



Provides Clear and Accurate Understanding 

An Effectively Written Job Description 

Provides Salespeople With A Clear And 

Accurate Understanding Of The:

ÅñResultsò They Will Be Required To Achieve 

ÅThe Timelines For Achieving Them 

ÅThe Rewards And Consequences For Both 

Achievement And Non-Achievement



Maximizes Potential For Achieving

Profitable Sales & Customer Growth

Effectively Managed, 

The Job Description Will Provide Your Sales Leaders 

With A Powerful Tool For Efficiently And Effectively 

Directing And Managing the:

1. Productivity 

2. Performance 

3. Profitability 

Of Your Outbound B2B Telephone Sales Organization



Why Most Companies 

Create Job Descriptions

Historically, 

Job Descriptions Have Been Created 

Primarily Because:

ÅLaws And Guidelines Regarding The Issue Of 

Discrimination in Employment Practices Has 

Made A Job Description Necessary. 



How Most Companies 

Use Job Descriptions

In Most Companies,

Job Descriptions Get Their Greatest Use As:

ÅA Reference Source For Creating Advertising 

Copy To Fill An Open Sales Position



The 6 Core Components

Of A ñWell Writtenò Job Description 

Job Descriptions Are Considered Well Written

If They Include the Following Information:

ïEssential Job Functions 

ïDuties & Responsibilities 

ïRequired Education & Experience 

ïReporting Relationships 

ïCompensation 

ïExpectation Of Results 



Since Most Job Descriptions Don't Detail:

ÅThe Specific Performance Goals 

Salespeople Will Be Required to Achieve

ÅThe Timelines For Their Achievement é. 

Job Descriptions Normally End Up Serving As:

ÅA Relatively Effective Tool For Evaluation

ÅA Relatively Poor Tool For Developing 

Improved Sales Performance



A More Profitable Approach 

To The Use Of Job Descriptions 

In Companies That Achieve And Maintain 

Record Levels Of:

Productivity, Performance And Profitability

The Job Description Plays A Much More Vital Role 

In Leading and Directing B2B Sales Representatives 

Through Their Development



10 Components Of A Job Description

That Leads To Profitable Sales Growth 

Job Descriptions That Lead Outbound B2B Telephone 

Sales Organizationôs To Achieve And Maintain 

Continuous Profitable Sales & Customer Growth 

Share These 10 Common Characteristics:



1.) Focus On: 

Å Performance 

Å Results 

2.) Motivate And Inspire Top Sales Prospects

3.) Create A Vision Of: 

Å What They Will Learn 

Å How They Will Grow 

Å What They Will Achieve

4.) Establish A Clear And Accurate Understanding

Of The Organization's: 

Å ñPerformance Drivenò Culture 



5.) Reinforce The Sales Organization's 

Commitment To: 

ÅThe ñAchievement Of Excellenceò

6.) Detail The Exact: 

Å Productivity & Performance Goals 

Å Minimum Accepted Performance Results 

7.) Identify The Sales Management System As: 

Å A ñResults Drivenò System 



Why Consider Improving Your 

Outbound B2B Telephone Sales Job Description 

If You Could Develop a Job Description

that included each of The 10 Characteristics

listed above é. 

And then Test and Refine it on Hundreds of New Hires until it had Proven Its 

Ability to Maximize the Probability your New Sales Hires would:

Å Ramp up to Profitability Quicker 

Å Exceed their Forecasted Sales Goals more often é 

It Could Prove To Be

A Very Valuable Asset 

For Your Company



Our First Outbound Sales - Job Description 

In 1998 we Developed our First 

B2B Sales Job Description by Integrating:

Å The 10 Characteristics Shared by the

Most Profitable Job Descriptions

Å The Best Practices of Some of the Most Profitable 

B2B  Sales Organizations of that time



Our Current Outbound Sales - Job Descriptions 

Since then, We Have Refined 

our Outbound B2B Sales Job Descriptions on:

Å7,500 New Outbound B2B 

Telephone Sales Representatives 

ÅFrom 35 Outbound Sales Organizations 

Å In 5 Different Countries 
















