
BECOMING A 
DOMINANT 

SALES MANAGER
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5  K E Y S  T O  S T A R T  Y O U  O N  A  P A T H  O F  B E I N G  A  

D O M I N A N T  S A L E S  M A N A G E R



#1: Telling & 
Yelling NEVER 

Asking

I T ’S  IMPORTANT WHEN LEADING A SALES 

TEAM TO ADEQUATELY CREATE AND 

DEVELOP SUCCESSFUL SALES 

PROFESSIONALS .  IT  REQUIRES US AS 

LEADERS TO EFFECTIVELY OBSERVE AND 

UNDERSTAND OUR SALES PROFESSIONALS 

INSIDE AND OUT .  UNFORTUNATELY ,  WITH 

REMOTE SALES PROFESSIONALS ,  

INSIDE/OUTSIDE SALES REPS ,  REL IANCE 

ON EMAIL ,  IT  SEEMS THAT SALES 

COMPANIES STRUGGLE TO TRULY 

OBSERVE THEIR  SALES REPS  AND 

EVALUATE THEM ON A SCALE TO WHERE 

THEY CAN IDENTIFY THE “TRUE ”  PROBLEM 

AND PROVIDE A PROPER SOLUTION 

THAT ’S  QUICK AND DR IVES RESULTS .  

 

ONCE YOU CAN ACCEPT THE FACT OF 

LACKING THE ABIL ITY TO UNDERSTAND 

WHY REPS STRUGGLE ,  WHAT “TRUE ”  

PROBLEMS ARE OCCURR ING,  AND 

ACTUALLY EVALUATE SALES REPS  IN 

ACTION,  THEN YOU WILL GROW AS A 

SALES MANAGER/LEADER .   
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#2: Where is the 
Coach or Mentor?

A  C O A C H  I S  D E F I N E D  A S  S O M E O N E  W H O  

T A K E S  A N  E X P E R I E N C E D  P L A Y E R  T O  

P E R F O R M  A T  A  H I G H E R  L E V E L .  S O  W H Y  D O  

S A L E S  C O M P A N I E S  S T R U G G L E  W I T H  

E F F E C T I V E  C O A C H E S ?  I S  I T  T H E  T I M E  

C O N S U M P T I O N ?  T H E  C A R I N G  A T T I T U D E ?  O R  

J U S T  H A V I N G  P E O P L E  I N  P O S I T I O N S  T H A T  

A R E  S E L F I S H  A N D  D O N ’ T  K N O W  H O W  T O  

P U T  O T H E R S  F I R S T ?  

R E G A R D L E S S ,  A  T E A M  N E E D S  A  C O A C H :  

S O M E O N E  W H O  C A N  M E N T O R  A N D  H A S  A  

G E N U I N E  V E S T E D  I N T E R E S T  I N T O  T H A T  

I N D I V I D U A L  E V E R Y  S I N G L E  D A Y .  I T ’ S  

T O U G H  T O  P U T  A S I D E  Y O U R S E L F  A N D  

F O C U S  O N  O T H E R S  B U T  A  W I N N I N G  T E A M  

I S  M U C H  M O R E  P O W E R F U L  T H A N  Y O U R  E G O  

O R  Y O U R  R E S U L T S  B E C A U S E  Y O U  C A N ’ T  

H A V E  A  S U C C E S S F U L  T E A M  W I T H O U T  

E V E R Y O N E  B U Y I N G  I N ,  B E L I E V I N G ,  A N D  

T R U S T I N G  Y O U .  

S H O W  T H E M  T H E  R O A D M A P ,  B E  T H E  O N E  

T H A T  C A R E S ,  A N D  D R I V E  R E S U L T S  W I T H  

E M O T I O N A L L Y  A N D  P S Y C H O L O G I C A L L Y  

C O N N E C T I N G  W I T H  Y O U R  S A L E S  T E A M .  

# T R U S T T H E P R O C E S S  
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#3: Limited 
Effective Training 

Resources

T H E R E ’ S  H O N E S T L Y  N O  M O R E  E F F I C I E N T  

W A Y  T O  I N C R E A S E  R E V E N U E  A C R O S S  Y O U R  

S A L E S  T E A M  T H A N  G E T T I N G  M O R E  

P R O D U C T I O N  O U T  O F  T H E  S A L E S  R E P S  Y O U  

A L R E A D Y  H A V E !  D I S S E C T I N G  A N D  

E V A L U A T I N G  Y O U R  T E A M ,  A N D  D I G G I N G  

D E E P  I N T O  T H E I R  T R U E ,  R A W  S K I L L  S E T S  I S  

A  W A Y  T O  S T A R T .  I M P L E M E N T I N G  N E W  

T O O L S  A N D  R E S O U R C E S  A R E  O N L Y  A S  

E F F E C T I V E  A N D  G R O W  N O T  O N L Y  Y O U R  

S A L E S  R E P S ,  B U T  S A L E S  M A N A G E R S ,  A N D  

S A L E S  T E A M S ,  A R E  E X T R E M E L Y  I M P O R T A N T  

F O R  Q U I C K  I M P A C T  A N D  L O N G  T E R M  

G R O W T H .  Y O U R  T O O L S  A R E  O N L Y  

E F F E C T I V E  A S  T H E  P E O P L E  U S I N G  T H E M .  I T  

I S  I M P E R A T I V E  T H A T  T E A M  M E M B E R S  A R E  

H E L D  A C C O U N T A B L E  W H I L E  R E P E T I T I O N I S  

I N C R E A S E D  T O  B U I L D  A  F O U N D A T I O N  O F  

S K I L L S  T H A T ' S  S C A L A B L E .   
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#4: Struggle with 
LEADING

Y O U  H A V E  T O  U N D E R S T A N D  L E A D E R S H I P  

C O M E S  F R O M  W I T H I N .  T H E  D A Y  Y O U  F I N D  

Y O U R S E L F  I N  S A L E S  I S  T H E  D A Y  Y O U  C A N  

I D E N T I F Y  I F  Y O U  C A N  L E A D .  I N  S A L E S ,  

T H E R E  H A S  T O  B E  A  P A S S I O N  A N D  D E S I R E  

T O  L E A D .  I F  T H E R E ’ S  A  B U R N I N G  D E S I R E  T O

H E L P  O T H E R S ,  D O  W H A T E V E R  I T  T A K E S  T O  

F I N D  S O L U T I O N S ,  A N D  C O M M I T  T O  

S U C C E S S ,  Y O U ’ V E  F O U N D  L E A D E R S H I P .  T H E  

B E S T  L E A D E R S  P U T  O T H E R S  B E F O R E  

T H E M S E L V E S .  T H E Y  S E T  A  F O U N D A T I O N  

T H A T  C R E A T E S  T R U S T ,  B U Y - I N ,  A N D  B E L I E F  

I N  Y O U R  L E A D E R S H I P  A N D  A S  A  L E A D E R  

F R O M  T H E  R E P S  B U T  I N T O  T H E  C O M P A N Y  

A N D  E A C H  O T H E R  A S  A  C O L L E C T I V E  U N I T .  

F I N D  Y O U R S E L F ,  T H E N  L E A D .   
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#5: Manager doesn’t 
Mean MICRO 

MANAGER

THE DAY YOU LET YOUR SALES REPS  FREE 

IS  THE DAY YOU ’LL SEE MORE RESULTS .  

I ’M NOT SAYING LET THEM DO WHATEVER 

THEY WANT,  I ’M TELLING YOU TO CREATE 

A PATH THAT CORRELATES TO EACH 

SALES REPS  PERSONALITY ,  SK ILL SET ,  AND 

KEY MOTIVATORS .  PAINTING THE P ICTURE 

WILL ENSURE TRUST FOR BOTH YOU AND 

THE SALES REP .  THEY ’LL UNDERSTAND 

DIRECTION,  METR ICS ,  AND THE 

IMPORTANCE OF DR IVING RESULTS .  THE 

LAST THING THEY NEED IS  FOR YOU TO 

HINDER THEM,  CREATING FEAR ,  AND SELF 

DOUBTS BECAUSE OF EXCESSIVE 

SUPERVIS ION THAT PSYCHOLOGICALLY 

TAKES THEM OUT OF EVEN WANTING TO 

WORK FOR YOU .  

WHEN YOU CAN IDENTIFY AND KNOW 

YOUR TEAM,  L IMIT  EXCESSIVE 

SUPERVIS ION,  INSP IRE  INSTEAD OF 

CR IT IC ISE ,  IS  WHEN YOU’LL SEE A BETTER 

TEAM,  MORE RESULTS ,  AND THE UPWARD 

MOBIL ITY EVERY SALES TEAM DESIRES .   
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