How to Influence
Your Sales Team for
the Better
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In order to make upper management happy, you need to constantly be focused on
growing the bottom line. But as a sales manager, your primary job is to inspire and
motivate your sales team to grow and improve their work performance. When that
happens, the bottom line can’t help but increase.
As a sales manager, you have the opportunity to influence your entire team. So how
do you influence your team to perform their very best and ultimately to improve the
business as a whole? With the right tools, you’ll motivate them to be the best possible
versions of themselves.
Read on for ten tips that will help you bring out the business rock stars in your
team.

1) Treat employees as people, not products
No matter what you sell, how gorgeous your office, or how much capital your company
has in the bank, your employees are and always will be your best asset. Having a loyal,
well-trained team who is looking out for the best interest of the organization should
be your number one priority. If you don’t treat your people with respect, getting to
know them as individuals with dreams and lives outside of work, you’ll never create the
loyalty you need to succeed.
Get to know your employees and their unique qualities. Respect that their personal
lives will sometimes interfere with their work performance, and find out what drives
them.

2) Be appreciative
While business is a reciprocal transaction of work and time exchanged for money,
showing appreciation for all the effort your employees put in will create a positive,
enjoyable work environment. When employees are treated as “easily replaceable”
they will do the bare minimum to survive and think only of themselves. If they are
appreciated, they will go above and beyond to do what’s right for the company as a
whole.

3) Be open, accessible, and communicative
Would an employee feel comfortable coming to you with a suggestion? A problem? A
critique? The best leaders (that motivate the best employees) are those that take the
time to create a safe space for communication. They keep their team in the loop when
changes are occurring and appreciate employees who speak their minds and share
their ideas.
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4) Be flexible in your management style
Sure, everyone has their own go-to management style, but being a true leader is
about adapting to the situation. Perhaps you have one employee who needs frequent
accountability check-ins and constant assurance that they are headed in the right
direction. But maybe you also have an employee who just wants to be left alone to
do their work. Can you accommodate both? The former will suffer in an environment
where their manager is hands-off, whereas the latter will run for the hills if they have
to deal with a “helicopter leader.” Ask each member of your sales team how they’d like
to be managed and as long as they are performing well, respect those wishes.

5) Be authentic and dependable
People can spot a fake a million miles away. Be genuine in your dealings with
employees or they won’t trust you as far as they can throw you. If you say you’ll do
something, do it. If you aren’t willing or able to do something, be upfront and honest
and if possible, explain why you won’t do it.

6) Be willing to admit fault
Maybe you were raised in a personal or professional environment where leaders never
accept responsibility or admit that they were wrong. Those days are over. True leaders
that motivate their teams are not perfect (because no one is) and they must be willing
to admit fault and apologize for any wrongdoing. Showing this vulnerability does not
make you weak. It actually makes you stronger and more respectable.
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7) Take your employees’ professional goals into account
Every employee has a different driver, a different personal situation, and a different
goal for their professional career. Some salespeople may want to rise quickly through
the ranks to become a sales manager and help train and motivate others. Some may
prefer sales to a leadership role and are happy out in the world, networking and
bringing in new clients and constantly building their pipeline. They eat, breathe, and
sleep sales and the sky’s the limit for these people. And others may love sales but are
only interested in making a specific amount of money to take care of their family...and
may fly out the door at 5 pm to spend time with their loved ones.
All of these employees can be an asset to the company if you handle them properly.
Don’t push people into a role they have no interest in. Allow them to share their
personal and professional goals with you and then keep that in mind when creating
their official goals.

8) Set team goals and individual goals
In every sales team, there should be goals set for each individual salesperson and
goals for the team as a whole. This encourages each employee to work hard but also
inspires team members to help one another in order to reach a shared goal.

9) Provide proper training
There is nothing more frustrating than being hired for a job but not given the tools
to succeed at it. Make sure that you provide training, one-on-one mentoring, group
training, and even outside trainers to teach techniques and best practices.
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10) Reward, Reward, Reward
A pat on the back, kind words in the hallway, and a good review will go far with many
employees. However, if you truly want to show appreciation for all the hard work your
sales team does, offer them incentives. These can involve monetary rewards, travel
bonuses, gifts or services they’d love. They can be tailored to your individual team
members to further customize their experience. These rewards can be given out based
off of individual performance, group performance, or even other metrics that you’d like
to focus on such as customer service.

Want to improve teamwork, build trust, boost motivation and develop rapport among team
members? Try team building fun and interaction with Marvelless Mark®. Visit
https://www.marvellessmark.com/team-building-speaker/ today!
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