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Sales Manager Checklist

1 2 3 4 5

1. Irecognize the sales efforts of my team members. a a a a a
2. Ithink about how to improve my sales process. a a a a a
3. | schedule time to call on key customers and key prospects. d a ad a d
4. | come up with things to give my team an edge. a a a a a
5. I make time to meet with each of my team members to discuss their

sales strategies - - . . .
6.  |think about how to improve my coaching technique. a a a a a
7. lput plans in place to improve the performance of team members who

aren't meeting my expectations. 3 3 3 3 3
8. My team has a strategy to fully develop COI relationships to ensure

consistent referrals - - . . .
9. | know what motivates my team members. a a a a a
10. Account Planning helps my team to map sales opportunities &

relationship development strategies 3 D 3 D 3
11. Ireview sales strategy with my team members before discussing the

credit strategy on prospects. 3 d 3 3 d
12. 1 am perceived as an expert coach by my team. d a ad a d
13. | have a vision for my team that | communicate to all. a a a a a
14. 1 am comfortable giving feedback d a a a d
15. I review the key lists of all my salespeople.
16. | have clear idea of what additional training my people need. a a a a a
17. | prioritize my time and energy so that my team meets its sales goals. Q Q Q Q Q
18. 1ask for help when | have a sales management problem. a a a a a
19. | make the most of joint calls that | go on with my team.
20. 1look forward to my sales meetings. a a a a a
21. My team looks forward to my sales meetings.
22. |have a good idea of what my team has in the pipeline and what | can 0 0 0 0 0

do to help them move deals through it.
23. My team members have a formal process for business development and

can articulate it. - 3 3 3 -
24. |recruit salespeople even when | don't have an opening. a a a a a
25. lcan teII,you at least three things that | plan to do tomorrow to improve 0 0 0 0 0

my team’s sales success.

Scale: 1—Never; 2—Rarely; 3—More often than not; 4—Almost always; 5—Always

What are you going to do about it?
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