
Here’s my tip for this week and it’s from some reading that I’ve been doing over the
weekend.

Sales team can be effective if…

How do you make your sales force more effective?

In the video blog I mention a couple and here they are in more detail.

Systems.

Everyone in sales and in a team must have a systematic approach to running their sales
organisation.

Therefore, that involves skill sets, making sure you’re doing a lot of training, understanding
the processes and measuring your output.

We are all in this.

The sales manager has a critical role to play in his or her team, and even though it can be
complex at times, it’s important that you understand your role in the organisation.

I believe it doesn’t matter what sort of business you are, the business as a whole makes sales
more successful, not just the salesperson.

That’s an important one to remember.

Keeping customers is not enough.

Keeping customers is a basic requirement for a sales team.

I think we know that, as a sales organisation, but finding and winning new customers is your
lifeblood.

Continually upskilling and training is paramount.



When it comes to you as a salesperson you have to keep looking for where you are strong,
naturally, but also where you need some more help and updating new skills, etc.

If you’re a sales manager or business owner and you have a sales operation it’s important to
create the right climate in the team, between you and the team everyone has to be
comfortable about that.

You want to think about sharing any success your team may have with the group, or other
people who are selling, go on visits with the team, and so on.

This is the time to stay ahead of all the challenges facing us as business owners and
salespeople.

Have a great week.

Whatever career you decide to take in sales, it’s always good to get some help.

That’s why you can get FREE in your inbox every morning for 7 days; the 7 Day Sale
Challenge.

For more content like this, please make sure to subscribe to my YouTube channel.
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NRS Media.  He co-founded NRS Media in Wellington, New Zealand, expanded it into a global
powerhouse in media sales and training, and was eventually responsible for opening offices
in London, Atlanta, Toronto, Sydney, Capetown, and Bogota. He has hired hundreds of

https://www.mikebrunel.com/7-day-sales-challenge/
https://www.mikebrunel.com/7-day-sales-challenge/
https://www.youtube.com/channel/UCp_SgUrh6o5lVADwfZaVFmA?view_as=subscriber
https://www.mikebrunel.com/


salespeople around the world.

He made a lot of mistakes when it came to hiring his superstars. Check out his How to Hire A
Super Salesperson Each and Every time – It’s packed with tips and ideas on how to hire great
salespeople. Don’t ever Hire Bad Salespeople Ever Again. Promise!
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