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Team, yes, but 
everybody’s different 

•  Different levels and kinds of attention needed 
•  Variety of ability and internal drive 
•  Some need more guidance and prodding 
•  People are hardwired to adapt to their position in social 

hierarchy 



3 broad groups 

• Core Performers 
• Bottom Performers 
• SuperStars 



 
 
Motivating Core Performers 
•  Core performers fall in the middle – they get the least attention 

but the group most likely to move the needle.  
•  Usually represent the largest part of the sales team – can’t 

make your number without them 
•  Try multi-tiered targets 
•  Tier 1 – a goal that has been attained 
•  Tier 2 – a stretch but do-able 
•  Tier 3 – a top goal 

•  Prizes  
•  Contests demotivate core performers, stars always win 
•  Create benchmarks to stretch and motivate all levels 



Motivating the Bottom 
performers 

•  Probably new hires and senior sellers, new talent and 
those less motivated 

•  Frequent rewards – monthly, quarterly vs annual 
•  Create peer pressure 
•  Create “we’re all in this and need you” environment 
•  Mentor programs – everybody is good at something 



Motivating the SuperStar 

•  No ceiling – these performers want all they can get 
•  Overachievement plans 
•  Stretch them!  

•  Create competition  
•  SuperStars want to be SuperStars 

•  Money and more 
•  Recognition 
•  Title 
•  Visibility 
•  Unique role 



Culture matters 

•  Clear expectations 
•  Good, bad, ugly 
•  Interaction with other departments 
•  Lead by example 
•  “Act like you act when company is around” 



Universal sales traits 

•  Ambitious 
•  Driven 
•  Value freedom 
•  Independent 
•  Hate micro-managing 
•  Lack of progress eats away at motivation 
•  Sellers crave victory 



Environment sets the 
tone 

•  Salespeople need an energizing environment 
•  Color 
•  Printers that work 
•  Chairs in good shape, carpet matches 
•  Pencils, pens, notebooks, coffee, snacks 

Pride inside the office = pride outside the office 



Key indicators your 
sellers aren’t motivated 

•  Arrive late for meetings 
•  Competition is low, non-existent 
•  Struggle to work together 
•  Too much arguing 
•  Sales performance 



Successful leadership 
strategies 

•  Stay positive and realistic 
•  Recognize emotions 
•  Work well with others 
•  Adjust to personalities 
•  Choose rewards and motivators that reward and motivate 
•  Make it visible 
•  Give some space 
•  Create the right environment 

 



Keep em selling!  

•  Inefficient sales processes waste time 
•  What’s in the way of making a sale? 
•  Ask them what’s in the way 
•  No progress eats away at motivation 
•  Sellers crave victory 

 
 “If what I’m doing right now isn’t growing 

revenue, how do I stop doing it?” 



Millennials 
 

•  Common traits 
•  Grass is greener 
•  FOMO 
•  High expectations 
•  Fast advancement 
•  Access to all leadership levels 



Keeping millennials 
motivated 

•  Get fun, get silly 
•  Ping pong 
•   Sing and dance 
•  Public recognition 
•  Food and drink 
•   Celebrate 
•  Give exposure 



Yes, it’s a lot of work 

•  Sellers stand at the front lines  - keeping them motivated 
is key to your success 

•  Leaders responsibility is to create a fun, goal oriented 
culture 
•  Competitive 
•  Rewards 
•  Efficient processes 



Let me know if I can help 
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