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Practical Sales Management 

You’ve 
managed 
to hang 

on! 
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What is Sales Management?  
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What is Sales Management?  

 

1. Find 

2. Manage 

3. Train  

4. Retain... Sales Superstars 

who exceed target 

 

What happens if 

you get this 

wrong? 
 

 

“You end up paying for an 

expensive team who are not 

producing the required results.”    
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“YOU end up doing what 

you are paying sales 

people to do.”    

“You end up with inflexible 

salespeople who are unwilling 

to change their ways.”    

“Your sales and margins 

suffer because your team 

are not performing.”    
Foundation... 
First Things 
First 

Deciding On 
Activities & 
Results 

Leadership & 
Management 
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Job # 1... Recruit 
Winners 
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Elbert 
Hubbard 
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“There is 

something rare, 

something finer, 

something much 

more scarce that 

ability.  It’s the 

ability to 

recognise 

ability.” 

   “The toughest decisions 
in organizations are 
people decisions – 
hiring, firing, 
promotions, etc.  These 
are the decisions that 
receive the least 
attention and are the 
hardest to „unmake‟.”  
Peter Drucker 
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From 
How 
To 
Who 
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Hire Smart... Or Manage Tough 
16 
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FIND 
WIN 

ELEPHANT 
MONEY 

TALENT 

TIME 

Sales 
Success 
Formula 

Commission Plans Drive  
Salespeople’s Behaviour  
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3 Measures Only  

4 - Ramped Commission - 
Progressive 

Compensation 

Sales Production 

High 

High 

Low 

Low 

2nd Commission Rate 

y% of Sales Production 

1st Commission Rate 

X% of Sales Production 

YOU... Define the strategy  

THEY... Execute the tactics 
 

2 Critical Strategy Components 

Tactical Execution £1,204 ($1,782USD)100% guaranteed 
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Foundation... 
First Things 
First 

Deciding On 
Activities & 
Results 

Leadership & 
Management 
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Good & Bad Activities 

26 

BAD Activities 

Quotes & 
Estimates  

Deliveries 

Proofs  
CSR 

activities  
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GOOD Activities 

F2F Meetings 

New 
opportunities – 

Existing 
Accounts 

New 
Opportunities... 
New Accounts 

Creating 
Customer 

Specific Value 
Propositions 
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Printers’ 

Profit  

Trends 

Foundation... 
First Things 
First 

Deciding On 
Activities & 
Results 

Leadership & 
Management 

30 
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Plan The Year In  

Advance 

90-Day Formal Reviews 
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Weekly Sales Meeting 

© Nick Devine 35 

Daily Sales Huddle 

www.PrintersProfitblueprints.com 
 

“How To Turn your print 

expertise into money”  

 

 

http://www.printersprofitblueprints.com/

