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BUILDING AN EFFECTIVE SALES TEAM

2 AGENDA

o Who am I

o Start with sales strategy

o Sales Roles

o Sales Styles and Motivators

o Who should you hire first

o Questions to ask in interviews

o Building the team
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PROFESSIONAL
EXPERIENCE
25 years experience in hospitality industry as a sales and
marketing leader

Worked for restaurants before moving onto hotels

Worked for fortune 500 companies (Deloitte and General Mills)

National Director of Sales and Marketing for Lancer Hospitality –
focus on Unique Venues (zoos,
aquariums, museums, golf clubs, coliseums,
civic center etc)

Head of Exvo Home for Allseated

Product Lead, Cvent Event Diagramming

National Speaker, 40 Under 40 Winner, Smart Meetings Innovator
Woman of the Year winner

Teaching 4 classes at Catersource/TSE this year!

General Boss Moves
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WE NEED TO TALK
ABOUTWHAT IT TAKES
TO BUILD A SALES TEAM
BEFOREWE CAN BUILD
THE TEAM
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Define Your Sales Strategy
The kind of sales representatives you need to onboard largely
depends upon your business model, the nature of products or
services, target audience, and growth trajectory. You have to
determine whether you need outbound sales representatives or
inbound sales representatives or both. First, define your sales
strategy, and then decide on the various tools and processes that
will support your business growth.
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Inbound vs. Outbound Sales
Methodologies

No matter your organization, you will use one of
two types of sales methodologies: inbound or
outbound or a mix of the two

•Inbound sales strategy: determines how you will
attract new clientele without pitching them and
how you expect representatives to handle leads that
contact you via your website, social media, email,
or another channel

•Outbound sales strategy: outlines which channels
sales reps should use to seek out potential buyers
and which actions they should take at each stage of
the sales funnel.
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Your sales plan should clearly
outline goals, product
positioning, ideal customers,
pipeline activities, and any other
information to help your team
make more sales.
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Sales Strategy Step 1: Set Sales Goals

Your sales goals provide direction for your entire strategy and serve as targets
for your team. However, a goal that’s too ambitious can cause burnout and
damage morale, while one that isn’t ambitious enough drags down progress.

The key to setting goals is finding a comfortable middle ground where goals are
realistic and achievable.
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Here are some things you can do to ensure your goals land squarely in your comfort zone.

•Assess your company resources: 

What resources does your sales department have, and how could they help or hinder your team from reaching their
targets? Do you have enough salespeople? Do you have the right sales tools to quickly move leads through the sales
pipeline? Make sure you position your operations to succeed.

•Review past customer data: 

It’s important to create reasonable goals for the upcoming year. Maybe a significant amount of customers churned last
year, so your goal is to improve retention. Or perhaps you have a larger sales team that can handle a higher volume, so
you want to focus on defining customer acquisition strategies. Use your data to determine realistic and useful goals for
your sales team.

•Use the S.M.A.R.T. model: 

Actionable goals are S.M.A.R.T.—specific, measurable, achievable, relevant, and time-bound. Examples
of S.M.A.R.T. sales goals are “increase deal size by 35 percent through upsells” or “achieve $1 million in sales
during 2023.”

Once you set your overall sales goals, work backward. Set realistic short-term deadlines for the steps your sales
department and reps must take to ensure you reach your goals.
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