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Build ing  an SME
Le an Me an Conve rsion 
Machine  



Why businesses don’t scale 

The  cons of poor sale s se le c tion

The  p ros of good  sale s se le c tion

Why sale s induction m atte rs  

Train the m  … don’t b lam e  the m  

Ta lking  
Points
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YOU m ust  
b e com e  the  SME
(Sub je c t  Ma t te r Exp e rt )

in  a ll th ing s  sa le s  



WHAT DO ALL OF THESE BRANDS HAVE 
IN COMMON?



YOU a re  the  
Prim a ry 
Sa le s  Ent ity
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Ab out  whe n 
shou ld  I hire       
a  
sa le sp e rson?



WHAT DO 
I NEED TO 
DO?
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Sale s Onboard ing

Succe ss Profile

Re porting  Me chanism

Job  Profile  

Sale s Proce ss

Re cruitm e nt

Sale s Plan



RECRUITMENT

01

02

03

De ve lo p  re la t io n s h ip  w it h  “s a le s  
c e n t r ic ” re c ru it e rs

Do n ’t  h ire  d u rin g  a  c ris is

Alw a ys  h a ve  yo u r ra d a r u p



WHY PROFILE THE SALES ROLE? 



THE HUNTER VS. THE FARMER
Characte ristics
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ER• Emotionally stable/Resilient • Sensitivity

• Optimists • Team player
• Self motivators • Eye for detail
• Best in approaching the right 

clients
• Pessimists
• Monotasking
• Solid
• Dependable
• Problems with explaining 

the value of their services 
to a client

• Better at communicating 
value

• More skilled at managing 
multiple stakeholders

• More opportunistic



SALES FOUNDATIONS
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SALES MOTIVATORS
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SALES CYCLE
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WHO WOULD YOU PICK?
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Cle a r Job  
De sc rip t ion
To assist in identifying ke y skills , knowle d g e , 
e xp e rie nce , b e ha vioura l com p e te nc ie s  a nd  
p e rsona l a t t rib u te s re quire d  for succe ss in a  
sale s role .



Sa le s  Onb oa rd ing

Accelerates performance of new starters

Build s and  p rom ote s com pany culture

Incre ase s re te ntion of sale spe op le  
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Sa le s  Proce ss
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Re p ort ing ...

Da ta  is  
KING
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Pipeline Velocity

Sale s Productivity Me trics

Knowing  wha t  to  m e a su re

Prim ary Conve rsion Me trics

SELECTING 
THE RIGHT 
DATA
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CORAGGIO
EXCLUSIVE

www.salesmasters.com.au/sales -insights-e xclusive /



Que st ions?

1300 950 073

pe te r.m cke on@sale sm aste rs .com .au
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