
Win, lose, or draw?
3 moves to help you achieve next 
level sales results



Today we’ll cover…

• How to get your new sales reps up to speed, 
quickly

• Improve your leader's ability to support their 
teams

• Increase sales from your existing customers



Organizations with a strong onboarding process can 
improve employee retention by…

82%



Organizations whose employees “s trongly agree” 
they do a great job of onboarding

12%



New hires that feel fully equipped to excel in their 
role after onboarding

29%



Get your sales team ramped up faster!
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Adjust based on 
who/how you’re 
hiring
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It doesn’t have to be fancy to be effective
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Today we’ll cover…

 How to get your new sales reps up to speed, 
quickly

• Improve your leader's ability to support their 
teams

• Increase sales from your existing customers



THE LEVEL OF
THE TEAM
RARELY, IF EVER, 
EXCEEDS THAT
OF THE LEADER.
Mike Weinberg
Sales Management. Simplified



Don’t miss this sweet spot

Management 
Skills & 
Behaviors

Sales 
Skills & 

Behaviors



Performance consists of...

Results

measurable 
outcomes

Behaviors

observable actions to 
achieve results

Manage Coach



Coaching gets a bad rap
This sounds like a coaching opportunity! Are you 

open to my coaching?

Ummm… sure.

When I was in your position, this is how I did it, so 
you should do it that way, too. Ok?

Great. Let’s do more coaching soon!



Coaching is about maximizing 
potential



Better coaching directly impacts 
results

CSO Insights



Today we’ll cover…

 How to get your new sales reps up to speed, 
quickly

 Improve your leader's ability to support their 
teams

• Increase sales from your existing customers



Revenue
It pays to focus on existing growth

19

5x

60-70%
5-20%



Look at your current customer list:
• Which of these customers can you not afford to lose?

• Do you know what’s being done to make sure that 
doesn’t happen? 

• Would other leaders in your organization answer those 
questions the same way you did?
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You can’t 
service your 

way to growth
21



Your strategy, model, talent & processes 
should enable you to…

Get Keep Grow
Target and close the 

kinds of deals you want
Create strong 

relationships and 
execute the business so 

clients stay

Get out of maintenance 
mode and grow your 

wallet share



The ACCOUNT
DEVELOPMENT
ASSESSMENT will 
help you to 
evaluate how 
your team is  
spending their 
time today vs . 
how you’d like 
them to.



Create 
Account-Level 
Processes

Expectations
for Some

Expectations for All

• Type of talent
• KPIs
• SOPs
• Relationship levels
• Sales expectations
• Business review 

cadence
• Planning 

expectations
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Tailor to team and individual needs
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Improved Performance Pipeline

INSIGHT
I know WHAT to change

MOTIVATION
I am willing to work towards change

CAPABILITY
I have the knowledge, skills & abilities 

needed

INTEGRATION
I am able to incorporate these 

capabilities into my real life

ACCOUNTABILITY
I have mechanisms in place to ensure I 

follow through

Current Future



Need to get there faster?

 
 

Purchase a general 
off the shelf 

solution 

Purchase an 
industry-specific off 

the shelf solution 

Collaborate with a 
partner on custom 

development 
Build completely in-

house 

 Customization & investment 

 

Buy Build 



What’s one actionable insight from today?



We help 
logis tics  
organizations  
get, keep, and 
grow their ideal 
clients

Holly LaBoda

We specialize in…
• Logis tics
• Sales
• Strategy
• Talent Development
• Change Management

Sara Black
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