
Introduction to Sales Management

Key concepts, responsibilities, and best practices for leading a successful sales organization.

1. What Is Sales Management?

Aspect Description

Definition
Planning, organizing, directing, and controlling the activities of a sales force to

achieve revenue targets and market goals.

Scope
Includes strategy development, recruitment, training, performance monitoring,

compensation design, territory alignment, and customer relationship oversight.

Goal Maximize sales effectiveness while maintaining profitability and customer satisfaction.

2. Core Responsibilities

Responsibility Typical Activities Why It Matters

Strategic Planning

• Set sales objectives

• Forecast demand

• Define market

segmentation

Aligns the sales effort with corporate

goals and market opportunities.

Team Building

• Recruit & onboard

salespeople

• Develop career paths

• Foster a motivating culture

A capable, engaged team delivers higher

productivity and lower turnover.

Training &

Development

• Product knowledge

sessions

• Selling skills workshops

• Coaching & role?playing

Improves win rates, reduces sales cycles,

and builds confidence.

Territory & Quota

Design

• Allocate geographic or

account territories

• Set realistic, stretch?based

quotas

Ensures balanced workload, fair

competition, and clear performance

targets.
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Responsibility Typical Activities Why It Matters

Compensation &

Incentives

• Design base?salary +

commission structures

• Implement bonuses,

contests, SPIFs

Drives desired behaviors, aligns

individual effort with company objectives.

Performance

Management

• Track KPIs (pipeline,

conversion, ACV, etc.)

• Conduct regular reviews &

feedback

Provides data?driven insight for coaching

and corrective actions.

CRM & Process

Governance

• Enforce consistent use of

CRM

• Define sales stages &

documentation standards

Improves data quality, forecasting

accuracy, and cross?functional

collaboration.

Customer

Relationship

Oversight

• Monitor key accounts

• Resolve escalations

• Ensure post?sale

satisfaction

Protects revenue, encourages repeat

business, and generates referrals.

3. Sales Management Process (Step?by?Step)

1. Set Objectives

Align with corporate strategy (revenue, market share, profitability).

Use SMART criteria (Specific, Measurable, Achievable, Relevant, Time?bound).

2. Analyze Market & Resources

Conduct SWOT analysis (Strengths, Weaknesses, Opportunities, Threats).

Review historical data, competitive landscape, and buyer personas.

3. Design the Sales Structure

Choose a model: geographic, product?line, vertical, or hybrid.

Define roles (account executives, SDRs, sales engineers, managers).
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4. Develop Compensation Plan

Balance fixed vs. variable pay.

Incorporate accelerators for over?achievement and caps where appropriate.

5. Recruit & Onboard

Use competency?based interviews.

Provide a 30?60?90 day onboarding roadmap.

6. Train & Coach

Blend classroom, e?learning, and on?the?job coaching.

Implement a “continuous improvement” loop (practice ? feedback ? repeat).

7. Execute & Monitor

Track daily activities (calls, meetings) and outcomes (pipeline, closed?won).

Use dashboards for real?time visibility.

8. Review & Adjust

Conduct weekly pipeline reviews, monthly performance reviews, and quarterly strategy

sessions.

Adjust quotas, territories, or tactics based on
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