Training and Education

Team-Based Training
in Sales Organizations

People in sales (and sales management) are realizing that teamwork is far

more important in today’s world than in the past. Cultural and economic

realities as well as the globalization of the marketplace are increasing the

pressure to perform.

escarch has shown that a lack of team continu-

ity is one of the leading causes for sales failure,

whether with new business or when selling into

an existing account. This lack of continuity re-
sults in multiple members of the company delivering dif-
ferent messages to the same customer or contradicting one
another, leading customers to conclude that one hand
doesn’t know what the other hand is doing. Though every-
one in a customer-facing position needs to improve con-
sistency in dealing with customers, the sales team’s inter-
action with the customer is the pivotal point where consis-
tency must be maintained.

Some executives naively believe that because they hire
experienced people for the sales force, they don’t need to
train them in either skills or process. Some believe that if
they can be educated quickly in product knowledge, they will
start producing quickly. While that might happen occasion-
ally, it is not wise to expect it on a regular basis. It is pre-
cisely because of their experience that you need to train them.
When you hire them, they are experienced in some other
company’s methods, processes, and way of doing business.
They are experienced working with some other company’s
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products, services, and people. Until they understand the
processes and methodologies you’ve adopted for your sales
team, they will be less effective than they need to be.

While this article is written in the context of sales teams,
the concepts are true in any number of situations. As an ex-
ample, the team members of the emergency room at your
local hospital are all highly skilled professionals. Whether
they are nurses, technicians, or physicians, they’ve all re-
ceived extensive training and certification in their own dis-
ciplines. However, hospitals regularly train their ER staff
on how to handle disasters or emergency situations. Every
member of the team must understand what is expected not
only of themselves, but also of every member of the team.
They develop a common way of interacting and conducting
procedures so that lives can be saved. And though a lack of
team preparedness in a sales situation will not cost lives, it
can and often does cost the loss of revenue, the lifeblood of
any company,

Team-based training is a time-tested foundation for op-
timum performance and the development of good team hab-
its, especially where each member of the team has differing
responsibilities to execute in achieving the goal. If the team






