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Managing a sales team is one of the most important and challenging positions in
a company, and it requires a unique set of skills. Unfortunately, many sales
managers spend much of their day putting out fires, and moving from problem to
problem. Their days consist of an overwhelming number of activities including
respond to urgent request from their bosses, resolving customer issues and
complaints, and dealing with disgruntled employees. In addition, they find
themselves sitting in meetings that run way too long, and submitting countless
sales forecasts to satisfy upper management. As a result, sales managers get
caught up in a daily grind and end their work week exhausted and feeling like
they have little control over their destiny.

In The High-Impact Sales Manager, you’ll learn how to transcend the daily grind
and unlock the full potential of your sales team. This includes learning to:

• Hire the best people and hold them accountable
• Manage sales performance by focusing on the underlying behaviors that drive
performance
• Consistently produce accurate sales forecasts
• Provide personalized sales coaching that results in better skills and higher win
rates
• Motivate and inspire your team to greatness

Most importantly, The High-Impact Sales Manager will leave you feeling
confident and enthusiastic in your ability to lead and empower your team to
achieve unparalleled success.

About the Authors
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Editorial Review

Review
I’m excited that the principals of Sales Readiness Group have taken the time to write this book. The High-
Impact Sales Manager will give any practitioner a comprehensive framework for sales management success
in the key areas of hiring, coaching, performance management, motivation, and leadership. For anyone who
wants to achieve increased levels of success in sales management, this book should be on your required
reading list. - Gerhard Gschwandtner, Founder and publisher, Selling Power magazine

Users Review

From reader reviews:

Michael Walker:

The High-Impact Sales Manager: A No-Nonsense, Practical Guide to Improve Your Team's Sales
Performance can be one of your beginning books that are good idea. Most of us recommend that straight
away because this guide has good vocabulary which could increase your knowledge in language, easy to
understand, bit entertaining however delivering the information. The copy writer giving his/her effort to
place every word into joy arrangement in writing The High-Impact Sales Manager: A No-Nonsense,
Practical Guide to Improve Your Team's Sales Performance however doesn't forget the main level, giving the
reader the hottest as well as based confirm resource information that maybe you can be considered one of it.
This great information can easily drawn you into brand new stage of crucial thinking.

Jennifer Fields:

In this era globalization it is important to someone to acquire information. The information will make you to
definitely understand the condition of the world. The health of the world makes the information quicker to
share. You can find a lot of sources to get information example: internet, magazine, book, and soon. You can
view that now, a lot of publisher which print many kinds of book. The actual book that recommended to you
is The High-Impact Sales Manager: A No-Nonsense, Practical Guide to Improve Your Team's Sales
Performance this guide consist a lot of the information with the condition of this world now. This book was
represented just how can the world has grown up. The dialect styles that writer require to explain it is easy to
understand. The writer made some research when he makes this book. Here is why this book suitable all of
you.

Dewey Rascon:

Publication is one of source of expertise. We can add our information from it. Not only for students but
additionally native or citizen need book to know the change information of year in order to year. As we
know those publications have many advantages. Beside most of us add our knowledge, could also bring us to
around the world. Through the book The High-Impact Sales Manager: A No-Nonsense, Practical Guide to
Improve Your Team's Sales Performance we can get more advantage. Don't someone to be creative people?



Being creative person must choose to read a book. Only choose the best book that ideal with your aim. Don't
possibly be doubt to change your life by this book The High-Impact Sales Manager: A No-Nonsense,
Practical Guide to Improve Your Team's Sales Performance. You can more appealing than now.

Philip Nguyen:

Reading a reserve make you to get more knowledge as a result. You can take knowledge and information
from the book. Book is prepared or printed or highlighted from each source that filled update of news. In this
modern era like today, many ways to get information are available for you. From media social similar to
newspaper, magazines, science guide, encyclopedia, reference book, book and comic. You can add your
understanding by that book. Do you want to spend your spare time to open your book? Or just looking for
the The High-Impact Sales Manager: A No-Nonsense, Practical Guide to Improve Your Team's Sales
Performance when you desired it?
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