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5 Mistakes Sales Managers Make

Did you know that...

Only 18% of sales managers are any good at their
role. There is the elite 7%, another 11% that are
strong and the remaining 82% that aren’t good
enough for the sales manager role title.

If you want your sales manager and salespeople to
be success, avoid making these common
managerial mistakes:

#1:  Fail to shift mindset - from a salesperson to a
manager

Being a sales manager is a tough job. That’s why it’s
vital to have a leadership coaching mindset to get
the best out of your salespeople.

 
Why It's a Mistake: It’s easy to get trapped in a  
selling cycle. When transitioning from a sales role to
a management position, it can be di�cult not to
revert to selling mindset, especially when in a sales
meeting.

The new manager will feel the pressure to increase
sales and productivity. It is therefore important to
remember that a managerial role is to spur on
his/her team by coaching, mentoring and teaching.  
 
A manager’s role is not to be the center stage when
it comes to selling.

Why Sales Managers do it: The new sales manager
knows how to sell. It’s part of their DNA and
experience. It’s often hard to adapt to change and
they often think think they need to do it to cover for
their team.  
 
These sales managers have not yet learned the art
of leveraging, and they haven’t been trained and
mentored for this new role adequately.

How to Fix it: Step back and fully appreciate your
new position. Ask questions and be accountable if
you are struggling with what the sales managerial
role means for your organisation.

Learn what the tasks you must now undertake
entail and mean. If a salesperson makes a mistake
in a sales meeting, bite your tongue. Resist stepping
back into the limelight to save the day.

Allow it to pass by and instead work on his/her skill
gaps when out of the meeting – ideally on a one-on-
one basis. As a sales manager, you are there to
upskill and mentor your salespeople in your team.

#2: Continually �ghting �res within and outside your
team

As a sales manager, you are responsible for the
success of your sales team. Coaching is an entirely
di�erent skill from �xing a problem by telling a
salesperson what to do. Coaching helps your sales
manager and overall sales team learn how to
improve their work and make decisions for
themselves.

Why It's a Mistake:  Any sales manager that
continually must deal with the same issues they
resolved yesterday will become stressed,
overworked and bad-tempered. Sometimes it just
seems easier and more productive for a sales
manager to �ght the �res on behalf of their sales
team so the salespeople can concentrate on selling.

www.sgpartners.com.au

http://www.sgpartners.com.au/


Though by doing this, it is only a band aid solution
and the cycle will continue.  
 
The take-charge mentality of a sales manager can
cause reverse delegation. This is where salespeople
rush over to their sales manager to hand problems
onto them.

 
Why Sales Managers do it:  Fortunately, you can
often resolve these issues with tailored coaching.

It is a habit of a salesperson which has continued in
their role as a sales manager. It is part of their need
to complete tasks, to feel productive and needed.
Instead of coaching and holding others within their
sales team to be accountable for a task/s, the sales
managers are just completing them on their
salespeople’s behalf.

How to Fix it:  Hold those salespeople responsible
for creating the �res accountable and coach them.
Make sure they are coached within in a structured
framework that gets the best outcomes for your
organisation. Delegate any issues that arise to
others. Your role as sales manager requires your full
attention and energy on your sales team.

Over time, your sales team will then learn to
instigate a new system when �ghting �res.

But what do you focus on as a coach, a leader, a
sales manager? If we examine the results from a
recent Sales Evaluation seen below, we see the
areas that salespeople seek coaching on.

 
This graph is showing a group of salespeople per
sales manager. In this case there are six sales
managers.

Notice the types of coaching they are receiving from
sales management and even more importantly what
they are NOT being coached on. 
 
If you analyse your team with a sales evaluation,
you can pinpoint the exact areas you’re letting slip.  
 
As a sales coach, you need to cover all bases with
coaching. So, when your team goes out to play, you
can be con�dent they will win every time.

#3: Not holding salespeople accountable

#Why It’s a Mistake:  If someone did not hold up
their end of a bargain would you allow them to deny
their actions? So why are you allowing your sales
team to under perform and not su�er any
consequences?
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Any sales manager that covers for a salesperson
that is not doing what is required of their role. It will
create extra work and simply places a band aid on
bad performance.

Why Sales Managers do it:  Some sales managers
feel the need to be liked by their team.  
 
Some lack the skills or con�dence to assert
themselves over a salesperson and some sales
managers simply do not have the authority to hire
and �re.

Most small and medium size companies don’t
provide sales training and coaching from the
moment a salesperson begins in their role.  
 
Also, some companies provide the wrong training,
coaching, for the wrong person and over the wrong
time period.

How to Fix it:  How can we then help the 74% of
salespeople that are poor performers?

Make sure your salespeople have a holistic
understanding of your organisation’s product/s and
service/s. From production to the point of sale.

It’s vital to have a clear understanding as a
salesperson and as a sales manager what is
required to sell so you are held accountable and
delivering to your clients.

This should be a given, right?

Get trained. Incorporate sales techniques such as
role-plays and you’ll �nd your salespeople delivering
to their clients.

Write a list of critical skills your team requires
including how to create and manage new KPI’s,
processes and how to hold each salesperson
accountable to them. 

#4:  Hiring the wrong salespeople – continuing the
toxic cycle

 
Why It’s a Mistake: Hiring a salesperson on a CV and
interview alone is very subjective. You may �nd out
that 3-6 months down the track, the salesperson
hasn’t delivered on their so called ‘vast experience’.  
 
They haven’t delivered new prospects, revenue and
the passion you need for your organisation.

It’s often not easy to employ salespeople based on
one brief interview.  
 
This will only scratch the surface by brie�y
understanding the person’s character and not their
sales capabilities, passion and skill.
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Managers that waste time and e�ort interviewing
candidates, which go on not to not hit the mark of
success will spend the same amount of time and
e�ort waiting and hoping for a miraculous turn-
around from that salesperson.

This results in a poor performance from your entire
sales team.

Do you really want to babysit your salesperson to
success?

Why Sales Managers do it:  Some sales managers
believe that they are an excellent judge of character.
That they can assess skill through a short interview
process and �nd their perfect �t.  
 
The sales manager will justify this method through
all the time and resources they have saved in
shortening the interviewing process.

It doesn’t always work!

Most salespeople are poor performers when they
aren’t screened properly. But instead of coaching
them, providing training, demanding improvements,
replacing salespeople and focusing on hiring better
salespeople; the same cycle continues.

To achieve breakthrough results, good salespeople
are essential, but good sales managers are critical.

How to Fix it: A disciplined, sales speci�c recruiting
process will assist companies in hiring the right
sales manager for your sales team.

Utilise sales assessment tools. SG Partners provide
assessment screening to suit your organisation’s
needs.  
 
Click here for a free sample.

This assessment tool will assist you in con�rming
the under performing salespeople within your team
and assist in improving them to be successful in
sales and hit the ground running.

Mistake #5:  Believing you are coaching when are
not

 
Why It’s a Mistake:  Sales managers spend a lot of
time with people in their faces.  
 
They serve as a �rst point of call regarding concerns
and inquires. This can be an overwhelming and
exhausting process for them to spread their
attention across multiple personalities.

When salespeople search for feedback, it can
di�cult to �nd the time and attention they need
from their managers.  
 
Most salespeople say they want “direction and
feedback” and feel directionless when this is not
received.

Feedback is a valuable coaching tool that helps
identify performance gaps that can then be focused
on in training sessions.   
 
Sales managers who fail to provide designated time
slots to provide direct feedback to salespeople are
impacting their sales team’s potential growth.
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Why Sales Managers do it: It is a habit of blaming it
on a lack of time. Sales managers that practice this
often preach it to their team. When this is the case…

Team culture is a�ected

A poor team environment and culture will lead to a
lack of growth, revenue and market share for the
organisation.

Let’s face it face to face feedback is not seen as an
urgent task for a manager.  
 
It can often get stuck at the bottom of the to-do list.
These sales managers also lack the emotional
intelligence required as a leader to communicate
and express themselves a�ectively.

How to Fix it: Change your leadership mindset. Work
on your weaknesses.  
 
Adopt a sense of urgency to the task and schedule
your sale team has in place. Book in a time each
week/month transmit regular feedback to your
team. Schedule in one-one catch ups with your
salespeople that require personalised feedback.

Give your salespeople the opportunity to ask
questions. Ask them questions. Be as transparent as
possible. Be sure to be descriptive and remove
judgement.  
 
Create an action plan for your sales team to succeed
based on their feedback. Update this when change
arises or new people are brought into your team.

Are you heading towards a prickly situation with
your sales management and salespeople?

 
These are �ve of the basic mistakes that sales
managers are making every day. The good news is
that if you follow these tips and enrol yourself in a
training course you can quickly �x them. Be the best
you can be for your sales team and reap the
rewards sooner.

About SG Partners 

SG Partners specialises in sales training, sales
coaching, sales leadership and sales team coaching
development across Brisbane, Sydney, Melbourne,
Australia and Internationally. We are passionate
about assisting sales leaders, business leaders and
salespeople by understanding their barriers to
growth and providing tailored tools and strategies
to improve. 

 
SG Partners Neuro Sales Leadership Program 

Improve your sales leadership skills with our 6
month program. Learn how to coach for success,
the sales accountability frameworks and how to
motivate your sales team. Read more. 
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