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Sales Mana g er Transforming Business Through People

Sales Managers motivate, supervise, and develop sales teams. They assign territories to salespeople, set revenue
targets, and communicate with other managers in departments such as sales, production, and customer service.

Example Positions
Sales Manager, Director of Sales, Regional Vice President

Coaching and Developing Others - Sales Managers provide quality time and planned commitment to direct reports and provide
processes and opportunities for them to understand their strengths and limitations in relation to a range of high-quality and relevant
competencies.

Deliberative Decision Making - They tend to gather, consider, and evaluate all relevant information to make logical conclusions
before being moved to action.

Driving Results - They motivate individuals to achieve and exceed goals by establishing accountabilities, clarifying performance
expectations, agreeing to high standards and measures, monitoring and reviewing performance, and providing timely and relevant
feedback.

Business Acumen - They make sound business decisions based on a strong understanding of the company’s business model,
strategic goals, and relevant policies, as well as best practices and current technologies in their own discipline or functional area.

Composure and Resiliency - Sales Managers are able to deal effectively with pressure, maintain focus and intensity, and remain
optimistic and persistent, even under adversity. They have the ability and propensity to recover quickly from setbacks, rejections, and
conflicts and to maintain self-control in the face of hostility or provocation.

Negotiating - They identify key bargaining points for all parties and work effectively toward win-win solutions.

Relationship Building - They develop effective long-term professional interactions with others based on trust: trust that they will
always work toward the best interest of those involved and that they are sufficiently competent to provide positive results.

Representative Behaviors

* Gives constructive criticism in a way that motivates the * Promotes give-and-take conversation to find common ground
individual or team to improve
 Positions self and company as a strategic business partner
 Tries to understand key stakeholders and the situation
before making decisions and taking action

¢ Drives the execution of business plans

e Effectively considers financial implications of decisions,
including assessing risk and return

» Stays composed in challenging interpersonal situations
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Sales Manager Model

Since Sales Managers must focus on the development and success of their sales team members, the Leading and
Active Communication Dimensions feature several key competencies. Business Acumen and Deliberative Decision-
Making are also important, particularly when it comes to developing sales and marketing strategies.
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For more information on Caliper Competencies,

please call us at 609.524.1200 or visit www.calipercorp.com.






