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High Performance Sales Environment Strategies 
By Brian Geery and Sally Sweeney 

 
1.  Team Goals 
Write down your goals for the team 
and ask the team to write down what 
they believe are the team’s goals. 
Hold a team meeting to clarify and 
gain consensus on what the goals 
and focus should be.  Keep a limit of 

no more than six key goals.  This activity keeps 
everyone focused on mission critical objectives. 
 
 
2.  Lead by Example 
Do what your team members do:  make phone calls 
where they can hear you and attend sales calls 
together.  Be the first to arrive and the last to leave 
several days per week.  This will help you 
understand their reservations or problems with 
performing the responsibilities assigned to them. 
 
 
3.  Book/Trade Magazine Review 
Give reading assignments to individual team 
members and have them present a five minute 
summary.  This activity will help the team improve 
presentation skills, keep team members informed, 
and save everyone time. 
 
 

 
4.  Lunch Meetings 
Take a team member to lunch off site for 1 - 1½ 
hours and do not discuss any business issues.  
Spend half the time learning about your team 
member as an individual and half the time sharing 
about yourself as an individual.  This activity builds 
friendships, creates loyalty, and helps you 
understand what motivates your team members. 
 
 
5.  Vote of confidence 

Give a team member three minutes to present why 
their top prospects will close.  Have the team vote 
yes if they believe it will close, or no if the think it 
will not close.  If the team votes no, they must 
suggest what needs to be done to ensure it closes.  
(Note: use these rules as a guideline to create a vote 
of confidence game that matches your team’s 
culture.)  This activity keeps team meetings focused 
and short and enables everyone to leave with 
strategies that will help them close more sales, 
faster. 
 
6.  Anonymous Survey 
Create an anonymous survey (see back cover) to 
enable team members to give you feedback that 
will help you improve your management style. 

 

 

 

 








