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Three Reasons Your Salespeople Arena??t Doing What They Need To Do

Description

If youd??re a sales leader, youa??ve likely experienced times when your salespeople arena??t doing
what youa??ve told them to do. You know that' yeur ene.job is to help your direct reports be as
successful as possible, but what do you do when youa??ve provided someone with ample training, tips,
feedback and support and they are simply not taking your suggestions?

Wea??ve determined that there are three reasons why salespeople do not do what
their leadership tells them to do:

(1) They simply dona??t want to do it. They might not want to put in the work or effort.
(2) They donéa??t know how to do it. They might lack proper instruction or skill to get it done.

(3) They dona??t see the value in doing it. They might feel that their way is better, or they just might
not agree with what youa??re telling them to do as they don&a??t believe it will yield results.

Back in the 904?77s when Lisa became a new sales manager, she realized she wasna??t having much
success telling her salespeople what to do. Instead of saying a??This is what you need to do,a?e she
changed her approach instead to asking them &??What do you think you need to do in order to be
successful?a?e and then gently guiding them towards the answers.

She found that when the words came from their own mouths, there was instant buy in and
investment in their own success.

In life, we might have heard the same piece of advice repeatedly but may not have learned a lesson
until we experienced it ourselves. It may take something happening to us directly to finally give us that
a??Ahala?s moment of understanding. Ita??s the same with your direct reports; once they experience
their own a??Ahal!a?s moments and determine what they need to do to be successful themselves, they
are more likely to take ownership and follow through.
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The next time you are faced with a direct report who is not doing what needs to be done, think about
the three reasons why this might be the case. Try to gain an understanding for where they are coming
from, determine how youa??ll inspire them to come up with some new ideas and strategies, help them
see the value in what they need to do moving forward, and hold them accountable for following through
to achieve results.

Want to share ideas, tips and support with other sales and business development leaders looking to
heln their direct renarte he siiccessful as well? Register now to join us for our next Sales Leader Peer

Business Development University is a sales training, coaching and

consulting firm dedicated to driving results and value. Offering a comprehensive approach to sales and
business development, we bring our clients customized solutions that boost revenue and improve the
bottom line. Our proven methods, high energy, interactive trainings and effective coaching sessions for
salespeople and sales leaders have created extraordinary success stories for our clients. Wea??d be
privileged to create a unique success story for you.

Chat Live With Lisa Today!
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