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CHECKLIST - SALES MANAGEMENT ASSESSMENT
Your business is to manage the performance of teams. One of those teams is a sales team. 

Use the following checklist to determine if you are doing all you can to maximise the performance of the team.

· Do you track the performance of each team member on all key drivers each week?

· Appraisals, listing presentations, agency agreements signed, exchanges/settlements, gross commission income realised and in the pipeline

· Do you track the performance of your team over time to identify areas of improvement or declining performance?

· Do you set your sales team targets to achieve – both as individuals and as a team with appropriate bonuses for achievement?

· Do you have regular one-on-one reviews with each member of your team? (at least monthly)?

· Do you conduct regular training sessions with your team including role plays and scripts and dialogue training?

· Do you regularly review lost deals with the team so all can learn from the experiences of each other?

· Do you regular review won deals with the team so all can learn from experiences of each other?

· Do you have written processes and procedures to govern every part of the sales process?

· Prospecting

· Listing

· Managing auction and private treaty campaigns

· Post exchange procedures

· Post settlement process

· Do you enforce these if you have them?
· Do you celebrate success regularly with individuals and as a team?

· Do you complete formal performance appraisals at least twice per year focused on both the numbers and other team based criteria?


- 1 -

