Sales Leadership Workshop
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Instructions:  Select two (2) tactics from the table below that are the most appropriate for each of the personal needs, and write a "+" in the appropriate cells.  Then select two (2) tactics that are the least appropriate for each personal need, and write a "-" in the appropriate cells.

 (Power, Recognition, Achievement, Safety, Order, Affiliation)

Tactic
P
R
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1) allow employee to be a sponsor at a trade show







2) allow employee to demonstrate expertise







3) allow employee to lead project team







4) allow employee to set up own methods







5) allow for freedom from controls and supervision







6) allow for freedom of expression







7) allow team member to ask "why" questions







8) allow team member to weigh pros and cons







9) ask opinions







10) be consistent







11) clearly define performance expectations







12) conduct team blitzes







13) create contests







14) do not "push" team involvement







15) eliminate obstacles







16) encourage personal goal setting







17) explain reasoning and consequences







18) foster teamwork and team challenges







19) give heads-ups on new or anticipated changes







20) give rewards for small successes







21) have employee facilitate team meeting







22) have employee partner up with another team member







23) listen







24) praise employee in front of others







25) provide plaques and awards for performance







26) provide structure







27) provide systems to support the sale







28) put employee in charge of team when manager is out







29) ride with employee in field







30) show appreciation for team efforts







31) solicit ideas and input







32) tie accomplishments to big picture







33) use visual quota boards







34) value quality and accuracy







Table 1: Personal Needs Exercise
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