
To be a successful sales leader, employees need more than 
strong sales skills. They need the soft skills that help them 
empathize with their colleagues and respond appropriately 
to issues as they arise.

BETTERMANAGER HELPS
SALES LEADERS GROW
...Revenue and Relationships 

Understanding and Managing Your Emotions

Dan Irwin, Head of Sales at BuildZoom based in Scottsdale, Ariz., began participating in the BetterMan-
ager program soon after coming back from paternity leave in 2018.

He had been a director for four years and performed well in 2017 but found his team struggling to meet 
quota after returning from leave. “My goal was to get performance back up,” he says.

After working with his coach, Irwin found that many of the issues he was facing came down to how 
well he was communicating with his team. 

Sales leaders are often promoted to their roles because of their strong sales skills and success in 
meeting quota for their company. Companies anticipate they’ll be able to lead or manage their own 
teams to achieve the same results. Not so --  it is often a big leap. 

When transitioning from a sales representative to a manager or director, new sales leaders quickly 
realize that the skills that made them successful in the past are not the same skills they need to 
manage a team of direct reports—and they may find themselves struggling to navigate this new 
terrain. As responsibilities grow, sales leaders need the ability to prioritize how to spend their time and 
what to delegate to achieve optimum results.

Whether an emplWhether an employee is newly transitioning into a sales leadership role or you want to help existing 
sales leaders uplevel their leadership skills, BetterManager’s Sales Leadership Coaching Program 
helps your sales leadership team build better relationships and grow profits. 

Here are two examples of how BetterManager’s coaching program helped sales leaders better drive 
success with their sales teams:



An Invaluable Sounding Board

Irwin found BetterManager’s coaching so valuable in fact, that 
when he accepted a new job offer this year, he negotiated for 
ongoing coaching services to be included as part of his 
package.

“I h“I have a lot more responsibility than I had in the past, so I knew 
there’d be a lot of points where I felt overwhelmed,” Irwin says. “I 
like working with someone who’s not in the weeds with me 
organizationally, and getting validation on how to address what 
I’m going through.”

In oIn order to get the most impact out of the program, Irwin says, 
it’s important to be truthful about the issues you’re struggling 
with, even if it feels uncomfortable to admit weakness.

Improve Your Communication Style

Brian Lucas, the VP of Sales and Marketing at Peerless Beverage, a beer, wine and spirits distributor, 
went through a 10-week coaching program with BetterManager last year. The first step of the program 
was a 360-degree assessment in which Lucas’ eight-person team all anonymously shared their percep-
tions of his leadership style. “There are things you want to see and things you don’t want to see,” he 
says. “It showed me where I might need some help.”

“From February until May, we were the number one director group in the office,” says Irwin. 
“I was also happier coming into work now that I was focused on building relationships 
with the people who work for me.” 

“I realized that my mood was tied to how much revenue my group was producing, and I felt like I didn’t 
have room to do anything except focus on revenue,” says Irwin. “Through my coaching, I realized that 
low revenue was a ‘trigger’ for me, which led to negative outcomes like being terse with my communi-
cations which then would trickle down to my sales team. I was able to outline behaviors that would be 
helpful when the trigger occurred and began to focus on reacting more positively to my managers and 
building stronger relationships with them by getting to know who they were as people.”

By shifting the focus from revenue to relationship development, a funny thing happened: Irwin saw 
revenue go back up as a consequence of building a stronger, more engaged team.

“If you want someone to be 
an effective coach, you need 
to be really honest. You’ll find 
value in the program to the 
degree that you’re candid 
about your experiences and 
are open to change.” 
- Dan I- Dan Irwin



A Stronger Sales Team

BetterManager’s Sales Leadership Coaching Program focuses on helping sales leaders understand 
their strengths and weaknesses in management, so that they can consciously focus on how to 
analyze and respond to a scenario to achieve the best outcome.

Both IBoth Irwin and Lucas have found that by investing time in coaching to learn more about their particular 
personality styles and behavioral triggers, they’re able to more easily control how they respond to a 
new situation and how they engage differently with their direct reports. Irwin was able to identify the 
trouble spots in his leadership style, and build strategic plans to improve his performance, while Lucas 
learned how to engage with his team in a more positive and productive manner. 

These types of behThese types of behavioral shifts in the workplace have big results. They help sales leaders stay 
positive and engaged, which leads to a happier and more productive workplace for their teams, result-
ing in lower turnover and higher sales volumes.

Get in touch to learn how BetterManager’s leadership coaching can positively impact your sales team’s
performance. www.bettermanager.us

“The program taught me to ask questions first, and then to 
  manage through the situation so I could figure out where they
  missed a communication or if they hadn’t understood the 
  expectation,” says Lucas.
 

Most critically, Lucas identified a key issue in his communication style that had been causing tension 
with his team in the past. “I walked away from the coaching with a key statement: Be curious, not 
furious.”

“I have a high sense of urgency which would lead to some frustration,” says Lucas. This tendency 
often led him to make negative assumptions about the work his team had done and why it had fallen 
short of his expectations.

BetterManager also guided Lucas and his team through the DISC personality assessment, which 
helped each of them understand their respective communication styles, and learn how their team-
mates wanted to be communicated with. Lucas found that by gaining familiarity with the different per-
sonality styles, his team was also able to improve their sales efforts.  “I’ve seen their interactions with 
suppliers and customers and know that they’re trying to understand the customer’s communication 
style. They can be chameleons—whether they’re talking to a CEO or a truck driver, they can make them 
feel comfortable.”


