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ABOUT
VALUE BASED

AUTHORS

The information contained in this e-book was compiled
and presented by the following Value Based team:

valuebased.com

To schedule a conversation with one of our Value Based
experts, go to https://meetings.hubspot.com/jima.

To learn more about Value Based and it's certification for
Software/SaaS sales teams, click here to watch our 2-
minute video or visit our Software/SaaS resource page:
valuebased.com/en/saas-sales-strategy.
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MORALE
BOOST:
RIGHT
PEOPLE
Right People On The Proverbial
Bus

We know this principle by now,
but are we applying it? This
principle not only requires we
keep the top-performing sales
professionals but also to work
with HR to reassign poor-
performing ones.

You know who the poor-
performing team members are
and how they drag the team
down. The chances are high that
your team does too. Avoiding the
reassignment of the poor-
performing team members
signals to the rest of the team—
especially top-performers—that
something other than
performance is more valuable to
the team.

Remember: The best people
leave first. Others will see it
and may leave shortly
thereafter. This can quickly
affect the overall morale of the
team. 

EMPHASIZE THE
VALUE OF THE TEAM

Providing a clear career path
Developing special roles as mentors
Trusting top-performers with
challenges
Making room “at the table”

Hold on to your top-performers.

Sales team leaders can make top-
performers feel valued by:

Additionally, schedule reviews in the
appropriate season at the appropriate
time (immediately) to provide timely
feedback rather than waiting for stodgy
annual reviews. Top-performers like to
know where they stand at all times—
don't avoid the tough conversations.
Lastly, share “wins” publicly with the
team as well as up the chain. Do this
early and often.

Remember: People rarely leave a
team or place where they feel
confident they are valued.
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MORALE
BOOST:
KNOW
THYSELF
Discover Your Team

Know who you have on your team—and help
them know themselves and each other better.

It is important to understand the personalities
and strengths/weaknesses of those on your
team—and how they interact with others on the
team. To develop EQ, teams need to know how
their strengths and weaknesses intersect with
other's, how people prefer to receive
communication, motivation, care, etc.

Make sure the team not only takes applicable
assessments to learn their own personalities and
strengths/weaknesses but to learn and develop
strategies to adapt to others on the team as well
as their prospects.

Remember: The Golden Rule is almost better
stated "Do unto others as they would like
done unto them." 

Discover Your Team

To schedule personality and team
assessments built for
software/SaaS sales teams, contact
our Value Based experts.
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MORALE BOOST:
GOOD CULTURE
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Mitigate Gossip - This one almost never goes away
completely but can be mitigated by the leader. Give
fair warning and be consistent. Let the team know:
"If you bring me information on another person,
they may be brought into this conversation" to
obtain their perspective.
Eliminate rudeness and prevent offense by
improving empathy and EQ.
Foster the development of humility (not thinking
less of yourself; rather, thinking of our self less)
and service without undermining your leadership
position and role.
Model, model, model.

Eliminate Culture-Undermining Behavior

Work to eliminate negative and foster positive
behaviors of the team that affect the culture of your
department and team:

Remember: What we permit, we promote. What we
allow, we encourage. What we condone, we own.
What we tolerate, we deserve.



MORALE BOOST:
CELEBRATE
WINS!

In team settings
To “higher-ups” (who can be coached to reinforce)
Via swag: coins, digital badges, and stuff
In fun
Verbalize appreciation

And celebrate often:

According to a Gallop Poll, positive praise made
employees seven times more likely to stay and eleven times
more committed. Make authentic compliments count—
tailor them to the team member's temperament. Make
compliments regular, studies show they should be
weekly.

Remember: A compliment highlighting strengths to
one team member often results in highlighting
those strengths to the entire team.
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POSITIVE PRAISE
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SEVEN TIMES
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STAY AND ELEVEN
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MORALE
BOOST:
COACHING
Coach For Confidence

Create, calculate, compare, and
coach sales professionals to a
point of mastery of key sales best
practices:

Research says that 54% of sales
professionals from multiple sectors
feel they need coaching while 60%
of their leaders say they don’t have
the bandwidth or a system to
provide it.

Additionally, a dynamic or formal
sales process is the single-most
impactful factor in success for
sales professionals, according to
CSO Insights. Yet, so many team
members go off-script or become
free-stylers! To improve
proficiency, one must have a set
methodology from which to
coach.

Remember: As sales
professionals improve and see
themselves improve, they
become more confident.

OF SALES
PROFESSIONALS
FROM MULTIPLE
SECTORS FEEL THEY
NEED COACHING
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MORALE
BOOST:
CERTIFICATION
Improving the team's sales cycle
proficiencies increase individual and team
morale.

Add to coaching and curriculum a certification
process and you have the "secret sauce" our
clients have applied for sustained sales success.
Curriculum + coaching + certification=success.

Certification provides sales teams and the
companies for which they work a form of
validation and accountability. Accountability is a
word that has a scary connotation at times.
However, when applied properly, the results
ALWAYS motivate a team to success.

Remember: Certifying the proficiency of sales
professionals will almost always increase
their yield year over year.

CERTIFICATION:

To talk about certifying your sales
team to gain mastery in 33 Value(s)
Based Best Practices, contact us
today!
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MORALE
BOOST:
SUCCESS
Build A Culture Of Success

Build a culture of success that
allows the entire team to
succeed by modeling and
encouraging individual best-
practice/process improvement.

Move sales professionals on the
team from "knowing" to "doing."
We call this growing in a "Can-do
competency." Research says 60%
of sales professionals did not meet
their sales goals in either 2020 or
2021. Success breeds success, so
team leaders should empower
team members to succeed.

Remember: A commitment to
continuous proficiency
improvement will usually
motivate individual sales
professionals and increase
sales across the company.

6 OUT OF 10 SALES
PROFESSIONALS
REPORTED MISSING
THEIR SALES GOALS
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BONUS IDEAS

01

02

03

We've added some additional,
tried-and-true bonus ideas or
reminders of things you may have
done in the past. Some ideas can
be implemented immediately while
others may take planning.

Discover what motivates
each team member and
provide it for them.

Make unscheduled and
unannounced calls to each
rep for more reasons than
just to check in.

Provide your team an annual
team goal, purpose and/or
something that leads them
to believe and feel
significant.

04
Provide continuous
opportunities to learn and
grow.

05
Make sure you and your
team remain physically and
emotionally healthy.
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06
Foster trust and transparency
between leadership and sales
professionals.

07
Schedule transparent
collaboration sessions to
discover solutions to universal
issues that the entire team is
facing.

08
Set, track and report daily,
weekly and monthly goals for
sales professionals.

09
Sponsor healthy competition
among team members with
non-cash awards for winners.

10
Establish a mentoring culture
by matching up veteran
professionals with newly hired
professionals. Schedule
monthly times for shadowing
and role-playing together.
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VALUEBASED.COM
We've helped hundreds of SaaS companies and
thousands of SaaS sales and marketing
professionals, achieve millions of dollars in new
sales and recurring revenues.

The majority of our SaaS clients are small and
midsize companies, however, our client list also
includes companies as large as IBM, Microsoft,
Intuit, Sage and software subsidiaries of 3M and GE.

If you'd like to learn more about how Value Based
can help your company increase new sales, ARR,
margins, and qualified leads click here to schedule
a conversation.

800.597.1873  |  infous@valuebased.com

https://meetings.hubspot.com/jima

