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SALES FORCE
FOCUS

At a time when our industry, technology, and the marketplace 
are changing at a record pace, have you noticed that your 
sales team is struggling to develop new customers or grow 
existing accounts?  

Due to complexity in the packaging and processing space, 
many OEMs retain long-standing sales teams with lots of indus-
try knowledge and experience. But these teams are having 
a harder time adapting how they sell to support customers’ 
changing needs. This often results in too much time with cur-
rent customers instead of reaching out to new ones. 

Today, leading OEMs are developing sales organizations that 
can navigate a new, more complex sales environment where 
online access to machine specifications is the norm, and cus-
tomers expect a solution that supports their business. But they 
don’t want to lose the vast experience their current team brings.

2016 Sales Leadership Study
Growth Dynamics (GDI) conducted a study of over 1,300 lead-
ing North American manufacturers, and found that 72 percent 

of C-level executives’ top goal was 
new business growth. But the great-
est leadership challenge they faced 
was attracting, hiring, and develop-
ing the “right” talent in the company, 
specifically in the sales force.  

In fact, 82 percent of manufac-
tures validated significant changes 
in customer expectations and buy-
ing habits since 2013, while 72 
percent were challenged in hiring 
and developing a sales team that 
fit their business and customers.  
Meanwhile, 43 percent noted chal-
lenges with an aging sales organiza-
tion that is struggling to adapt.  

Up from 56 percent in 2013, 73 percent of today’s sales orga-
nizations are remote—working from a home office or indepen-
dently in the field—which can have an isolating effect. The study 
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Fast, accurate variable-height labeling.

2250 Up to 2250 cycles per hour with 
19.7”product height variance

50% The LA6000’s servo-motor driven 
applicator is 50% faster than 
pneumatic versions

24/7 The LA6000 is built to run 24 
hours a day, 7 days a week with 
minimum maintenance

Introducing the

L-A 6000
Print-Apply System

Distribution centers need to label variable sized cartons at ever increasing line speeds with accurate shipping 
information. And  they need the labeling system to be reliable. Weber has the solution.

The new high performance Model L-A 6000 applicator will label passing cartons of varying heights quickly, 
accurately and efficiently.  The servo motor driven dispensing applicator will ensure printing at up to 2250 
cycles per hour depending on label size.  Carbon fiber components reduce weight of moving parts.  And 
with its modular design and large 13.8” O.D. label rolls, you can print and apply labels with a minimum of 
down time. 

If you want to know more about the 
Model L-A 6000 or our complete line 
of  labeling solutions, visit our website. 
Or talk to one of our labeling experts at 
1.800.843.4242.

www.weberpackaging.com
Locations Worldwide

Visit us at Pack Expo 2016 in Chicago, Booth 3541

also showed a significant increase in travel for both sales people 
and field sales leadership, creating greater challenges for sales 
management to engage, coach, or drive sales accountability 
from a distance, or without regular contact. 

This type of work environment makes it easy to breed bad 
habits, spend too much time with existing customers, and get 
rusty at developing new business. This can also impact a sales 
professional’s confidence to forge ahead in a complex, ever-
changing, and competitive marketplace. So, they focus on 
what—and whom—they know best. This leads to minimized 
territory saturation and market stagnation.

Defining top performance in sales  
is “simply complex”
Any sales professional today will tell you that customers have 
changed the way they buy. So, what is getting in the way of the 
sales team changing how they sell so they can be successful 
developing new business and new customers? More often than 
not, the sales team wants to change, they just don’t know how, 
or are unsure what they are supposed to do differently. And 
leadership wants them to improve as well, although they are 
unsure how to lead the team in the right direction.

While many companies still seek to generalize the role of 
sales, top sales leaders realize they must constantly re-define 

the sales process and define top performance or the standard 
of success in sales to select, develop, lead, and retain the right 
sales force that performs. A well-defined top performance 
benchmark establishes a proven method for targeted selection, 
and sets the foundation for sales leadership to create buy-in 
and lead the team through change.

To define top performance, it is crucial to analyze the com-
plexity of the sales role. This may include:

• �Ideal/target customer 
• �Sales complexity or difficulty 
• �Customer environment/market pressures
• �Customer buyer/decision-maker types
• �Ideal/target sale
• �Sales process/methodology
• �Current vs. new customer development
• �Competition/marketplace
• �Success/failure in the role
• �Skills/technical knowledge required
• �Compensation model
• �Leadership capability
With top performance defined, leadership is armed with the 

tools, processes, and metrics to effectively choose the right 
people, show the team how the role has changed, get buy-in, 
and lead measurable accountability in shifting how they sell.
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Rod Ends and Spherical Bearings designed 
and manufactured to Aurora’s exacting standards 
for quality and durability.

Registered and Certifi ed to 
ISO_9001 and AS9100.

From economy commercial to aerospace approved, 
we’ve got it all!

Aurora Bearing Company
901 Aucutt Road
Montgomery IL. 60538

complete library of CAD drawings and 3D models available at:
www.aurorabearing.com

How do you get the sales team  
to change?
This is the number one question we receive at 
GDI.  And the answer is simple. You engage the 
sales team at the beginning of the process, make 
them part of defining top performance, and cre-
ate transparency. By engaging them in the pro-
cess, they realize they are part of the effort and 
accountable for the outcome, so it’s an outcome 
they must support.

A well-developed sales force intelligence 
program gives leadership answers they need 
to guide change. It also gives the sales team a 
voice on what they perceive their role to be, 
where they focus their time, and what successes 
and challenges they face with competition, new 
business development, and growing their mar-
ketplace. Engagement equals accountability.

The result of sales team  
transformation: leading change
To help a sales team be part of transforming their 
efforts, leadership must share results of the top 
performance benchmark and educate the team 
on how its role has changed. What is top per-
formance in the role, and how can team mem-
bers apply their skills, strengths, and efforts to 
adapt new ways to sell? This aligns with targeted 
team training and reinforcement to establish a  
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Source: GDI’s 2016 Sales Leadership Study of North American manufacturers

Over the next five years, trends show that the aging sales force and constant changes in technology, customer expectations and recruitment will 
collide requiring strategic efforts that focus on more targeted hiring strategies, optimized leadership, and sales team transformation.

Sales leadership challenges for 2016
Changing customer expectations 

& requirements

Sales recruitment, hiring & selection

Aging sales team/performance issues

New business dvpt/territory saturation

Sales team performance

2016 2015
Least important Most important
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customers for growth and success.   
Transforming a sales organiza-

tion is an ongoing evolution that 
requires consistent leadership focus 
and performance accountabilities 
to reinforce change and maintain 

momentum. By defining top perfor-
mance in sales and gathering sales 
force intelligence, you will establish 
a foundation for sales force transfor-
mation and team growth. 

foundation for improved performance. 
When benchmarks of top performance are 

developed and sales force intelligence is gath-
ered, leadership may come to realize the issue 
isn’t necessarily that a team member is the wrong 
person. Generally, it is that they are not focused 
on the right things, or not devoting the time 
or effort needed to develop new business. Or 
sometimes, they are simply doing what comes 
easiest instead of what is needed to assure terri-
tory growth and saturation. 

Today, leading, developing, and retaining a 
top performing sales organization requires 
more than just competitive pay and incentives. 
It requires having a clear definition and process 
of how to select, develop and lead the right 
sales team that fits your company and adapts 
to your customers’ needs and expectations. It 
requires arming the team with the tools, training, 
and support to develop new business and new 

Sales Force 
Intelligence 
Statistics

83% of all sales teams 
surveyed wanted to 
be part of defining 
top performance in 
their role.

67% of sales teams  
assessed struggle 
with change, new 
technologies and  
CRM optimization.

87% of the sales 
organizations 
included in defining 
top performance in 
the role realized 25% 
improvement.
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Source: GDI Study, North American manufacturers
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