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"Quit WHINING and Start SELLING!
Your 4 Biggest B2B Selling Mistakes"

“The effective sales manager is going to see things the salesperson doesn’t, and provide
perspectives and ideas the salesperson has yet to consider”
In September over 125 sales and marketing professionals from the food processing suppliers
community will gather in Chicago for the FPSA’s Fall Sales Conference on September 19-21 to
discuss best practices in the modern sales environment.
Topics will range from top social selling, to bridging the gap between millennials and boomers
to how to build a high performance sales organization to negotiation tactics to how to increase
sales with drip marketing and retargeting.
At the Sales Conference, Kelly Riggs, Founder & President of the Business Locker Room will
talk to us about the top B2B Selling Mistakes.
Dolores Alonso, Senior Director of Business Development and Membership at FPSA, sat down
with Kelly recently.
DA:
Kelly, is it possible for salespeople to reach their full performance potential without an effective
sales manager?

KR:
Interesting question! I would think the answer is no. Although there might be an occasional
exception, I think the best salespeople actually seek help from a variety of sources, including the
sales manager. Assuming, of course, the sales manager is helpful!
The effective sales manager is going to see things the salesperson doesn't, and provide
perspectives and ideas the salesperson has yet to consider. For example, a lot of my work is
done with veteran salespeople who struggle with time management and/or working through a
performance plateau. With a variety of new strategic concepts and tactical ideas, they are able
to improve on already successful sales results.
Even the very best athletes and performance artists have coaches and advisors to help them
develop and refine their skills, and I think the same is true for salespeople. That is one of the
consistent themes I observe with high-performance salespeople -- they are always learning, and
always seeking input and feedback.

