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The Only Two
Reasons Why
Security
Salespeople
Fail
(And What to Do About Them)
By Gretchen Gordon, Braveheart Sales Performance

This may sound simplistic, but there are
really only two reasons why salespeople aren’t
successful:
1. They don’t do enough of the right
activities to get enough opportunities
2. When they perform sales activities
they aren’t very good at them
You may say, “So what?” But it is critical that
the sales manager know which situation is the
cause of the problem, because each problem
requires a different type of intervention. The
first is more of an accountability intervention
and the second requires a coaching
intervention.
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Accountability intervention
addresses lack of activity
When a salesperson is not doing enough of the right
activities, do the math to understand what the level
of right activities should be.
1. Start with the closing ratios. Understanding the
closing ratio makes it easy to calculate how many
opportunities must be in the pipeline, especially
how many first appointments with prospects are
necessary each day, week or month.
2. Define what it takes in terms of steps and time
to get a FIRST appointment scheduled. This could
include cold calling, asking for referrals from
clients, cloverleafing, etc. Working with the
salesperson, create an appropriate activity plan to
get those first appointments and make sure that the
salesperson takes ownership of the activity plan.
Their activity plan should be what THEY are going
to do to create leads. Not what the company does for
them.
3. Insist on activity reports. It is the sales manager’s
job to ask the salesperson to report on their activity
each week, every two weeks or monthly to ensure
they are doing the activity. If they aren’t doing the
appropriate level of agreed upon activities then the
sales manager can simply ask two questions: 1) Why
did you not meet the activity requirements? And,
2) What are you going to do differently this week?
If they continue to lack appropriate results and are
not changing their activity level, then an obvious
conversation needs to take place.

Coaching intervention fixes poor
execution
The second problem, lack of effectiveness, can more
easily be identified if it has been determined that
the first problem is not present. If the salesperson
is doing enough of the right activity and is still not
closing enough business, then it is time to kick into
a coaching mindset.
1. Practice. For starters, an increased emphasis
on role playing, or practicing is necessary. If the
salesperson is lacking effectiveness in closing
business then increase the practice you engage
in with him or her. Do not let them practice on
prospects.
2. Pre-brief each sales call following a prescribed
sales process where the possible outcomes are
identified and the salesperson explains what he or
she will say and how to address various situations.
Next, additional joint sales calls may be in order.
Do not take over the call, let the salesperson do the
work.

3. Debrief each call with the salesperson. What went
well? What could have been improved upon? Do
we know enough to move to the next step in the
process? If the salesperson messed up, encourage
them to learn from the mistake, maybe engage in
additional practice so they are more comfortable
the next time, then if appropriate call the prospect
back and ask to try again.
There may be situations where the salesperson is
not improving even when engaged in additional
coaching and practice.
It is okay. Not everyone is well suited for sales.
If the salesperson is unable to improve activity
or execution and is not having success, the sales
manager will know that he or she has done
everything possible to assist.

NEW MEMBER BENEFIT!
ESA has recently launched a partnership
with Braveheart Sales to offer customized
sales acceleration services to members.
Sales growth, efficiency and recruiting
have been issues many ESA Member
Companies struggle with.
We’ve heard you! Members will now
have access to discounted sales training
and consulting services from Braveheart
to help with lead generating and sales
growth, sales recruiting and onboarding,
sales processes, compensation plans,
and sales management effectiveness.
ESA members have access to a special
package of services not offered to the
general public.
Braveheart is a sales consulting firm
focused on helping companies grow.
Since 2009 they have been focused
on the security industry and through
the ESA partnership have developed
product offerings for all size companies.
They are experts at helping grow sales
and increase sales effectiveness to help
companies achieve their full potential.

For more information about ESAspecific packages, contact Gretchen
at security@braveheartsales.com
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