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A downloadable guide to hiring exceptional salespeople. This guide is designed to be
valuable for businesses seeking to improve their hiring process and attract top-tier sales
talent.

THE ULTIMATE GUIDE TO HIRING
EXCEPTIONAL SALESPEOPLE

Hiring exceptional salespeople is one of the most critical decisions a business can make. The
right salesperson can drive revenue, build customer relationships, and elevate your
company's growth. But how do you attract and retain top talent in a competitive market?
This guide will walk you through the essential steps to ensure you hire the best sales
professionals for your business.

1: Understand Your Sales Needs

Before you start searching for a salesperson, it’s crucial to understand your business's
needs. Ask yourself the following:

e What type of sales role do you need?
(e.g., Account Executives, Sales Managers, Business Development Representatives)
e What are the key responsibilities of this role?
Clearly outline the sales targets, daily tasks, and responsibilities.
¢ What skills and experience are necessary?
Define the specific skills (e.g., lead generation, negotiation, relationship building) and
experience (e.g., B2B or B2C sales) required for success in the role.

Understanding your sales needs will help you create a job description that attracts the right
candidates.



2: Craft an Attractive Job Description

The job description is the first impression you make on potential candidates. Make sure it’s
clear, detailed, and engaging. Here are the key elements to include:

e Job Title & Role Summary: Start with a compelling job title and brief description that
speaks to the benefits of working in your sales team.

o Key Responsibilities: List daily tasks, sales quotas, and client management duties.

e Required Skills & Experience: Specify the technical and interpersonal skills the ideal
candidate should have, along with relevant experience.

o Compensation & Benefits: Provide an outline of the salary range, bonuses,
commissions, and any other perks to make the role attractive.

3: Sourcing Candidates

Once your job description is ready, you can start sourcing potential candidates. Here are
some effective strategies:

e Leverage Your Network: Use your own business network to find candidates with a
proven track record in sales.

o Job Boards & Recruiters: Post on relevant sales job boards, or work with recruitment
agencies (like Clockwork Recruitment) who specialise in sales talent.

e Social Media: LinkedIn is an excellent platform for sourcing sales candidates. Be
proactive and reach out to potential hires.

o Employee Referrals: Encourage your team to recommend top sales professionals
they may know.

4: Screening & Interviewing Candidates

The screening and interview process is where you separate the top candidates from the
rest. Here's how to conduct a successful interview:

¢ Screen Resumes for Key Skills: Look for evidence of success in sales, such as revenue
achievements, target performance, and industry experience.

¢ Ask Behavioural Interview Questions: Use questions like, “Tell me about a time
when you overcame a difficult objection” or “How do you approach building
relationships with new clients?”

e Assess Sales Skills Through Role Plays: Have the candidate perform a sales role play.
This gives you a direct view of their ability to sell and think on their feet.

e Cultural Fit: Salespeople must align with your company culture. Make sure they
understand your values and mission to ensure they will thrive in your environment.



5: Offer Competitive Compensation

Sales professionals are often highly motivated by the potential for earning. Here’s how you
can structure competitive compensation:

e Base Salary: Offer a competitive base salary that reflects the skills and experience of
the candidate.

e Commission & Bonus Structure: Create an attractive commission plan that
motivates high performance. Set clear expectations for how commissions are earned
based on sales goals and targets.

¢ Incentives: Consider additional perks such as health benefits, professional
development opportunities, and career growth options to enhance the offer.

6: Onboard & Train for Success

Once you've hired the right salesperson, accurate onboarding and training are key to setting
them up for success:

e Product Training: Ensure your new hires fully understand your product or service
offering and how it solves the customer’s pain points.

e Sales Process: Train them on your sales process, tools, CRM systems, and lead
management strategies to ensure they can hit the ground running.

¢ Mentorship & Continuous Feedback: Pair your new sales hire with a mentor or
manager who can offer ongoing support, guidance, and constructive feedback.

7: Retaining Top Sales Talent

Hiring exceptional salespeople is only half the battle; you need to retain them. Here are
some strategies to keep top performers:

¢ Recognise & Reward Achievements: Salespeople thrive on recognition. Celebrate
milestones, whether it’s meeting a target or landing a major client.

¢ Provide Career Development: Offer ongoing training and opportunities for career
progression to keep them motivated and engaged.

e Foster a Positive Sales Culture: Create an environment where sales professionals
feel supported, empowered, and valued.

Conclusion: Building a High-Performing Sales Team

Hiring exceptional salespeople isn’t just about filling positions — it’s about creating a team
that drives revenue and grows your business. By following the strategies outlined in this
guide, you can ensure that your recruitment process attracts the best talent, sets them up
for success, and fosters long-term growth for your company.



