
Off –Site Works Best
If possible, take the team off site. Such a decision 
removes the inevitable internal interruptions. It eliminates 
group members rushing back to their desks during 
breaks. In essence an external location will provide a 
focus not possible in the office and ensure you get 
optimal value from your event. 

Include Customer Service
Customer Service, Sales Coordinators and Sales 
Engineers play a vital role in the sales process. Hence 
where logistically possible, it is beneficial to have this 
group involved in the sales conference. Their inclusion 
helps to create cohesion between multiple teams that 
all play a vital role in your firm’s sales result.

Create Conference Teams
Mix up participants from different states, locations and 
roles. Having them work together on challenges and 
presentations bonds the broader group and ensures 
they learn from outside their immediate circle. Awarding 
points throughout the conference for team activities 
always creates a sense of fun and enjoyment.

Sales Team Involvement
The best way to teach the team is to have them teach 
others. If you have a new product or service to launch, 
have one or more of the sales team research and 
present it. Its great practice for the team to present to 
their peers and ensures they learn all about the new 
product. These conference outcomes will then translate 
to stronger sales results.  

Break Out Areas
Request you venue provide a number of small break out 
areas. They are important to enable smaller teams to 
work on sales activities. The more thinking, planning and 
presenting you can get the team involved in, the better.  

How to Brief your Facilitator
A facilitator or key note speaker helps to differentiate 
this meeting from monthly sales meetings. You must 
meet the individual prior to the event. Ensure they 
understand your culture, sales process, sales results, 
significant successes & the personalities of the 
individuals. Ensure your objectives and deliverables are 
articulated with clarity.

Presentation Retention
A fun way to ensure total focus and optimal retention is 
to conclude each presentation with a series of ten trivia 
questions from that presentation. Teams can compete 
over the conference for the trivia (knowledge retention) 
championship. It is amazing to watch the group take 
notes during each presentation when they are aware 
questions will follow.

Awards Dinner
A formal awards dinner at the end of Day 1 is a fantastic 
addition to your sales meeting. Encourage the team to 
dress formally and present awards for Sales Person of 
the Year, Customer Service Person of the Year, Rookie 
of the Year, 5 year service awards & Career Sales 
Milestones (e.g. $10,000,000 or 100 new clients).

Sales Plan Presentations
A two page sales plan is a fantastic tool to have each 
individual ready to accelerate into the new year. 
Affording each participant 5 minutes to articulate that 
plan to the group ensures no-one arrives without having 
planned their approach for the year ahead.  

Phones Off
No surprises here, phones are a distraction. A phone on 
silent or vibrate is also a distraction. Allow plenty of time 
during breaks to return calls to customers.

Now is a great time to focus the sales effort.

With the new sales year just around the corner most organisations 
gather their sales team to celebrate success along with planning and 
motivating for the upcoming sales period. 

Having spent twenty years as a participant at annual sales meetings 
and the last fifteen year as a facilitator and speaker at such events, I 
am pleased to share a few successful ideas from those experiences.  
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