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If your sales meeting is good, it may look like this: 
• Congratulate the team on wins for the week or month 
• Recognize individuals for a job well done 
• Share success stories on Target to Key conversions 
• Provide motivational words to excite the team on hitting 

their next big goal 
• Introduction to a great new product available for your team 

to sell 
• To all those who's agendas looks like this, I applaud you! 

This is good! But what does a great sales meeting look 
like?   
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5 Tips for Great Sales Meetings 
Try these subtle enhancements or variances, and 
watch your sales meetings go from good to great: 

• When congratulating the team on a job well done, point out the 
behaviors you observed that lead the team to achieve a goal. If 
they haven't hit it yet, you can still apply this enhancement. Share 
with them the positive behaviors you are observing right now and 
what they can do more of to reach the goal. 

• Do the same for individual wins! Share what went well for 
your salesperson, and why you value what they've done. 

• When sharing success stories on big account wins, let the person 
share how they got the big win focusing on how they discovered 
the account, qualified the account, started the conversation, and 
got to close. Sharing success on the activities a salesperson 
accomplished to get to close is more valuable to your team's 
development than the close itself. 



5 Tips to Take Your Sales Meetings 
from Good to Great 

5 Tips for Great Sales Meetings 
• Energizers are a great way to get a team thinking! Literally, 

incorporating movement into a learning opportunity is scientifically 
proven to help with retention. So when it's time to motivate, get 
the blood pumping and brainpower flowing with a fun energizer! 

• Make sales training a part of every product training. When 
training your team on new products, services, and resources you 
have to sell, don't just tell the sales team what it does or who it's 
good for. Show them how to use it to help them sell 
more. Your priority may be to educate them about the product, but 
their priority is how to use it as part of the solutions they 
sell.  Exceed their expectations by combining sales training and 
product training. 

• Take your next sales meeting from good to great with these simple 
enhancements to your current agenda. With just a few variances, 
your sellers will not only walk away more motivated but also 
educated and energized! 
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Good 
Selling ! 

Disclaimer: The information contained in this presentation is intended solely for your personal reference. Such information is subject to change without notice, its accuracy is 
not guaranteed and it may not contain all material information concerning J.W. Owens.  The Company makes no representation regarding, and assumes no responsibility or 
liability for, the accuracy or completeness of, or any errors or omissions in, any information contained herein. In addition, the information contains white papers , shared 
presentation from others, industry material, public or shared  information from others and J.W. Owens that may reflect the his current views with respect to future events 
and performance. This presentation does not constitute an offer or invitation to purchase or subscribe or to provide any service or advice, and no part of it shall form the 
basis of or be relied upon in connection with any contract, commitment or decision in relation thereto. 
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