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Making Technology Sales Happen 

Improve the efficiency of your sales team 

with Hoolock Consulting  
 

In any industry, the supply chain of raw materials is considered to be critical to the success 

of a company.  The company must ensure that there is an adequate supply of inputs to build 

the required number of outputs.  Measuring the input volume is as important as measuring 

the output.  However, for sales teams, most companies only measure the output, not the 

input. 

Sales managers frequently only measure outputs such as revenue, conversion rates, sales 

volumes etc. which sales teams do not have complete control over.  These are lagging 

indicators so management frequently learn about problems too late to do anything about 

them.   Inputs, or sales activities, such as calls made, meetings with decision makers, 

demonstrations provided, give a much better measure of likely success.  These are measures 

that the sales team do have complete control over.  Measuring these allows managers to 

monitor performance and then to improve it.  This is sales activity management. 

It stands to reason that more sales activity is going to result in more sales but much of that 

activity could be wasted if it is not directed at the right targets.  The decision as to which 

clients to meet with and which opportunities to chase are frequently decided on based on 

poor criteria.  Sales people meet with their favourite clients even though they are not likely 

to buy anything soon or chase huge opportunities that they have little chance of winning.  

There is no consistent measure of which clients and which opportunities to chase across an 

enterprise, making sales management even more difficult.   

Most sales teams tend to follow a fairly haphazard sales process, with little consistency 

between members of the team.  Indeed, research suggests that up to 60% of sales teams 

have no documented sales process.  Without a standard process, it is not possible to 

effectively track activity and measure its effectiveness.  This means that it is difficult to 

improve the process and team members cannot learn from each other. 

 

 

Salesman Bob always hits his revenue targets every month but his 

colleague Jim never does.  One day, Bob’s manager comes to him and says 

“Bob, we notice that you always make your targets but only have 5 

meetings per week.  Jim over there, he has 10 meetings per week.  Imagine 

how successful you would be if you had 10 meetings a week, like Jim”.  Bob 

thinks for a minute and then replies “Imagine how successful Jim would be 

if he only had 5 meetings per week!” 
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Sales Activity Management 
There are three elements to effective sales management and all three can be tracked and 

monitored. 

 

Where do the team focus their effort? means which countries and which companies in 

those countries do they focus their efforts on.  Not all companies are likely to buy their 

product at the same time so determining which companies to focus on is important so that 

the team’s effort is directed to the ones most likely to buy.  I call this “What does a good 

customer look like?” 

What do the team focus their effort on? means which opportunities do they focus their 

efforts on.  Again, not all opportunities are worth pursuing every day, some are longer term, 

some are shorter term, some return significant revenue, some return high profits.  

Determining which opportunities to chase should be through the application of a consistent 

analysis.  I call this “What does a good opportunity look like?” 

What process do they follow? means how do they go about doing their work.  The sales 

process needs to be built on a generic process but adapted to suit the product and company 

that is selling it.  It will vary from company to company and cannot be imposed without due 

regard for the experience of the sales team as to the most effective ways of working. 

By defining each of these, the team can then follow a consistent process and track their 

activities and opportunities against it.  By tracking activities, which are wholly within the 

ability of the sales person to do, sales managers can more effectively manage their team.  By 

executing the right activities at the right time, more sales and more revenue will result. 

 

"If you can't measure it, you can't improve it." 
(Peter Drucker) 
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Why Hoolock Consulting 
Hoolock Consulting can work with you to define the criteria to establish a customer and 

opportunity ranking system.  We use a simple points system that, when applied across all 

companies and opportunities, allows the sales team to target the most likely customers and 

opportunities.  The ranking needs to be reviewed on a regular basis as priorities and 

measures will change over time. 

Once the best opportunities have been identified, the right process needs to be applied.  A 

sales process is about developing an opportunity into a sale.  In its simplest form, it can be 

viewed as: 

1. Suspect  

I think there might be a 

need for our product. 

2. Prospect  

I know that there is a 

need for our product 

4. Sale  

The deal is done 

3. Opportunity  

I have made a proposal 

to the client 

This is a generic process and needs to be adapted to the specifics of the selling company and 

the product. 

To build a process, you need to start with a generic one but then review the activities that 

the sales team currently do.  How do they fit into the process?  What works well?  What is 

missing?  How do the best sales happen?  What has proved to be a waste of time in the 

past?  The input and experience of the sales team need to be included in the process, so 

that they feel part of it and also so that the best of their activities can be included. 

Each part of the process will require some activity to be completed and each activity can 

then be recorded and measured.  These could include number of outbound marketing 

emails; number of marketing presentations; number of meetings with decision makers. 

Each of these activities can then be tracked so that the effectiveness of the process can be 

measured.  Over time, this allows the process to be improved so that only the most effective 

activities are performed most of the time. 

Finally, the sales activities need to be performed with the greatest degree of skill.  This will 

require training.  However, generic sales training, out of context of the defined sales 

process, is not very effective.  Teams need to be trained to use the process that has been 

defined.  New skills must be learnt that are directly applicable to the process that the 

individuals are following. 

Hoolock Consulting adapts all of our sales training to the specific needs and processes of our 

clients to deliver the most effective training for their sales teams.  We can also provide 

technology that can be used to track activities, within the sales process, so that 

management can track them and manage their staff most effectively. 
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Tim Gibbons Biography 

 

 

Tim has over 21 years of sales and commercial experience gained with three major 

technology companies.  He held a variety of managerial, sales and business development 

roles in each organisation, demonstrating an ability to grow the business he was responsible 

for in all cases.  He has experience of selling computing technology, data and services in 

Europe, Africa and Australia. 

In 2015, Tim founded Hoolock Consulting to provide sales services to technology and 

engineering companies needing some additional support.  Tim provides training and 

consultancy services to companies looking to improve their sales skills.  This can be either as 

formal classroom training or one-to-one mentoring for individuals.   The training is tailored 

for each company, based on their needs and on their products and target market.  This can 

also include follow up work, developing specific sales strategies or attending customer 

meetings to mentor sales teams. 

Tim also sells on behalf of a number of clients.  Building trust with customers, understanding 

their needs and articulating the value of the products he is supplying are the cornerstones of 

his approach.  This was summed up by Merv Swan, a former Halliburton Executive, who said 

“Tim is a sales rock star especially when it comes to building trust and coaching clients.  His 

technical expertise combined with business experience is second to none.”   

Feedback from clients 

“All our staff thought it was the best Sales Training day they’d had.”  Kirsten Bevan, Global 

Marketing Manager, Chemostrat Ltd 

“Tim combines both theory and practical exercises to create an entertaining, engaging and 

relevant course.”  James Mansell, Director, Clear Solutions Ltd 
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