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Idea #1:   
Hire slow, fire fast. 
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Always be interviewing.   
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Look beyond the resume. 
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Look beyond the resume. 

@ryandohrn – Ryan@BrainSwellMedia.com - www.BrainSwellMedia.com 



Idea #2:   
Professional sales 

people should be ready 
to sell.   
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Come to the interview and sell 
me this…  
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Idea #3:   
Create a Junior sales 

path. 
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6 months- sales admin 
6 months – small sales tasks 
6 months – shadow Sr. Rep 
6 months – Handle medium 

accounts 
Move to Sr. Rep status 
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Idea #4:   
Using sales assessments. 

@ryandohrn – Ryan@BrainSwellMedia.com - www.BrainSwellMedia.com 



@ryandohrn – Ryan@BrainSwellMedia.com - www.BrainSwellMedia.com 



@ryandohrn – Ryan@BrainSwellMedia.com - www.BrainSwellMedia.com 



@ryandohrn – Ryan@BrainSwellMedia.com - www.BrainSwellMedia.com 



Idea #5:   
What does a great 

recruitment ad look 
like? 
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Omnifortuna is in search of top talent as we continue to diversify our client portfolio and branch out 
into new markets. We have a success rate unparalleled in the industry when it comes to developing 
our people from entry-level sales through team leadership and into management. 

This is a great opportunity to join a growing team in Miami As Business Development Executive you 
will be responsible for identifying new leads within a territory, developing relationships with new 
customers, and promoting the client's objectives and services. 

Overall Key Objectives:  

• Generate and maintain a healthy sales pipeline 
• Be an ambassador for the company and have a thorough knowledge of all services & solutions 
• Exceed acquisition targets 
• Ensure a smooth handover to the account management team during the implementation stage 
• Generate and deliver effective face-to-face sales meetings and demonstrate our product and 
services 
• Manage own diary and work independently 
• Provide insight and knowledge via feedback from the industry to help the company consistently 
evolve 
• Develop opportunities through company leads & through own research 
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Idea #6:   
Team interviewing 

strategy. 
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Idea #7:   
Set up your 

expectations very 
clearly during the 

interview. 
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Account Executive Pledge of Expectations: 

1.  Be early for weekly sales meeting, 8am, Monday 
2.  Be early and prepared for weekly numbers one-on-one with Ryan.  Be 

prepared to discuss your 10 next meetings.  
3.  Be early and prepared for weekly coaching one-on-one with Ryan.  Be 

prepared to discuss what you are doing to grow as sales person.   
4.  Create and maintain a list of 50 prospects at all times. 
5.  Actively work 10 of the above 50 prospects daily via phone and email. 

Email only is NOT acceptable.  
6.  All sales activity must be logged in the CRM.  No exceptions.   
7.  Be early for work each day.  Work day starts at 8am. 
8.  Expect to be assigned other duties as needed to help the team succeed. 
9.  Leave all personal baggage at home.  Come to work with a positive 

attitude. 
10.    Look for ways every day to contribute in a positive way to the team. 

I agree:  _________________________________________ 



Idea #8:   
Networking is critical. 
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Motivating Superstar Sales 
Execs 
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Veterans / Traditionalists 
1922-1945 Boomers 1946-1960 

Gen X 1961-1983 
Gen Y / Millennials born after 

1984 
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MIT STUDY:  

Question:  Will more money 
cause people to perform better?   
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MIT STUDY:  

Answer in USA:  Yes, if the task 
is mechanical.   
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MIT STUDY:  

Answer in India:  Yes, if the task 
is mechanical.   
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MIT STUDY:  

Once the task went into 
cognitive skills, the answer…  
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MIT STUDY:  

Once the task went into 
cognitive skills, the answer…  
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6 Factors Of Sales Motivation 

1.  Quality Comp Plan 
2.  Affiliation 
3.  Mastery 
4.  Purpose 
5.  Rewards and recognition 
6.  Job security 
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Quality Comp Plan 

1.  Consistent plan 
2.  Simple to understand 
3.  Big rewards for doing big 
things 
4.  Consistent monitoring 
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Comp plan for success 

Base + 

50% of goal – 10% commission 
80% of goal – 15% commission 
100% of goal – 18% commission 
110% of goal – 25% commission 
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Sample numbers only! 



Questions and discussion 
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