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Help them become better business people

It's about inspiration, not compensation.

Two keys to unlock sales performance and results.

Sales leaders know there’s a never-

ending stream of advice to motivate,

engage and optimize your sales
team. But it really comes down to

two components: you need to enable

and inspire them. First, put the right
tools in their hands so they can
effectively compete. Then, lead and
challenge them to grow every day.
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So what does it mean to enable and
inspire your sales team? Consider
these eight questions your sales
team asks themselves each day.

Are you giving them the answers they
Nneed? Read on to see what it takes
to enable and inspire your team and
how behavioral economics can be

your guide.
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To learn more about how BIWORLDWIDE can help you deliver next-level sales,
visit: biworldwide.com or email info@ biworldwide.com
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