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The Performance Management Cycle 

 

Outlined below is a seven step model for managing a sales person’s performance. 

 

Steps four to seven cover how to tackle under-performance which is the topic covered in this document.  

See the document on ‘Measuring the Performance of Sales People’ to cover the first three steps of the 

process. 

 

1. Discuss and agree core 

areas of job/role 

2. Identify and agree 
on the assessment 
criteria for each core 

area 

3. Describe the 
performance 
measures for 
each core area 
taking into 
account the 
assessment 

criteria 

4. Agree appropriate 
monitoring methods 
and frequency 

5. Provide regular, 
specific feedback on 
performance, both 

positive and negative 

6. Identify 
problem areas 
and consider 
appropriate 

response 

An environment of: 

 Open and honest dialogue 

 Mutual respect 

 Encouragement and praise 

 Accountability 

7. Counsel, coach or 
train the individual to 
overcome the 
problem or to build on 
their current, good 

performance 
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Ways to Monitor Performance 

 

Once performance objectives and measures have been agreed upon, you need to agree on the best way 

to monitor the sales person’s actual performance against the performance measures.  The simplest, and 

most effective, approach is to ask the sales person for his/her input. 

 

Example: “Now that we’ve agreed on the performance measures, what do you think is the best way 

to monitor your performance?” 

 

By asking the sales person to come up with the method, you give him/her ownership of the process.  As 

a result, you are more likely to gain his/her co-operation.  If you impose a monitoring method, for 

example, “I want you to submit a monthly report outlining your progress to date,” you’re likely to meet 

resistance. 

 

 

 

 

 

Below is a list of some ways to monitor performance: 

 

 Quarterly/monthly/weekly/daily meetings and reviews 

 Written reports 

 E-mails 

 Telephone calls/telecons 

 Joint calls 

 Informal discussions 

 Team meetings 

 Observations 

 Third-party feedback 

 Internal/External surveys 

 Budgets 

 Other financial information/measures 

 

 


