
 

Boost Your Sales Team’s Performance with Palomar Advisors: A Guide 

to Sales Performance Management 

Want to take your sales team to new heights? Sales Performance Management (SPM) is a 

proven approach that helps you get the most out of your team, consistently and predictably. 

By setting clear goals, focusing on key metrics, and using data to guide decisions, SPM 

helps your team stay on track and perform at their best. Let’s walk through what SPM is all 

about and how Palomar Advisors can help you build a high-performing, data-driven sales 

team. 

What Exactly is Sales Performance Management? 

Sales Performance Management, or SPM, is all about creating a structured way to hire, 

manage, and motivate your sales team so they can succeed. It’s the secret sauce that sets 

top-performing companies apart. With SPM, you create a clear roadmap for your team, 

guiding them to reach (and exceed) their goals, one step at a time. SPM gives you the power 

to focus your team’s efforts, keep everyone accountable, and help each rep work more 

effectively. 

Implementing SPM in Five Simple Steps 

Step 1: Start with a Solid Strategy 

SPM begins with a clear, well-thought-out strategy. Gather your team leaders and key 

players to align on how you’ll go to market, highlight your unique value, and identify the tools 



and training that will set your team up for success. When everyone’s on the same page, it’s 

easier to stay focused and keep moving forward. 

Step 2: Set Up a Structure that Works 

Once the strategy is in place, create a solid structure for your team. This means outlining the 

sales process, setting up the right tools and systems, and making sure every team member 

knows their role. A clear structure helps everyone stay organised, accountable, and focused. 

Step 3: Track and Analyze What Matters 

To keep your team on the path to success, you need to know what’s working—and what 

isn’t. By tracking key metrics like conversion rates, deal sizes, and sales cycles, you’ll have a 

data-backed view of where your team is thriving and where there’s room to improve. 

Analysing this data helps you make informed decisions and fine-tune your approach. 

Step 4: Coach and Support Your Team 

Armed with insights from your data, managers can provide targeted coaching that helps 

each team member shine. Whether it’s refining their closing skills or improving their 

outreach, focused coaching turns good reps into great ones and drives overall team 

performance. 

Step 5: Keep the Momentum Going with a Feedback Loop 

The beauty of SPM is that it’s a continuous process. As your team grows and your goals 

evolve, you can adjust your strategy, update your metrics, and keep building on your 

progress. This ongoing feedback loop ensures your team stays aligned, motivated, and 

ready to hit the next goal. 

Why a Strong Framework Makes All the Difference 

A solid SPM framework makes it easy to track what’s working, coach effectively, and keep 

your team’s performance consistent. At Palomar Advisors, we specialise in creating 

customised SPM frameworks that fit your unique goals. With the right tools and insights, 

your team can achieve lasting, predictable results. 

 

Let’s Take Your Sales Performance to the Next Level 

Ready to help your team reach their full potential? Palomar Advisors can support you in 

building an SPM system tailored to your needs. Whether you’re just starting out or looking to 

refine your approach, we’re here to make it happen. Reach out today at Palomar Advisors, 

and let’s talk about what Sales Performance Management could do for your business. 

 

 

 


