
 

 

 

Thinking of Hiring a Salesperson?  
5 Questions To Ask Yourself First  
 

There comes a point when it no longer makes sense for the founder of a coaching company or 
small boutique business to lead all sales conversations with prospective clients personally. But 
before diving in with both feet and hiring a salesperson, here are some questions to ask yourself:  

 

1. When should I think about hiring a salesperson?  

The right time to hire a salesperson is when you notice you have too many qualified leads – and 
not enough hours in your workday to speak and follow up with them all. I tell business owners 
that the time to hire a salesperson is when your sales process is already working – not because 
it’s broken. You know you are ready to consider delegating the sales role for your company once 
your offers are clear (and selling!), the marketing program is working, and lead generation is 
delivering plenty of qualified leads. From there, you can analyze the business and determine 
whether it makes more sense to delegate sales to a salesperson or build your own dedicated in-
house sales team.  

 

2. How do I set a salesperson up for success? 

Hiring a new salesperson can be exciting. When I was interviewing for my own sales team, you 
wouldn’t believe the number of people who felt they had been hired for previous positions and 
then just thrown into the proverbial ocean and left to sink or swim! This is not an approach I 
recommend. Instead, make sure you have the systems, processes, and training in place so that 
your new team member is clear on what to expect and how to work within your company 
effectively.  

 



 

 

3. What type of salesperson do you need? 

It’s important to know all salespeople aren’t created equal, so what type of salesperson do you 
need? Do you need more of a business development role -  where a salesperson goes out into the 
world to meet and build relationships with prospective customers, and move them through a 
sales process? Or do you need more of a ‘closer’ –  a salesperson who operates more in the home 
stretch to close deals. Or maybe do you envision someone who is skilled at both? Take a moment 
to reflect on what you really need and want from a salesperson.  

 

4. How many salespeople do you need?  

This is a great question that goes along with the type of person you need. Do you only need one 
person -- or do you need an entire team? Do you need this person (or people) consistently 
throughout the year -- or only at certain times (for example, during an online launch or at your 
in-person events)? Depending on your answers, it may make sense to have a mix of salespeople 
working with you, to make sure you cover all your bases for the range of sales scenarios in your 
company.  

 

5. How will you compensate your salesperson?  

There are a number of different ways you can compensate your sales team, so the good news is, 
you have options. While it is common to think of your sales team members being paid a 
commission, not all sales people are compensated that way. You can pay a set salary with no 
commission, a base salary plus commission, a salary plus bonus or even variable commission. 
These are by no means the only ways to compensate your sales team, but are some of the most 
common. I definitely recommend you speak with your accountant and your attorney to determine 
which structure is best for you.  

 

Thinking about hiring a sales person in 2019? Be sure to review our Before You Outsource Your 
Sales Checklist. Click here to download => http://bit.ly/2KQp0JU 

 
 
 


