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Solving the Training Problem

It turns out that the inside sales person is a unique individual, especially when it 
comes to B2B sales. So, before you even worry about training, you need to ensure 
you hire the right people.

What should you look for when recruiting? Education and experience are not always 
good predictors of success in inside sales. Instead, you should seek individuals who 
have a natural curiosity and interest in learning and growing. They need to exhibit 
good judgment, the ability to think on their feet, and an aptitude for listening and 
asking the right questions.

With the right people on board, your training efforts will produce results.

As a shortcut to training, many companies sit the new rep down next to a top 
performer and have them listen in on calls. The theory is that the inexperienced rep 
will acquire the skills that have taken the proven performer to the top by the power 
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of osmosis.

However, there’s a problem with this approach. Everyone has their personal style 
and it’s essential that they use it in order to come across as authentic as possible in 
a phone call. So, it’s better to give the new reps some call guidelines, let them do 
role play calls and provide pointers on how the rep can become more successful. 
It’s certainly a good idea to provide new reps with the example of an experienced 
rep, but this will never replace the necessary time for professional training with the 
new rep.

Another significant area of training is to hone your new rep’s listening skills. Teach 
them time tested listening techniques that are proven to work and also help them 
understand critical questions that will give them insights into the prospect’s needs, 
such as:

What solution do you use now to address this problem?
How satisfied are you with how it’s working for you? Why? Why not?
Are there things you would like to improve?
If you could create the ideal solution, what would it look like?
Are you interested in making a change to the service you currently use? If so, 
when? 

Once they have the basic skills down, you have to provide in-depth training on your 
product or service so your reps can speak about it naturally and confidently.

Hiring the right people and getting them up to speed takes time. But there is also a 
quicker solution. 

You can outsource some or all of your inside sales tasks to a tele-services 
company that acts as an extension of your staff, presenting themselves as your 
company’s representatives. The advantage of this approach is that such companies 
hire and train professionals who do business development on the phone every day. 
They have the systems to support inside sales people and can deliver results much 
faster than most companies can do internally.

Call us at +1 718-709-0900 (US) or +39 06 978446 60 (EMEA), or contact 
us online to learn how you can outsource your Inside Sales function and 
jumpstart your B2B sales today.
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