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HOW SMART SALES LEADERS 
ATTRACT THE BEST TALENT
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Good sales leaders keenly understand that their salespeople are their greatest asset. 

There’s simply no hitting those targets without a cohesive group of focused and 
hard-working team members.

And that’s precisely why it’s so important you attract the best people for your team. 
Just how do you position yourself to do that? 

With so many attractive sales job offers out there, it can be hard to ensure yours 
stand out. No fear. We’ve put together a guide to the important ways you should be 
utilising your employer brand to draw the best talent in. 

WHAT DO TALENT WANT?

Before you think about capturing the best of the best, you need to know what they’re 
looking for. According to a Glassdoor survey, talent look at four crucial things in a new  
job – salary, benefits, work environment and the company mission, vision and values.

This means the people you want to attract to your sales team will want to know about:

1. Your team and sales leader
2. Your company
3. The job itself & what it offers

Showcasing each of these areas during your recruitment campaign can make or 
break your chances of snagging top talent. While we have a few ideas about how you 
can do this, the first step requires you to audit yourself, your company and the job.
This will help you fine tune these areas before you start spruiking them! Here’s how.

https://www.glassdoor.com/employers/popular-topics/hr-stats.htm
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Do some SOUL SEARCHING

Review your ONLINE PRESENCE

61%

69%

84%

1

2

Your current employees are a goldmine of information when it comes to your team, sales 
leader, company and the job you’re recruiting for. Get talking to them about what they love, 
but also what they would change.

Be sure to ask them for specifics about each category. Concurrently, audit the job yourself, 
paying close attention to what you’re offering benefits-wise (paid leave, flexible work hours etc.)  
and growth-wise (is there scope for lateral growth, personal development and/or promotion?). 

While you’re at it, ensure the job meets market standards in terms of pay rates and job title 
relevancy (is it a senior sales role? If so, does the job title and pay check match that?). 

Next, we’re going to hit you with some Glassdoor study stats to show you how important your 
online presence is in making a good impression on potential applicants.

61% of job seekers read online 
company reviews and ratings before 
making the decision whether to apply

69% wouldn’t take a job if the 
company had a bad reputation (even 
if they were currently unemployed!)

84% would consider leaving their 
current job for a company with an 

excellent reputation

79% read social media profiles 
when applying for a job

79%

https://www.inc.com/peter-economy/19-interesting-hiring-statistics-you-should-know.html
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And the kicker – a 2017 CareerArc study found a whopping 55% of job seekers abandoned a 
job application after reading a negative review!

Hopefully that’s got you mulling over just how important your online reputation is. If so, here 
are some steps to help you fine-tune yours:

GOOGLE YOUR COMPANY (AND YOURSELF)

Where do you currently stand? Scroll through at least two pages (as many applicants will) and review.

If something negative comes up, respond to it. Do it in a logical and respectful way, using 
examples to illustrate why you don’t agree or the steps you’ve taken to rectify the issue they’ve 
identified. After your initial response, take the conversation offline. 

Furthermore, if these reviews contain valid points, think about what you can to address them in  
your company and team. While these changes will take time, you will be rewarded in the long run. 

REVIEW YOUR SOCIAL ACCOUNTS & STRATEGIES

Do they align with your company brand? Confusion between the things you promote on your 
website and on your socials is a no-no. It sends the wrong picture to potential applicants. 
Review your socials strategy and align with your website if needed, particularly when it comes 
to core components like values and work culture.  

Also spend some time reviewing your key leaders’ social media accounts. They too, should 
reflect company values and culture. Keeping these profiles up-to-date with trending articles 
and key information will help showcase your leaders and your company as thought-leaders. 

REVIEW YOUR WEBSITE

Are your values, mission and culture clearly defined? Does your website capture all that makes 
you great to work for? 

Think about asking a few of your most enthusiastic sales team members, clients or customers 
to do a video testimonial. Or if you have a great sales work space, film a virtual tour. Perhaps 
you’ve even got a few savvy sales staff with some on-point content producing skills? If so, ask 
them to pen a few blog articles. Up-to-date content is a must to keep your website (and social 
profiles) relevant and impress potential employees.

http://www.careerarc.com/blog/2017/04/future-of-recruiting-study-infographic/
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Showcase your best in your JOB DESCRIPTION3
Your job description is a key element in your recruitment material. A great one not only helps 
you attract the most qualified candidates, it also sells the job for you (provided it’s well 
written of course!). 

A job description should be a true reflection of not only the job itself, but who you are as a company. 

Showcase what you have to offer, rather than focusing on what you want in the candidate.

Note: you will still need a responsibilities, requirements and qualifications skills section. But 
you don’t have to lead with that.

Some section ideas:

COMPANY MISSION/VALUES 

For the vast majority of job seekers, this one really matters. They want to know if there’s an 
alignment between what you value and what they value; between the way they like to work, 
and the way you work. 

TEAM/ABOUT US

People need to know who they might be directly working with (how big is the team? What 
are the team responsible for? What part do they play in the ‘bigger picture’?), and what type 
of sales leader is in charge (do they seek team input? Do they implement feedback? Do they 
champion proactivity, innovation or have a more structured work approach?). 

GROWTH POTENTIAL

Is your current job vacancy due to the former employee moving up the sales ladder? If so, 
that’s a great selling point! This section is all about speaking to the individual who wants 
to grow their sales career. Detail a few of the opportunities you provide for personal and 
professional development.

BENEFITS & PERKS

It’s likely you have some amazing sales perks and benefits. It’s also likely prospective sales 
employees want to know about them! If you have a few out-of-the-box perks, describe them. 
They don’t all have to be monetary; flexible work hours or on-site employee activities and 
facilities might be more attractive than one-off bonuses. 
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Showcase your best in your JOB AD

Showcase your best during the crucial INTERVIEWING STAGE

4

5

Your job description can seal the deal in getting a candidate to proceed with their application – 
but you have to attract their attention in the first place! This is where your job ad comes in.

A great sales job ad should be a highlights reel of your job description. One or two lines 
about your company mission/values, team/sales leader attributes, work environment, perks/
benefits and salary. You can also flesh it out with some key team LinkedIn profiles. 

Another essential tip – ensure you proofread the final version. Spelling mistakes make a very 
bad impression.

If you’re not sure how to pull off a great job ad, we’d be happy to help. We have content 
writers who specialise in creating concise, yet compelling, job ads.

Now that you’ve got some great talent applying for your job, the next phase to reel them in 
is during the interview stage. This is where you can really showcase your stuff and nurture a 
great prospect into coming on board. It’s also the stage where many companies get it wrong. 

According to CareerBuilder, there’s a direct correlation between a bad candidate experience 
and bad sales results. Their study found 58% of applicants wouldn’t buy from a company that 
didn’t answer their job application, and 69% wouldn’t if they had a bad interview experience. 
So it’s wise to treat applicants like your customers, because in reality, many of them are (or 
could potentially be!).

It is important to do some prep work before your interviews. Note down the key benefits of 
working with your company (if you’ve put together a great position description, you should 
be able to find them there). It could be salary increases, office competitions, sales target 
rewards, autonomy in how the candidate reaches their target and so on. This list will be very 
handy in enticing candidates on a personal level in the interview (more on that soon).

Take these next steps during your interviews and you’ll be on your way to attracting great 
candidates to say ‘yes’ to your job offer.

https://www.btasales.com.au/contact
http://www.careerbuilder.com/share/aboutus/pressreleasesdetail.aspx?sd=5/21/2015&id=pr894&ed=12/31/2015
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PUT THEM AT EASE

It’s natural for interviewees to be nervous so don’t leave them waiting for excessive periods. 
When you invite them in and introduce yourself, start off with a little bit about the challenges 
you’re facing as a company/team and why you need a new team member. 
 
Opening up in this way shows you don’t think you have all the answers. They may be more 
frank in their responses, or at the very least, will feel more at ease knowing they might be the 
solution to your challenges.
 
INTRODUCE THE COMPANY BRAND, YOURSELF AND THE ROLE 

Your company brand is your personality – it’s what makes you unique and likable. Talk to 
candidates about this enthusiastically. You can use resources such as your website (as it 
should be pretty on point by now!) or social accounts to highlight important points. Ensure you 
speak a little about all categories – yourself, management, the team and the role. 

ASK THE RIGHT QUESTIONS 

This is where you can really get candidates excited about the role. Ask them about what 
matters most to them in their job. Based on their answers, pull a few relevant points from your 
pre-made benefits list and sell them. This is a highly personalised way of interviewing and 
should score you a few brownie points! For instance, the candidate might like flexibility in work 
hours. Highlight that you allow employees to set their own schedule as long as they work their 
set hours each week.

TAKE THEM ON A TOUR

If you’re interviewing at the office, getting them out into the workplace space helps them 
envision themselves actually working there. If you have a great work culture – something high 
up on most employees’ ‘want list’ – get a few employees to guide them around, giving them 
some accompanying anecdotes along the way about what working for you is really like. Hang 
back yourself and let your employees do the talking. 
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ONGOING showcasing6
Attracting the best talent is a never-ending quest. Everything you do in your everyday work 
practices should raise awareness of your company brand and team, whether you have job 
openings or not. You can continually do this by:

1.  Updating your website & social media with regular content (thought leadership articles, 
blogs, workplace photos and so on)

2. Seeking reviews from employees, clients and customers and posting them online

3.    Actively responding to online reviews, both positive and negative

4.  Encouraging current employees to give you feedback about your company, your 
leadership and the work they do

By consistently building an awareness of your company and team brand, you will naturally 
attract interest from top talent. And when they do come enquiring - or you have a spot to fill - 
the recruitment process will be that much easier. 

Should you need help with attracting great talent to your brand, feel free to contact us here at 
bta Sales, no matter your industry specialisation, we cover a number of areas!

bta Sales

bta Sales is Australia’s specialist sales recruitment agency. We have more than 25 years’ 
experience successfully placing quality sales professionals in great roles with our trusted clients.
      
If you’re looking for a new role in sales, or hiring a new salesperson, we can happily help 
connect you with the right role or salesperson for the job.
      

GET IN CONTACT:
Steele Baillie, Managing Director 
steele@btasales.com.au  
www.btasales.com.au 

14 Hill Street, 
Cremorne, VIC, 3121
(03) 9283 9000

https://www.btasales.com.au/

