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Where Your Sales Culture
Becomes Visible

Culture takes shape in management practices and customer promises. Frontline
managers shape how it is experienced within each sales team.

I Proposed examples—not research findings or a validated culture scorecard.

Sales Culture Practices

A New Hire Needs Help

Navigating an unfamiliar process.

Proposed management practice
Teach process ownership and escalation routes alongside
product knowledge.

Work documentation to inspect
An onboarding guide with named contacts.

A Seller Needs to Improve
A capability gap appears in a live opportunity.

Proposed management practice
Protect time for recurring, individualized practice tied to active
opportunities.

Work documentation to inspect
A coaching calendar and opportunity-linked practice notes.

Several People Help Win

A deal requires multiple contributors.

Proposed management practice
Agree participation and credit rules before shared selling begins.

w

Work documentation to inspect
A documented credit and dispute policy.

Limits of inspection
These examples show where to look for evidence of sales culture in practice. They are not a complete list, and
the presence of these documents does not confirm the quality or impact of the practices.
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Someone Earns Recognition
Valuable work deserves acknowledgment.

Proposed management practice

Name the specific contribution and why it matters, rather than
offer generic praise.

= Work documentation to inspect
) Recent recognition messages.

A Customer Promise Meets Quota Pressure
A seller weighs what to promise.

Proposed management practice

Review whether targets and rewards support fair, lasting
customer value.

Work documentation to inspect
A sample deal review and its approval rationale.

A Customer Crosses Departments
Marketing, sales, and service share responsibility.

Proposed management practice

Keep ownership and customer commitments connected across
the journey.

- j ‘ Work documentation to inspect

| A handoff record showing ownership and customer commitments.

Limits of inspection
These examples make practices inspectable; they do not score a team'’s culture.



