
When executives are seeking solutions to tough sales performance challenges, their search
leads them to Lee Salz for answers. Lee is an internationally-renowned, award-winning sales
management strategist specializing in building world-class salesforces. 

Known as a sales contrarian, he combats old-school, ineffective selling methods and
challenges you to think differently about your sales organization management approach. He
has helped hundreds of companies in various industries and sizes, develop strategies,
processes, and tools – resulting in explosive, profitable growth.

He’s inspiring audiences around the world with actionable strategies and tactics that they can
immediately put into practice. A master storyteller, he has audiences on the edge of their seats
as they learn how to turn a sales department into a sales force.

“By implementing Lee’s sales management strategies, our sales staff increased new season
ticket sales by 65% over last season. This was accomplished with the same salespeople as last

season. What was different was our approach to sales management.”

— Susan Savage, CEO and Majority Owner, Sacramento River Cats

Have Lee at your next event! 
Lsalz@SalesArchitects.com  •  763-416-4321  •  SalesArchitects.com

“High Energy! Great Humor! Actionable Content! Lee delivers it all! His sales management program challenged us
to rethink how we handle our sales organization. He presented strategies and tactics we can immediately
implement to mature into a SalesFORCE! Lee knows the secrets you need to know to achieve a high ROI from
your sales organization and teaches them in this program.” 

— Chad Spretz, Vice President of Sales and Marketing, Whitmore Manufacturing

Building SalesPEOPLE into World-Class SalesFORCES™

Have you built the sales organization framework
that can deliver the results you want? 

In most cases, the answer to that question is, unfortunately, “No.” But that issue is fixable through
my sales management workshop program!

Executives commonly use three expressions synonymously to describe their sales organization:
Sales Department, Sales Team, and Sales Force. But those expressions aren’t synonyms. They
represent stages of sales organization maturity. 

Sales Onboarding
Compensation Design
Performance Optimization

Most sales organizations begin in an elementary stage as a SalesDEPARTMENT with little to no structure and inconsistent results. Over time,
with management guidance and direction, it matures into an emerging stage as a SalesTEAM characterized by leveraging best practices and
open communication. The ultimate goal is to reach the expert stage of SalesFORCE. During this stage, sales organizations are fully optimized
and perform at the highest levels as the organization is founded on process.

As sales organizations progress through the maturity stages, effectiveness, revenue, and profitability increase. And, that maturation process is
exactly what participants learn during this workshop for each of the six components of a sales organization!

The group participates in a series of workshops that teach immediately implementable strategies. Participants leave this program with the tools
they need to optimize their sales organization and drive profitable growth.

This program can be delivered in half-day or full-day events - both in-person and virtually. This content can also be presented as a keynote talk.

Sales Management Skill-Development Workshop

“By implementing Lee’s sales management strategies, our sales staff increased new season ticket sales by 65% over
last season. This was accomplished with the same salespeople as last season. What was different was our approach to
sales management.”

— Susan Savage, CEO and Majority Owner, Sacramento River Cats

New Client Acquisition 
Account Management
Sales Hiring

LEE SALZ
Sales Management Strategist


