
Aenean velit nulla, posuere in, varius mollis, pulvinar eu, urna. In 
adipiscing quam at turpis. Aliquam tristique. Etiam eget justo a 
mauris aliquet fringilla. 

Nam sed lorem. Donec facilisis ullamcorper est. In eget est. 

Proin risus metus, aliquam ac, ullamcorper quis, iaculis ac, velit. 

In lorem elit, sodales euismod, nonummy eu, facilisis sit amet, 

metus. Morbi lectus nisi, elementum quis, luctus non, dignissim 

et, elit. Cras laoreet pellentesque justo. Suspendisse in eros ut 

metus malesuada imperdiet. Aenean pharetra pellentesque 

magna. Nulla tristique dictum arcu. Morbi convallis, urna sit 

amet facilisis facilisis, tortor libero interdum erat, non tempus 

leo lacus ac tellus. Mauris malesuada lacinia felis. Proin sit amet 

eros at libero pellentesque aliquet. Fusce ut quam. Praesent 

nunc dui, tristique et, volutpat quis, condimentum sed, mi. Cras 

vulputate metus sed dui. Vivamus a arcu. Mauris metus. 

Suspendisse commodo sollicitudin ante. 

Phasellus pharetra. Duis ac tellus. Nunc quis urna. Quisque sit 

amet diam. Integer laoreet massa non diam. Phasellus at ligula. 

Aenean sit amet nisl a nulla ullamcorper suscipit. Morbi cursus 

nulla ut mauris. Nulla lacus sapien, faucibus non, posuere eu, 

blandit eu, ipsum. Curabitur varius eros a mi. Nullam lectus. In 

hac habitasse platea dictumst. Suspendisse tempor lectus nec 

sapien. Quisque iaculis imperdiet odio. 

Quisque rhoncus est rhoncus purus.  

Aenean ligula odio, cursus a, mollis ac, condimentum quis, elit. 

Maecenas euismod. Donec tortor dolor, vehicula sit amet, 

feugiat vel, posuere quis, quam. Vestibulum volutpat ante. Class 

aptent taciti sociosqu ad litora torquent per conubia nostra, per 

inceptos hymenaeos. Proin non turpis ut ipsum tempus blandit. 

Suspendisse purus. Aliquam aliquam odio vel metus. 

Pellentesque lacus ipsum, cursus a, fermentum ac, fringilla quis, 

neque. Donec volutpat. In neque. Quisque a nibh. Curabitur 

gravida. Phasellus pulvinar, elit sed posuere egestas, pede justo 

egestas nibh, ac semper tortor massa condimentum nisi. 

Integer mauris enim, varius non, pellentesque id, laoreet id, 

ligula. Integer dignissim quam sit amet metus. Ut ac erat. 

Phasellus ultricies, velit at tristique porttitor, eros purus 

convallis arcu, vitae molestie pede ipsum at magna. 

Cras tristique molestie enim. Pellentesque lectus. Proin 

bibendum sapien quis turpis. Phasellus sapien. Integer dui nisi, 

sodales id, convallis sed, feugiat eu, dolor. Nunc condimentum 

nisi quis metus. Aliquam tincidunt orci eget libero. Nullam eget 

turpis. Vestibulum sed elit in metus cursus accumsan. Integer 

lacinia. Lorem ipsum dolor sit amet, consectetuer adipiscing 

elit. Aliquam erat volutpat. Ut metus tortor, fermentum et, 

porta porta, viverra nec, justo. Vestibulum vitae ante. Fusce ac 

velit ut quam pretium tincidunt. Curabitur accumsan venenatis 

nisl.  

Donec tincidunt.  

Aliquam quis magna vel mauris blandit scelerisque. Vestibulum 

ipsum magna, venenatis non, suscipit eget, pellentesque et, 

turpis. Maecenas at nulla at eros aliquam tempus. Praesent lorem. 

Aenean enim lorem, tincidunt ac, porttitor vel, commodo sit amet, 

lorem. Aenean feugiat feugiat elit. Suspendisse porta porta eros. 

Aliquam erat nunc, mattis sit amet, pretium et, porttitor quis, 

tellus. Proin diam dui, scelerisque aliquam, ultrices quis, sodales 

in, pede. Donec dolor dolor, consectetuer molestie, bibendum at, 

lacinia ac, velit. Ut euismod. Praesent id dui et est tincidunt 

tincidunt. Lorem ipsum dolor sit amet, consectetuer adipiscing 

elit. Donec nisl. Nullam eget elit. Nullam vitae sem. 

Maecenas magna orci, vehicula non, feugiat nec, rhoncus et, 

sapien. Aliquam commodo egestas metus. Praesent suscipit, 

magna id tempor ullamcorper, mi massa auctor est, id euismod 

augue metus vel sapien. Suspendisse aliquet ante sed quam. Class 

aptent taciti sociosqu ad litora torquent per conubia nostra, per 

inceptos hymenaeos. Nam convallis, velit a sollicitudin tincidunt, 

enim libero elementum orci, eget ultricies risus odio id leo. Proin 

sem. Aenean lacus. Ut quis nisl a augue egestas auctor. Donec 

malesuada nulla vel lacus. Quisque porttitor. 

Proin ornare. Proin consectetuer venenatis urna. Sed et lectus. 

Sed eu ante id nulla vulputate laoreet. Nam eget dui nec elit 

bibendum gravida. Aliquam id libero ac augue consectetuer 

ultricies. Nunc sapien. Mauris odio. Pellentesque fringilla 

molestie dui. Ut nulla. Integer fermentum enim nec orci 

accumsan porttitor. Vivamus interdum accumsan diam. Donec 

condimentum felis a tortor. Pellentesque vitae tortor ac dolor 

luctus placerat. 

Integer pellentesque, massa sit amet viverra dictum, mi lorem 

tincidunt urna, tincidunt laoreet purus velit eget sapien.  

 

Morbi vel velit. Suspendisse et erat sed tortor dapibus sagittis. 

Suspendisse potenti. Duis eu urna dapibus mauris dapibus 

ullamcorper. Nunc bibendum commodo lectus. Duis imperdiet. 

Donec in justo sit amet libero vulputate consectetuer. 

Vestibulum ante ipsum primis in faucibus orci luctus et ultrices 

posuere cubilia Curae; Nullam velit. Sed porta eros sit amet 

pede. Vestibulum a arcu ac ante mollis iaculis. Sed egestas justo 

nec libero. Nulla at sapien. Nulla aliquam est dictum velit. 

Lorem ipsum dolor sit amet, consectetuer adipiscing elit. Nam 

semper risus a tortor. Lorem ipsum dolor sit amet, 

consectetuer adipiscing elit. Nulla a elit. Sed erat tellus, 

elementum vel, ornare placerat, auctor vel, orci. Praesent 

consequat, augue et pulvinar auctor, nunc justo facilisis purus, 

non cursus nulla odio a ligula.  

Quisque commodo.  

Vestibulum ante ipsum primis in faucibus orci luctus et ultrices 

posuere cubilia Curae; Nulla blandit tortor eget eros. Nulla at 

est. Nulla sit amet nunc. Phasellus viverra consequat orci. 

Vestibulum laoreet. Suspendisse lacinia auctor ante. Phasellus 

in arcu sit amet velit vestibulum viverra. Fusce tincidunt sem 

sed nisl. Phasellus ut ligula. Lorem ipsum dolor sit amet, 

consectetuer adipiscing elit. Nam vulputate congue orci. 

Suspendisse fringilla nisi vel felis. Vestibulum mollis dui id ante. 

Maecenas magna neque, vehicula in, feugiat sit amet, adipiscing 

eu, dui. Pellentesque elementum, nibh vitae auctor iaculis, 

ipsum felis rhoncus dolor, eu dignissim nisl tortor vel sem. 

Nunc felis lorem, egestas et, adipiscing ac, dapibus non, massa. 

Vivamus non mauris eget mauris convallis vulputate.  

Pellentesque id sem.  

Maecenas sed dolor. Maecenas tempus, magna vel pulvinar 

tristique, sapien eros luctus dolor, in rutrum justo mauris vel 

mauris. In hac habitasse platea dictumst. Nam semper nulla nec 

nisi. Cras risus felis, lobortis nec, molestie non, mattis eleifend, 

metus. Vestibulum porta, mauris eget pharetra euismod, nunc 

urna posuere purus, vitae egestas leo metus a mi. Vivamus 

mollis, mauris ullamcorper viverra nonummy, mauris erat 

gravida dui, eu faucibus felis eros eget massa. Morbi suscipit 

ornare purus. Pellentesque condimentum tincidunt sapien. 

Aenean eget urna 
Aenean sagittis nisi non purus. Praesent vitae 

ante sit amet odio lacinia luctus. Sed iaculis 

convallis ipsum. Donec euismod sagittis metus. 

Integer feugiat. In sed massa.  

Aliquam ultrices 
In hac habitasse platea dictumst. Nulla pede justo, imperdiet eu, 

vestibulum ut, ultricies in, est. Nullam et ante. Sed et lacus. Curabitur 

sit amet mauris quis sem dapibus gravida. Curabitur felis.  
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One-to-One Meetings:  Why Do Them and 
How to Do Them Effectively 

If you are like many sales managers, you have dozens of people vying for your time each day.  You have 

a boss that needs an updated forecast from you.  You have customers calling you to talk about a product 

issue.  You have reps that need your help on an upcoming presentation.  These are all important, urgent 

concerns that require your immediate attention.  So in the midst of all this, something has got to give.  

And one of the easiest things to move off your calendar is your regular one-to-one meetings with your 

reps.   

You may figure that you already talked to your reps numerous times this week so there’s no harm in 

skipping the meeting.  You may rationalize that you’re traveling with them soon so you can make up for 

not connecting with them now.  You may have even received an email from them, saying that they’re 

slammed and wondering if you guys can just talk next week.  Sure, you think, no big deal.  Well, you may 

want to reconsider because your scheduled one-to-one meetings with your reps are more important to 

them than either of you may have ever realized. 

According to research from EcSELL Institute’s Through the Eyes of the Rep survey that we have 

conducted with over 500 sales reps, there is a strong relationship between effective one-to-one 

meetings and increased rep motivation.   Specifically, there is a statistically significant relationship 

between sales reps that “strongly agree” that their one-to-one meetings with the sales managers are 

beneficial and the sales reps that “strongly” agree their sales manager is effective at motivating them to 

greater sales performance.  This strong relationship indicates the one-to-one meetings are a critical 

component of a manager’s ability to motivate reps. 

Furthermore, one-to-one meetings also have a strong impact on the reps’ overall impression of their 

sales manager.  Specifically, there is a statistically significant relationship between sales reps that 

“strongly agree” that their one-to-one meetings with the sales managers are beneficial and the sales 

reps that “strongly” agree their sales manager is an “excellent leader” and an “excellent coach.”  This 

relationship indicates that effective one-to-one meetings are one of the most critical activities in 

impacting overall management effectiveness as perceived by his or her reps. 

Also, as illustrated in a different article in this month’s newsletter, the importance of one-to-one 

meetings continues regardless of rep tenure.  Indeed, effective one-to-one meetings are arguably even 

more important as reps become more seasoned.  This is because coaching activities like helping reps 

build their product knowledge or selling skills isn’t as necessary the longer the reps are in a role.  But 

staying connected with them personally, discussing their progress against goals, and giving them an 

open forum to discuss needs, ideas and questions can help you stay more engaged with them. 

In order to make the most of your one-to-one meeting times with all your reps, we encourage you to 

use a consistent format.  You can make your one-to-ones much more efficient and still create a positive 



impact if you know what you want to accomplish.  EcSELL Institute has found that the following topics 

should be covered in a good one-to-one meeting: 

• Personal updates – Letting your reps know you care about them as a person, not just a sales rep 

is important to establishing trust with them.  Take five minutes at the beginning of your one-to-

ones to talk about what’s going on in their lives.  Listen to what they did this weekend.  Hear 

about their family.  Ask about their hobbies.  Just get to know them better. 

• Activity/goal/pipeline updates – Discuss the performance data you have.  Look for trends with 

them.  Talk about areas where they are doing well.  Talk about what can be improved.  Staying 

on top of the execution of activities drives accountability, as well as ensures that you are dealing 

with any performance issues as proactively as possible. 

• Customer/prospect updates – Many managers and reps spend nearly their entire one-to-one on 

this topic.  While that is too one-dimensional, it certainly is important to talk through issues and 

opportunities regarding current and potential customers.  When talking about 

customer/prospect issues, your main purpose should be to ask questions to help your reps learn 

how to diagnose and solve these issues on their own. 

• Questions/where they need your help – This last category is basically an open-ended 

discussion.  Give your reps the opportunity to ask questions about anything that’s been 

weighing on their mind.  And be sure to ask them how you can help them in their work.  

Creating an open forum encourages them to feel comfortable discussing needs and issues with 

you and works to strengthen the trust and partnership between you. 

In addition to using an effective format, it is also important to conduct one-to-one meetings consistently 

to receive the benefit from them.  Many of our EcSELL Institute members have found that the easiest 

way to ensure consistency of one-to-one meetings is to put them on calendars as a recurring event.  This 

allows reps and their manager to plan around one-to-ones and, most importantly, not to let several 

weeks go by without putting a meeting on the calendar. 

In conclusion, one-to-one meetings can be a highly effective activity that impacts rep motivation and 

their overall impression of their coaching relationship with you. By making some tweaks in how you 

conduct your one-to-one meetings, you can increase this effectiveness.  Try using the above format with 

your reps in your upcoming one-to-one meetings and see if you are able to create a better dialogue that 

ultimately leads to better results. 
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EcSell Institute provides strategies for continuous improvement by showing our members how to apply the latest 

research, technology, and best practices in leadership and sales coaching, and by involving them in a network of 

the top sales management minds. Why? Because we know that improving a sales manager’s ability to coach and 

lead has the biggest impact on sales team results. 
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