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THE FIRST-TIME MANAGER

“Another Mike Weinberg Classic. The powerful principles in The First-Time Manager: Sales helped me 
secure my first sales leadership position, and this essential playbook will help any leader build a solid 
foundation and get out of the gate fast. Candid stories, actionable advice, and humorous blunt talk 
all rooted in the ‘simple’ fundamentals we’ve come to appreciate from Mike. It’s not hard to call this a 
must-read for both seasoned and new managers!”
            —DREW ELLIS,
       vice president of Midmarket North America, SAP

“In The First Time Manager: Sales, Mike Weinberg has delivered a comprehensive playbook covering 
not only everything a new sales manager needs but that veteran managers should revisit fre-
quently. Elements that resonated with me immediately were the focus on fundamentals amid the rise 
of so many technical toys and the absolute criticality of seeking to be the hero-maker, not the hero. 
Since reading it, I have already instituted open office hours and 1:1 sessions focused solely on account-
ability, and I am seeing immediate impact!” 

—CARSON HEADY, 
managing director of Microsoft Health & Life Sciences 

and author of Salesman on Fire

“Mike Weinberg has done it again! Like his other heavily highlighted books with dozens of folded page 
corners, The First-Time Manager: Sales sits on my desk within easy reach. After twenty-plus years in sales 
leadership, Mike somehow finds ways to remind me of the ‘simple’ principles that are so easily 
forgotten. This is a fantastic, fast read with easily understandable processes for both new and 
seasoned sales managers.”

—DANA UPSHAW,
chief growth officer of Recom

“A refreshing and succinct take on all the fundamentals required for being a great sales manager. Mike 
Weinberg expertly debunks many management fads and returns coaching, accountability, and 
time management to their rightful place as the key difference makers. Sales managers ignore 
these lessons at their own peril, and the wise will successfully apply these practical insights for both 
their benefit and their team’s!”

—JOHN P. KANAN
senior partner of Bain & Company
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THE FIRST-TIME MANAGER

“The world’s leading authority on sales management has done it again—this time imparting wisdom 
specifically to the first-time manager. Deploying his trademark practical truth-telling, Mike Weinberg 
offers a stark reminder of what really matters in sales, and in chapter 9 he shares the formula 
for becoming the ‘I’d-lay-down-in-traffic-for-them’ kind of leader we all hope to become. Deploy 
this approach to balance hard facts and empathy to lead your team to victory time and time again.”

—JEFF BAJOREK
author, consultant, and host of the Rethink the Way You Sell podcast

“If the path to excellence is paved with mastery of the fundamentals, then there is no better guide than 
The First-Time Manager: Sales. Once again, Mike Weinberg has delivered a masterpiece in his simple yet 
pragmatic approach that is a roadmap for any sales leader, new or experienced, to follow. Do what is 
in this book and you cannot fail. Do it well, and you will flourish.”

—MIKE JEFFREY,
vice president of HCM Solution Sales, Paychex

“I feel like Mike Weinberg wrote this little book for me. It is so packed with actionable content that, 
from front cover to back, I was taking notes and blocking time on the calendar to implement my 
takeaways! My team at Salesforce is already benefiting from two best practices Mike preaches—the 
candidate interview framework and spending more time with our best people.”

—JASON THOMAS,
vice president of sales, Salesforce

“This power-packed book is not simply for sales managers; it’s a must-read for any first-time people 
leaders! Mike’s practical wisdom, clear guidance, and, most importantly, his straightforward approach 
to selfless, authentic leadership will not only help you capture the hearts and minds of your 
team but will put you on the path to driving outstanding results.”

—ASHLEY SCHUELER,
senior leader of sales training, Vermeer Corporation
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THE FIRST-TIME MANAGER

CHAPTER TITLES 

1.  Your Job Is the Most Critical Job in the Business

2.  Your New Job (as Manager) Is Nothing Like Your Old Job (in Sales) 

3.  Your Number One Job Is Ensuring That Your People Do Their Jobs 

4.  Your Second Most Important Job: Helping Your People Do Their Jobs Better 

5.  Bad Things Happen When You Attempt to Do Your Salespeople’s Jobs

6.  Your Job Is Much Easier with the Right People on Your Team! 

7.  Your Job Will Be More Fun and You Will Drive More Results Spending More Time
      with Your Best People

8.  It Is Sales Management Malpractice to Ignore Underperformance 

9,  Use the Massive Emotional and Mental Bandwidth You Occupy in Your
     Salespeople’s Hearts and Minds Wisely

10.  Slow Down to Speed Up Your Ramp-Up

11.  Sales Management Success Is Driven by Mastery of the Fundamentals, 
       Not Fancy Toys and Tricks

ORDER FROM AMAZON  

CONTACT MIKE’S TEAM FOR BULK PURCHASE BONUS OFFERS (including free virtual and 
discounted in-person sessions)

https://amzn.to/3DujUMJ
mailto:info%40mikeweinberg.com?subject=Bulk%20Purchase%20Bonus%20Offers
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THE FIRST-TIME MANAGER

INTRODUCTION 

I WAS BEYOND HONORED THAT HarperCollins Leadership invited me to author this title for the ex-
panded series of First-Time Manager books and could not be more excited to help you successfully 
launch your sales management career.

The transition into sales management is a unique and challenging one. As you will soon read in chapter 
2, the role of leading a sales team often feels like the exact opposite of the job that precedes it—the 
individual contributor salesperson. Remarkably, there are precious few reputable resources to help 
first-time sales managers make this massive transition, which served as great motivation to pour ener-
gy into crafting the book you are holding.

I want you to know, before even diving into The First-Time Manager: Sales, that the mysterious journey of 
a brand-new sales manager is not unfamiliar territory to me. Quite to the contrary, as you’ll discover in 
chapter 7, my entry into sales management was anything but smooth and successful despite my having 
been a top-producing salesperson in multiple organizations and having just concluded an amazing four 
years coaching and consulting sales teams. I understand the first-time manager’s challenges firsthand 
because I suffered through them, and the irony is not lost on me that the very same person who strug-
gled so mightily in his first sales leadership role years later authored Sales Management. Simplified. and 
now spends most of his waking hours helping companies around the globe increase sales management 
effectiveness.

An overarching theme running through this book is that you are the key—the key to your team’s sales 
success. I truly believe that you have accepted one of most important jobs in the entire economy—
leading a group of people responsible for driving the top line of the business. As the key person at the 
center of this critical cog in the organization, you have the unique opportunity to affect not just the 
livelihood of the business but the careers and lives of your team members. That’s a substantial respon-
sibility, and the frameworks and best practices presented here will prepare and empower you to lead 
exceedingly well.

You will quickly realize, however, as you progress through the chapters that much of the advice is 
counterintuitive, and many of the topics, while not considered trendy, are absolutely critical for success 
in sales management. Said more simply, topics that are quite popular on LinkedIn are often not that 
useful when actually attempting to lead a sales team, and while it seems that everyone in the sales-im-
provement industry wants to talk about cool new hacks, tricks, and tools, much of what I present will in-
tentionally feel quite old school. For example, in chapters 3 and 4, I make the strong case that your two 
most important jobs are first, ensuring that your people do their jobs, and second, helping your team 
members do their jobs better. Simply mastering these two critical functions will propel you into the 
upper echelon of sales managers— guaranteed. Holding salespeople accountable and investing time 
to work alongside them are the two highest-payoff sales management activities. While not sexy topics, 
executing these fundamentals really well are what truly drive sales results.
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THE FIRST-TIME MANAGER

Chapter 5 waves a giant yellow caution flag pointing out the causes, and awful consequences that result, 
when sales managers fall into the very common trap of attempting to do their salespeople’s jobs. Instead 
of leading, coaching, and holding team members accountable, many managers attempt to play the hero 
and insert themselves directlyinto every imaginable situation. This approach is neither scalable nor 
sustainable and does untold damage to the culture, the salespeople, and to the often well-intentioned 
manager.

The three critical components of smart sales-talent management are covered in chapters 6, 7, and 8. From 
precise job descriptions that attract the right candidates and repel the poseurs, to radically improving your 
interview game, you will gain a passion for getting the right people on your team. Executing the counter-
intuitive counsel in chapter 7 will ensure that you have more fun and drive more results as a manager. 
And after finishing chapter 8 you will be more comfortable and confident in quickly addressing struggling 
sellers, and you will never again turn a blind eye toward underperformance. 

Over the past few years I have become more keenly aware that sales managers rarely comprehend the 
enormous head and heart space they occupy in their team members. Chapter 9 is devoted to helping 
managers appreciate this weighty responsibility and to use all of that mental and emotional bandwidth 
they consume wisely (for both the salesperson’s and their own good).

Chapter 10 offers up one last critical, counterintuitive tip and a caution, which is that it’s often the new 
manager’s over-zealous desire to get off to a fast start that creates a longer, slower ramp-up period. You 
will discover why it is imperative to slow down in order to speed up, and you’ll also receive practical, 
powerful input from two favorite, wildly talented and successful sales leaders offering their perspectives 
to maximize your early effectiveness as a first-time manager.

There is no more important job than being entrusted to lead a team responsible for driving revenue. I am 
truly excited for your new venture into sales management and thrilled you have chosen this book to help 
you become a world-class sales manager! Let’s dive in.

ORDER FROM AMAZON  

CONTACT MIKE’S TEAM FOR BULK PURCHASE BONUS OFFERS (including free virtual and 
discounted in-person sessions)

https://amzn.to/3DujUMJ
mailto:info%40mikeweinberg.com?subject=Bulk%20Purchase%20Bonus%20Offers
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THE FIRST-TIME MANAGER

SAMPLE CHAPTER
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THE FIRST-TIME MANAGER

ORDER FROM AMAZON  

CONTACT MIKE’S TEAM FOR BULK PURCHASE BONUS OFFERS (including free virtual and 
discounted in-person sessions)

https://amzn.to/3DujUMJ
mailto:info%40mikeweinberg.com?subject=Bulk%20Purchase%20Bonus%20Offers



