
Three Key Gender  
Differences That Can 
Create the Perfect Sales 
Team
A Selling In The Skirt Special Report

Disclaimer: This report is not about how to coddle women, curse men, or cajole sales 
teams into working together.  This report is about survival. 

The focus in the media about the “bad economy” and the plans to “get back to normal” 
is of no immediate use.  We are in business today. Therefore, we need to deal with the 
economy we have now.  

There has been a dramatic shift from an economy dominated by men, and the 
business community, built around their preferred (transactional) way of doing 
business, closing deals as soon as possible towards women and their preferred 
style of doing business, which is more relational.  In other words, build 
relationships to close deals. Period.

Ask yourself:  

Do MY sales people know how to talk to 
women?  

Does MY sales force reflect my customer 
base?  

Am I attracting the right candidates? 

If not, how can I? 

This report will help you answer these and 
other questions. 

www.SellingInASkirt.com                              Judy Hoberman                              Judy@SellinginASkirt.com

Women now account 
for 85 percent of all 
consumer purchases 
including everything 
from autos to health 
care.
Source:  Ogilvy & Mather’s annual Mindshare study
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Do MY sales people know 
how to talk to women?
The differences between the sexes start with the fact that our brains are actually 
wired differently and our culture treats us differently.  It is important to know how to use 
these differences as assets both when you build your sales force, and when you 
develop and manage that sales force.

Managers may be hurting their chances of hiring and retaining women, particularly in 
male dominated industries based on these key Gender differences. 

The key gender differences are: 

1. Communication Styles  

Men are transactional. Women are relational.   Where men want to get straight to the 
facts to close a deal, women want to develop a relationship first.  

2 . The Ideal Workplace

Before starting a new position, men want to know how much money then can make and  
may be interested in benefits, vacation and any prestigious clients the company may 
have.  They are primarily focused on the facts and figures, and are setting short-term 
goals in their mind as they talk to hiring managers.  They do not focus on their office 
surroundings.

Women, however, are looking for a ‘home’.  Therefore, they want to know who you 
are, and whether they want to sit next to you all day, every day.  As women talk to the 
hiring manager, they are thinking about security.  A long-term relationship is very 
important to them.  They are looking for safety – not only emotional, but also physical – 
and this is reflected in the office surroundings. 

3. Key Motivation 

Men want cash and prestige, and benefits. Sure, they enjoy perks like time off and 
company values, but it isn’t what motivates them to close the deal.  

Women, however, while they are motivated by benefits and time off,  they also want to 
know that their company values them and will treat them equally – not identically, but 
equally – in terms of their future with the company in regard to both promotions and 
compensation.  But they will close the deal based on your office culture. 
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The State of Recruiting Today

Male recruiters...

- Tend to brag about the company.  

- Discuss the money the employee can make.

- Discuss company plans and options.   

With male recruiters, women might:

- Feel things are moving too fast.

- Think that a relationship has not yet been established. 

- Not feel like the environment is not welcoming. 

Female recruiters... 

- Tend to promote who they are.  

- Look at prospective employees as if they were adopting into their family.  

- Discussion is relationship driven.  

- They rarely make offers during the first few visits.

With female recruiters, men might: 

- Translate the personal information as fluff, and disregard it.

- Be anxious to know when he will hear back from you, & when the decision will 
be made.  

- Need clarification about what the hiring process entails and what a reasonable 
timeline would include. 
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Communication

Work with your male manager to look at the hiring process as a chance to determine if 
the candidate – male or female – can build the relationship necessary to be a strong 
member of your sales team.  As we’ve discussed, in the past few years sales have gone 
from being transactional, where men excel – to being relational, where women excel.  

In addition, recognizing the significance of relationship building and the language 
that goes along with that will help your managers direct all members of our sales 
team to spend more time communicating the “soft” benefits – such as security – 
that an product brings, rather than focusing on the “hard” benefits – such as pricing – to 
your customers.

Another area of gender differences in communication is the skill of listening.  Women 
sit face-to-face to listen to other women, and routinely look at each other.  They 
maintain eye contact regularly.  Women nod their heads and say, “uh huh,” as a way of 
engaging and letting the other person know they are aligned.  But it doesn’t mean they 
agree with what is being said.  

When women say that men are not listening, women really mean that they do not 
feel the man is actually engaged in the conversation.  Women listen with their eyes 
and ears.  They face the person they are listening to in order to pick up the 
complete message.  They want to inter-relate.  

Men want to relay information, they stand shoulder-to-shoulder tuning in and out, 
waiting for the important piece of usable information.  This is a perfectly acceptable style 
of communicating, assuming that you are selling a product to a man.  

Remember what the data shows – women are responsible for most family buying 
decisions. Since women respond so well to relational sales, smart organizations have 
moved away from transactional sales. 

If you do this, both groups will have the communication skills needed to build the 
relationships necessary to close the deal. 
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Therefore, it is important that you: 

1. Have women on your sales team 

2. Train male members on your sales team how to communicate.
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The Ideal Workplace 

Men are much more utilitarian about their surroundings.  Not that they don’t like a 
little style in their suits or a nice car.  But men talk more about engine size, while one 
car company found that women are much more interested in cup holders.  

This is an example of how men can appreciate style, but ultimately are impressed 
by the technical aspects.  Women, on the other hand, like the way a car looks, 
but ultimately choose a car based on the features they will use inside the car.  

Why is this? Women see the world as a much more dangerous place than men.  
Right or wrong, women tend to perceive an attractive, clean, bright office space 
as safe.  This is not saying women need drapes on the windows and fresh flowers on 
every desk, but they will certainly take note of unidentified stains on chairs or things like  
dimly lit hallways leading to the bathroom.

This also leads to the same issue as before with communications – we not only 
speak the language of relationships, we also want to have a strong relationship 
with our employer in order to feel secure. 

There are many ways to help a woman build a relationship with your company, making 
it the ideal workplace, one that will make them want to stay and to grow into 
leadership roles.  

Companies especially need mentoring programs for women that provide 
focused development and broad exposure.  Research indicates that employees are 
more likely to succeed if they have a mentor.  Mentoring relationships give everyone – 
men and women – another reason to stay and grow with your company, which reduces 
personnel costs with lower turnover and increased productivity.
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To Improve How Your Workplace Is Perceived By 
Women You could: 

Support flexible hours and on-site child care 

Develop networks groups 

Encourage women to join boards and advisory committees and 

Create a mentor program. 
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Motivation & Conclusion

Read the case study to the 
right. The message here is 
that everyone is motivated 
differently.  Here is the 
secret to finding out what 
motivates a person: ask 
them!  You would be 
surprised at how quickly your 
sales force will come up with 
something. 

Conclusion

In the end, when it comes to 
hiring women, the ultimate, 
final selection process 
should be no different from 
that for men.  Women should 
be judged on their 
qualifications, achievements 
and references in exactly the 
same way that men are.  

However, the way you, as a manager 

- Communicate your company’s benefits

- Create an ideal office environment and

- Offer appropriate motivational tools 

need to be presented in a way that both men and women in your sales force find 
attractive.  Once you embrace these differences and apply them to your business, 
you will see a dramatic increase in productivity and ultimately in your bottom line. 
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From Nascar to 
Nordstrom: A Case 
Study
A woman worked for a large life insurance 
company that recognized individuals’ success 
with rounds of golf, new golf clubs or tickets to 
see the local professional baseball team.  

Being competitive, she always won any contest 
thrown her way.  And although she did get to go 
to see the Masters and NASCAR (on top of  
winning a fishing pole and tackle box)  she 
would have preferred something that was of more 
interest to her, like a gift certificate 
to Nordstrom’s.

But no one considered it. 

Do You Think She Lost 
Motivation?
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