
Kaizen & Learning

Joint Improvement

Information Sharing

Compatible Capabilities

Control Systems

Interlocking Structures

Mutual Understanding

7 Step Hierarchy of Toyota 

Supplier Partnering 

Self-Actualization

Personal Esteem

Social Acceptance

Security

Physical Comfort

Salesperson/Acct. Manger 
oversees integrated actions

Salesperson coordinates direct 
relationships between Orgs

1 to many: Salesperson to 
Different Departments 

1 to 1: Salesperson to Buyer

Integrated, Realization 
of fullest potential

Interdependent: 
Valued by both sides

Cooperative: Reduced 
risk, Forecasting

Basic: Operational, 
Efficient transactions

Desire of Organizations Maslow Role/Responsibility of Salesperson

Does Sales Compensation Incentivize the Correct Lean/Agile Behavior?

Is there a Secret Sauce Transitioning from Solo to Team Selling?

1 to 1 1 to Many Interdependent Integrated

Solo Selling Team Selling


