Sales Coaching

This hands-on two-day workshop is designed to help sales managers become more effective
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coaches. It incorporates two days of content and activities, as well as a follow up retention plan.

Learning Outcomes

Analyze the business case for coaching

Gain crystal clarity on your role

Articulate the importance of modeling in transferring selling skills

ldentify leading indicators for a salesperson’s success

Apply a five-step coaching model

Distinguish between developmental and performance coaching

ldentify the challenges of taking on tasks that belong to direct reports

Differentiate between accountability, tenacity and other behaviors
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