
 

 

 

Sales Management Excellence 
 

“You can have everything in life you want, if you will just help enough other people get what they 
want.” Zig Ziglar 

 

Overview 
Sales Managers – you have it tough! 

No longer a ‘lone’ top producer, you are now in management. You’re at the mercy of your team and 
under pressure from the board. Often promoted from within, many managers struggle with the 
entirely new skill set required for sales management, and as a result, are doing more work than ever 
before, and getting less done. 

 
This two day programme is designed to highlight the most common pitfalls for sales managers and 
provides attendees with all the tools and techniques needed to get exceptional and consistent results 
from all members of the sales team. 

 
At the end of this fast paced, high energy one and half day course, you will be able to: 

 

• Understand the true role of a sales manager 

• Understand what makes your team tick, so you get the best from them 

• How to avoid drowning in low value activities and focus on tangible results 

• Understand the true power of coaching and mentoring your team 

The skills and techniques taught during this programme aim to: 

• Deliver predictable, consistent sales results 

• Create a strong sales culture within your organisation 

• Develop and effectively communicate a winning sales strategy 

• Coach your entire team to exceptional sales results, every time 
 

All attendees will take away practical skills, tools and action plans that will create a high performing, 
results focused, winning sales team through solid leadership, smart talent management, a strong 
sales culture and a sound sales process. 

 

What will I learn? 
By the end of the course you will be able to: 

 Create a sales culture which resonates throughout the entire organisation, as well as 

with your entire sales team 

 Recognise the myriad of low/non- value activities you find yourself drowning in, and 

discover ways to eliminate those 

 Learn the importance and value in making your team  the hero’s 

 Produce a winning sales strategy, then  communicate  that effectively with your team 



 

 

 Identify your hunters and your farmers – and set them to work accordingly 

 Build a compensation plan that actually drives the behaviours vital for success 

 Use a coaching template to create a bespoke blueprint to coach your sales team to 

maximum achievement 

 How to structure 1:1 meetings which benefit everyone 

 How to run high energy, results focused sales meetings 

 How to recruit and retain top sales talent who can deliver on tough targets 

 
What will the training cover? 

• Creating a winning sales culture 

• High results focused time management 

• Understanding your team and role allocation 

• Winning sales strategy 

• The link between compensation plans and sales rep behaviour 

• Coaching your sales team 

• Running successful 1:1 meetings 

• Using your team to run high energy sales meetings 

• Recruitment and talent management 

 
Is this right for me? 
As a sales manager, this programme will arm you with the tools, techniques and templates you need 
for consistent quota achievement. You will begin to focus your time and energy on activities that 
move the revenue needle higher and higher, whilst eliminating low or non-value activities and 
creating a winning sales culture that will serve for many years. 

 

Duration? 
2 day course, with welcome coffee, lunch and refreshments 


