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Apply the four levers of high-performance sales management:
Enable / Innovate / Manage / Coach
• Create a vision that inspires action
• Define and execute a high returns sales
strategy
• Manage your high-performance sales
team
• Coach your salespeople to exceed all
expectations

This in-depth 6 week blended-learning programme will provide you with the skills and resources
you need to turn your salespeople into a dynamic and self-motivated team of high performing
individuals.
The programme distils the core behaviours of top performing sales managers into a series of
practical best practices that can be implemented immediately to help you get the results you
need.

What we cover:
1.

How to build the right environment for sales success.

2.

The most important things you should be doing as a sales manager

3.

Key management skills and actions of a successful sales manager

4.

How to design and execute your sales strategy

5.

Build a results-based territory plan

6.

How to recruit and develop top performers

7.

Improve sales results by implementing a behavioural-based performance management system

8.

Principles of influence – how to motivate and persuade

9.

How to manage meetings, pipelines and sales forecasts

10. How to coach your salespeople to improved performance
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Method and Duration of delivery
The programme takes place over six weeks and is a hybrid of online learning and
virtual instructor-led classes:
• On registration, you will be provided with a log-in to our learning management
system which provides access to all learning material. The LMS also allows you to
communicate with fellow students and the facilitator.
• Each week you will be expected to work through the learning content and
prepare for the mastermind session. There is a significant amount of detailed
content and so it is essential you are prepared for each session and complete the
assignments.
• The mastermind sessions are virtual instructor-led discussion forums. They are
designed to allow you to discuss the content and get feedback from your peers
and the facilitator.
• There are four assignments that will need to be completed for you to receive your
certificate.
• The programme also includes three on-to-one virtual coaching sessions that will
allow you to get specific guidance and support.
The learning content is self-paced. You are given three months to complete all the
modules. Should you wish to complete the programme in a shorter time-frame that is
up to you.

Who should attend?
The programme is designed for sales managers who are looking for a
structured approach to building a high-performance sales team.
The content and resources provided will be valuable to those
new to the position or more experienced sales managers.

Self-study and virtual instructor-led classes
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What you will get from the programme
We will provide you with tools and templates to aid you
in your sales management activities.
They include:
•

Sales plan template

•

Value proposition / Innovation design guide

•

Sales process design tool

•

Pipeline management tool

•

Hiring guide / Skills profiles

•

Behavioural assessment

•

Coaching guide / Personal development plan

•

Motivation management worksheet

•

Persuasive language patterns guide

Enable
Innovate
Manage
Coach

Fee structure
The standard fee for the programme is R5 750 Incl VAT per person.
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Programme Overview
Section 1: Managing Sales Performance
The Role of the Sales Manager
• Understanding the role of a sales manager
• Identifying the characteristics of a high-performing sales organization
• What you should be spending your time doing:
Enable / Innovate / Manage / Coach
• How to create performance partnerships with sales reps

Managing behaviours and results
• Distinguishing between behaviours and results
• Benefits of using a behaviour-based management system
• Defining performance to include both behaviours and results

Implementing the Sales Performance System
• Benefits of a systematic approach to managing sales teams
• Monitoring 10 Critical Success Factors for better sales results
• Establishing performance expectations
• Monitoring gains and gaps in sales performance
• Determining causes of performance gaps
• Distinguishing between behaviours and judgments when monitoring a sales rep’s
performance
• Taking appropriate management actions
• Using Sales Performance Causes/Actions decision tool
• Factors in setting priorities for management actions
• Using Development Action Plans and Sales Team Performance Analysis tools

Managing the Sales Pipeline
• Three-step process to improve forecast accuracy
• Identifying customer-centric stage criteria
• Tracking the velocity of your sales pipeline
• Coaching reps to effectively advance opportunities
• Red flags that lead to stalled opportunities for yourself and your organisation
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Section 2: Sales Leadership
Definition of Sales Leadership
• Understanding the differences between sales management and sales leadership
• Identifying sales leadership qualities
• Developing a definition of sales leadership
• Defining four critical leadership abilities

Creating a Sales Vision
• Developing an effective sales vision
• Translating a sales vision into goals
• Developing strategies to achieve sales goals
• Identifying tactics to implement strategies
• Communicating the Sales Vision

Decision Making as a Leadership Tool
• Importance of decision making as a leadership tool
• Understanding the ROI decision process
• Using the Vision/Risk Leadership Indicator
• Using decision making as a sales leadership tool

Influencing the Sales Team
• Using leadership style to influence the sales team
• Identifying four unique leadership styles
• Using motivation to influence the sales team
• Understanding six factors that motivate salespeople
• Reading a salesperson’s internal motivations

Improving personal abilities
• Understanding the impact personal abilities have on sales leadership
• Creating a long-range development plan
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Section 3: Sales Coaching
Managing versus Coaching
• Self-assessment
• Managing versus coaching
• Benefits of sales coaching and how it can improve results

Assess your team (behavioural assessment)
• When to use coaching versus other management actions
• Attributes of great coaches
• Developing a coaching mind-set
• Improving your active listening skills

Analysing sales skills: Strengths, development needs, and areas to
investigate
• Discuss development needs - ABC model
• Resolving disagreements

Overview of the coaching model
• Develop your coaching plan
• Developed well-formed objectives
• Contract to manage expectations
• Use coaching questions to lead to self-discovery
• Get commitment to make the necessary changes
• How to overcome resistance in coaching

Coaching activity profile
• Selling skills profile
• Development matrix
• Sales coaching plan
• Coaching call observation Form
• Coaching mind-set
• Coaching call debrief check-list
• Sales coaching check-list

WWW.SALESINSTITUTE.CO.ZA

7

About the Programme Director: Tim Keys
Dubbed “the professor” because of his passion for
effective learning, Tim founded the Sales Institute in 2000.
He has worked with sales teams and their leadership to
increase performance for over twenty years.
Tim originally qualified as a teacher before joining Bytes as
a facilitator in 1995. In 1998, he joined Siltek Distribution
Dynamics as a Microsoft Product Manager. In 2000, he
was contracted by Microsoft to deliver sales and licensing
training, which has continued to this present day. He
started the Sales Institute in the same year.
Tim specialises in providing training and coaching to
salespeople and their managers in complex sales to larger business to business
markets. He has delivered training to organisations around the world including
Boston City Campus, 2U/GetSmarter, Saint-Gobain, Broadreach, Pioneer Foods,
Oracle, Dimension Data and Cisco.
He is also a programme manager at the UCT Graduate School of Business Executive
Education where he delivers the Sales Management Boot-camp annually.
Should you require more detail on the programme and how it is implemented or
have any other questions, feel free to contact Tim. His details are below:
Phone: 073 226 6527
E-mail: timk@salesinstitute.co.za.

Turn your salespeople into a
dynamic and self-motivated team
of high-performing individuals
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