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Ei Sales Management ™
Take the Lead

How do great sales organizations achieve their sales goals year after year? Here’s the formula:

e Hire great salespeople
o Keep them motivated
e Develop them into even better salespeople

SOUNDS SIMPLE, RIGHT?
(If it was simple, there would be no missed sales forecasts,
bad hires, or missed opportunities.)

You’'ve heard it before. Many top sales producers are promoted to sales management, only to
discover it’s an entirely different set of skills — hiring, performance feedback, running effective
meetings and getting things done through others. Here’s the good news: There’s no need to learn
leadership skills through the ‘sales management school of hard knocks.” SalesLeadership’s, Take
the Lead program will shortcut your learning and your earnings. This is a comprehensive sales
management program for leaders who are serious about building high performance sales teams.

We can help if you are:

e Frustrated with the inability to duplicate yourself and/or your best performers

e Concerned that feedback is always met with defensiveness or excuses

e Not sure how to coach selling and attitude skills to the ‘next level’

e Wondering if it’s you or the sales team

e Committed to growing a sales organization that can sell in any economic environment
e Committed to reaching your full potential as a sales leader

We know that reinforcement and accountability are key to mastery. At SalesLeadership, we are
the coaches’ coach.
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give lip service to coaching; they create systems and processes to make coaching happen. The best
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- Neil Rackham, Author of Rethinking the Sales Force
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Contact SalesLeadership to learn more about Ei Sales Management.
Phone: 303-708-1128 Email: Team@SalesLeadershipDevelopment.com
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Ei Sales Management™
Take The Lead Outline

Q1-2010

One and One-Half Day Boot Camp Kick-off January 21-22:

January 21, 8:30am — 4:30pm MST and

January 22, 8:30am — Noon MST

Topics:

e Hiring and Selection of Top Salespeople — How to tell the difference between good inter-
viewers and good salespeople

e Creating sales cultures that raise the bar and attract better candidates — Eliminate medioc-
rity and status quo

Teleseminar: February 19, 10:00am — 11:30am MST

Topics:

e Likeability — How to coach your team to build better and quicker rapport on a first meeting
e Understand why your sales team may be losing business because they don’t know how to
‘read’ the prospect and/or customer.

One-on-One Coaching: March (Date TBD)
Your SalesLeadership coach will work with you for one hour on the topic of your choice.

Q2 -2010

Full-Day Boot Camp: April 15, 8:30am — 4:30pm MST

Topics: Coaching Skills and Accountability

e The Sales Coach — Training and Coaching Skills. Closing the knowing and doing gap with your
sales team

e Managing results not excuses — Establishing metrics for success in business development,
sales process and account management

Teleseminar: May 20, 10:00am — 11:30am MST

Topics:

Managing Expectations — How to coach your sales team out of chase mode (unreturned voice-
mails, emails, practice proposals, etc.)

One-on-One Coaching: June (Date TBD)
Your SalesLeadership coach will work with you for one hour on the topic of your choice.
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Outline Continued...

Q3 -2010

Full-Day Boot Camp: July 15, 8:30am —4:30pm MST

Topics:

e Motivation and Communication — How to get the best out of each person on your team
e Identify performance gaps — Stop coaching everything; Start coaching the right thing.

Teleseminar: August 19, 10:00am — 11:30am MST
The Prospect’s Story — Teaching your sales team how to sell value, not price

One-on-One Coaching: September (Date TBD)
Your SalesLeadership coach works with you for one hour on the topic of your choice.

Q4-2010

Full-Day Boot Camp: October 21, 8:30am — 4:30pm MST

Topics:

e Running Effective Sales Meetings — No more ‘ground hog day’ meetings

e Territory and Account Management — Take the guesswork out of sales forecasting

Teleseminar: November 21, 10:00am — 11:30am MST

Topics:

Decision Tree and Checkbook — Improve your sales teams ability to set and get agreements to
talk to all decision makers. Learn about any price objections before doing another practice
proposal.

One-on-One Coaching: December (Date TBD)
Your SalesLeadership coach works with your for one hour on the topic of your choice.
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Included...

In addition to the workshops, teleseminars and coaching sessions, sales managers will receive:

e Hiring and Selecting Top Salespeople manual — Includes interview questions, sample ads for
recruitment, phone screening templates, resume review guides, and structured outline for team
interviews.

e TriMetrix Profile and EQ-i Profile — Both assessments are used to determine your strengths
and areas of improvement as a sales leader. These assessments also help you diagnose
performance issues on your sales teams and ways to get even more out of top producers.

e Sales Meeting in a Box — 12 sales meeting outlines for delivering training, coaching, exercises,
and outlines for role plays.

e Sales Coaching Templates — Pre-briefing and debriefing forms
e Territory Planning Templates

e On-boarding system that ramps new hires up quickly

e Book - ‘Growing Great Sales Teams’

e Book — ‘Motivational Selling’

e Downloads to teleseminars

e Access to SalesLeadership online library

Space is limited. Call SalesLeadership to reserve your space 303-708-1128.

“Our clients give us the gift of trust.
In return we give truth, commitment and results.”
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