


A IEXECUTIVE
CONVERSATION

To successfully engage
at executive levels,
sales professionals
must credibly align the
value of their solutions
with their customer’s

initiatives.

The pivotal job in a sales organization is the immediate sales manager,
and the most important role of that sales manager is to improve sales

effectiveness.

The Manager’s Most Important Role Is To Improve Sales Effectiveness

Many managers are promoted because of their outstanding sales performance, not necessarily
because they'll be outstanding managers. We make certain they develop the skills needed to build
their team’s ability to sell the power of your solutions to transform your customers’ buinsess. The

EFS For Manager Coaches strategy is built on three pillars:

» Implementation Reorienting a sales » Coaching Dynamics Building effective

team from a product-focused approach to role-playing activities to refine executive
selling your customer’s capability to improve engagement and selling strategies and creating
customer business performance. individual plans to maximize each team

L. . member’s potential and effectiveness.
» Monitoring Progress Developing

strategies for inspecting team member’s
progress and prioritizing how to guide them
toward fluency.

Wrong Conversation/Right Person

EXECUTIVE
LEVEL

STAFF
LEVEL

missing skills
» Aligning Solutions to Business Value

» Understanding customer business objectives

EXECUTIVE FOCUSED
SELLING FLUENCY

Wrong Conversation/Wrong Person
missing skills
» Engaging higher in the organization

» Focus on customer business performance

Right Conversation/Wrong Person
missing skills
»-Confidence to-engage at the executive level

» Focus on customer business performance

Product Centric, Transactional Approach

Business Value, Strategic Approach

Your Managers Don’t Have Time To Do Any More Than Is Essential

The best sales strategy in the world isn’t effective if it isn’t used: managers’ ability to coach and

improve their team’s sales effectiveness is critical to success. We provide your managers practical

plans to coach their team for accelerated revenue growth.

Helps managers develop an oversight plan to
manage implementation — identifying and
addressing execution challenges, monitoring
progress by knowing questions to ask and
what to look for in responses.

» Develops skills for maintaining progress

reports, heightening manager’s personal
coaching dynamics through role playing
and other team activities to maximize team
potential.
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