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Coaching for Effective Team Selling
1 Day

COURSE OVERVIEW

Coaching for Effective Team Selling is a one-day training program for Team Leaders and
Managers who manage salespeople to give them the skills to reinforce effective sales
behaviors. The program focuses on giving managers the skills and processes to coach
teams of Account Executives, Portfolio Managers, and Product Specialists to maximize the
effectiveness of their time with the customer. Specifically, managers will be able to work
more effectively with the team members to help them:

e Increase the quality of their account strategies

e Improve their call plans to help achieve their strategies

e Apply the Skills for Making High-Quality Calls consistently in every customer
interaction

Managers will complete the program with skills that will help them:

o Know the skills they will need to coach

e Have some level of proficiency at demonstrating use of the skills

e Have first-hand experience with the simulation their people will go through

o Provides them with structure for meeting with each of their people as part of their
sales process

o Assess the skills of each of their sales people as a benchmark for developing their
skills through coaching

e Assess their own coaching skills and reflect on their own coaching routines and
practices

The managers build their skills by taking part in discussions about coaching, doing exercises
and conducting role-plays in which they practice coaching, a planning discussion and a
feedback session. After the program, the managers can create performance development
plans for each of their direct reports in the areas of planning, selling, and team
effectiveness. In addition, they can set specific plans for conducting coaching sessions on
a regular basis.

WHAT WILL | GET OUT OF IT?
As a result of this program, the Financial Institution can expect to see managers:
¢ Helping their teams to improve their account and call planning
¢ Making joint calls with their team members and providing effective feedback about
business development and selling skills
¢ Reinforce effective Team Selling to Strategic Accounts
e Fostering a team focus to help relationship managers differentiate the Financial
Institution

Participants will be able to:

e Use a detailed, structured coaching process to coach their team members to
improve their account and call plans
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e Use a detailed, structured coaching process to coach their team members to
improve their calling skills

e Observe selling skills in a customer interaction

¢ Provide effective feedback to improve sales performance

WHO’S IT FOR?

Team Leaders or Managers who manage a team of sales people.

COURSE CONTENT

The managers develop their skills by learning about core coaching processes and
practicing using those processes. There are two core coaching processes:

e Account Strategy and Call Planning Coaching
e Sales Coaching

Account Strategy and Call Planning Coaching
Managers use this process when coaching their teams on building and improving their
account strategies and call plans.

Discuss Lonc-TERM ACCOUNT STRATEGY

Cwerview Business lssues

Aszess Individual Decision-maokers and Their lssues
Assess Competitive Picture

Clarify Missing Pieces

Define Gools
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Discuss Near-Term Siruanon

Clarify Operational and Financial Management Opportunities
Brainstorm Financial Solutions and Valus

Cwerview Plans for Next 3 Calls

Define Team Roles

Discuss Link to Account Strategy
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Discuss Mext Caw PLan

|ldentify Objectives

Clarify Information Needed
Review Questioning Strategy
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Account Strategy
Call Strategy
The Mext Call
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Exriore CoNcEeRns
About Your Ideas
About the Strategy or Call Flans

About Team Roles
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Pran Joint Carl

Agres on Roles

Set Debrief Obhjectives:
o Skills

*+ Outcomes

Tel: 6323 0768  Email: email@salmonthrust.com  \Website: www.salmonthrust.com



SalmonThrust

for Investment Professionals

Sales Coaching
Managers use this process when coaching their team members after joint calls to help them

improve their calling skills.

DISCUSS BUSINESS OUTCOME
Call Objective

Information Attained
Status of Account Strategy
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DISCUSS USE OF SKILLS

Establishing Value

Guestioning and Listening

Defining Alternative Solutions

Exploring Concerns

Presenfing Solufions and Obtaining Commitment
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EXPLORE CONCERNS

Use of Skills

Improving Business Outcomes
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AGREE ON NEXT STEPS
Business Development
Skill Development

Providing Feedback
In addition to the coaching processes, the managers will learn some guidelines to follow for
providing feedback during a coaching session:

GUIDELINES FOR PROVIDING FEEDBACE

Ask for Salesperson’s View of What He/She Did Well
support Posifives and Offer Other Posifives

Ask for Salesperson’s View of What to Improve

Restate Key Areas of Improvement and Offer Your Ideas
Offer Support and Summarize
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