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http://holistiquetraining.com/ar/course/becoming-a-professional-sales-manager-ar

Training Methodology

This course uses various adult learning methods to help participants fully understand and

comprehend. Participants will participate in interactive presentations to learn how motivational
technigques can help a successful sales team.

They will conduct group work using the provided tools to assess incentives and commission-

based structures under the current budget. Each participant will participate in role-playing

activities to perfect their sales techniques and understand how to converse with team members
who are underperforming effectively.

Summary
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Course Content & Outline

Section 1: Sales Management Basics

.Selecting the right team members for your sales team e

.How to present a positive attitude

.What your target audience is looking for

.How to remain productive

.Your roles and functions as a manager e

.Mistakes to avoid when managing a sales team

Section 2: Planning & Performance Strategies

.How to structure an effective sales team e

.Creating your optimum sales strategy e



.Sales basics and how to overcome common challenges

.Forecasting and setting targets

.Territory design and allocation

.Monitoring systems and techniques

Section 3: Sales Processes & Management Schemes

.Sales team psychology e
.Successful salespeople and how to create a winning team e
.Your sales milestones e

JIdentifying your ideal process roadmap e

Section 4: Sales Management Competencies

.Your recruitment strategy

.Key Performance Indicators

.Critical tasks and training

.Training, upskilling, and development

.Being a good role model

Section 5: Managing Motivation & Performance

Assessment and inventory of KPIs e

.Your leadership skills in relation to team performance

Initiating difficult conversations

.Sharing conversion indicators

.Handling rejection and taking on feedback

.Celebrating peak performance

Section 6: Strategy Evaluation

.Setting your strategic roadmap e

.Standards of practice and an expected performance matrix

Analytics and reporting systems and audit

Accurate record keeping

.Understanding your reports to make positive change

.Feedback and review to aim for continuous improvement
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