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Facilitator Resources

Who Should Facilitate This Workshop?

Participants will expect facilitators of this workshop to be experienced sa{f s
managers and coaches who are exemplary models of the required skills,

confidence and competence.

ngjan

Facilitators, therefore, should be seasoned professionals who can /jlﬁ opja

share successful experiences in managing the sales procg dimal

Tg

\

coaching sales professionals.

, These materials are intended for preview. purpeses anly.
Use for training is striéthypsrotibsited:errodvees



Facilitator Resources

Suggestions for Prework

Assigning prework before the workshop can help engage participants in the

workshop content even before they arrive. If you would like to include prgwork

as part of the workshop design, we have included some suggestions below for

integrating prework into the workshop.

Suggestion #1
Many participants may be in transition from positions/as sales|frofessionals
positions as sales managers. It’s not an easy transition fo mak

(available as an online resourc

participants are now the mana@;‘s of former [Ke s. Provide aworkssheat

ent

column what is going well in th€ trajsi nder th

A

espechdlly if

t www.vddionpoint.c twp [cofumns

itled Plus and Delta as prework. fnstr arfticipants to’'wyite under the Plas

elta column what is

especially challenging. During|thg , 35k participants to share their

thley can move items from the

S€ES

abg

lonpotat.£om) as prework. During introductions or early in the
sion, ask everyone to share thoughts, ideas, emotions or questions they have

the words and phrases they found. This word search can also be used as

an

pnergizer activity during a break, formed as a competition (e.g., first person

or first team done wins a prize).

. These materials are intended for preview. purpeses anly.
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SalesSmarts™ for Sales Managers

SMART-START® Activity
Using the SMART-START® Sales Truths Video

Time it takes: 30—35 minutes (15 minutes prior to sesgion start
time, 15—20 minutes after session begins

What it is about: Opening the session on/a positive note
L]

What you will need:

How to do it:

1.

i

onr séssion and explain that you will refer to it

again later. After the participants have

introduced themselves, you will use this activity
as part of your introduction (either to conclude

Step 1 or during Step 2).

3. Breakthe group into smaller groups of three to

) @)

five people and ask them to talk within their

groups to answer the following three questions

on the index card:

« What does selling mean to you?

o Why is it so important to believe in the value

Thess matesials areintended for preview purposes only. |
This page dee s W@ttty is strictly prohibited.



SalesSmarts™ for Sales Managers

Optional Activity 1: Sharpen the Saw
Skills Practice of the SalesSmarts™ S.A.L.E«

Process

Time it takes: 45—60 minutes

What it is about: Applying the S.A.L.E. Pyocess in skills pn

scenarios and discussip
ﬂﬁ Brd
l ﬁm clie

stide Hospit

What you will need:

de Hospital,

andout #8 —Scenario 3: Nation’s Bank
Corporation, Customer’s Copy

£

1. Introduce the activity by saying:
In his book, The 7 Habits of Highly Effective

People, Steven Covey entitles Habit #7 as

RS

“Sharpen the Saw.” Covey uses the analogy of

awoodcutter whose productivity falls off
when his saw gets dull. The woodcutter needs

to take time periodically to sharpen his saw.

These matesipls are.ntended for preview purposes only. |,
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SalesSmarts™ for Sales Managers

Optional Activity 2: Identifying Your Sales

Manager DNA

Time it takes:
What it is about:

What you will need:

How to do it:

7 |
o

45—60 minutes

Identifying your Sales Manager DNA anfd

discussion
ﬂ[/r:%Yn

off Success

« Flipchart easel, pad

o Handout #9 — Workshe
Manager DNA

s™ for Sales

ssional DNAs. You might enjoy

We know from science that each of us is
unique because of differences in what’s
labeled our DNA sequences—which is a
scientific term for a nucleus of cells that
distinguishes each of us from one another.
We can extend the concept of our biological
DNA to what we can coin as our Sales
Manager DNA—DNA in this case standing for

Distinguishing Nucleus of Attributes.

These matesinls are.intended for preview purposes only. .
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SalesSmarts™ for Sales Managers

Optional Activity 3: Interview Skills:
Ask, Listen, Clarify and Confirm

Time it takes: 45—60 minutes
What it is about: Reviewing guidelines for conducting eff

oAti

erYue e

What you will need:

How to do it: C
Ase : e of the top te
Asans/sale ers fail is that they do not

he quality of your sales force obviously

depends on the quality of the sales
professionals you hire, which obviously

depends on the quality of the interviewing

process used to determine the most qualified

candidate.

These matesinls are.intended for preview purposes only. .
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SalesSmarts™ for Sales Managers

Optional Activity 4: Preparing for Effective
Meetings with Your Sales Team

Time it takes: 45—60 minutes

What it is about: Discussing tips, techniques and tactics
effective meetings and pfacticing writin
objectives and agenda ifems for a meeti

What you will need:

How to do it:

make decisions and follow through on

commitments.

When conducted effectively, meetings are

powerful drivers to successful selling. When

conducted ineffectively, meetings drain the

energy of sales professionals, fail to capitalize
on the richness of their diversity and talents

and squander their time.

These matesinls are.intended for preview purposes only. ,,
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SalesSmarts™ for Sales Managers

Optional Activity 5: Setting Performance
Expectations

Time it takes: 45—60 minutes

What it is about: Discussing the role of sales managers ir
performance expectatioys for sales prot

list of perfo
S ma
What you will need: /’\
piting |Pe
erfoimapice
— Worksheet for Drafting Perfd
How to do it:

trodijce|the topic by saying:
pst common reason why employees do

ot do what managers expect them to do is

that employees do not know what managers
expect them to do. Have you ever had that

experience?

~\ 2. Ask participants:

A"

« Have you ever worked for a manager who

gave you so little information about

performance expectations for your job

that you had little or no idea about what

These matesinls are.intended for preview purposes only. ,,
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SalesSmarts™ for Sales Managers

Optional Activity 6: Practicing the Four-Step
SalesSmarts™ Coaching Process

Time it takes: 45—60 minutes
What it is about: Practicing the Four-Step SalesSmarts™ [Coachi
Process

What you will need: . mait.
° ef
How to do it:
C g 3 or Sales
Manjg - ced applications of the

owledge and skills.

I’'m sure you’ve heard the adage that practice
makes perfect many, many times. Another
version of the adage is that perfect practice

makes perfect. We’ll never get to perfection

as sales managers, but we can try to get as

close to perfection as possible by

continuously improving.

These matesials are.intended for preview purposes only.
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SalesSmarts™ for Sales Managers

DVD Bonus Materials

Who, What, How and When

Bonus materials are provided to help facilitators supplement a training plan

and prepare for an effective workshop. Bonus materials may be us¢d before,

during or after a session.

Bonus materials provided on the DVD for this program jnc lb@

What it is

How t? fnse it \ ' /

SMART-START® Sales Truths — A short
video, ideal for kicking off or closing
the training session.

See opltional SMART-SICART® Activity

tor one way to juse|thisviddo. (Other
tivitjes are dvailablelin VisignPoint’s
yond, the Bo ctwity’f)ooka ilable
r purgh

Vignettes-only Q \/
L ﬂ A

uring & trayning session, review a

articularvideo situation by using the

ignettes-only feature to quickly
access a specific situation without
having to watch the entire video.

. . 1\ v
1ner a terview wi
1'6‘:E/ iy d,\S j uallw

While preparing for a session, tune in
to this interview for insights on how to
best use VisionPoint programs.

olutions

n interview with
, Matt Terronez, Vice

President) VisionPoint Custom

During a break or as follow-up
training, provide insights into
coaching and the mindsets of
successful sales managers.

These matesials greintended for preview purposes only.
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Facilitator Resources

PowerPoint® Slides, Flipcharts and Handouts

PowerPoint® Slides: For your convenience, we have included “thumbnail]
icons of the PowerPoint® slides throughout the Facilitator Guide in the plade
that each slide is being referenced. Electronic copies and the most current

versions of PowerPoint® slides can be found in the Onling Resources at

www.visionpoint.com.

flipchart templates can be founo in the Onling R

www.visionpoint.com.
Handouts: Masters of the hand

to g
exp

along er gwides, can be found in the Online Resources

at v

.s These materials are intended for preview. purpeses anly.
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Handout #1: Page 10of 3

Handout #1 - SalesSmarts™ S.A.L.E. Process

Set the Stage:

1. Plan:

e The purpose of your call
¢ Your knowledge about their business issues

e The key decision makers

e The customer’s scope of operation
e The customer’s primary product or servicg
e The customer’s competitors
e Your competitors

e Your ability/the resources of your organiza the busine

2. Secure the initial mc@ing or appoiptment:

e Background —ab nd to build rapport

and credibility

e Objectives — statef
whose solutio

a way thalpositions you as someone
rices are worth considering

e| |State the benefit/value to the customer —how you can help solve their
issue

e Check for acceptance — is there anything else to address during the
meeting?

These matesials greintended for preview purposes only.
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Handout #2: Page 10of 3

Handout #2 - Directions for Skills Practices of the
S.A.L.E. Process

Directions:

1. The purpose of this activity is to practice the skills of Ask, Liste
and Confirm.

practices.

3. Each group will have two rounds of practice:

e FEachround is based on a sales scenz

« Foreach scenariq, two participantg yill assume
team, and two pafticipants tfle ralg pf the
number of participantsss O fight h
customer.

§ tgam and the customers separate
The copies provide the sales team and
i they need to play their roles as

ation of a sales call. Customers have

n does not have. The sales team needs to
customers in order to analyze their needs.

o Your facilitato
copies of a gce

These matesials greintended for preview purposes only.
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Handout #3: Page 10of1

Handout #3 - Scenario 1:
Hillside Hospital, Sales Team Copy

Many small independent hospitals have been acquired by large terfiary care
hospitals. Even among the large hospitals, the competition is stitf.

and resourceful strategic planning is critical. Hillside Hospital and V&

Hospital are two large competing hospital systems
anumber of reasons, the advantage currently is
Hospital, therefore, needs to find a solution thaj

competitive playing field.

O

These matesials greintended for preview purposes only.
This page n{Jge forErnitig 18 strictyrbrohibited.



Handout #4: Page 1 of 2

Han

Customer’s Copy

dout #4 - Scenario 1: Hillside Hospital,

Many small independent hospitals have been acquired by large terfiary care

hospit

and re

iner

usin

ger Ty
You beliey : 81
artunities AAlth

als. Even among the large hospitals, the competition is stiff s

sourceful strategic planning is critical.

nas untapped market and revenue-generating

ugh Metropolis is experiencing some of the problems of

citigs, ity downtown area is still alive with many large and mid-size

esses and a major university. You believe that if Hillside were to establish

a clind

c in the downtown area, businesses and their employees would take

advantage of the convenience of medical services such as:

Minor emergency care

Physical examinations and immunizations

Pre-employment examinations and workers’ compensation injuries
Basic X-ray and laboratory tests

These matesials greintended for preview purposes only.
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Handout #5: Page 10of1

Handout #5 - Scenario 2:
Master Technologies, Sales Team Copy

When Master Technologies was formed 75 years ago, the company [hii

market with innovative products, quickly gained a loyal base of cus

high and turnover was minimal.

Master Technologies h

During the past few yea:@however, the con

kly into the market. As if that weren't enough,

pequiring almost continuous maintenance.

These matesials are.intended for preview purposes only. .,
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Handout #6: Page 1 of 2

Handout #6 - Scenario 2:
Master Technologies, Customer’s Copy

When Master Technologies was formed 75 years ago, the company [hii

market with innovative products, quickly gained a loyal base of cus

high and turnover was minimal.

Master Technologies h

During the past few yea:@however, the con

kly into the market. As if that weren't enough,

pequiring almost continuous maintenance.

1d your ¢xecutive team members have decided that the need that is of

t importance to the future of Master Technologies is the improvement of

work processes for designing, developing, producing, marketing, selling and

delivering new products.

These matesials greintended for preview purposes only.
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Handout #7: Page 1 0of 1

Handout #7 - Scenario 3:
Nation’s Bank Corporation, Sales Team Cgpy

Banks face stiff competition from brokerage houses, insurance copipanies,

investment corporations and online banking organizations. As com

stiffens, large banks obviously have more survival ; rces than gima

Thus, there’s a rash of mergers and acquisitions.

years. But there are signs of damage to the hull. [P ni
more savvy in ways and pla lions i
beginning to dip, its customer basgflis fleg olders are

beginning to check the numbé hould they (lecide to

abandon ship.

2

These matesials greintended for preview purposes only.
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Handout #8: Page 1 of 2

Handout #8 - Scenario 3: Nation’s Bank

Corporation, Customer’s Copy

Banks face stiff competition from agencies such as brokerage houses,

insurance companies, investment corporations and online banking

organizations. As competition stiffens, large bankg obvipusly have{mone

survival resources than small banks. Thus, there’

acquisitions.

Nation’s Bank Corporation has been a Titanic in the banking in

more savvy in ways and

years. But there are sign@of damage to thg

)

possible solutions.

ull.|People are beca

ation

A rashlof 17/6;‘\?6]”8 a

i

dustry for 50

hing more and

s profifgare

iketing has told you and your fellow senior managers
bst tQueh with its customers, that customer input is not

priorities, implementing initiatives for growth or

sales feam you are meeting with will be able to analyze your needs and offer

Thess matesials greintended for preview purposes only.
This page n{Jge forErnitig 18 strictyrbrohibited.



Handout #9: Page 1 of 1

Handout #9 - Worksheet for Drafting Your Sales
Manager DNA

Your Sales Manager DNA (Distinguishing Nucleus of Attributes) cah serve as a

blueprint of your professionalism as a sales manager.

Directions:

1. Refer to the table on the next page. The table [lists attjrib;

order, nor are they an exhaustive list.

2. Draft your Sales Manager DNA by se
category. The 15 attr' tes you sele
believe distinguishe§ you as a sgles
cannot change your biolog
DNA again and again gve

new skills and enhdnce professional behaviors.

Smaltgroup discussions — 20 minutes
Large group debriefing — ten minutes

These matesials greintended for preview purposes only.
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Handout #10: Page 1 of 1

Handout #10 - Characteristics of Successful Sales

Managers
Knowledge Skills Behaviors
They know. . . They are ableto. .. They . . . ﬂ
o Allthat’s known by o Demonstrate all the Demongirfite gl the
successful sales skills of successful behaviars
professionals sales professional fnl
o Practices and o Communicate go PoH ee
responsibilities of and strategies to gales preceqins
managing the sales professionals clefrly
process and and persuasively a
managing sales a Set individyidl gotl & ocesses
professionals J cedyies for
o Howto build and ra'tmg SINess
rategies with sales

maintain productive
revenue pipelines

0 An effective systenf
for account

wto\readd and
understand basic

figancial reports and
trends

builds their
#ffectiveness and
results

o Follow a systematic

of problems

a Build and sustain

o Lead teams effectively

process in the solution

motivation and morale
of sales professionals

strategies

Demonstrate an
obvious enthusiasm
for helping sales
professionals succeed

Maintain balance in
their dual roles of
management and
coaching

These matesinls are.ntended for preview purposes only.
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Handout #11: Page 10of 3

Handout #11 - Guidelines for Conducting
Interviews

General Guidelines:

e The primary purpose of interviews is to evaluate the current gki
candidates and their ability to learn new skills

e Before conducting interviews, check with
Department concerning your organizatio

A
D

14
— ()

e Arule of thumb is that you will fill approxi e

» Therefore, hurt
potential candi

e |On the other hand, don’t conduct interviews that are so structured, rigid
and serious that they drive away qualified candidates

These matesials are.intended for preview purposes only. .,
This page n{Jge forErnitig 18 strictyrbrohibited.



Handout #12: Page 1 of 1

Handout #12 - Directions for Interview Practices of
Ask, Listen, Clarify, Confirm

Directions:

1. The purpose of the activity is to practice the skills of Ask, Listen,
Confirm to assess a job candidate’s qualificatioy

2. Your facilitator will ask you to form pairs for tk

3. Partners will take turns conducting a telephofi¢ i
professional position.

4. Partners probably know each other well. So y

some questions.

5. Atthe conclusion of g4ch practice,
on what she/he did well and whé
improve the interview. The
should relate to use of thg

6. Forthe practices, s

per practice
o njinutes per practice

These matesials are.intended for preview purposes only. .,
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Handout #13: Page 1 of 1

Handout #13 - Conducting Effective Sales Team
Meetings
(Roles and Responsibilities of Sales Managers)

Roles:

e Manage the environment, materials, equipyient and proces

prepare materials and equipment, physical layoyt|of %z%%oon
n

3

promote comfort and learning, and all othiey prepara that are
conducive to meetings)

e Manage the process (i.e., ensure that agepfla iten ald@’ss a1
key issues of sales teams)

e Optimize participation (i.e., inspirgfsales team memiblers tols

experiences and Osdom)
Responsibilities:
o Prepare
e Setup
o Getthe beft ouf of sa eam|\menjbers
° ting
4

These matesials are.intended for preview purposes only.
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Handout #14: Page 10f 3

Handout #14 - Preparing for Meetings

Preparations for meetings are often neglected with the result that $dles teams

become disgruntled and lose confidence in their sales manager’s aljility to lead

them efficiently and effectively in the sales process.
Effective preparation for meetings focuses on defined rpoﬁ opje¢tives and
agenda items.

vo discuss; M

Preparing for a Meeting:

1. Define the purpose @d
e Apurpose statement begi

propose; to inform; tq

Sample Purposg St

\orporation

These matesials are.intended for preview purposes only.
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Handout #15: Page 1 of 1

Handout #15 - Practice: Writing Purpose,
Objectives and Agenda for a Meeting

Directions:

Part One:

1. Think of a sales meeting you need to have with four sales team.

2. Use the Practice Worksheet on Handout #16 t¢

e Purpose of the meeting
e Two—three objectives
e Two—three possible agenda items

3. Estimated time needed for each agendaite

4. Refer to Handout #14 OPreparing for

compllee t

worksheet.

Part Two (after you have

1. Pairupwitha
2\ Take turns shiat

o| |Share your work and feedback with your partner — five minutes per
partner

These matesials greintended for preview purposes only.
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Handout #16: Page 1 of 1

Handout #16 - Practice Worksheet for Writing
Purpose, Objectives and Agenda q

Purpose of the Meeting:

Objectives (two—three):

enda ite rde) and time {franjes for each item:

s

These matesials greintended for preview purposes only. ,,
This page n{Jge forErnitig 18 strictyrbrohibited.



Handout #17: Page 1 of 1

Handout #17 - Guidelines for Setting Performance
Expectations

Success for sales professionals begins when they have a clear understanding of

the performance expectations on which they will be evaluated. A few guid¢lines

for sales managers, therefore, are to:
o Express performance expectations as mea
e Communicate performance expectations tq sales|pirg

e Support sales professionals in their partitipation ij

= Focus on stre
=  FEnsure that fe

=  Apply the Fou@?tep SalesS
d

e Conduct performanc
deserve to know gn a/y
opportunities 1o m

» | Tangi waftds within the policies of the sales manager’s

Upportunities for promotion and/or career development

These matesials greintended for preview purposes only. ,,
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Handout #18: Page 10of 3

Handout #18 - Example of Performance
Expectations

Knowledge of Products:

e Knows her/his organization’s services and products (objectjves,
features, benefits)

e Understands relationships between produgtsan ey sl each

e Familiar with the general implementation pptions|a aArmin ign

Knowledge of Customers:

e Understands indfigtry chall
e Knows how to ideutify influl
o Uses customer buying/hahit

ycles

Jers within a¢counts

o Keeps current wi@ customer injti

o| [Sets and achieves weekly activity goals

o[ Is organized

e Maintains accurate customer records

e Focuses on activities that lead to revenue attainment

These matesipls are.ntended for preview purposes only. ,,
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Handout #19: Page 1 of 1

Handout #19 - Worksheet for Drafting
Performance Expectations

Directions:

e Your facilitator will ask you to form small groups (four—five

e In your group, brainstorm ten performance expeq tations th

facilitator
e Your facilitator will ask you to:

= Summarize your list for the large groyp
= Respond to questions and feedhéick fr : ane

Time for the activity:

e Drafting performa
e Small group reppoyis
o Debrief —five minhte

2

These matesials are.intended for preview purposes only. 4
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Handout #20: Page 1 of 1

Handout #20 -Four-Step SalesSmarts™ Coaching
Process a

1. Identify the S.A.L.E. issue.

2. Get agreement on the problem ang | ioﬁ

A
3. Agree on an agtjio

These matesials are.intended for preview purposes only. 5,
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Handout #21: Page 1of 2

Handout #21 - Practicing the Four-Step
SalesSmarts™ Coaching Process

Directions:

1. Onthe following pages are three scenarios that provide you wit

3. Foreach round of practice:
e One person will be the coach for a scena
e One person will be the sales professigral

e One person will be the practice g
and leads the féedback

4. Eachtrio decidesw

ight haye done differently to improve her/his
the Yoar-Step SalesSmarts™ Coaching Process

ack by the sales professional

ird, feedback by the practice manager

for each round of practice:

=
[
s

o Preparation by the coach and sales professional —two minutes
e Practice of the four-step coaching process — four minutes per group
e Feedback —two minutes

These matesials are.intended for preview purposes only. 5,
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