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NO.1

Understanding Sales Coaching

Define what sales coaching is and its pivotal
role in fostering continuous improvement.
lllustrate how coaching goes beyond
management, focusing on skill development,

empowerment, and personal growth.
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NO.2

The Coach's Role and Mindset

Discuss the responsibilities of a sales
coach. Emphasize the importance of
adopting a positive and growth-oriented
Mmindset, where the coach serves as a

guide, mentor, and motivator.
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NO.3

Developing a Coaching Strategy

Explain how to create a structured coaching
strategy tailored to your team's needs. Define

coaching objectives, establish clear goals, and

align coaching efforts with your team's

development plans.
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One-on-One Coaching Sessions

Provide techniques for conducting
impactful one-on-one coaching sessions.
Discuss the use of open-ended questions,
role-playing exercises, and constructive
feedback to enhance learning and skill

development.
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Setting Clear Expectations

Explain the importance of setting clear
expectations for both performance and
coaching objectives. Coaches and team
members should have a shared understanding

of goals and metrics.
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Tailoring Coaching to Individual Needs

Discuss how effective coaching
acknowledges individual differences in
learning styles, strengths, and challenges.
Personalized coaching plans maximize

the impact of each session.




0O0O0O0

NO.7

Active Listening and Observation

Highlight the significance of active listening
and keen observation during coaching sessions.
These skills allow coaches to identify strengths,

weaknesses, and areas for improvement.
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Providing Constructive Feedback

Guide on delivering feedback in a
constructive and non-threatening
manner. Emphasize the use of the
"feedback sandwich" approach, focusing
on both strengths and areas for

Improvement.
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Coaching for Skill Development

Detail techniques for coaching specific skills,
such as communication, objection handling,
and negotiation. Provide actionable strategies

that help team members refine their

techniques.
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NO.10

Motivating and Inspiring

Explore methods for inspiring your team
to excel. Discuss the role of
encouragement, recognition, and
celebrating small wins in boosting

motivation and morale.
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Overcoming Challenges and Resis

Address common challenges in coaching, such
as resistance to feedback or lack of
engagement. Offer strategies for handling

these challenges effectively.
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Continuous Improvement Culture

Highlight the importance of instilling a
culture of continuous improvement
through ongoing coaching efforts.
Discuss how to encourage team
members to seek growth and embrace

coaching as a catalyst for progress.
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CONCLUS’ON Effective sales coaching is a catalyst for
unleashing your team's potential and

driving remarkable results. By applying
the techniques outlined In this guide,
you're equipped to lead your team to

greater heights of skill development,
performance, and success.
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« "Coaching Salespeople into Sales Champions: A Tactical

ADDITIONAL Playbook for Managers and Executives" by Keith Rosen
RESUURCES « "The Coaching Habit: Say Less, Ask More & Change the Way

You Lead Forever" by Michael Bungay Stanier

« Dale Carnegie's "High-Impact Communication" course for
enhanced coaching communication skills
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