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This course is designed for sales

leaders who want to learn how to coach

and train their teams more effectively.

METHODOLOGY

• Interactive Lectures

• Group Discussions

• Role-Playing Exercises

• Case Studies

• Hands-On 

Activities

• Feedback and 

Inquiry
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This course offers sales coaching and training techniques to enhance sales

team performance and achieve sales goals, empowering sales leaders to

create a supportive sales culture, build high-performing teams, and achieve

consistent results.

DAY
1

• E n a b l e  s a l e s  l e a d e r s  t o  
d e v e l o p  a n d  d e l i v e r  e f f e c t i v e  
c o a c h i n g  a n d  t r a i n i n g  t o  t h e i r  
s a l e s  t e a m s .

• H e l p  s a l e s  l e a d e r s  b u i l d  
s t r o n g  c o a c h i n g  r e l a t i o n s h i p s  
w i t h  t h e i r  s a l e s  t e a m  
m e m b e r s .

• T e a c h  s a l e s  l e a d e r s  h o w  t o  
d e v e l o p  a n d  d e l i v e r  e f f e c t i v e  
s a l e s  t r a i n i n g  p r o g r a m s .

• D e v e l o p  e s s e n t i a l  c o a c h i n g  
s k i l l s .

• S e t  S M A R T  g o a l s  a n d  d e v e l o p  
p e r s o n a l i z e d  d e v e l o p m e n t  
p l a n s .

• H e l p  s a l e s  l e a d e r s  c r e a t e  a  
c o a c h i n g  c u l t u r e  w i t h i n  t h e i r  
s a l e s  o r g a n i z a t i o n s .

Introduction to Sales Coaching
• What is sales coaching?
• Benefits of sales coaching
• The sales coaching process
• Explore the different coaching models and frameworks that 

can be used to coach sales reps

Sales Training
• What is sales training
• Benefits of sales training
• Different types of sales training
• How to develop and deliver effective sales training 

programs
• How to measure the effectiveness of sales training

Building Relationships with your Team
• The importance of relationships in sales coaching
• Explore the different ways to build trust and rapport with 

your sales reps.
• How to create a positive and supportive coaching 

environment
Coaching Essentials
• Skills Needed for a Successful Coach
• How to Build Your Coaching Skills
• GROW Model for Individuals
• Coaching for The Team
• The Art of Persuasion
• Setting SMART goals and developing action plans

Providing Feedback and Coaching
• How to give effective feedback
• How to have productive coaching conversations
• How to help your sales reps learn from their mistakes

• B u i l d  s t r o n g  c o a c h i n g  
r e l a t i o n s h i p s  w i t h  t h e i r  s a l e s  
t e a m  m e m b e r s

• I d e n t i f y  a n d  a d d r e s s  
p e r f o r m a n c e  c h a l l e n g e s

• D e v e l o p  a n d  d e l i v e r  e f f e c t i v e  
s a l e s  t r a i n i n g  p r o g r a m s

• C r e a t e  a  c o a c h i n g  c u l t u r e  
w i t h i n  t h e i r  s a l e s  o r g a n i z a t i o n


