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Sales Coaching Comes of Age

What isthe hottest trend in theworld of salestraining today? It isactually not traditional salestraining at all but
rather the evolving role of the sal es coach within organi zationslooking to enhance the efficiency and effectiveness
of their existing salesteam. Historically, companieshavelooked to professiona salestrainersto bestow the latest-
and-greatest theories and processes upon their team of sales professionalsin avery consistent and structured
manner. This approach to sales devel opment continuesto be particularly effective when the company’soverall
objectiveisto ensure that all team members are consistent in their approach to managing the sales cycle. For
organizations with skill-diverse and/or relatively inexperienced sales

representatives, this strategy is mﬂ RKET' nG th? often amandatory first step to creating
aninternal model and animagein themarketplacethat isfundamental to
the long-term success of the : : business. But isthistraditional training
approach themost effectiveinterms %I,Mﬂﬂf;ﬁ'fgﬂﬁgﬁﬁggmg of teaching the individual sales
professional how to deal with the more productive selling for ce. unique challenges associated with

complex sales opportunities? Increasingly, compani es have been turning to professional sales coachesto work
with their employees on aone-on-onebasis, not only helping themto apply their applicabletraining in an effective
manner but also working with them directly asthey engage with customerson live opportunities. On amonthly,
weekly or even daily basis, the sales coach can assist theindividual salesprofessional in proactively developing
strategies and tactics, anticipating competitive traps and even with the negotiation of comprehensive contracts.
Thiskind of coaching relationship providesthe businesswith two key advantages. Thefirst isthat the company
isableto leverage the seasoning and expertise of the sales coach within the pursuit of their own critical revenue
opportunities. The second advantage stemsfrom thefact that the sales professional isableto enhancetheir own
level of saleseffectiveness by implementing skillsand practicing approachesin real-life selling scenarios. The
compelling combination of thesetwo valuable benefits has driven the concept of salescoaching into the mainstream
over the past twelve months and with the ever-increasing pressure to do more with your existing resources, this
trend islikely to continueinto the forseeable future.
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