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Sales Management  
Duration: 3 days 

 

Training Program Description 

 

Sales management is more than simply providing support for your sales team. It's 

a complex area, which includes the training and management of all staff, 

setting goals and key performance indicators (KPIs) to make monitoring simple 

and quantifiable. In tandem with tracking sales and profitability, performance 

can be continually assessed and ways of improvement devised. 

 

Sales targets are best achieved through a team that is motivated and led with a 

mixture of understanding and discipline. Although every sales team has its high 

achievers, the real driving force needs to be the manager or team leader, and 

it is essential for that person to have proper training in the disciplines involved. 

 

TARGET AUDIENCE 

 

New, existing or potential sales managers who want to acquire or refresh sales 

management skills in a structured manner in the shortest possible time. 

 

 

Course Outline and Key Topic Areas include: 

 

 

MODULE 1:  Making the Transition 

 

•How will my Role Change? 

•What differences will there be? 

  

 

MODULE 2:  Case Study: Responsibilities of a Sales Manager 

MODULE 3:  Providing Instruction 

 

•How Things Get Misinterpreted 

•Ensuring Understanding 

•Getting Commitment 
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MODULE 4:  Setting Goals 

 

•Importance of Targets 

•SMARTER Targets 

•Key Performance Indicators (KPIs) 

  

 

MODULE 5:  Time Management 

 

•Managing your Priorities 

•Planning your Workload 

•Planning Contact with your Direct Reports 

  

 

MODULE 6:  Discipline 

 

•Rules and the Need for Discipline 

•The Dangers of not Enforcing Discipline 

•Performance Management 

  

 

MODULE 7:  Giving Effective Feedback 

 

•The EEC Technique 

•Tips for Giving Feedback 

  

 

MODULE 8:  Coaching and Mentoring 

 

•The Six Step Coaching Process 

•Coaching Exercise 

  

 

MODULE 9:  Your Personal Action Plan 

 

 


