
Course Overview:
Module 1: Introduction to Sales Coaching

Within this module, we define coaching as a management practice that enables 
salespeople to maximize their full potential and improve their performance. The 
module addresses why many managers are reluctant to coach on a regular basis, 
and what to do about it. In addition, this module outlines where a manager needs to 
coach to maximize the greatest return on time investment.

Module 2: The Sales Coaching Process

This module introduces a coaching process that ensures a successful coaching 
experience for both the sales manager and salesperson. The 5-step process 
includes: 1) setting the tone; 2) identifying the performance issue or development 
opportunity; 3) establishing goals; 4) generating development ideas; and 5) 
planning the action steps. In addition, the module teaches managers how to apply 
the coaching process to a variety of scenarios that are reflective of real-world 
situations.

Module 3: Coaching Success Factors 

During this module, we present seven coaching success factors that are 
essential for effective coaching. The coaching practices include setting the right 
tone, establishing open communication, engaging the salesperson in their own 
development, and providing direct and honest feedback. This module addresses 
how to equip sales managers so they are successful at coaching, and therefore 
strive to implement this management practice into their day-to-day routines.

Module 4: Coaching Back on the Job

This module addresses how to implement coaching back on the job—from 
overcoming obstacles to making coaching a part of everyday management 
practices. In addition, we outline a variety of best practices to more effectively 
coach around lead generation, pipeline and opportunity management, and sales 
call management. 

Optional: Coaching the Manager

The Coaching for Sales Results workshop is often followed by one-on-one 
coaching with the sales manager. The purpose of these meetings is to ensure 
managers know how to apply the coaching skills, processes and tools to their daily 
practices.

Skills Addressed:
• Coaching and providing effective feedback
• Managing the sales process
• Motivating salespeople toward achievement
• Planning for sales performance

Coaching for Sales Results 
provides sales managers 
with the knowledge, skills, 
and tools to be an effective 
coach. The workshop 
addresses how to engage, 
develop, and retain your 
best sales talent — which 
is not only a win for the 
salesperson, but also for 
your sales team!
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Performance Outcomes:
As a result of this course, participants will be able to:

•  Understand how coaching can impact sales productivity, skill development,
and retention.

• Apply a proven coaching process in a variety of coaching situations.
• Provide effective feedback.
•  Use the coaching success factors that will make coaching more productive for

both the coach and person being coached.
• Apply the coaching skills back on the job.

Course Length: 

8 hours

Includes: 

•  Participant materials
• Sales coaching tools
•  Role-play scenarios

For more information: 

Contact StarQuest at 800.462.7865 or email us at info@starquestgroup.com 

Course Overview—Continued

2922 Evergreen Parkway 
Suite 300
Evergreen, CO 80439

 ©2015, StarQuest Group

starquestgroup.com


