Maximizing
Performance with
Sales Coaching

Thank you for joining us today.
We will be getting started shortly.
In the meantime, please share the locatior
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Agenda

= |ntroduction
= About the survey :
= Review of 7 best practices
= Summary & Conclusion

= Q&A
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How long does it take the
most successful businesses
to establish their sales
coaching programs?

2-3

YEARS




Treat Coaching
as a Long-term

Investment

Age of Sales Coaching Programs and Revenue Growth
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46%
21%
pLyA
10%
Less than 1 year 1-3 years 3-5 years 5+ years
High revenue growt Low revenue growt
igh growth growth

Duration of Coaching Programs
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30%
25%
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10%

5%

0%

33%

0-3 months 3-6 months 6-12 months Over 1 year Ongoing

. High revenue growth Low revenue growth

1

of high-
performing
companies
have ongoing
sales coaching
programs.



The Role of Coaching Within the Sales Training Framework

The majority of successful sales
organizations integrate coaching
into their training programs.

57%
43%
35%
26% 28%
As an integrated part As the primary activity As a stand-alone activity
of a learning program of a learning program  unrelated to a learning program
B High revenue growth Low revenue growth
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Sales Roles That Receive Coaching

OVER
70% 'I
61% 2
60% 579
0% Of high growth -
439, companies provide
40% 38% coaching to
33% external/field sales
30% 27% reps, customer
service reps and
20% business
development
10%
. personnel.
Best Practice .

Internal/digital sales  External/field sales  Customer service
representatives representatives representatives

B High revenue growth Low revenue growth
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Support a
Variety of Skills

Listening & Product &

Communication Skills Service Knowledge
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Methods for Training Internal Sales Coaches

Grow a Cadre
of Internal

Coaches

© 2020 ValueSelling Associates, Inc. | Creator of the ValueSelling Framework® VAvaI uesel I 1 ng ASSOCIateS'"



Individuals Playing the Role of a Sales Coach

9%
15%

e 19%
22%
27%
Professional Peer-to-peer coach Sales manager/leader
coach
18% 10%
23%
28%
. B High revenue growth
High-performing Experienced & g
sales rep sales rep M Low revenue growth

Best Practice

Many individuals can play the role of a sales coach, including
sales managers, professional coaches, high-performing or
experienced sales reps, and peer coaches.
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ALMOST
-I of the companies that report
/2 having effective sales coaching

programs rely on outside coaches.

Extent of the Use of External Sales Coaches

40%
30%
20%
Best Practice I
0% [ I — — . ——
Not at all To asmall extent To a moderate extent To alarge extent To a very large extent
B Always/almost always effective coaching programs Sometimes effective/not effective coaching programs
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Individual productivity

Customer satisfaction

Measure, s 599
Measure &
Measure Again

Bottom-line growth

S57%

Employee satisfaction

51%
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Summary & Conclusion

8 ey & (7

Treat coaching Serve the Grow a cadre Measure,
as a long-term entire sales of internal measure and

investment. organization. coaches. 0 B measure again.

Take an Support Source
integrated a variety coaches to
approach. of skills. leverage outside

expertise.
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At the end of today’s webinar

Go to valueselling.com > resources > webinars
to download today’s slides
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Save the date!

Creating a Cadence for Top-of-Funnel Growth
March 19, 2020| 10:00 AM Pacific




Thank you!

Julie Thomas

+1 858 759 7954
julie.thomas@valueselling.com
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