
Leading High-Impact Sales
An intensive two-day course that introduces sales managers to a formal sales system allowing them 

to maximize their time while providing a process for organizing sales force activities.

Sales managers are faced with a constant juggling act that involves
managing salespeoples’ efforts, market volatility and organizational
expectations (revenue goals). Research shows that the typical sales
manager is weakest at developing salespeople and analyzing and 
planning their operations. Unfortunately, most sales managers have
never needed to plan the work of others or develop other salespeople.

Leading High-Impact Sales is a comprehensive facilitator-led course
centered on selecting, developing and supervising salespeople and
understanding how to define, plan and analyze salesperson activities.
Designed for all levels of sales managers, this unique course was 
developed to allow management to participate with their salespeople to
define activities for successful sales, providing a level of feedback and
structure that the market can not. 

After participating in this two-day workshop’s 22 skill-building 
exercises and role plays sales managers will be better prepared to help
their sales force deal with the objection of price, sell into unpredictable
sales cycles and retain high performers, plus much, much more.

The highly interactive workshop Leading High-Impact Sales will
teach participants:

DAY ONE:
1. The four key activities for sales management
2. The Revenue Assurance Model and its components
3. The four key principles of salesperson performance
4. How to train your sales staff for maximum 

effectiveness in sales skills and product knowledge
5. How to create and implement Personal Business Plans 

and Checklists for your sales staff
6. The Sales Performance Classification Matrix to determine 

areas of needed improvement

DAY TWO:
7. The five-step COACHing model to improve salesperson 

performance
8. How to assess salesperson performance both objectively 

and subjectively
9. Hiring strategies to find the right people for your team
10. Skills for leading and retaining your top performers
11. How to develop your personal Sales Management Plan

Program Length: 
2-Day Session

Who Should Attend:  
All levels of Sales Managers in
business-to-business selling
environments, including those
who oversee telephone sales
representatives, field sales 
representatives and customer
service representatives who are
required to up-sell or cross-sell
products or services.

Course Materials:
• Facilitator Guide (with one 

complete copy of the 
Participant Guide)

• Participant Guide 
• Training Materials     

CD-ROM with Microsoft®

PowerPoint® presentation
• CD-ROM with 45-minute 

audio facilitator information
• Wall Chart 

FACILITATOR-LED COURSE

To Order,
Call Toll Free 

1-888-331-7446
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Course Agenda Participant Skill
Builder Exercise

Course Agenda Participant Skill
Builder Exercise

• Identify specific performance
and technical skills needed for a
sales position, and then write 
a behavior-based question for 
each skill

Hiring the Right People 

• Role play the presentation of
your product/service using several
trial closes

High-Impact Sales Model 
Step 3: Communicating the
Solution—Teach your 
salespeople to present your 
product/service and elements 
of product risk

• Identify common objections
you encounter and write possible
responses to each

• Identify an objection as 
“opening objection” or 
“closing objection”

High-Impact Sales Model 
Step 4: Overcoming
Objections—Teach your 
salespeople how to use the 
ACT model to overcome 
objections

• Practice closing through a
three-way role play (salesperson-
customer-observer)

• Develop ways to verify 
customer commitment to your
product/service

High-Impact Sales Model 
Step 5: Closing Sales—Teach
your salespeople when and 
how to close the sale and 
verify customer commitment

• Determine areas where
improvement is needed by 
completing the Leading High-
Impact Sales Motivation Checklist

Motivation

• Identify the behaviors of top-
performing salespeople

• COACHing your best performers

• High-performance self assess-
ment for salespeople

Mentoring Relationships &
Retaining High-Performers

• Using a real-life situation in
which feedback is needed, write
how you would accomplish each
of the five steps in the
COACHing Model

• Determine whether a direct or
non-direct coaching style is
appropriate for given coaching
situations

• Practice a coaching situation
through a three-way role play
(leader-employee-observer) 

The High-Impact Process 

• Create a list of 10 critical 
metrics for your salespeople

• Using given information, 
determine activity targets to 
build a Personal Business Plan 
for a salesperson

Personal Business Plan—
Identify key activities and 
measurements to establish 
personal goals for salesperson
success

• Classify the members of your
sales group for coaching and
leadership purposes

Create a plan for discussing 
performance issues with your
salespeople

Sales Performance
Classifications—Assemble 
information about the 
salesperson’s activities and 
revenue goals for management
interventions

• Write your compelling reasons
to call and call opening thoughts

• Develop specific open-ended
and closed-ended questions to
utilize on sales calls

High-Impact Sales Model 
Step 2: Making the Call—
Teach your salespeople to 
determine account selection 
and reduce call reluctance

• Develop a customized reference
story on a specific product/service

Model Step 1: Planning the
Call—Teach your salespeople
to prepare questions and 
reference stories to pre-qualify
attributes of your product/
service

• Complete a Pre-Call Checklist

• Complete a Post-Call Checklist

• Complete a Cross-Sell/Up-Sell
Matrix

Call Checklists—Reinforce and
remind when numerous tasks
are involved in a sales call
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Module: Leading

Module: Coaching

Module: Management

Module: Training High-Impact Sales

Module: Training High-Impact Sales

• Identify business problems and
opportunities your product/
service can solve for a customer

• Create a F-F-B-Q Matrix for one
product/service you offer

Product Knowledge: Features-
Functions-Benefits-Questions
(F-F-B-Q)—Teach your 
salespeople to use needs 
articulated by the customer to
match product/service features

• Identify business problems &
opportunities

• Create a F-F-B-Q Matrix

• Develop a reference story

• Create a “Compelling Reason
to Call” and a “Call Opening”

• Develop questions to probe for
the buying committee, needs,
risks and timeline

• Identify types of trial closes,
possible objections and closing
statements

• Determine types of sales 
collateral

Using the High-Impact
Model—A Case Study

Extra Module:



Course Facilitation
Facilitators play an important role in the Leading High-Impact Sales course by guiding participants through a
series of lectures, exercises and examples. The comprehensive Facilitator Guide is divided into three key 
sections, making it easy for the facilitator to prepare for and deliver the course. 

Facilitator Guide Content:
Pre-session Materials include a program overview, assessment to determine participants’ learning needs, 
e-mail templates, activities checklist, session agenda options and course preparation checklist.

Conducting Your Session contains step-by-step instructions to aid in the delivery of your session.

Participant Materials include a complete copy of the Participant Guide. The facilitator may use this copy to add
notes and answers that will help in facilitating a smooth training session.

In addition to the Facilitator Guide, a Wall Chart, Training Materials CD-ROM and a second CD-ROM with a
45-minute audio presentation on core concepts are included with the course.

Training Materials CD-ROM:
• Leading High-Impact Sales PowerPoint® • Certificate of Completion
• Pre-session training assessment • Session evaluation form
• Pre-session e-mails for participants and their managers • Name tent template
• High-Impact Sales model

A Wall Chart illustrating the 5-Step High-Impact Sales Model is included.

The Leading High-Impact Sales course includes a number of illustrations to help reinforce the information
taught throughout its two-day agenda. Those illustrations include:

• Revenue Assurance Model • Sales Performance Classification Matrix
• Key Principles of Salesperson Performance • Sales Department Management Flowchart
• High-Impact Sales Model • Length of Time Before a New Salesperson 
• Phases of the Purchasing Decision Becomes Productive
• Questions as a Percentage of Negotiator’s Behavior • Coaching Process
• Suspects – Prospects – Customers • Sales Contest Objectives
• Whom to Call Matrix • Job Satisfaction Survey – Salesperson
• Features – Functions – Benefits • Sales Management Plan
• Personal Business Plan • Allocation of Time
• Sales Cycle
• Cross- and Up-Selling Matrix
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To Order, Call Toll Free 1-888-331-7446

The Leading High-Impact Sales course is designed to
present a method of sales management in alignment
with modern and effective sales practices.

Pricing:

Complete Course
$1890

Participant Guide
$116/each

On-site Facilitation and
Public Courses are 
available; please call 
1-866-440-5970 
for more information.

Other products in the
High-Impact Series:

• High-Impact 
Telephone Sales

• High-Impact Field Sales

• High-Impact 
Customer Service

• Selling Services in a
Product World

Leading
High-Impact Sales

The Leading High-Impact
Sales Model


