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SALES MANAGEMENT FOR SMBS

LEAD YOUR MARKET WITH 
ADVANCED SALES 
DEVELOPMENT, KEY ACCOUNT 
LEADERSHIP AND CUSTOMER 
RETENTION STRATEGIES.
The best sales managers recognize that their job has evolved 
well beyond motivating and managing a sales force and has 
advanced to building strategic and innovative sales processes 
to achieve business objectives. In this five-day sales 
management training program, you’ll develop the skills 
needed to provide flawless sales execution at the customer 
level and strong leadership at the employee level, so your 
organization can position itself for competitive success
and profit growth.

Who Should Attend
Sales Leaders who are ready to launch their
new ideas and / or breakthrough your current
sales plateau
Business Development or Senior Account 
Management Reps
Sales leaders who are looking to improve their 
existing business sales operations.

•

•

•

Learning Objectives
Develop the high-performance leadership skills 
required to drive a high-performance organization
Discover a proven strategic framework that will help 
you manage your team’s sales performance targets, 
and improve customer satisfaction

•

•

Available Formats
Instructor-led, eight (8) weekly sessions from 9:30AM 
to 4:00PM
On-site or one of Change Connect’s training facilities

•

•

Cost
$5,600 + HST per trainee.•
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UNDERSTANDING SALES MANAGEMENT

Sales management is a comprehensive set of 
activities to create and manage a sales team. Think 
of sales management as a cyclical process. It starts 
by understanding the commercial marketing 
strategy of the firm or business unit. Marketing 
strategy answers key questions like who is our 
target audience, what products or services are we 
selling, and what must we do to convince a 
customer to buy? A sales manager must 
understand marketing strategy to be successful.

Learning Objectives: 
• What is sales management
• Defining the sales task
• Role of a Sales Manage

SALES FUNDAMENTALS FOR START-UPS

MODULE 1 MODULE 2
ACQUIRING SALES TALENT

Recruiting and hiring sales reps takes much more 
than just telling your Human Resources department 
to go fill those slots. A great sales manager gets 
actively involved in the process. That's because if 
your company makes a bad hiring decision sales 
will suffer perhaps for months or even years before 
you get the right person in the job. When is the best 
time to recruit sales people? All the time.

Learning Objectives: 
• Recruiting salespeople
• Conducting sales training
• Motivating salespeople

CREATING A SALES STRUCTURE

Once you've defined the sales task, your next major 
role is to create a structure for your sales team. And 
for that you have to decide how many sales reps 
you need, and how to organize them.  Great sales 
managers get the right resources, and create a 
successful sales structure.

Learning Objectives: 
• Defining a salesforce structure
• Forecasting sales performance
• Creating sales territories
• Setting sales quotas

MODULE 3 MODULE 4
MANAGING SALES TEAMS

Your sales rep compensation program touches all 
four major roles (ie., define the sales task, define the 
structure, create competency and measure results) 
of the sales manager. Let's explore it in more detail. 
Managers have a variety of sales compensation 
schemes to use. The key is to select one that is 
market competitive and that drives the right 
behaviors in your sales reps.

Learning Objectives: 
• Understanding sales compensation
• Designing sales compensation programs
• Communicating sales compensation
• Managing underperforming resources
• Measuring sales performance 
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GAMIFY YOUR SALES PROCESS

Gamifying the sales process is a great way to keep 
sales teams engaged and competitive. In addition, 
it provides a way for sales leaders to provide 
visibility into sales performance and generate 
up-to-date, quantifiable metrics. So when creating 
a gamified sales program, remember to include 
autonomy, mastery, and relatedness, as key 
motivational elements.

Learning Objectives: 
• Defining sales gamification
• Identifying the benefits of sales gamification
• Implementing gamification of sales
• Measuring success of gamification

SALES FUNDAMENTALS FOR START-UPS

MODULE 5 MODULE 6
SALES AND MARKETING ALIGNMENT

Sales and marketing don’t always play for the same 
side. Each group undervalues the contributions of 
the other—and this conflict hurts the entire 
company. However, when sales and marketing 
align there’s a major impact on company 
performance across the board. 

Learning Objectives: 
• Where sales and marketing misalign
• Encouraging communication and ownership
• Joint assignments
• Using integrated checklist
• Defining shared targets and metrics

DEVELOPING THE SALES PLAYBOOK

Being a great head of sales starts with developing a 
clear and consistent leadership voice. The reason 
why this is so important is that all of the decisions 
you make, the rules of engagement you setup for 
your team, all of the ways in which you'll react to 
situations that occur, all the decisions small and 
large that you'll make, they'll be analyzed by the 
people around you, all of your stakeholders, your 
team, your bosses, your customers, and the 
consistency that you develop is incredibly 
important because that becomes the moral high 
ground, the bedrock from which you'll make all of 
your tactical decisions.  To anchor that, is the 
development of an Organizational Sales Playbook. 

Learning Objectives: 
• What is a Sales Playbook
• Why do I need one?
• Mapping sales journey against sales process
• Develop content relevant to advance pipeline

MODULE 7


