Leading Your Sales Force Course

Course Objectives: 

Learn new ways to motivate and compensate your sales team.

Understand the interplay between corporate strategy and sales strategy.

Participate in a learning experience that tests the long-term effectiveness of your strategy for major sales.

Course Outline:

1. Leading an Sales Force Effectively

2. Designing and Implementing Compensation Strategies

3. Optimally Allocating Sales Resources

4. Measuring and Evaluating Sales Performance

5. Negotiating Quotas, Compensation, and Incentives

6. Motivating the Sales Force

7. Business Strategy and the Sales Force

8. The 3- month Action Plan

Who should attend?

· New and experienced sales supervisors and sales managers.

· Aspiring sales team leaders.

