Build Your Own Sales Training Course ---the fastest, most efficient to improve Sales 

Purpose of this worksheet
· To encourage undertaking significant, positive changes in your sales department

· To provide an approach and set of questions to create a sales training program that fits your long-term needs

How to use this worksheet

You can improve your sales department by a significant factor in 2 to 3 areas. Choose the areas most important to you for the coming 12 months (example: new accounts, margins, better follow through, stronger management, selling skills, professionalism, new prospects, etc). Because your goal will be improved performance quickly, a short time frame is important. 
Once you have those broad areas in mind, you can go on to the training design stage. Follow the guides in the design stage, and you will maximize the input, commitment and eventual performance of all the sales people.  

A two part worksheet:
The worksheet is divided into two parts. Part one will help you design the training. Part two will help you decide the content of the training. 

You first, others later: 

Do this process alone at first. Do not get the vision of possibility watered down by bringing others into the process too early.

Part One: Sales Training Design  - Answer each of the following:

1. What is the focus of the sales training? 

You must choose a focus that is of high importance in order to engage your sales people.  Using an up-front analysis is the best way to decide your focus of the sales training.  You may also simply brainstorm this question with three people you trust. 
       ___________________________________________________________________________  
___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________

2. What do your salespeople want?  
One size does not fit all in designing a sales course.  Critical to an effective design is knowing what the sales people already know, do they want improvement and what do they want to learn. This can be easier to uncover than most managers think. 
Point:  You must build urgency and desire. To do that, you must know who you are training and what they want to learn.  Note, it is about them and you, not just you as the leader.
       ___________________________________________________________________________  

___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________

 3.

What is the issue, the pain, the block? 

Salespeople come to the training in order avoid something (like failing or falling behind) or to fulfill some desire (like finally learning how to uncover dissatisfaction). The central question is what are the current and potential blocks that can slow sales progress.  See if you can identify the top three obstacles. If you ask, you will find them.

Point: Getting this wrong is a major reason many sales training programs fail. It is no different for your program. You must access what the staff really wants.
       ___________________________________________________________________________  

___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________

      4.
What resources will you provide?



Time will be the major resource needed. Be sure to think all aspects of “resources needed” 

          before you decide to proceed.  

       ___________________________________________________________________________  

___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________

5. What are the benefits to the salespeople from the knowledge they will gain?

To really connect with the sales team members and train effectively, you need to make the lessons applicable in the real world – the world of selling your product to your prospects. This means focusing on the benefits of learning this material (your training), not the features of the information. When you know what the team wants to get out of the training, you know how to build it and how to deliver it.
       ___________________________________________________________________________  

___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________   
6. What are the bottom line objectives you want to accomplish?

To hone in the objectives you want to accomplish, answer these four questions:
· How will conditions ideally improve as a result of this course?

· If you had to set priorities now, what three things would have to be accomplished?

· What is the impact you seek to create new business?

· What improvement do you seek from salespeople’s motivation, involvement and creativity?
       ___________________________________________________________________________  

___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________

7. What is your satisfaction level with the clarity of the Sales Manager’s role?  Where would you want more pinpointed accountability? Push for as much clarity as possible.  
       ___________________________________________________________________________  

___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________

8. What changes may be needed to clarify and build up the Salesperson’s role? When was the last time their roles were upgraded i.e, focus, accountability, results and personal accomplishment on an individual basis? To keep the training fresh, plan on updating the role every six months.

      ___________________________________________________________________________  

___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________

Part two:

How to decide the content of your sales training 

Since your company, product and customers are unique, you and your sales staff are the most qualified to design the best approach for new training. By having answered the questions above, you are better prepared than most to determine the most practical content. 

Step one – content:
Based on the insights from the above questions, list the areas you want to include in the training. Do not edit or explain. Just build a list. 
Step two – content:
Check three items from the list below.  Limit your choices to only those that resonate. 

Choose three:
1. The Future Vision – a world class sales organization

2. Defining next year’s goals, “What do we have and what is next?”
3. The selling process:
· The opening 

· Interview – uncovering need
· Decision criteria on budget and options 

· Surfacing & resolving concerns 
· Creating win / win next step alternatives  

4.
  Positioning your company as the superior choice

5.
  Mastery of the questioning process

     6.
  Motivating the Sales Force
7.    Personal Development and Self management

Step three – content:
Combining your answers from steps one and two, list up to seven content areas for the training.        
       ___________________________________________________________________________  

___________________________________________________________________________  

___________________________________________________________________________
____________________________________________________________________

Summary and going forward:
This worksheet offers a practical approach for you and the sales team to make decisions on what is needed for improvement. Once you have the priority list of seven areas, you can then begin to brainstorm the details, timing and sequence of the training.  
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