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Section 1: Introduction to Sales

e Explaining the importance of a sales team and identifying what roles are often
included.
e How a high-performance sales team leads to success.
¢ Maintaining cross-functional collaboration.
e Planning, implementing, and monitoring various business strategies.

e Conducting SWOT analysis to help plan effective strategies.

Section 2: Managerial Productivity

e Evaluating the various sales management styles and their benefits and limitations.
e Recognising what skills contribute to an effective leader.
e Emphasising time management and maintaining personal productivity.
¢ Managing stress and finding methods of reducing personal and team stress.

» Delegating tasks accordingly based on the employee's strengths and existing
workload.
e Building and maintaining workplace relationships.

Section 3: Sales Team Development



e Conducting appraisals and evaluations to identify areas of success and where more
help is required.

 Providing group and individual coaching sessions to encourage learning and personal
growth.
 Offering and receiving constructive feedback and acting upon it.
¢ Establishing rewards and incentives for outstanding work and contribution.

e Evaluating the team’s dynamic and identifying the ideal methods of motivation.

Section 4: Performance Management

¢ Monitoring all sales activities.

e Maintaining records and sales documents to aid in measuring performance.

» Establishing SMART targets so employees understand the exact working goal.
* |dentifying key performance indicators to measure sales performance.
 Different methods of increasing performance and productivity.

e Boosting repeat business and maintaining loyal customers.

Section 5: Creating a Winning Sales Culture

 Creating a continued learning environment encourages all those involved to constantly
learn and develop their abilities.
e The vitality of maintaining emotionally intelligent teams.
e Supporting inter-team platonic relationships to improve teamwork.
e Methods of improving abilities and flexibility.

o tatll aLes] Balged e 5, Lall s <plois daa il 85,51 0a alai] wie Holistique Training.
A SN Bl s 357 s sl YT e A 5atll Boall 05hoSss s minay cndll &l (e-Certificate)
o Holistique Training.

wlslgd Holistique Training padill gty sl Gulaall o Basine (BAC) dgall 5 ohaill slaiel doan
saluall (CPD). sulee 35 sasize Ll LS 1SO 9001 5ISO 21001 5ISO 29993.

oeiuall @.@.QJIJ.U.L;JJI bl e o1y (CPD) alai] 8algus o LWill sia peliwg Lilalgd JIa e 8,540 sy
o i aill Holistique Trammg oslaie! Zoaa ylaal igs CPD, ik e it CPD iclw JS e saaly
1ndi 50 o 48 GLASI.\AILI.'UQA.”L)SA.IJ B9l (& suma CPD Wl Londi sanly 5,50 Y.



Gusills lasall HR 2 yuill o) sell 5510]

L I3 YlEs

7

B - |
50 LSy uLill 5,00Y Allad slagdlsiu! 9

EFFECTIVE TEAM COORDINATION

laa¥l gaiai & Gaes Vyamie <y sl GLAN 8,50 sani lins oo cJlaedl (dle 3 oolunill saas
el Budais GuLdll Ade i lacal Ad wliagil il e condl 8 paiwes U gis 55l dal g A< idall
iaali Biud 8, sl basleiel Solall oSay il wliaglyiw¥! 5,0 Lo i€ e 85k Jlall 1ia 3 Jsliiw

.:\.ol.\.'i.x.u.oJ

YouTube Video

https://www.youtube.com/embed/t119cadkLF4?si=KbgBqckenhGbrsbf
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