
 

Together with you, we make learning work.
The sales department is the lifeblood of every company, and your sales managers are directly responsible 
for leading and coaching your team. Sales training that delivers real impact toward your organizational 
goals requires learning programs that work. Unfortunately, most sales training interventions fail to “stick” 
or deliver meaningful outcomes in the form of revenue growth.

 

Turning Your Producers into Performers  
Investing in your sales managers is simply the best way to invest in your sales producers. When your 
managers have the proper skills, behaviors, and processes, and they’re able to share that with their teams 
through effective coaching, your sales department becomes a high-functioning unit. 
Kaplan’s approach to improving sales performance through your managers centers around four key ideas.

Are Your Sales Leaders Motivating Your Teams to 
Perform at Their Highest Level?   
Kaplan will help your sales managers develop the technical and behavioral skills necessary to 

effectively coach and motivate your sales team, execute on your sales processes, and turn your 

producers into performers. 

MKT-012964

Lack of involvement 
by sales managers 

Content is not 
aligned or tied to a 

sales process 

Poor reinforcement 
or commitment 

from sales managers

Lack of clarity on 
outcomes of the 

training

Trying to fix the 
wrong problem 

 

The 5 Reasons Sales Training Doesn’t Stick

The multiplier-effect: Skilled and commercially aware sales managers exert a “multiplier-effect” on the performance 
of their sales organization and should therefore be an integral part of any sales improvement initiative. 

Skills coaching is only part of the job: The contemporary sales manager role has evolved well beyond simply 
coaching salespeople on a sales methodology. Effective sales management requires a combination of technical and 
behavioral skills, and we need to develop both in the context of how sales activities are managed.

Integrating sales process to training: Sales training is most impactful when linked to a sales process. Our focus is 
on helping your sales managers to better coach and execute the sales processes that you have already established, 
drawing on the right sales process for the right role/segment. 

Leveraging technology: We take full advantage of the technologies that allow sales managers to develop your 
frontline sales teams. Sales enablement technologies, such as LearnCore. make it much easier for sales managers to 
train and coach their teams, reducing the need to rely on external facilitators and one-time events.  



Become Part of the Journey
The Kaplan journey is a customized path to world-class sales performance. It takes your sales managers 
through three different stages:

The following six core modules or workshops form the foundation for Kaplan’s sales management journey, 
with elective components added based on your organization’s specific needs: 

Sales managers with the right coaching skills exceed 

their targets by 15% while those with less aptitude tend 

to reach only 75%.

Assuming they have nine representatives on average, 

and a quota of $1 million per year, their teams will end 

up selling 40% more. This represents a gap of  

$3.6 million per manager per year.

Developing their own  
self-awareness on how others
perceive them and how they
need to adjust their approach
to managing vs selling.

Addressing the technical
aspect of the role (the triggers
managers can pull to deliver
results), and how they can
organize their priorities and
time for high-value activities
(coaching).

Working on the behavioral
aspect of the role by going
beyond simple coaching skills
to coach all aspects of the
sales process.
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Contact us to learn how to develop your 
sales leaders and see success multiply.

www.kaplansolutions.com

MKT-013269


