Welcome to ASTD’s Developing High Performance Sales
Professionals Certificate Program

Course This professional certificate program has been created to train Sales Trainers,

OV‘_’rVi?W and Sales Managers, Sales Leaders, Sales Consultants, and Coaches in the essential

Objectives principles, strategies and skills for designing, developing and delivering effective
professional sales training and development programs.

Upon successfully completing this program, you will possess the knowledge and
tools to:

* Design and develop sales training programs to meet the professional
development needs of today’s busy sales professionals.

= Select the best mix of training methods and modalities for delivering targeted
training programs in the most effective, and cost effective, methods.

* Leverage the ASTD World-Class Sales Competency Model”, and other
resources, to help identify performance gaps that training can help close.

® Deliver professional sales training and development programs that employ
training, coaching, and enabling technologies to help increase the
effectiveness and performance of the sales teams you support.



TABLE OF CONTENTS

Welcome and Certificate Overview
The Case for Sales Training
The Purpose of This Program
Definitions
Learning Objectives
Module 1 — Introduction to the World of Sales
Module 2 — Introduction to the ASTD Sales Competency Model
Module 3 — The ASTD Rapid Development Blueprint for Sales Training
Module 4 — The ASTD Rapid Development Blueprint for Sales Training, cont'd
Module 5 — Building a Professional Sales Training Program
Goals for This Program
Anticipated Business Goals
Personal Business Goals
Expectations & Ground Rules
Attendance
Credits
Other Workshop Questions
Getting Started: The Sales Training Conundrum
Icebreaker: The Sales Training Magic Quadrant

Module 1: Introduction to the World of Sales
Purpose
Learning Objectives
Discussion Topics
Topic 1: Who In Your Business Is Involved In Selling?
Introduction
Direct & Indirect Sales Channels
Who in your business is involved in selling?
Topic 2: Trends Impacting Today's Sales Professionals
Introduction
Macro Trends
6 Significant Buying Trends of Today’s Market
Conclusions: The Changing World in Which We Sell
Topic 3: How People Learn Best
Introduction
Exercise: How People Learn Best
Topic 4: The Drive for Increased Sales Effectiveness
Introduction
Three Pathways of Sales Effectiveness
Module 1 Summary

GS-1
GS-1
GS-2
GS-2
GS-3
GS-3
GS-3
GS-3
GS-4
GS-4
GS-5
GS-5
GS-5
GS-6
GS-7
GS-7
GS-7
GS-8
GS-9

M1-1
M1-1
M1-1
M1-1
M1-2
M1-2
M1-2
M1-3
M1-5
M1-5
M1-5
M1-6
M1-7
M1-8
M1-8
M1-9
M1-10
M1-10
M1-11
M1-12



Table of Contents (continued)

Module 2: Introducing the ASTD World-Class Sales Competency Model® M2-1
Purpose M2-1
Learning Objectives M2-1
Discussion Topics M2-1

Topic 1: What Is A Competency Model? M2-2
What Is A Competency Model? M2-2
Definitions M2-2
Benefit of the Sales Competency Model M2-2
What Are the Uses of a Competency Model in Sales Training and Development M2-3
Exercise: Convince Me M2-4

Topic 2: Introducing the ASTD World-Class Sales Competency Model® M2-5
The ASTD World-Class Sales Competency Model® M2-5
The 3 Tiers of the Competency Model M2-5

Topic 3: Area of Expertise -- Developing Sales Force Capability M2-7
Developing Sales Force Capability .

Topic 4: Area Of Expertise — Delivering Sales Training M2-11
Delivering Sales Training

Module 2 Summary M2-14

Module 3: The ASTD Rapid Development Blueprint for Sales Training M3-1
Purpose M3-1
Learning Objectives M3-1
Discussion Topics M3-1

Topic 1: Introducing the ASTD Rapid Development Blueprint for Sales Training M3-2
What Is the ASTD Rapid Development Blueprint for Sales Training (RDB)? M3-2

What Can the RDB for Sales Training Do for You? M3-3
Topic 2: The Explore Stage M3-4
Key Actions of the Explore Stage M3-4
Key Outcomes of the Explore Stage M3-4
Factors That Influence the Explore Stage M3-4
Activity Planning Checklist M3-5
What are Business Goals M3-6
Gaps: Another Form of Business Goal Measure M3-7
Activity - What Do | Know? M3-7
Potential Sources of Business Goals Checklist M3-8
10 Key Questions of the Explore Stage M3-9
Activity - Preparing for Exploration M3-10
Exploration Tools M3-11
Group Activity M3-12
Topic 3: The Examine Stage M3-13
Key Actions of the Examine Stage M3-13

Key Outcomes of the Examine Stage M3-13



Table of Contents (continued)

Conducting a Gap Analysis M3-13
Quantifying Results Gaps M3-14
Questions to Help Define the Gap M3-15
Aligning Organizational Goals to Training Impact M3-16
Identifying & Breaking Down Competency Gaps M3-17
Group Activity M3-18
Selecting the Right Content Mix M3-19
Determining Logistical & Cultural Challenges M3-21
Case Study Review M3-22
Topic 4: The Enable Stage M3-23
Key Actions of the Enable Stage M3-23
Key Outcomes of the Enable Stage M3-23
Factors That Influence the Enable Stage M3-23
Build v. Buy ... Choosing the Right Path M3-24
Buying Off-The-Shelf Training M3-25
Buying Outsourced Sales Training M3-25
Things to Consider When Outsourcing Sales Training M3-26
Activity - Build v. Buy M3-27
Using Subject Matter Experts M3-28
Activity - Working with SMEs M3-29
The Results Oriented Instructional Model™ M3-30
The 4 Stages of the Results Oriented Instructional Model M3-30
Activity - How Does Gagne Line Up? M3-31
The Inspire Stage M3-32
Group Activity - Boggle Your Mind M3-32
The Inform Stage M3-35
Group Activity M3-40
The Implement Stage M3-41
Activity - Methods to Use M3-43
The Integrate Stage M3-45
Module 3 Summary M3-47
Day 1 Summary: What Are You Taking Away From Today? M3-49

Module 4: The ASTD Rapid Development Blueprint for Sales Training (continued) M4-1

Purpose M4-1
Learning Objectives M4-1
Discussion Topics M4-1
Topic 1: Take-Away’'s From Yesterday M4-2
What are you taking away from yesterday’s discussion? M4-2
Topic 2: The Execute Stage of the Rapid Development Blueprint M4-3

A Recap: The ASTD Rapid Development Blueprint for Sales Training (RDB) M4-3
Key Actions of the Execute Stage M4-4



Table of Contents (continued)

Key Outcomes of the Execute Stage M4-4
Factors That Influence the Execute Stage M4-4
Mapping Training to Learning Plans M4-5
Lesson Outline Activity M4-6
Selecting Appropriate Training Modalities M4-8
Synchronous Training Modalities Commonly Employed in Sales Training and
Development Programs M4-10
Asynchronous Training Modalities Commonly Employed in Sales Training and
Development Programs M4-11
Leveraging the Power of Blended Learning M4-12
10 Things to Consider When Creating a Blended Sales Training Program M4-13
Training Modalities Exercise M4-14
Facilitating a Successful Sales Training Program M4-16
Group Activity - Facilitating Practice M4-17
Coaching: Cementing the Training M4-18
Tips for Successful Coaching M4-19
Coach-the-Coach Exercise M4-20
Topic 3: The Evaluate Stage M4-21
Key Actions of the Evaluate Stage M4-21
Key Outcomes of the Evaluate Stage M4-21
Factors That Influence the Evaluate Stage M4-21
Kirkpatrick’'s Four Levels of Evaluation M4-22
Level 1: Measuring Learner Reactions to Training M4-22
Level 2: Measuring Learning M4-23
Level 3: Measuring What Has Been Transferred M4-24
Level 4: Measuring Results M4-25
Group Activity M4-26
Module 4 Summary M4-27
Module 5: Building A Professional Sales Training Program M5-1
Purpose M5-1
Learning Objectives M5-1
Discussion Topics M5-1
Topic 1: Building a ¥2-Day ILT Sales Workshop M5-2
Overview M5-2
Coming Next Month: The Microwidget 2000 M5-3
Topic 2: Building a Blended Sales Training Program M5-16
Overview M5-16
Action Plan M5-22

Module 5 Summary M5-23



Table of Contents (continued)

Appendix Introduction and Listing A-1
Appendix A: The Advantages of Building v. Buying Sales Training A-2
Appendix B: Key Considerations When Selecting Off-The-Shelf Training A-3
Appendix C: The Pro’s & Con’s of Using SME’s in Sales Training A-4
Appendix D: The 6 Levels of Learning in Bloom’s Taxonomy A-5
Appendix E: The 3 Principle Sales Training Environments A-6
Appendix F: Commonly Employed Sales Training Modalities A-7
Appendix G: Activity Planning Checklist A-9
Appendix H: Potential Sources for Business Goals Checklist A-10
Appendix I:  Lesson Outline A-11
Appendix J: Asynchronous Sales Training Modalities A-13
Appendix K: Synchronous Sales Training Modalities A-17
Appendix L: Sample Answer for Module 4 Lesson Outline Activity A-21
Appendix M: Sample Answer for Module 5 Topic 1 A-23

Appendix N: Sample Answer for Module 5 Topic 2 A-31

vi



