
Coaching Sales Training: Understand How Employees Learn
A business based on sales is only as good as its salesmen. In order for a sales staff to be productive, they need training and support to hone their

skills and build their confidence. Thus, an important member of any sales team is someone who trains them. This person, just like the sales staff,

needs trainers or coaches in order to be the most effective teacher.

Sales training for coach management is critical for a successful business. Upper and even lower managers may have enough experience and skills to

do coaching training, if not, they'll need to take courses or self study to acquire training coaching skills and methods to teach themselves.

The skills required for sales trainers and for sales personnel will overlap. In addition, trainers must understand the way in which employees learn as

well as sales psychology to be successful. Trainers need to be aware of the effects that incentives and consequences have on sales personnel.

It may not be what immediately comes to mind, but coaching management sales training may depend on recruiting for its success. The easiest

employees to train may well be those who were hired for the very characteristics or track records that make them likely to get the most out of coaching.

Previously successful new hires will be eager for even more success.

A sales coaching system often works more effectively with relatively inexperienced sales staffs, especially if the system is very directed and unusual.

Sales rookies are less jaded and less likely to be set in their ways in terms of their willingness to learn a new system. These types of sales reps are

more likely to accept and absorb new concepts because they are, essentially, "blank slates."

Managers need different skills than salespeople, and the coaching programs will have to be tailored specifically to the role the trainee will fill. The

program will also need to take into account whether they are to supervise others. It is, however, a good idea to teach sales skills and selling

techniques to managers and visa versa to allow for sales staff to join the management team in the future. Employees who are prepared for promotion

within the company will benefit, and so will the company.

The acquiring of coaching skills should be as important to you as the teaching of sales skills. A little research about available programs is beneficial in

selecting the program that will provide the most benefit to your organization as far as effectiveness and flow of training is concerned. To be successful

a team needs a good coach, and a coach can only be as good as their own preparation and skill set. This knowledge proves the importance of

coaching management sales training to ensure the success of your organization.

It may not be what immediately comes to mind, but coaching management sales training may depend on recruiting for its success. The easiest

employees to train may well be those who were hired for the very characteristics or track records that make them likely to get the most out of coaching.

Previously successful new hires will be eager for even more success. Upper and even lower managers may have enough experience and skills to do

coaching training, if not, they'll need to take courses or self study to acquire training coaching skills and methods to teach themselves.

About the Author
George Purdy is a well-known public speaker on coaching training and has written several articles on it. You'll find great resources, tips and tricks on 

coaching training on the next site: management coaches.
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