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What Makes the FSU Sales Manager Program Different?

Based on adult learning principles
v' Delivered in bite-sizes to support absorption
v' Reinforcement with online exercises

v Hands-on tools to apply learning in the real world

Grounded in the science of sales
v' Research-based content and practical best practices
v' Delivered by credible experts

v Focused on what works in today’s complex sales environment
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About The Sales Institute at Florida State University
The leading university-based sales program in America
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v' Ranked as one of the top

schools for sales education BEST

: B-SCHOOLS

v A leader in corporate sales 2014

training
v World-class Sales Center #BESTBSCHOOLS
focused on the teaching and
application of sales skills

v" One of only two Tier 1
Research Universities offering
an undergraduate major in
sales and PhDs in marketing
with a sales and sales
management focus




I The Case For Sales Management Training

1. Sales Managers are the most critical change agents in the
organization

2. Most Sales Managers have never received formal sales
management training in their career

3. Sales Managers need unique training based on their tasks
4. Coaching needs to be applied to specific sales related activities

5. The ROl on sales management training is 10x greater than rep
training
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The ROI from Sales Management Training

Case Study

Fortune 500 Manufacturer
Highly effective sales managers

‘ produce higher performing sales
people, a winning culture, and

* stem turnover
« Sales managers are the glue that

binds the salesforce together

Average High
Performers B « They ensure strategic changes
] Sl arrel seles ultimately translate into behavior
of middle (70%) of top (10%) change in the field
$17,500,000 $30,000,000

We helped close the gap by 10%, generating
an additional ($20M+) in revenue
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The Future of Sales Management Training

Track and measure progress No “time out of the field”

Available 24/7

Intuitive interface

Interactive learning
Real world tools

World-class
certification Rigorous education

Social functionalities experience

Modules

&

Understanding Your Buyer Generating New
Opportunities

Mobile
accessible

Built for the way
adults learn

Learn the skils you need to assess
your buyer's process and position plus
the practical strategies to more
effectively navigate the sales cyde.

View Programs ©@
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How The Program Works
Engaging experience built for lasting results

n Watch & Learn
Short-form videos for
n long-term learning

Apply Your Knowledge

Lack of reinforcement is the #1
reason learning doesn'’t stick.
Not anymore.

Become Certified

Set a high performance
standard for your sales
organization
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Step 1: Watch The Videos

The program is divided into 6 modules

Each module begins with 4-5 short videos
explaining key concepts

[ > ]
= = K Printable tip sheets are included with
| most videos and can be used as
By E reminders of the main takeaways

RATIPSHEET
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Step 2: Apply What You Learned

Sales managers rely heavily on objective measures when evaluating sales rep performance. Objective data, like records of
sales activity captured in a CRM system, is not only good for understanding performance for the purposes of rewards, but it
can also help managers uncover why a rep is underperforming and how they can improve.

In this challenge, we use objective performance data to find specific areas where a sales manager can coach a rep to help
them improve their sales results.

I Application exercises

O Analyze sales performance data
O Use multiple criteria to evaluate a rep’s performance

e e o allow the learner to use
their knowledge and

blem solve in a
A £
S T e el e e T specific context

observations as well as coaching tips that can improve their performance

Example: Verorioa Comingsione

I Postive

* Your sales per order are gox

These reinforcements
improve long-term
S~ learning

Laura Kightlinger

Posttive Negative Tps
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Step 3: Synthesize With The Real World

Introduction Plan

E a C h m O d u I e i n CI u d e S lame Tenure ‘What This Person Can First Meeting Frequency Notes
downloadable guides and e, aivawionn ot
WorkSheetS With WhiCh the Insights, Contacts, etc.)

learner can apply new skills
into immediate action in the
real world

/' TOOL

© 2015 FSU Sales Institute



Step 4: Test Your Knowledge

Review question 1 out of 9

Research shows that the majority of the
time, reps tend to compare a potential

account with past accounts they: At the end of each module,
the learner must pass a short
© Won (5-10 question) review quiz
O Lost

SUBMIT

A score of >80% is required in orderto pass a quiz
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Step 5: Put It All Together

The Sales Institute

AT FLORIDA STATE UNIVERSITY COLLEGE OF BUSINESS

A final capstone
assessment evaluates
overall learning

After completing all 6

modules and the final ol
assessment, the learner Jobn Smith
will receive a formal e
Certification credential e e il
from FSU

y 1/t

V % KECUTIVE DIRECTOR LEFF BONNEY, DIRECTOR OF TRAINING
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