THE FORCE MULTIPLIER IN YOUR ORGANIZATION

Your Frontline Sales Managers are the force multipliers for driving the desired impact of all your investments. However, the deepest
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and most comprehensive study on frontline sales managers shows that there is a huge variation in the performance of sales

managers—and that 75% of sales managers struggle to meet basic targets.
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WHAT IMPACTS YOUR QUOTA TODAY?

Establish a Common Language

Operationalize Effective Coaching

Focus on High-Impact Activities

Understand Seller Agility
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Your Path to Sales Manager Effectiveness
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activity coaching
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