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Sales	Manager	Cer,fica,on:	
Is	This	the	Missing	Link	to		

Salesforce	Op7miza7on?	

	

Tom	Cooke:	President		

Kim	D.	Ward:	Director	of	Educa7on	&	Training	
	

www.learningoutsourcegroup.com	

800.403.9379	

“Our	Business	Is	Improving	Yours”	

Learning	Outsource	Group	 is	 an	 interna9onally	 recognized	

provider	 of	 learning	 solu9ons	 designed	 to	 support	 the	

business	 development	 strategy	 and	 ini9a9ves	 of	 sales	 and	

customer	centric	organiza9ons.	
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Our	Capabilities	
World	Class	Educa7on	&	Organiza7onal	Development	Resources	

Sales	

Educa9on	

&	Training	

Sales	

Management	

Leadership	

Development	

	

Management	

Development	

Competency	

Profiling	&	

Assessment	

Tes9ng	

Consul9ng		

&	Speaking	

Services	

Curriculum	

Design	&	

Development	

And….over	800+	independent	dealers	
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As	the	industry	con9nues	to	evolve	the		

Sales	Manager	role	becomes	more	complex.	

We	know	this	because	the	ques7ons	and	

challenges	they	contact	with	are	much		

broader	in	the	competency	spectrum.	

Change	Is	Inevitable	

Sales	Managers	are	no	longer	able	to	rely	solely	on	their	selling	and	

closing	exper7se	to	show	their	value.	They	must	be	both	willing	and	

able	to	play	a	variety	of	roles	within	an	organiza7on,	regularly	and	

effec7vely.	

As	part	of	their	commitment	to	lifelong	learning	Sales		

Managers	emphasis	the	importance	of	staying	current,		

relevant,	exercising	crea9vity	and	not	gePng	stuck	in		

a	‘skill	set’	paradigm.		

	

Winning	Is	An	Op9on	
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Specialized	Professional	(Closer)	–	Able	to	sell	and	close	to	
reinforce	seller	efforts.	
	

Strategist	–	Always	understands	the	big	picture;	has	a	clear	
understanding	of	business	and	selling	strategy	and	uses	these	to	

achieve	goals.	
	

Poli>cian	–	Effec9vely	manages	discussions	to	ensure	that	all	

par9es	are	in	agreement,	understands	next	steps	and	keeps	the	

focus	on	moving	forward.	
	

Communicator	–	Values	open	communica9on	as	a	

fundamental	building	block	for	consistent	rela9onships	and	

con9nued	seller	development.	

Diverse	Responsibility	Cer9fica9on	

I’m	

responsible	for	

so	much	

more	now!	

Educator	–	Understands	employee	learning	styles	and	

possesses	the	business	acumen	and	knowledge	to	convert	

informa9on	into	effec9ve	applica9on	and	ac9on.	
	

Coach	–	Mo9vates	and	works	effec9vely	with	team	members	to	

develop	skills	and	knowledge;	creates	an	environment	where	

coaching	and	feedback	are	important.	
	

Technologist	–	Maintains	a	working	knowledge	of	current	

technologies	and	metrics	to	enhance	business	applica9ons	and	

seller	produc9vity.	
	

Recruiter	–	Understands	the	value	of	hiring	the	right	person	for	
the	job;	differen9ates	themselves	and	company	during	any	

conversa9on	or	interview.	

Diverse	Responsibility	Cer9fica9on	

I’m	

responsible	for	

so	much	

more	now!	
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1.  Manages	daily	seller	behavior	and	ac9vi9es.	

2.  Eliminates	9me	wasters.	Manages	9me,	deadlines	and	budgets	simultaneously.	

3.  Manages	the	sales	process	essen9al	func9ons	and	metrics	to	achieve	targets.	

4.  Develops	direct	reports	to	achieve	con9nuously	improving	results.	

5.  Takes	charge	in	crea9ng	strategy	that	causes	team	members	to	achieve	more.	

6.  Makes	joint	sales	calls.	

7.  Embraces	technology	and	works	to	apply	advancements	to	their	business.	

8.  Driven	and	effec9ve	at	recrui9ng	and	selec9ng	only	high	quality	candidates.	

9.  Demonstrates	respect	and	works	to	engage	and	support	everyone’s	objec9ves.	

10.  Demonstrates	that	‘Leadership’	is	a	commitment	to	lifelong	learning																							

by	con9nually	striving	to	improve	their	knowledge	and	skill	sets.	

10	Cri9cal	Sales	Manager	KSI’s	

For	reaching	maximum	effec9veness	and	building	sales	force	superiority:	

Important	Self	Assessment	Tool	

Sales	Manager	

Effec9veness		

Assessment	
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DISCUSSION	

OPEN	 FOR	

What	would	you	like	to	discuss?	

Sales	Manager	Cer9fica9on?	


