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The Third Key Component: Manage the 

Development of Your Sales Force

Principle: People need to learn ___ __

do something before they can 

be expected to do it.

Strategy: Help salespeople learn the 

______ of their job and then 

stimulate them to continually 

_______.



Two separate and distinct processes:

Training

Developing

Manage Their Development 



Develop Salespeople

Development: The process of regularly 
modifying your behavior in order to 
improve your performance and/or gain 
broader capabilities.

Principle: Sales is a sophisticated, 
highly skilled profession, where a 
__________ in the competency level of the 
practitioner can dramatically effect the 
company’s _______.

Better sales people sell ____!  
So, why not make them all _____?



Develop Salespeople

Strategy:  Make “developing” 

salespeople a ________ practice.

How do people develop?

Exposure to new ideas.

1. Acquisitions of new insights.

Renewed commitments.

1. Focus is always on behavior.



Develop Salespeople

__________ ________

Learning by making Learning by instruction  

“happy chance discovery.”             in specific practices.

Two fundamental means….



1. _______ continuous improvements.

a. add to annual goals

b. make it part of monthly Growth Conferences

c. talk about it regularly

2. Regularly ____ people into learning experiences.

Process: To facilitate serendipity 

development…

Develop Salespeople



Learning Experience: Event which 

stimulates the participant to gain new 

_____, new _______, or to make new 

___________. 

Examples: Read a book

Read a newsletter or magazine

Attend a seminar

Listen to a recording

Discuss an issue

Interact with a website

Note:  All of these resources are contained within The Sales 

Resource Center ™

Develop Salespeople



1.  ______ the person/team. Decide which 

competencies need to be improved.

Competence is the ability of an individual to 

do a job properly. A competency is a set of 

defined behaviors that provide a structured guide 

enabling the identification, evaluation and development 

of the behaviors in individual employees. 

Consists of knowledge, skills and behaviors.

Develop Salespeople

Process: To facilitate targeted 

development…



Develop Salespeople



You need a _______ by which to evaluate 

the salesperson’s behavior.

See our Behavioral Assessments 

1.  Download the handout.

2.  Use the automated assessment in The Sales 

Resource Center®. 

Develop Salespeople



2.  Provide specific training in the competency 

selected, focusing on doing it ______!

a.  Individual self-study.

b.  Small group, facilitated learning events.

c.  Seminars, and large group events.

Develop Salespeople

Process: To facilitate targeted 

development…



3.  Assess the learning.

a.  Use an ____ or quiz to test for the 

acquisition of knowledge.

b.  Use the ________ assessments and on-

the job observation to assess behavior 

change.

Develop Salespeople

Process: To facilitate targeted 

development…



Q. How much development is appropriate?

A. From personal experience – the best spend __ 

to ___ full day every month developing the 

competencies of the sales team.

The best invest 3.2 to 5 percent of payroll in 

developing their sales force.

Develop Salespeople



Recommended Action Plan

1. Create a learning list for your next new sales person.

2. Create a plan for developing your sales team.  The 

plan should contain expectations for regular 

involvement, and both serendipity and targeted 

approaches. 

3. Consider the other offerings in The Sales Resource 

Center® – both individual self-study as well as small 

group facilitated courses and lessons. 



Additional Resources
1. For large group meetings – hire Dave to speak to your team. 

www.davekahle.com

2. For a new sales person:  First Steps to Success in Outside Sales:

http://www.thesalesresourcecenter.com/first-steps.html

3. Targeted development for the sales team: The Kahle Way® B2B 

Selling System:    

http://www.thesalesresourcecenter.com/b2bselling.html

4. Serendipity development of the sales team: The Gold track:  

http://www.thesalesresourcecenter.com/b2b-gold.html

Or, the Ultimate Program:     

http://www.thesalesresourcecenter.com/b2bsales.htm

Develop Salespeople
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