
Developing the 21st
century workforceTM

Your sales managers play a critical role in ensuring

your salespeople rise to —and remain at —the top

of their game.

You invest significant amounts of time and money developing your
organization’s salespeople. Once they are equipped with the critical
skills to achieve superior sales performance, your sales managers need
the tools and techniques to maintain and, more important, improve
those skills.

That’s why sales managers and coaches need the Professional Selling
Skills® Development PackTM. The Development PackTM is a set of
short sessions that reinforce and further develop the skills your
salespeople learn in Professional Selling Skills®. It allows your sales
managers to facilitate behavior change through skills review,
additional practice, and application.

Benefits of the Professional Selling Skills® Development
Pack™

Your sales managers will:

• Increase their coaching effectiveness.

• Develop consistency, efficiency, and effectiveness in preparing
for their sessions. 

• Lead continued application of skills on an as-needed basis for
their salespeople.  

Tools and techniques to further
develop your sales team and
your sales organization

Professional Selling Skills® 

Development PackTM

Training



World Headquarters
8875 Hidden River Parkway, Suite 400
Tampa, Florida 33637 USA
Toll Free: 800.456.9390   

www.achieveglobal.com

© 2010 AchieveGlobal, Inc. No. M01101 v.2.0 (6/2010)

Your salespeople will:

• Receive timely, relevant coaching and
reinforcement based on individual skill needs.

• Increase their skill awareness and ability.

• Gain consistency in skill application. 

• Learn best practices regarding skill use among
their peers.

Your customers will:

• Get the right solutions from salespeople who can
efficiently uncover and address critical needs.

• Save time by working with salespeople who
quickly uncover needs and solutions.

Your organization will:

• Gain more customers—and will be able to
satisfy those customers over the long term.

• See better use of their sales managers’ and
salespeople’s time.

• Enjoy a greater return on investment in
Professional Selling Skills®.

Structure of the Professional Selling Skills®

Development PackTM

The Development PackTM is divided in two sections:
the Manager’s Overview and the Development Session
packets.  

Sales managers use the Manager’s Overview to:

• Select appropriate tools to help improve the
skills application of their sales team.

• Determine how to effectively combine tools to
address all of the sales call skill needs of their
sales team.

• Create a curriculum to systematically advance
salespeople’s sales call skills.

• Review key facilitation skills that contribute to
an effective development session.

Once sales managers determine which development
session—or sessions—they will conduct, they turn
to the relevant packet behind the Development
Sessions tab. Each session is outlined for the sales
manager, and includes options for both in-person
and remote (teleconference or synchronous Web),
and group or one-one-on deliveries. There are 24
session topics.

Implementing the Professional Selling Skills®

Development PackTM

The sessions in the Development PackTM are
facilitated by sales managers for their salespeople
who have already attended Professional Selling Skills®.
Most sessions can be facilitated in a one-on-one or
group setting, in person, or remotely via telephone
or synchronous Web.

Sessions can be facilitated one at a time, or
combined to create any length of follow-up training
for salespeople.

Program Specifications

Audience
Salespeople who have already attended Professional
Selling Skills®

Length
24 sessions that range in length from 45–90 minutes

Instruction
Sessions are facilitated by sales managers. 

Certification Length
The Development PackTM sessions are facilitated by
sales managers. While no certification is required,
attendance in a Professional Selling Skills® session is
strongly recommended.

Workshop Class Size
Most of the 24 sessions can be facilitated in one-on-
one or group sessions (up to 12).


