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Sales Coaching - From Sales Tune-up 
To Total Sales Management



From Sales Tune-up To Total Sales Management

ACS works with sales leaders and managers to improve the performance of their 
internal and or external sales teams by working shoulder to shoulder at every level and 
within every stage of the sales process.  The ACS sales coaching process offers the 
flexibility for our experienced sales leaders to engage with your team at multiple levels, 
from training skills to managing the team and representing your business to your clients.



From Sales Tune-up To Total Sales Management

Sales are the foundation of any successful business. With the right support, your sales 
teams can achieve better and more consistent results. 

We combine years of experience, knowledge and expertise with proven sales systems 
that we have delivered in hundreds of businesses, to take your internal and external 
sales functions to a new level – increasing revenues and profitability.

We also provide accountability for short, medium & long term sales plans and are able 
to fill the role of a sales manager on an outsourced basis.

Sales Management – leading a team and managing a team are very different 
activities. We help with all the key skills and processes necessary for the effective 
management of your sales team.

Customer Engagement – we help you plan your client relationships strategically to 
include customer entertainment, review meetings, communication tactics, service 
changes and cross selling. 

Sales Training – we deliver pre-designed or bespoke training packages to boost 
the skills and performance of your internal or external sales team, with training 
directly linked to your specific needs and performance aims.

Lead Generation And Sales Conversion – generating new enquiries and business 
leads are essential for business growth, but this can be challenging. We help you 
build systems that generate the required level of leads, and convert them into 
meaningful sales. 

Targeting And Measuring – we provide you with the knowledge and systems to 
help sales managers improve their sales targeting and performance measurement.

Leadership And Accountability – we help your existing and new sales leaders get 
the focus required to lead a high performing sales team. 

To maximise your sales performance get in touch and find 
out about our sales coaching services: 

01273 463854

enquires@acsperformance.co.uk@

Our Sales Coaching Services

Sales Coaching



Leading a team and managing a team are very different activities, we will help with all 
the key skills and processes necessary for the effective management of your sales 
team, including the running of sales meetings and ongoing one to one sales reviews 
with your sales people.

Inspiring Top Performance

Find out how to inspire top performance in your team by 
getting in touch today:

01273 463854

enquires@acsperformance.co.uk@



Inspiring Top Performance

Performance Management – to enable a great performance you first must 
correctly implement a consistent and ongoing process of communication and 
measurement between the sales manager and their sales team. These measures 
should be aligned with the strategic and tactical objectives of the department, 
division and company. In our coaching engagements we will give you the advice 
that enables this to happen.

Customer Classification – managing your customers through a classification 
process i.e. A, B, C and D with A being the ideal and D being those customers 
that cause your business to be inefficient and reduce profitability. This will enable 
you to focus your attention on those that have the best influence on results. We 
will assist you implementing this process so as to get the best return from your 
resources and sales effort.

Sales Person Onboarding – there is always a period of time that you have 
to give a new sales recruit to “get up to speed”. By learning how to on board 
them effectively you can reduce the time it takes for a sale person to become 
effective and actively contribute to the team’s overall performance. The process 
of onboarding identifies all the key stages and actively gets a sales person to a 
good performance quicker and planning it to happen in a proactive way.

Sales Meeting Facilitation – a high quality and interactive sales meeting helps 
your sales team to get clear focus, increased motivation and an updated on any 
important company information. In order to get the very best from having your 
salesforce all in one place, it’s essential that it’s planned and managed properly. 
Our sales meeting facilitation process provides you with an ideal way in which to 
achieve a well thought through and effective meeting.

Written Sales Plan – in our experience, it is rare to see a well constructed and 
thought through “written sales plan”. More typically we just see the sales team 
targeted to bring in the numbers. The benefits that come from establishing a 
written sales plan can be easily seen within those companies that have them. The 
sales force are always focused, driven and clear in what it is that they have to do 
and at the same time bring in the kind of client relationships, which will deliver the 
strategic plan of the company. The plan not only provides a route map but also an 
ongoing measure of success.

Identifying And Providing The Right Tools – it is not unusual to find, the function 
that is under invested the most is the sales function, in terms of its tools to do 
the job. We see investment made in infrastructure and operational capability all 
the time but rarely in sales. We help our clients to understand what the correct 
tools are for a sales force to reach peak performance. This could be as simple 
as providing your sales team with the ability to communicate effectively with their 
customers, right though to a sophisticated CRM tool that helps them to proactively 
plan the activities of every customer they have.

Sales Management



Capture Your Customers Imagination 



Relationships with your clients are key to a sustained and solid sales performance. 
The process of customer engagement should be planned strategically to include 
customer entertainment, review meetings, communication tactics, service changes and 
product/service cross selling. We will give you the support to develop your customer 
engagement plan.

Meeting Planning And Joint Client Meetings – our sales coaching service not only 
supports individuals in developing the necessary capabilities to plan for successful 
client meetings, we also support you by attending and running them whilst your sales 
people learn from us. This enables you to actually “practice on race day” giving the 
sales person valuable experience without risking the opportunity.

Communication Tactics And Frequency – it’s important to find opportunities to 
communicate with your clients, however knowing when and how is the real skill. 
What to say and how often, with real engagement is vital to the ongoing relationship 
with that client and we will support you in developing these tactics and strategies.

Key Account Planning – our support in building a systematic approach to managing 
and growing an identified set of your most important customers, which will maximize 
their value, is without question essential. We work with you to achieve mutually 
beneficial goals for both you and the key accounts.

Customer Segmentation – almost every customer type will require a slightly 
different approach and will also represent a different opportunity for your business. 
Working through the customer segmentation process will give your company the 
strategies required to most effectively get the results that you want.

Customer Entertaining And Event Management – some of the best customer 
relationships are built when away from the office, boardroom or negotiating table. 
Having an agreed set of events and engagements which provide a more personal 
approach to building key account relationships will help you get better results. 
With our experience in this area you will become experts in running and carrying 
out professional and effective events and engagements.

Customer Onboarding And Alignment – the most crucial time in a relationship with 
a client can be at the point that you win them or secure a new piece of business 
from them. The reason for this is that they are trusting you to deliver and very often 
the person trusting you, is not the person using you on a day to day basis. We use 
our skills and experience to help you learn how too carefully “bring them on board”, 
in fact making sure you cement and secure the relationship for much longer.

Customer Engagement

To start developing closer relationships with your 
customers call now: 

01273 463854

enquires@acsperformance.co.uk@



Sharpening The Sales Toolbox



Sharpening The Sales Toolbox

To improve sales performance, call us now:

01273 463854

enquires@acsperformance.co.uk@

Sales Training

Strategic Account Management – we provide training to development in a range 
of skills and techniques that are needed to proactively manage your existing 
client’s needs and turn your major clients into long-term business partners. The 
knowledge to develop and implement effective strategies and pro-active account 
plans is essential if profit opportunities are to be maximised.

Essential Sales Skills – our training is designed to provide your sales people with 
the essential techniques and tactics to understand the sales process and how to 
overcome objections. The training will give them necessary understanding to close 
more sales and exceed their targets.

Negotiation Skills – negotiation skills are important in today’s complex and difficult 
business environments. Our training will help you to refine your hard and soft skills 
as a negotiator. We will also help you with the know-how required to develop your 
negotiating strategies and approaches for complex negotiations dealing with 
difficult situations and tough sales situations.

Communication Tools – growing companies can benefit from this element of the 
training as we show you how to create a systematic approach to enhancing sales 
communications across your organisation, whether that be on a one to one level 
or at the organisations level.

Effective Targeting – our training will give you all the skills and abilities to know 
how to effectively set sales targets. Firstly by knowing who your target market is 
and where the best opportunities lie. It will then go on to teach you how to pull 
together the correct targets for your clients and prospects.

Presentation Skills – our very experienced sales trainers will help you to bring to 
life everything you say with extra influence, impact and authority, as well as giving 
you skills in developing a content that quickly connects with people. You will gain 
strategies for handling questions, get buy in from difficult people and ultimately 
have the confidence to put these skills into action right away.

If your internal or external sales team require new and improved skills to boost 
their performance, we have the capability to build a bespoke training package. This 
package will be directly linked to your specific needs. However, we also have an 
excellent pre-designed sales and business development training course that will give 
your sales performance an uplift.



Growing The Customer Base

The fuel that is essential for your business to grow and probably the most challenging 
activity, is the generation of new enquiries and business leads. Once we help you to 
build the systems that generate the required level of leads, we then help you to convert 
them into meaningful sales by developing and implementing an effective multi staged 
sales process.



Growing The Customer Base Lead Generation And Sales Conversion

What’s Your Differentiation? – in order to stand out from your competition you 
must offer them something different. It may be your product and or your service 
that is different, but having it made clear to your sales team is what’s important. 
It is this differentiation which will help any business development activity be more 
focussed and enable your sales force to sell away from price and more towards 
value. Quite often these differentials get lost in your day to day sales activities 
because of the constant pressure of hitting your numbers. We will help you to 
identify and communicate it to your internal sales force and your customers.

Multiple Layered Lead Generation – the failure to hit your new business targets 
can almost always be linked to your reliance in too few lead generation activities. If 
you only have two or three that are working, when one fails to deliver for a particular 
period you can lose, between 30% to 50% of the leads and new business enquiries 
you require. By spreading your activities wider, when one or two do not deliver for a 
period, you still have 80% to 90% working for you. We help you through the process 
of establishing a greater number of working strategies for your business.

Managing The Sales Pipeline – if you imagine that every sales pipeline is not 
actually a solid pipe, but instead a set of individual sections, which relates to 
a set of steps that every sale goes through. Then understanding where those 
breaks are is crucial when trying to produce a better result from the leads you 
are producing. It can be just as simple as managing a client through each step, 
eventually getting them over the line or it could be more complex by developing 
new tactics to stop opportunities falling out of the process.

Effective Targeting – this process will give your team the ability and know how to 
effectively set sales targets. Firstly by knowing who your target market is, where 
and what the best opportunities are. We then go on to help you pull together the 
correct targets for your clients, all of which should be stretching but achievable.

Sales Collateral – having the correct tools and sales material can make an 
enormous difference to a sales persons conversion results. In many cases these 
can be simple but useful pricing matrixes and case studies. They can also be 
complex and very comprehensive websites and catalogues. Whichever it is, 
typically dependent on your industry, we will help to establish and build the correct 
level of sales collateral for your sales force to be more successful.

Sales Process Mapping And Implementation – if we want more predictable results, 
we must map the optimum sales process for a client or prospect to flow through. 
At ACS we not only help you design the process, with each step giving you more 
opportunity of closing business, but we will help to implement it in to your business. 

Finding out how to grow your customer base by contacting 
us now:

01273 463854

enquires@acsperformance.co.uk@



If You Don’t Measure It You Can’t Manage It



We provide you with the knowledge and systems so that any sales manager can 
improve their sales targeting and performance measurement. Enabling them to clearly 
identify and manage the potential, which sits within their company. Our support in this 
area will also help you control and manage the performance of your sales teams and 
sales people.

Checks And Measures – as the saying goes “If you don’t measure it you can’t 
manage it”, the key to any sales teams success and the successful management 
of that sales team ,will be in the numbers and key performance Indictors that are 
important to its success. We will help establish what they are and how to implement 
the ongoing process of measuring them.

Report Writing – essentially, a report is a short, sharp, concise document which is 
written for a particular purpose. We will teach you how to set out a report, which 
will analyse a situation, opportunity or problem allowing you to make decisive 
recommendations for future action.

Performance Management – sales performance management combines the 
traditional discipline of sales management with a more focused and numbers 
driven approach. We help you to make sure individuals and teams improve sales 
performance. Ultimately, this leads to generating much more repeatable and 
predictable sales revenues.

Recognition And Reward – for a team and individuals to be driven and motivated to 
succeed, the recognition and reward model, that we support you to implement, is vital 
to your success. You can learn from the years of valuable experience we have had, 
when successfully implementing unique models with our clients.

Build Your Dashboard – in order to really see what an overall team’s performance 
is, we will show you how to set up a “dashboard”. This is effectively a document 
that details the information from the important key performance indicators (KPI’s), 
which measure the performance of your sales function, to the number of leads, lead 
source, conversion rate etc and any and every combination. You can make use of 
the many templates we have and/or adapt one to suit your exact needs.

Pipeline Measurement – in many companies the improvements we will help you 
make, can be measured and analysed way before the sales ever come in. So 
establishing an effective pipeline is important when knowing the changes you’re 
making are having the right effect. We will work with you to understand, implement 
and track the ongoing performance of your sales pipeline.

Targeting And Measuring

To discover what to measure and how to measure it, call 
us today

01273 463854

enquires@acsperformance.co.uk@



Uniting Your Sales Team Behind A Common Goal



As part of our sales coaching service we provide leadership and accountability support 
to existing and new sales managers or leaders. We help them to get the focus required 
to be a manager or leader of a high performing sales team. This can also be utilised 
by companies that want, but haven’t got a dedicated sales manager, with us providing 
the guidance and accountability to the sales team.   

Motivating A Team – it’s our opinion that your people are the most important 
resource within your company. In order to achieve great results, each leader needs 
to have a motivation strategy that creates and maintains a spirit of enthusiasm 
among their team. This is vitally important with sales people as they are dealing with 
the pressure that comes from being targeted and the disappointment of not closing 
deals. The ACS sales coaches will help you develop the strategy for your team.

Long Term Planning And Goal Setting – the ability to develop a long term strategy is 
key to driving your sales force in the right direction over a sustained period. We will 
help you in developing the ability to set those goals that are aligned to your overall 
goals within the strategic plan for the company.

Coaching Skills – team coaching strengthens a team’s performance by leveraging 
team skills and improving upon team weaknesses. The process is designed to 
raise team performance, strengthen team relationships and ultimately, help the 
team perform at its highest potential. We will give you or deliver the coaching skills 
necessary to coach your team to a great performance.

Priority Management – in any sales situation it’s very easy to not see the wood from 
the trees, when it comes to focussing your sales force on the best opportunities 
that your business has. We work with sales leaders and managers to develop the 
prioritisation skills necessary to harness these opportunities, as well as implementing 
a priority management system to get the very best results.

Skills And Behaviour Gap Analysis – with every sales leader, manager and team we 
work with, we first analyse the current skills and behaviours. From this we create a 
gap analysis to see what needs to be added and or changed in order for the team 
or individual to be successful. We use this analysis to carefully plan the individual 
support and training required.

Understanding How To Delegate – it’s very easy for a sales manager to continue to 
try and be the best sales person and very often it will be this trait that stops them 
from being a great sales manager or leader. With us giving you the skills to delegate 
effectively, your ability to perform as a leader and manager will improve immensely.

Leadership And Accountability

Start to get more accountability from your sales team by 
contacting us now:

01273 463854

enquires@acsperformance.co.uk@



ACS Business Performance 
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