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Live Virtual Classroom:
Sales Training Programs
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32" 680 , EOA 6 EpfogiamsAbr effeéttile Afordad@ hndi cbnvenient online skills based sales
and sales management training for companies looking to improve their sales performance. Utilizing live facilitators
in a stateof-the-art virtual classroom training platform, auLive Virtual Classroomprograms are perfect for
distributed sales teams or teams who need to minimize time out of the field and maximize their sales training
budgets.

Live Virtual Classroomtraining programs featurehighly engaging facilitators, limited class sizes and
innovative instructional design.All trainingpOT COAT 6 AOA AAOAA 11 32'80 AxAO/
participant workbooks, field work, sales tools and planners.

Better Réention and Application

4 0AAEOQET T Al  OAOAT Qe Ailbdaydut ofxidel fifldxraidng AveritsEr which participants are
overwhelmed with informatiory typically result in poor retention and low real world skills application.

3 2"' Bv@ Virtual Classroom programs result in better retention and skills application by utilizing a different
approach: continual learning. Training programs are broken into weekig live virtual sessions. -between
sessions, participants apply the dkithey have learned in the field. Over the course of several weeks, participants

learn, practice and apply new sales skitiet coaching and reinforcemenfrom the facilitator andshare best
practiceswith their peers.
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Benefits of Live VirtuaClassroom

a  Affordable- no travel expense
a  Minimize time out of the field

a  Effective learning and better retention

o Great for distributed teams
a  Flexible scheduling

Program Components

Roles plays and exercises
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Live Virtual Classroom Workshops

Workshop ‘Length

Sales Training

Live facilitator during all sessions
Engaging instructional desigancourages participation

Sales tools and planners to use in the field and as reinforcement

CustomerFocused Selling

Five, 2hour sessions

Prospecting for New Business

Two, 2hour sessions

Managing the Territory

One, 2hour session

Sales Leadership Development

Managing Sales Performance

One, 2hour session

Sales Coaching

One, 2hour session

Recruiting &Hiring STARs

One, 2hour session

Sales Leadership

One, 2hour session

Personalized Curriculum

SRG can personalize a program for your sales organization with customized cases, examples and scenarios |
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participants.

To speak with one of our virtual

info@salesreadinessgroup.com

sales training consultants,

please cabD0O#90-0715 or
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