Journey Leader

Study in Excellence Series

3
U
)
(D
()
—
D
QD
Q
D
-
[,
=

5
¢)
o
=
—
[,
(1
=
o
=

For Further Information:

Journey Leader

Study in Excellence Series
www.JourneylLeader.com
Professor@JourneylLeader.com
610.812.0745

D

[,

()

®

=

ives, owners &

professionals



A Study in Sales Leadership Excellence

There is compelling evidence that the one factor
critical to business success is a strong and
effective sales leader.

Leadership is about ordinary people doing
extraordinary things

It is the caliber of sales leaders personally, as
well as the culture of leadership they create, that
predicts business success.

This six month program (three hours, once a
week, for 26 weeks) is designed to enhance
your personal sales leadership style and to
support your leadership journey.

Participants will re-examine how strong sales
leaders build a culture and align it with strategy,
values, and ethics to effectively transform sales
organizations.

Drawing from contemporary research and
consulting, participants will see how the best
leaders apply their knowledge, skills and
influence to achieve tangible business results in
rapidly changing environments.

Sales Leaders who can create a longer-term
focus and make significant impact on their
business outcomes are in high demand.

This program provides practical ideas, models
and tools of sales leadership and strategy, an
assessment of your development as a leader,
and the next steps that you need to take on this
sales leadership journey.

Who Should Attend?

Middle to senior level sales executives,
managers, entrepreneurs and business owners
who want to address sales leadership styles,
while becoming more strategic and effective in
improving sales performance.

Participants will want to identify new opportunities
for their sales teams and are keen to learn how to
create a cohesive workforce with a structure
which strives for excellence in achievement.

Key Areas to be Examined

Change Leadership

Self-Awareness and Leadership Assessment
Performance Management

Coaching and Mentoring to Success Models
Building a Sales Culture

Emotional Intelligence

Mastermind and Roundtable Discussions
Productive Sales Meetings

Learning Organizations are Growing Organizations
Cross-Culture Selling

Managing Diversity and ethics

Sales Reporting and Accuracy

Hunters vs. Farmers

Hiring and Firing

Leadership Models

Pygmalion Effect

Virtuous Leader identifying Core Values
Quantum Sales LEAP!™

Key Benefits

Through Quantum Sales Management LEAP!™  you will:

Gain exposure to leading edge sales leadership ideas,
tools, books and practices.

Identify potential for personal sales development in areas
such as strategic and organizational sales leadership, team
leadership and change leadership

Learn how to capitalize on emotional intelligence.

Discover results-based sales leadership as the key to
achieving improved sales performance.

Learn how successful leaders engage others in strategic
action through values, virtues and ethics.

Discover the keys to successful culture change and
organizational sales transformation.
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Quantum Sales Management LEAP! ™
Course Outline

The study of Sales Leadership Excellence provides an in-depth, examination of
current sales leadership ideas and applications, constructively critiques fads and
new paradigms, and uses a range of learning methods including group work,
simulations, feedback devices and case studies. The content focuses on four
critical sales leadership factors considered essential in all sales leaders.

Section 1: Personal Sales Leadership - 360 evaluat ion
Participants focus on identifying their strengths and development needs and how
sales leadership style influences the workplace. Personal, interpersonal and
sales leadership styles are examined in depth and areas of personal growth are
identified. How do others perceive you, and is this how you see yourself?
Participants will prepare an action plan for change that is developed for aligning
leadership behavior with the organization’s strategic needs. Mastermind and
roundtable sessions will give honest feedback from your peers.

Section 2: Sales Performance Leadership

Sales performance leadership integrates leadership, mentoring and coaching to
provide participants with practical skills for achieving high-performance outcomes
through sales individuals and teams, and dealing with diminished sales
performance. The focus moves through a sales leadership to determine what is
needed to achieve maximum performance. You will use your classmates as an
opportunity to explore leadership challenges.

Section 3: Strategic and Cultural Sales Leadership

Participants consider how executives can align corporate strategy with a culture to
deliver sales goals, and how you can create a values-based culture. Participants
will then learn how sales leaders build cultures within a diverse sales force.

Section 4: Quantum Sales Management LEAP! ™

The focus shifts to how leaders can help their staff and the organization move
from current sales paradigms to emerging models. Learn how to turn vision into
reality and how to lead the changes required for sales transformation to
excellence. Models and action plans will be built and reviewed by your
classmates to be implemented.

Group and Private

Coaching Included

o T T [
Instructors

Daniel Rodgers  Michael Sigman

MJIL MA MBA c.Ht. IACC

Dan and Michael are one of the most
sought-after sales leadership
development speakers, trainers,
coaches and counselors in America
Today.

They are considered one of the top
experts in the field of Leadership,
Sales Training, and Sales
Management. They have been called
the "Executive’'s and
Entrepreneur’s Most Trusted
Advisors.”

Dan and Michael have won many
National Awards in Sales and Sales
Training. Dan recently was honored as
the distinguished recipient of the
Entrepreneur Advocate of the Year.

As successful entrepreneurs,
innovation experts, coaches, mentors,
They are gregarious, dynamic and
compelling speakers. They are a
friend of integrity managing & selling.

ourney eader builds

one success story at a time ...

taking the ordinary
and creating the
extraordinary ...
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