® 1 94 PART 2  Organizing, Staffing, and Training a Sales Force
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= / Identify who should be trained
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How much training is needed? J
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Who should do the training?
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When should the training take place?
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L Where should training be done? L Program design-
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] Content of training
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Eeaching methods used in training program
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Determine how training will be reinforced } Reinforcement—

What outcomes will be evaluated? “

y Evaluation __

L What measures will be used? '

ﬂ{e Value of Sales Training

As product life cycles have become shorter and relationships between COE
panies and their customers have become more complex, training for sales
people has become more important than ever before. Most sales executives
agree that training is a critical factor ensuring the galesperson’s success
The salesperson’s product knowledge, understanding of customer needs, ant
selling skills are directly related to the amount of training he or she re
ceives. Research has shown that training leads to greater selling effective
ness, better customer relations, and improved organizational commitmen
and retention.?

Despite the relationship between sales training and sales productivis
studies report that only 30 percent of business firms provide sales training




