
Extensive Hands-on Sales 
Management Workshop  
Learn how to diagnose sales divisions, identify weak areas 
and devise effective & measurable recommendations. 

You will be provided with 35 tools that are ready for immediate 
implementation on your organization to improve your financial and growth 
targets. As for business development, learn how to achieve measurable 
results that open up new markets, new partnerships, analyze competition in 
a scientific manner and neutralize their effect  

Sales compensations and incentives planning is key to the success of sales 
division. You will be introduced to 6 different methods (bonus and/or 
commission) with ready made templates to choose what suits your industry 
and your sales team 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Business Development and Sales Management 
Mastery Class 

Cairo Sep. 18-19/2019 

Effective territory 
design creates 

balance between 
company revenue 
expectations, 
customer needs and 
sales reps workload 

Use scientific 
methods to assign 
quotas that are fair 
and  challenging

Improve your 
team’s win rate 
by successful 
coaching 
techniques



Six M Method in Sales!  
Man, Machine, Material, Method, 
Measurement, and Milieu. 

For the first time in sales training, a well known 
quality standard is implemented. We customized 
6M method to diagnose and improves sales 
effectiveness. 

1. Man (Hiring process, on-boarding, enablement) 

2. Machine (market analysis, territory design, 
team coaching, resource planning) 

3. Material (product portfolio analysis, accounts 
planning, KAM strategy) 

4. Method (sale process) 

5. Measurement (sales compensation & incentive 
planning, return on time invested, leading 
performance indicators) 

6. Milieu (the surrounding environment) 

Each of these sections corresponds to set of tools 
that we have developed over the years to enable 
sales managers cross the knowledge gap and be 
productive from the first day they are promoted.  

 Motivate ”A" players, Develop “B” 
players, and Get Rid of “C” Players  

Sales management mandate is simple: 

• Boost revenues and profits.   

• Cut the costs of sales.   

• Increase customer satisfaction, attraction, and 
retention. 

Having “C” level players is very costly. In 6M 
method, particularly in “Man” section we provide 
methods to cleanse the sales talent and keep the 
best of breed. Starting from hiring the best talent 
(using top-grading technique) to assessing the 
levels A, B, and C and ending with PIP or 
performance improvement plans to deal with 
struggling sales representatives. 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Benefits to you:  

1. Provide you with core sales management and business development skills.  

2. Enable you to acquire a broad, cross-functional approach to sales management 

3. Help you strengthen your leadership skills 

4. Provide you with the knowledge to produce sales plans & sales strategy  

5. Provide you with course materials that include hands-on sales leaders tool kit that includes 35 tools 
ready for implementation in your organization   

6. Give you a professional network of peers. 



Detailed Outline 

Module 1: Leadership, a practical 
context. 

A leader is best when people barely know he 
exists – when his work is done, his aim fulfilled, 
they will say “we did it ourselves”.   

Lao Tzu 

In this module we will examine the concept of 
leadership in a sales environment. We will start 
first by introducing Henri Fayol principles of 
management to a typical sales division, evaluate 
its success and shortcomings. Next, we will 
introduce the 5 levels of leadership according to 
John Maxwell and have the participants evaluate 
themselves accordingly.  

Key Topics: 
• Principles of management as applied in sales 

environment 
• Leadership levels and styles 
• Skills required for each leadership level 
• How is corporate strategy formed?  
• Why you need to be aware of product, 

marketing and talent strategy  
• Assignment (build sales strategy for your 

organization) 

Module 2, Sales Ecosystem and 6 M 

“Start with good people, lay out the rules, 
communicate with your employees, motivate 
them and reward them. If you do all those 
things effectively, you can’t miss.” 

Lee Iacocca, former CEO of Chrysler 

This module starts with a look at the present and 
future of Middle East political and economic 
landscape. We will examine typical sales 
functions, their challenges and impact on the 
overall organization. We will discuss the sales 
ecosystem, its components and the effect of each 
on the organization. We will then start analyzing 
the first component of foundation, namely “Man”.  

We will show participants best practices in hiring 
sales representatives, and how to identify A, B, 
and C players. 

Key Topics: 
• Middle East business landscape in 2019 

• Sales Ecosystem 

• The concept of foundation and compass 

• Six “M” in quality and its implementation in 
sales environment 

• Man! Best practices in hiring capable sales 
professionals 

• Sales team assessment (A, B, and C players)  

• Assignment  

Module 3, Machine, and Material. 
“A machine is a thing that is created by people to 
make work easier. It is a tool or invention which 
multiplies the effect of human effort”  

Anonymous 

We will examine two main pillars of the sales 
effectiveness foundation, “Machine & Material”. 
They both are meant to increase the productivity 
of the sales team.  

We will reveal how the sales machine works. How 
to segment the market, create balanced sales 
territories, the number of sales persons and sales 
managers per territory. We will practice different 
forecasting techniques (qualitative & 
quantitative). 

We will use hands on tools that help participants 
analyze the performance of sales territories, 
accounts, and product portfolio. 

Key Topics: 
• Fundamentals of territory design. 

• Resource utilization and time management 

• Essential sales competencies & assessment  

• Business acumen skills 

• Coaching the sales team 

• Sales meetings 

• Strengths and weaknesses of sales teams 
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Module 4, Method, and Measurement. 
If you can’t measure it, you can’t improve it 

Peter Drucker  

Having a dynamic sales process is key to the 
success of sales organizations. According to “CSO 
insights”, it improves win rate by 36%. In this 
module we will examine in details consultative 
sales process. We will state the objective of every 
sales process stage, best practices associated with 
it, measurable outcome and criterion to exit to the 
follow-on stage. We will also address sales KPI’s 
(leading indicators as well as sales compensation 
and incentive planning. 

Key Topics: 
• Sales Process fundamentals 

• Buying journey stages and alignment with 
sales process 

• Consultative selling process 

• Sales KPI’s what to measure, Leading and 
lagging sales indicators  

• Sales objectives as performance boosters 

• Sales compensation and incentive plan 

Module 5, Milieu and business 
development  
“No man is an island” 

John Donne 

A clear example of a compartmentalized division 
in any organization is the sales department. Sales 
targets trickle down from the boardroom, they 
get passed on to sales organization where capable 
sales professionals run with it and “make their 
numbers. This module is an eye opener to sales 
leaders to what goes outside their department, 
and indeed the overall organization. 

We will examine PESTEL model and run a hands-
on exercise where participants will perform a 
complete analysis using 50+ questions to some up 
with a full PESTEL analysis. They will translate 
this analysis into actionable business 
opportunities. We will spend time on KAM 
concepts and planning and perform a complete 
“Key Account” plan.  

The rest of the module will be spent on a hands-
on exercise on 30+ tools that support the overall 
program. Each participant will be given a copy of 
“Sales Leaders Tool Kit” and one-year access to its 
YouTube audio/video material. 

Key Topics: 
• PESTEL analysis  

• Translating PESTEL into actionable business 
opportunities 

• Understanding annual reports  

• Value chain and business modeling  

• Key accounts management, which is a key 
account? Why? 

• Sales Leaders Tool kit 
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