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Leadership SKAT

Skills

+ Selling

»  Assessing Performancs

* Coaching

o InferviewingRecruiting

¢ Negotiating

+ Execuotive Relationship
Building

+ Interviewing

» Plamning & Forecasting

» Removing Road Blocks

AaviSoar

SKAT* — Sales Leaders

(*# SKILLS - ENOWLEDGE - ACTIONS - TIMING = SUCCE 55)

Knowledge

Deal Structunng

Selling Process

Finanaal Management
Portfolio Knowledge
Performance Management
Process

Intemal Deal Processes
Competitor Knowledge

Actions

Training/Coaching
Forecasting

Quota Tracking

Sales Reporfing

Conduct Performance
Reviews

Persomnel Development
Plans

Conduct Sales Meetings
Sales Goal Sefting

Sales Pipeline Management
Individual Sales Coaching
Sessions

Joint Sales Calls with team
members

Indnstrv/ Technology
Conference Parficipation
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Timing

Conduct one training

3233 0N per quarter

Update and submit rolling
forecast each month
Conduct two perfonmance
reviews per vear for team
members

Submit anmial development
plans for each member
Conduct local sales
meetings each month
Ensure 53X quota in pipeline
Conduct individual
coaching sessions each
quarter

Do one joint sales call per
quarter with each member
Attend two
industryvitechnology
conferences per vear




